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F-Secureis a global, profitable and partner focused company

2022

Revenue

111

MEUR
(+4.5%)

Adjusted EBITA
43.9

MEUR
(39.6% margin)

Gross margin

91.6%

of revenue

fZ F-secure  "Q3/2023

Cash conversion

96.2%

Employees*

516

Earnings per share

0.17
EUR

Revenue by channel, %*

21%

W Partner channel

W Direct channel

79%

Revenue by geography, %*

6%

29%
W Nordic countries
299 M Rest of Europe
(o]
North America

Restof World

36%



What are we solving?

Complexity overload

Vulnerable digital moments

Sense of security

57%

find cyber willing to pay
security too for more
complex simple

experiences

Digital moment importance
based on usage frequency and worries
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Important digital moments to protect

Sending/
receiving emails

Paying bill
aying bills .

L]
Messaging

[WhatsAp.p, SMS) Finance and

Online shopping banking
°

Making/receiving

i . voice calls
Working online Consuming social ¢
. media content
Playing games o
5 10 15 20

Threat score
based on threat impact, probabilty of falling victim and size of audience

25

75%
worry about

online
safety

40%
value all-in-one

online protection for
all devices

Simplicity
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Protecting from Scams

Source: Worries: Global consumer market survey by F-Secure “Living Secure”, Dec 2022, N=7000 and prioritization of digital moments. F-Secure Threat Intelligence for threat score, and for
valuation of security: Global consumer market survey by F-Secure “Connected Home”, Jun 2023, N=4400; Siegel+Gale World's Simplest Brands study Dec 2021, N=15000

Holistic




Use cases for premium security — peace of mind

Why premium security solution vs. free
security

>

Coversall personal devices within all
platforms

Holistic protection — all online needs
are covered

Explicit protection: Safe shopping and
banking

Great usability (NPS = 51)

Tech support, Cyber Help and self-
help

Lack of trust against free versions

F F-Secure

All the protection you need in one package

Internet security

Protection against viruses and
ransomware, safe online shopping and
banking

@ VPN/privacy protection

8

Keep your browsing private and stay
safe from hackers, trackers, and
intrusive companies

ID protection &

password manager
Password managementand online
identity protection with real-time data
breach alerts

Family protection
Protect every device in your family. Set
healthy boundaries for children online

22:25 &l 53% 8

Hi, Anna-Maria

v

Everything is okay

NO TASKS
MY PROTECTION

Viruses & Threats
Privacy VPN
Secure Browsing
ID Monitoring
Password Vault

FAMILY PROTECTION

QD People & Devices

—
F-Secure. Q¥
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Expanding marketreach

1Billion+
Partner Business Addressable
Consumers by 2026

Communication Service Providers

Tier 1 Tier2 +

New Verticals
" Fintechand Banking and 7
Insurtech Insurance \ )
. Q F-Secure.
° ® Jl
Direct Business 8
eCom AppStores
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Best partner experience
Expanding partner engagement models

Segment size

Partner specific solution
Tier 1sales, delivery and operations

Tier1

Tier 2

Configurable standard offering

Automated integration, delivery and go-to-market
support

Tier 3+

F F-Secure.



Consumer cyber security is alarge, growing market

Several market drivers accelerating growth

Global cyber security market (EURbn)*

22-26F CAGR | digital " Ffect
> Increasing digitalization affects
6.8% .
10.3 consumer behavior
1.6 9.5%
7.9 » Consumers’'increasing
11 2.4 38% willingness to pay is increasing

2.0

> Cybersecurity concerns have
Increased

> Cybersecurity remains complex
for consumers

2022 2026E
Bl Americas EMEA Asia/ Pacific (incl. Japan)

F F-Secure. *Sources: IDC (2022), AAG IT Services (2022), United Nations (2022)



Growth fundamentals

Addressable Market

1) Tier 1 and new vertical partnerships 2) Best partner experience

Value Increase

1) Total conversion 2) Embedded experiences

Aspirational Culture

1) Global growth mindset  2) Agility



Journey to becoming the security experience leader

2023 2024 2025 2026

Total Agility No.1Security Experience Tier 1Partner Excellence
Growth through Total and replacing 2x Customer base with service Double-digitrevenue growth Leader among Tier 1partners
stand-alone products that talks to people

F F-Secure



Stronger together with Lookout Life

LookoutLife

By F-Securee
|

Right to win

Agility and Rapid product mobile centric

and Tier 1
partners

growth mindset convergence

10



Integration of Lookout consumer business _ \

Integration has been progressing mainly as planned

Integration of the mobile consumer security business unit from Lookout Inc.

« Transaction completed and integration process ongoing: Figures
consolidated with F-Secure started from 1June 2023. No attrition among ex-
Lookout Life personnel.

- Lookout Life growth has been delayed due to longer sales cycles and
challenges in our own execution capability in the first months after the
acquisition.

« Ourteams and fellows have worked together to plan and kick off a program
to combine the best of F-Secure and Lookout Life into a strong, differentiated
product portfolio

«  We have enhanced our partner business strategy to aim for leadership also
inthe Tier 1service provider segment on the back of the acquisition.

F F-Secure



Q3: Revenue up by 25.8%, organic growth 0.3%

Currency neutral organic growth 1.8%

Revenue by geography o Figures of the acquired business consolidated
with F-Secure starting from 1June 2023.
EURmM
N\ Currenc
+25.8% 1 Change % neutm,o}: e  Partner Channel:revenue increased by 28.7%,
organic growth 1.4%
35.1 . :
o o Revenue increased in the Netherlands,
27.9 +36.2% where activity and partners’ interest in F-
Secure solutions is good.
o Revenue increased in the APAC area,
positive development in Japan and
Singapore.
o o o Revenue decreased in Poland and
+5.8% 5.8% Germany, due to weaker business
performance during the quarter.
e DirectChannel:revenueincreased by 14.6%,
organically revenue declined by 3.8%.
@ e  Weak performance especially in new sales.
e Also, the renewal performance weakened
03202 032023 during the third quarter.
B Nordic countries B Rest of Europe North America Rest of world

F F-Secure .



Gross margin and adjusted EBITA development

Lookout consumer security business integration burdened profitability

Gross margin Adjusted EBITA and adjusted EBITA margin
FURM FURM

92.0% 91.6% 90.9% 40.8%

o,
884%  ge.2% gy, | 36T% 36.4%
. (]
= 32.4%

27.0 12.8
25.7 25.9 25 3 114
I I I I 9.8 10.2 9.9
Q3/22 Q422 Q1/23 Q2/23 Q3/23 Qg/22 Q422 Q1/23 Q2/23 Q3/23
H Cross Margin  ==Gross margin % N Adjusted EBITA = Adjusted EBITA (%)

« Thegross marginimpacted by fair valuation adjustments of deferred revenue
made in purchase price allocation and increased costs in hosting.

« Some product mix changes have an effect on hosting costs.

- Profitability for the review period reflects the lower cost structure typical for
the third quarter.

« Yeartodate, strategicinvestments in growth and technology as well as
« Lookout business has lower gross margin level than F-Secure traditionally. Lookout consumer security business integration had a negative impacton
profitability.

F F-Secure. 13



Towards medium-term financial targets 2026

Targets 2026

Outlook 2023

Delivered 2022

F F-Secure

° Total conversion

Total revenue of more
than
EUR 200 million.

Revenueintherange
of EUR128-132 miillion
(Lookout includedfor7

months).

Total revenue
EUR 111 million
(+4.5%)

Key growth levers

Evolving go-to-
market channels and
offering

° Best partner experience

Net debt/adjusted

Afterinitial growth Dividendyield .
investments, adjusted around or above 50% =BITDAratio pelow
; . 2.5x, excluding
EBITA margin of above of net profiton an T
42%. annual basis. P yImp
from acquisitions.
Adjusted EBITA
in the range of
EUR 41-45 million.
Adjusted EBITA Dividend

Bl Leverage
EUR 43.9 million, 78% -0.4X

39.6% margin (July-December)
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