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~1.5 minutes



Securitas

Today’s speakers and topics

14:00

Building the future
Securitas

Magnus Ahlgvist

Finance
Andreas Lindback

Securitas Technology
Tony Byerly

Global Clients
Brian Riis Nielsen

15:15
Q&A session 15 min
Break 15 minutes

Securitas North America
Greg Anderson

Securitas Europe
Henrik Zetterberg

Securitas Digital
Martin Althén

Sustainability

Frida Rosenholm and
Sune Chabert Larsen

|
17:00

Q&A session

Closing remarks

17:30

End of session

20 min
10 minutes
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Progress since the last Investor Day — August 2022

+ Creation of Securitas Technology with integration of STANLEY Security
+ Improvements across all segments

+ 9% technology and solutions growth

+ Significant client wins

+ Digitalization: 130 000 client sites, 60 000 officers

+ Sharpening the business — exiting low-performing, non-core markets
+ Promoting and adding high caliber and more diverse leaders

+ SBTi - first major company in our industry

Executing on
our strategy

to build the
future
Securitas
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Securitas

T Y
The security market ten years ago...

0%+ Solutions
=
o+
S
o
|
)
5% Technology
Guarding
10%+ 20%
Operating margin
Source: Freedonia and management estimates.

1) Not adjusted for current inflationary environment.
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..and how it has evolved

10%+

Growth!'

5%

Solutions

Technology

Guarding

Data-driven
SaaS

Source: Freedonia, OMDIA and management estimates.

1) Not adjusted for current inflationary environment; 2) Commercial electronic security market.

10%+

Operating margin

20%

D b

)
& B

Market size
2023

Technology?

BUSD >70

Solutions

Fast growth

Guarding
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Client needs and demands are increasingly more
complex and dynamic

Next phase

Stand-alone needs Clients re-think their security due to
higher complexity and scarcity of people

Protection of buildings and assets Protection of people and supply chain

Pure security Focus on compliance and sustainability
Static view of risk — observe and Security solutions based on dynamic
report risk models — anticipate and respond
Focus on the input Focus on the benefits we deliver

Rise of knowledge products

Automation — enabled by technology
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Transforming Securitas into a world-leading security solutions company

Technology and solutions : U : \) @ Technology and solutions
Total sales EBITA Total sales EBITA
32% 53%
20%
38% |
BSEK BSEK | BSEK BSEK
101.5 5.3 157 10.2
markets client retention 44 markets 90% client retention
employees digitalized client sites , 3= 341000 employees 130 000 digitalized client sites
=
'chSEé: Ie'chriciégy_ and _sbrm@-nQJEA?—ITA.iﬁ 2018 fs i_n(_jice;tiv;e.v._- RS 5 - . : 3
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Key capabilities to win in the security industry

Presence

A diverse workforce in terms of
competence and footprint

Technology

The capability to deploy and monitor
connected technology at global scale

Data

Ability to harmonize and leverage ever
expanding volumes of security data
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We have established a unigue position, with an unparalleled
client offering to solve increasingly complex security needs
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Providing solutions globally

Global presence based on extensive
local presence, #1-3 player in key
strategic markets
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Unmatched client offering

Bespoke offerings, combining people
and technology in sustainable and
world-leading security solutions

Technology and innovation

Developing and partnering to offer
industry-leading products and
innovative solutions
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Global presence in strategic markets with
strengthened t

Markets

44

Positioned to serve
global clients, 16% of
Group sales 2023

Technology
acquisitions

2]

Technology and
solutions sales more
than doubled since 2018

Strategic
assessments

14

BSEK 3 divested
(2% of Group sales)
Low profitability

12

llities
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Strategic focus areas to deliver on our targets

Taking the lead within

technology.. focused on profitability..

-with quality guarding services

.to become a global security
solutions partner..

Securitasg

.leveraging our global platform
to drive innovation

— 21% of Group sales 2023 — 66% of Group sales 2023

— Design, integration, installation of security — On-site and mobile services

technology and RMR (maintenance,
monitoring, 40% of sales) — Profitability focus
» Active portfolio management
* Increased thresholds on new sales
margin
e Labor productivity

» Cost efficiency

— Focus areas:
» Taking a world leading position

* Finalize integration with MUSD 20-25
additional cost synergies

» Growth through cross-selling

1% of Group sales 2023

Integrated solutions addressing the
holistic security needs of our clients

Growth focus:
* Implementation of solutions organization
» Cross-selling to existing clients

— Strategically important to become a 10%
operating margin company

— Digital products and SaaS

— Focus areas:
» Strengthened digital client engagement
* Developing and commercializing high-
margin digital products

* Leveraging Al for internal productivity and
additional client value
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We are committed to achieving 8% operating margin by the end of 2025

8%

Operating margin (%)

EBITA 2019 Technology  STANLEY Transformation Active Headwinds' EBITA 2023 Technology Security M&A Strategic  EBITA 2025
fullyear and solutions Security programs portfolio fullyear and solutions services assessments Yyear-end
impact* management impact profitability target

Note: Indicative only.

* Including cost synergies from STANLEY Security acquisition.
1) Primarily Security services, including negative mix impact from inflation-driven guarding growth, and SCIS contract performance.
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Driving profitable growth to support our roadmap to 8%

Solutions

N
Technology ® Data-driven
SaaS
Corporate risk
management
Security services
in North America
Focus on organic ) :
Security services
sales grOWth in Ibero-America

Security services
in Europe

N\

- -

Focus on operating margin improvement

"

Note: Circle sizes are indicative andkintended for visualization only.
. Pt Sa >4 P T
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We have come far in the transformation of Securitas

Business benefits

STANLEY integration

— A world-leading technology platform
— MUSD 70-75 total cost synergies

— Significant commercial synergies

STANLEY integration

4

Europe and Ibero-America
business transformations Business transformations

WV

— Harmonized way of working

— Stronger digital client and people offering
North America — Improved labor productivity

business transformation — Digitalization of people, operational and financial
processes

{

— Improved transparency and performance
management

Modernizing global IT — Cost efficiency
and intelligent services

{

Global IT and intelligent services
— Scalable modern IT backbone

— Cost efficiency

2019 2020 2021 2022 2023 2024 — Foundation for digitalization
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Scaling great leaders and aligning incentives, leveraging our
values and toolbox

The right leaders, in
the right positions

Strategy-based
incentive models

— A mix of new ideas
and experiences from
other sectors with the
most knowledgable
security experts

— Incentive programs are
now aligned with our
targets for margin

improvement and cash — Building successful
flow e teams with a scalable
l leadership model

. . a
— Parts of the incentive
programs have been
designed around . Renewed Toolbox
commercial synergies launched

of technology and

. — Aset of tools
solutions sales

designed to guide
leaders and provide
a common language

— 90% of managers
trained in 2023
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Leading the industry with ambitious
sustainability targets
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SBTi — climate

A42%

Reduction of emissions in scope 1, 2,
and 3 by 2030

People
20% 5%

Share of female Annual injury rate
managers at all levels reduction
and functions

Responsible business
100% 100%

Completion of all Roll-out updated business
mandatory training on ethics compliance
values and ethics programs in all markets
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Increasingly output-driven and scalable business

Beyond 2025 - shaping the
security and safety services
industry through innovation " O O/O

Towards our long-term
operating margin ambition

Strengthening the building blocks
needed for data-driven innovation.

Redefining security services with
the most comprehensive offering
of specialized services.

Leveraging Al across all parts of
our business.

A\
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Andreas Lindback
Chief Financial Officer
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Strong performance in 2023
building on significant
transformation

Our transformation: 2018 to 2023 Strong performance in 2023
o o 20% — 329% 9% 80%

Technology and solutions Operating cash flow
%otopentrgresat 3OS0 7 D376

real sales growth (12%) (71%)
Securl’Fas GrouP 5 2 O/ ——~ é 5 O/ Operating margin Leverage'
operating margin . O - . @ (6.0%) (3.3x)

6.97% 2. /X
Note: Figures within brackets are 2022 actuals; Technology and solutions % of operating result 2018 indicative. 1) Defined as Net debt/EBITDA, adjusted for IAC and STANLEY R12.
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Our major transformation and integration programs are coming to an end

Items affecting comparability (IAC), MSEK

IT modernization and transformation programs

Program phase-out

A4

STANLEY integration |

1347 .
\ Significant
1086 ‘\\ decrease in IAC
985 \ supporting EPS and

N .
. . cash generation
N\
N,
640 KW

455
0]
2017 2018 2019 2020 2021 2022 2023 2024F 2025F 2026F

Note: Excluding Argentina divestment and AFA repayment in 2021. 2025 and beyond: lllustrative only.

W

North America business
transformation

Europe and lbero-America
business transformation

Cost-savings program,
Europe

Cost-savings program, C19

STANLEY Security

Modernizing global IT and
intelligent services

Cost synergy and efficiency,
and transformation phase-out



Our financial position has strengthened since the STANLEY acquisition

Q.6 bn 31 bn <4 bn

Rights issue 2022 Debt refinanced Debt maturities in 2024
last 15 months

2. /X BBB Nelale

Leverage! S&P credit rating Financial covenants
Stable outlook

upgrade February 2024

1) Net debt/EBITDA, adjusted for IAC. All figures in SEK.
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We are on the right track to achieve our financial targets

Financial targets Outcome

Growth Technology and solutions annual average real sales growth' 10%2

Group EBITA margin by year-end 2025
: T PP (o)
Profitability 6.5%

Long-term EBITA margin ambition

Average operating cash flow of 70-80% of operating income o /
Cash flow before amortization 76 /O 3 v
Capital structure Net debt in relation to EBITDA, adjusted for IAC, below 3x 27X L

A dividend in the range of 50-60% of o/ 3
annual net income over time 47 /0

Dividend policy

Note: Outcome refers to YTD December 2023.
1) For the 2022-26 period; sales growth adjusted for changes in exchange rates. 2) CAGR 2022-2023 3) Average 2022-2023.
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Clear roadmap to achieve 8% operating margin by the end of 2025

— High single-digit organic sales
growth supported by significant
commercial synergies

— MUSD 20-25 net cost synergies
e e

— Active portfolio management

Operating margin

8%

6.5%

— Price
— Labor productivity

— Cost efficiency

EBITA 2023 Technology Security M&A Strategic EBITA 2025
full year and solutions services assessments year-end
impact profitability target

Note: Indicative only.
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We are an asset light business with strong and stable cash flows...

Operating cash flow bridge Ambition: cash flows at upper end of /0-80% target

As % of operating income before amortization 2023 (historical average*) — Net investments negative mainly due to inflation and
transformation CAPEX

100%

Changes in net working capital

— Trade receivables main driver of cash flow

-5% (-6%)
14% (11%) 80% (77%) — Trade receivables BSEK 25, cash flow sensitive to growth
- 0% (-3%) —1day DSO; MSEK ~500 or ~5% of operating cash flow?
-29% (-23%) . . s
— Majority of payables consists of employee-related liabilities,
limited opportunity to impact and less sensitive to growth
Operating Net Change in Change in Other Operating
result investments trade payables? changes in cash flow

receivables' NWC

* 2014-2023 excluding 2020-21 due to C19.
1) Accounts receivable and accrued- and deferred income. 2) Includes employee-related liabilities and accounts payable among others. 3) Refers to 2023.
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..with continued CAPEX requirements of less than 3% of sales...

CAPEX to sales (%) CAPEX to remain low at <3% of sales
B Right-of-use assets Securitas Group
Maintenance* CAPEX-light business: ~2.7% of sales 2019-2023
® Solutions (~1.6% excluding right-of-use assets)

mT f ti
SRR 2.7% 26% 2.6% 27% 26% Security services and technology (incl. STANLEY)'

Low CAPEX need: Mainly maintenance and right-of-use assets

2.1%

199 20%

1.6% 16% . .

Solutions'!

Medium CAPEX needs: technology component of client
contracts (~5% of Solutions sales) in addition to regular
maintenance CAPEX

Transformation programs
— BSEK 1.3 in CAPEX investments 2018-2023
— 2024 estimate MSEK 100, further reduced 2025 and beyond

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

* Primarily vehicles, premises and IT.
1) Security services and Technology represents 87% of Group sales and Solutions 11% in 2023.
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..low continued net working capital requirements

Net working capital' to sales (%) Key levers to improve NWC
llustrative example: | STANLEY Security integration
10% A Technology?
9% - Back to pre-Covid levels (NWC "%O% of sales) ~ . '
despite higher share of grows 8% year on year ~ Cash flow in incentive programs
8% 1 Technology business, to 2026, remaining
79 - due to strong Security business unchanged - .
o ma \/ ) Client contract terms and escalation procedures

6% - Average 2016-2019 4.4%
5%
4%
3% Covid-19

4 Invoice automation in transformation programs

%

y Minimum payment terms for suppliers

NV

NWC to sales remains low by mitigating business mix
effect through disciplined improvement activities

2016 2017 2018 2019 2020 2021 2022 2023 2026 Additional reporting disclosures on net working capital
and cash flow in H1 2024

-~

2%
1%
0%

1) NWC is operating capital employed as reported, adjusted for fixed assets and non-operating cash flow items. Indicative only. 2) Technology was 21% of Group sales 2023, Solutions similar NWC-profile as Security services.
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..and robust free cash flow conversion

®°0®

2023 operating cash flow to free cash flow bridge PP 2024-2025
. . . . . .
BSEK (% of operating income before amortization) e L [reereed e seEsy
’
ri4 + Reduced IAC spend
8.2 (80%) /
Il Finance net:
/
+ Reduced net debt and interest rates
2.6 6.1 (59%) to support over time
-1.9 - 4.9 (48%) + Opportunity to continue refinance
existing floating debt at lower margins
-1.3 - 3.5 (34%) —  Estimate of BSEK -2.2 in 2024, mainly
due to timing impact of interest
payments
Operating Finance Tax Free Free CAPEX Free
cash flow net cash flow cash flow excl. cash flow
incl. IAC right-of-use incl. IAC
assets  excl. CAPEX
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Disciplined capital allocation focused on shareholder returns

CAPEX to remain Dividend of 50-60% Disciplined M&A
< 3% of sales of net income over time 5

Primarily technology and
solutions bolt-on

Digital service offering

1) Excluding items affecting comparability (IAC).
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Limited near-term refinancing with financial net estimated to remain flat in 2024’

Maturity profile: Limited near-term refinancing

Finance net: Bridge to 2024 estimate

February 2024 (BSEK) (BSEK)
209 2.8 1 Improved term loan margin
18 26 1 I/
2417 -

16 - ] I . 2 400
14 A o B

22 9 5 BSEK ~7 total fixed rate debt
12 A BSEK ~3.5 maturing in 2024

20 1
10 -

18 1
8 -
5 - — 1.6 1
ol 14 4
2 1 12 |
0 - 10

2026 2027 2028 2029 2030
WEUR bond m USDPP TermLoan ESEKPP ®mSchuldschein 12027 RCF (undrawn)

Debt structure: USD 50%, EUR 25%, Other 25%
We remain committed to our investment grade rating

Finance net IAS29 Finance net Fixed debt Termloan Deleverage Finance net
2023 Elgle] 2023 refinancing refinancing  and other plopZ:
as reported FX gains excl. IAS29
and FX gains

1) Estimate only, excluding IAS29 and FX gains and losses.
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Accelerating financial performance and shareholder returns

Building a high margin technology
and solutions business with robust
margin improvement roadmap

EPS growth supported by reduced IAC
and reduced finance net over time

Asset light business with improved
future free cash flow conversion

Strongly reduced leverage at 2.7x
in 2023

Disciplined capital allocation to
maximize shareholder value

8% myenotz02s . 8-10% saiesgromtn

> 70-80% s

Net debt in relation to
< 3X EBITDA, adjusted for IAC

50=60076 cetinibme over tme

10%

Long-term operating
margin ambition
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Appendix: Operating cash flow and net working capital insights

Operating cash flow Fixed assets and net working capital
2023 2023 Average' 2023 2023
(%*) (%*) (% of sales)
Operating Result 10 247 100% 100% Total sales 157 249 100%
Capital Expenditures -4 14 -40% -41% Tangible and Intangible Assets 6785 4%
Depreciation 3556 35% 34% Right of Use 4 495 3%
Net Investments -558 -5% -7% Fixed Assets 11280 7%
Changes in Trade receivables’ -2 986 -29% -23% Trade receivables? 25 368 17%
Changes in Payables3 1512 15% 1% Payables® -17 648 -11%
Changes in Inventory -16 -1% -2% Inventory 1443 1%
Changes in other Net Working Capital 87 1% -4% Other Net Working Capital -207 -2%
Changes in Net Working Capital -1504 -15% -17% Net Working Capital 7 091 5%
Operating Cash Flow 8185 80% 77%

* As % of operating income before amortization.
Note: NWC is operating capital employed as reported, adjusted for fixed assets and non-operating cash flow items.
1) 2014-2023 excluding 2020-2021 due to C19. 2) Accounts receivable and accrued- and deferred income. 3) Includes employee-related liabilities and accounts payable among others.
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Creating a scalable global platform to address an attractive and growing
market, supporting Securitas’ journey towards 8% operating margin

— High single-digit organic sales
growth supported by significant
commercial synergies

— MUSD 20-25 net cost synergies 1 Well-positioned with strong value proposition to exceed
industry growth rate in attractive and growing total

I addressable market supported by significant commercial
synergy opportunities
Strong value-creation opportunity through accretive
strategic bolt-on acquisitions in a highly fragmented industry
Technology M&A
and solutions
impact

Note: Size of bridge components relevant for Securitas Group (indicative only), not applicable to individual segments.
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Global market leader with
leading capabilities

BSEK 34 H2

2023 full year sales Global market position
@)
~119% 1000 000+ w
Operating margin Client sites ) SEEUMES VSCME CEY [Rie (e
Certified local service provider
40+ 13 000
Markets with capabilities Dedicated employees Sales by revenue type Sales by geography

o )
44% recurring 50% North America

1 2 é monthly revenue* B 41% Europe

0 . 56% installation . 7% lbero-America
Markets with top-3 Markets with top-5 W nd products B 2% Other

market position market position

*Includes contracted recurring monthly revenue and time and material service revenue.



Video

~6 minutes
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STANLEY integration progressing well, now entering the last phase

..~ Launched Securitas ./ Completed carve out .  Achieved Key value creation levers Estimated MUSD
- Technology brand ~ from STANLEY parent  cost-synergy target —  Consolidating back-office support 20-25 additional
—  Combining corporate infrastructure cost synergy

~ Established leadership _  Exited transitional ~ Negotiated global — Facility consolidations .
" and organization ¥ services agreement  ~ supplier agreements —  Strengthened purchasing power opportunity

Accelerating the integration

— Leveraging proven integration and Siani
Te]gllale] 4
governance model 5

— Combining people, processes and Closing /
systems

_ ) Integration and cost synergies
— North America substantially complete

N
7

—  Europe to be substantially complete by
end of 2024 Commercial synergies -
4

— Shifting focus to business optimization

and commercial synergy acceleration
2022 2023 2024 2025
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Integration outcome in North America strengthening client value proposition

Top five reasons clients buy*

/l Service maintenance and repair
capabilities

Reputation and brand

4 Sales relationship and account
“~/ management

Installation and project
management capabilities

[
-|-

O

Monitoring services and capabilities

*Source: Responses from 2023 Securitas Technology Global Client Survey.

Integration driving differentiation aligned with why clients buy

Service level agreement
(SLA) attainment

i Conversion date

Significant SLA improvements

Expanded coverage and
system optimization improve
service levels and overall client
satisfaction

Service technician
coverage

99% of all locations within 1 hour of
service tech

Enhanced coverage and
market density differentiate
capabilities and put us closer to
our clients

Alarm monitoring
response time

Conversion date!

Significant response time
improvements

Combining people, processes
and systems improve response
times and reduce overtime
demand
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Security technology is a sizable industry with attractive growth potential

Large total addressable market A growing and resilient industry Highly fragmented industry

With presence in 60% of global All commercial businesses utilize Thousands of small and local

total addressable market today some form of electronic security commercial electronic security
systems and services providers across the globe

* . M&A .
BUSD >/0 4-5% CAGR  opportunity

*Source: OMDIA, management estimates for commercial B2B electronic security market.
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Enhanced client-value proposition hitting the mark
with commercial synergy opportunities

B® Microsoft

Largest vendor of computer software with
220 000+ employees globally

e
Existing Guarding and Technology client
— expanding share of wallet

Key differentiators

— Combined operational capability, technical
certification and global footprint of the new
Securitas Technology

— Ability to provide multiple services
(technology and guarding) as a single
provider, with deep specialization in each

42
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Data center services and infrastructure
provider with 300+ data centers across
25+ countries

Existing STANLEY client
- expanding Technology and Guarding

Key differentiators

— Expanded capabilities and proven operational
excellence of legacy STANLEY Security
relationship

— Improved presence, coverage and density in
growth areas now combined as Securitas

|
\ ...
1

YCVSHedalth.

Healthcare and pharmacy services
provider with 300 000 employees across
Q@ 000 locations

Existing Technology and STANLEY client
— expanding share of wallet

Key differentiators

— Strong relationships of legacy Securitas and
STANLEY Security teams

— Expanded offerings portfolio and enhanced
field operational capability across entire client
footprint
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Brian Riis Nielsen
President Global Clients
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|nCI‘eaSing Client demands for Global Client’s share Technology and Major
g|oba| SO|Uti0nS in a CompleX World of Group sales solutions sales segments
16% . 5.3% Q/ISizufacturing

Securitas Global Clients support more than 150

leading global organizations across 65 markets BSEK

1.8
Why Global Clients are expanding with us
» Clear strategic focus with senior engagement
+ Global presence and agility

* Shared values and strong sustainability focus
* Unique global value proposition

* Focus on vertical client specialization

H]

Global Clients
Security services position t

Wy

~ -

Significant market opportunity
New Global Technology capabilities — a strong catalyst for
accelerating partnerships

The share of Global Clients’ technology and solutions sales

has increased by 100% in 2023 @ Securitas markets

Certified partner marke’s
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al clients

Ing off

ifies 10 000 data center professionals.
mmitment to Global data center security, Securitas aims

®°0®

CAGR 13.5%

Superior growth since 2019

~2%

Margin improvement since 2019
- Premium of enhanced Global Programs
- Outcome based partnership

2023 — Y1 of new Securitas
30% V2 >05%

Organic Margin Client
sales growth improvement  retention

Technology representing 50% of margin improvement
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Client partnerships bbehind the suc

We build long-term sustainable
partnerships based on co-creatic B .

transformation. Combining te i M |Cr050ft am aZOn
data-driven innovation wit p S—
skilled people.

Global data center contract Global corporate award for
renewed in 2023. Growing 52 countries mobilized in
technology partnership. 2023.

- From traditional client vendor
W ) osKilling >6 000 officers to higher WM relationship to co-creation of
paid Security Specialists future “vested” partnership.

B—

- Supporting Microsoft in Global
~ Data Center expansion

‘-

Linked [}

mastercard

6 of Top10 Global Clients contracts renewed
and extended over the last 15 months with Our first global security and

increased margins and significant growth ! safety program. Fully
digitalized security program.

Fully digitalized security
program. Supported by Risk
intelligence Services




Video

1.5 minutes
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A trusted partner with new global capabilities

Global credibility with very strong
reference cases - ready to be scaled

Enhanced value proposition with new
global technology and digital capabilities

Accelerated growth and continued
strong margin increases

Supporting the journey towards 8%
margin — and beyond
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North America already clearly contributing to Securitas’ operating margin target..

/' Strong cross-selling opportunities, 75-90% of our guarding
portfolio has potential to be converted to technology and

- L solutions
- ") Further value realization opportunities, leveraging completed
- business transformation and continued refinement of our
— Active portfolio management guarding portfolio
— Price
— Labor productivity — . . ery e .
_ Cost efficiency & Increasing our footprint within technology and solutions
/
— /
Technology Security M&A
and solutions services
impact profitability

Note: Size of bridge components relevant for Securitas Group (indicative only), not applicable to individual segments.
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Strong m arket pOSitiOn for fU rther North America’s North America’s Technology and
. share of Group sales share of Group EBITA solutions sales
profitable growth
40% 36%
BSEK
22.7

#H2 #Z2 3

Guarding Technology Markets
market position market position

6% 9.0% 80%

Organic sales  Operating Operating
growth margin cash flow*

~100 000

Employees

* Weighted average 2021-2023 adjusted for repayment of the postponed C19-related tax balances in 2021 and 2022.
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Our transformation since 2020 has delivered superior client value

Specialization

Data-driven

susiness Focus and resilience
transformation . .
through challenging times

7\ . Covid-19 crisis
« Systems transformation
« Hiring challenges

« Wage inflation

Advancing
solutions

Accelerated
integration
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..as well as improving operating margins by 2.5 percentage points

Operating margin’
Three key business levers

Business 9.0%
8.3%

transformation
deployment

7.6%
6.5%

I Transformational value realization

Sharpened focus on new sales
growth and margin development

N

Technology and solutions momentum
— leveraging higher-value solutions for
our clients

(@X

2020 2021 2022 2023

1) Securitas North America excluding SCIS.
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Leveraging modern, connected systems to elevate performance

Early business transformation value realization

— Real-time performance visibility

— Active portfolio management
— Labor productivity

— Intelligent growth promoting
margin development

— Accelerated integration
activities

— 2023 cost-synergy targets
realized

— Early commercial leverage and
strong client alignment

— Hiring process automation
— Cash flow efficiencies

— Increasing employee value
proposition

— Sustainability insights

— Solutions sales momentum —
consistent double-digit organic
sales growth

Focused for 2024 and beyond

Vo

Security
officers
District B
managers Clients

& S

Protective Technology
services and solutions

Building a digital ecosystem to elevate client value:
speed, insight and dynamic intelligent services
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Sharpened focus on new sales growth and margin development

The guarding opportunity New sales — driving profitable growth at scale

Total US Security market: BUSD 45*
BUSD 33 contracted security - BUSD 12 proprietary/in-
house security

Leveraging our strength

Engaging and participating in 70-80%
of North American new market opportunities annually. 35%
Estimated at BUSD ~4-4.5

Specialization services in key client segments

Retail Finance

High tech Distribution

Data centers Healthcare 2018-2020 2021-2023
Manufacturing Commercial real estate

Logistics

Increase new sales growth trends, +35%
Strong elevated margin improvements, +2.5%

*Robert H Perry, 2023 US Security Market White Paper.
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Technology and solutions momentum - leveraging higher-value solutions for our clients

Strong technology and Focused on converting
solutions momentum existing guarding portfolio
1% Guarding portfolio Share of new Numlber of Share of
\ client segmentation sales 2023 client sites solutions
BSEK
2020 8.4 Global and national  70% 600+ 9%
65%
Large 10% 1000+ 14%
Medium 15% PASY 4 300+ 14%
2023 Small 5% 10% 4 500+ (07

75-90% of our guarding portfolio has potential to be
converted to technology and solutions

Note: Securitas North America excluding SCIS.



The power of presence

~100 000 security officers supported by largest
network of district managers and branch offices
in North America

Strongest end-to-end offering in

North America

— Technology — Security solutions
— Premium on-site guarding — Risk advisory

— Remote and mobile guarding — Intelligence

Modern, connected systems
— Data-driven insights

— Efficiencies

— Dynamic guarding

— Integrated services and technologies

Focused service delivery and

client engagement

— End-to-end security capabilities
— Client alignment

— Trusted advisor

— Supported officers
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Building on our transformation for
increased growth, further margin
improvement opportunity, and
strong cash flows

Modern and dynamic operational platform
Connecting clients, managers, officers and
protective services to deliver intelligent security

Focused growth mindset
Combining power of people, technology and
data to elevate client value

Highly differentiated solutions and
technology offering

Leveraging established guarding portfolio to
drive commercial synergies and become
technology provider of choice




Securitas Europe —
driving margins with clear
proof of impact

Henrik Zetterberg
Divisional President, Securitas Europe
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Excellence in each service provides
excellence in the totality

H,  H2 2]

Guarding Technology Markets
market position market position

2%  61% 90%

Organic sales  Operating Operating
growth margin cash flow*

123 000

Employees

* Weighted average 2021-2023.

Europe’s share
of Group sales

BSEK
66.6

42%

Europe’s share

of Group EBITA

BSEK
4.1

40%

Technology and
solutions sales

33%

BSEK
22.1
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Driving commercial development during continued transformation

1 Strengthened Solutions team leveraging world-leading
technology competence and existing client portfolio

I
- *) Driving quality guarding portfolio, through active portfolio
- management and internal efficiency
— Active portfolio management
— Price
— Labor productivity — . . erp e 3
_ Cost efficiency & Increasing our footprint within technology and solutions
through M&A in key markets
A
— Vs
Technology Security M&A
and solutions services
impact profitability

Note: Size of bridge components relevant for Securitas Group (indicative only), not applicable to individual segments.
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Role models leading the way -
four countries over 8% operating
margin, whereof two over 10% —
in total 18% of sales in Europe

Key actions last 18 months

— Change in mindset and leadership
—Increased Solutions team

— Strengthened financial follow-up

— Implementing clear commercial agenda

— Refocused modernization and transformation
from IT first to business first
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i
" Leveraging our guarding portfolio to drive
» technology and solutions g.rgNth

Technology and solutions
representing

0076

of our operating result

Growth 2021-2023

17% 027

Solutions CAGR Technology CAGR

Ready to speed up technology and
solutions growth

Historical Substantially Guarding

growth of higher margin  portfolio as base

technology and client for technology

and solutions  stickiness with  and solutions
solutions growth
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We are uniquely positioned with presence and knowledge to offer the totality

across borders

New capabilities position us to
accelerate growth

We are now the leading security technology
company in many of our markets and are
accelerating our focus on combined
offerings, targeted to client needs

N\ g q q
—» Small and medium clients are looking
for one partner solving their security
need as one solution

—5/ Larger and more complex clients are a
significant opportunity for cross-selling

7\ We are uniquely positioned with
presence and knowledge to offer the
totality across borders

Example of commercial synergy case from France

500 cross-selling opportunities identified and addressed, driving
increased client value and higher margins

7N

Mobile offering Expanding Expanding Technology
to clients in five . offering to key
services to technology to

priority ) ) . accounts and local
segments technology clients services clients -

NS

One Securitas with common sales and go to market
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European business transformation already enabling commercial synergies and
increased client value

Solutions 1 1 1 1 1 | | [IN6S S
Client interaction 1 1 1 1 111 ]| N
Organization ........BB N
People HEeEEs | )

*2021-2028 solutions CAGR.

\ 4

Expanded solutions driving 17% growth*

Digital interaction with more than 100 00O client sites in

MySecuritas

All leaders assessed in 2023 and 2024 for strategic fit

Doubling hire rate through standardized recruitment system



Securitas 68

Industrialized roll-out of scalable IT-platform enables material value realization

2021 I 2022 I 2023 I 2024 I 2025 I 2026 I

Key market roll-out and Ie-_Jt

Benefit realization execution

Common design

Fragmented landscape Industrialized and cost-efficient roll-out
Starting point fragmented, obsolete and under-invested One roll-out team across Europe on One standardized platform
Common design Value realization

Design of a leading, integrated platform, purpose-built for

our protective services including CRM, ERP, WFM, HR, — Labor productivity — employee turnover and optimized planning

recruitment, tech platform and Bl — Cost efficiency — based on centralized support services
US transformation — Performance management through transparency
System designed and deployed based on the learnings — Improved cash generation through automation and standardization

from the US transformation
— Al enabled savings

Key market implementation
Roll-out to key markets representing significant share of
revenue spread across our protective services



Optimizing our guarding portfolio...

Transforming market-leading guarding presence by:

- Focusing on solutions
-

— Focusing on price
—> Focusing on operationz
—> Exiting low-margin co

option is feasible

— Having the right incent

..with Germany taking the lead

Comprehensive program executed in close dialog with
clients

— Substantial margin uplift

— Very limited client churn, less than 10% of low-margin revenue lost

— Reduction of low-margin contracts with 9 pp

Germany contract margin profile

B High margin range

25% Medium margin range

27% Low marginrange

(o)
36% 27%

2022 2023



que
ding te
meeting the
solutions

Strengthened leadership
Shift in leadership and culture, focusing
on high-value services

Modernization and digitalization
Driving optimization and efficiency

Quality guarding portfolio
Focusing on active portfolio
management, price, conversion to
solutions and productivity
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Driving client
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Digitalization and innovation contributing increasingly to our
8% operating margin target

Deeper client engagement across services as well as physical
and digital channels

]
Modern platforms, cohesive data and digital solutions
increasing client value. Leveraging Al to boost efficiency gains
and productivity
Digital services
A
— /
Technology Security M&A
and solutions services
impact profitability

Note: Size of bridge components relevant for Securitas Group (indicative only), not applicable to individual segments.
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Significant progress and returns on our digital investment

Client digitalization
#client sites onboarded to MySecuritas

Global guarding digitalization
H#security officers reporting according to global standard

Digital products’ recurring revenue growth

Annual Al-enabled productivity gains

2020

<1000

2021

10 000

30 000

First revenue

2022

50 000

45 000

K10)7

MSEK 19

2023

130 000

55 000

218%

MSEK 50

2024

Targets

180 000

80 000

120%

MSEK 75
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Investing to

.
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Digitalize

Modernizing our services with focus on

client engagement and experience service products
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Digital client engagement in MySecuritas increases client value through access to
data-driven insights, real time interaction and new digital services

MySecuritas interface

3 eﬁ\C\enCy p] Op - Officer Report insights

Q<OQG @/‘QC{) I
\((\ < O® : Highdghts & Quak imbyvs
7 oo '-.—__‘ Q Q-‘- L1} ‘. ——— .;..,_,-_ ":"’f‘
~~
oL 45 Ao i -

o E,O\ : o e e st 2
Optimizing = Capturing l:_, MR e e e
Security E‘/ c< data in ~———- —— - BSE SR et IR
solutions ,De operations e :

S = 1l &= ne |

— \© :
S (C =
Y security for OV
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Securitas

4 -
Being a adopter of Al helps us to fast-

1) =

g industry-leading platforms to Al, data nce and innovation teams

ata and insights from people and driving 20+ digital innovation projects
echnology at global scale ly deploying value

atform Special'@ns‘



..to improve operational efficiency.. ..and create higher value for our clients

We are improving quality and efficiency By leveraging our presence and unigue
in our core operations through Al data, we create additional client value

_—

Optimized guarding office locations for internal efficiency Sustainability insights and cost-saving benefits for clients
- ——
Reduction of average driving time by >10% ] ‘ Docrs 9,938,121 ¥V [79:2%1
Potential for significant indirect cost savings A
m Windows 2065472 WWh (&E%)
o - ol
> | s oy Uants 390,907 IWh (21%)
L) (8 v--- : =]

%, 12,553,623 kWh ( MHesting

~nS Vs , Saved energy al
Kitchan ecuipment 24,633 XWh (0.2%]
Office squipment 19925 ¥Wh (0.2%)

- |
Water 2472 ¥\Wn (=« DO%)

Original




>70% EE

ambition

: product margin Risk Intelligence

A Risk Prediction Digital ID Protection

Complementing Securitas’ current
offering to improve business mix

Digital marketing, sales and delivery
of high-margin products

Scaling successful digital services
globally, across our markets




Securitas

Innovation ¢
showing tangl
clients, and for

¥

v/ Increasing client retention

v/ Improving efficiency and productivity

v/ Enabling cross-sales and solutions growth
v/ New high-margin revenue from data-drive |

v/ Winning new business
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Sustainability is at our core
and our license to operate

An important part of delivering
8% operating margin

Ambitious climate \ Help secure a

targets 7 sustainable future

Increase employee \ Reduce
retention and efficiency 7 costs

Winning client trust 7\ EZEZ?ﬁiglegsh

Ensuring transparency
by implementing CSRD 2024



Securitas 82

LeP
Our targets elevate Securitas as a responsible and resilient
organization
Climate People Responsible business
First global security provider committing to Diverse workforce, committed to safe High ethical business practices and zero
the Science Based Target initiative (SBTi) working conditions, high engagement and tolerance for non-compliance

inclusion

Targets

42% >20% 5% 100%

Reduction of emissions by 2030 Share of female Reduction of Measuring Global Roll-out of updated business ethics compliance
annual injury rate t i

— Roadmaps and action plans in place managers jury engagement and programs in all markets

inclusion index
— Included in LTI program for top leaders



data and innovation

..I"‘ p N
upports our target to achieve 8% operating margin
d higher returns for our shareholders
Leveraging technology,

o A - Leveraging Al in route planning to
ﬂ Dr|V|ng sustalnablllty N [% reduce driving time and distance
m— = — day-to-day ogpratlons E Utilizing technology to prevent forest
= 3 -l e
- - Tracking energy and cost saving :
A strongemp:l value propositionto . . ,9\ e p ¢
Q) attract and retain talent == ‘ = -actlonm ?_ecu_”ty officers
. . . - ’_"_‘. " . : ! < .
Partnering with our clients Data centers rinning on renewable _ -
-~ energy 3
#*y  Circularity focus through equipment % Switching to a hybrid and electric fleet
*.* recycling programs

Y EJO\ Structured and data-driven approach

o=~ Energy-optimized security solutions

E‘o Business resilience through increased
= focus on risk and the safety of our clients
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Accelerating transparency

with a dedicated sustair

Global
Reporting

Corporate

Sustainability

Reporting Initiative

Reporting
since 2014

Signatory

since 2015
SUSTAINABLE

dnaes | 40 5 n
weI | &
DEVELOPMENT =T

(1]
2 "
G ALS B2 ¥, B

Directive

SCIENCE ““3 /

BASED
TARGETS

DRIVING AMBITIOUS CORPORATE CLAMATE ACTION

MSCI
ESG RATINGS

ccc 8 | so B N

AN AAA
RATING ACTION DATE: October 27,2023 .
LAST REPORT UPDATE: October 27,2023

SUSTAINALYTICS 13.3

ESG risk rating Low Risk

proJect +70%

Net Impact Ratio
*Fortune Global 500 benchmark -16%

UPRIGHT ==
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Shaping Securitas for long-term, sustainable shareholder value

Resilient financial position
<3x net debt to EBITDA excluding IAC

Growth in technology and solutions

Security services
portfolio profitability

SHAREHOLDER
VALUE CREATION

Investments into organic growth
CAPEX <3% of Group sales

Dividends to shareholders

Scale benefits and cost efficiency E0-60% of net income over time

Mergers and acquisitions

Digital services and innovation : :
Value accretive execution
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