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Today’s presenters (9 WashTec

Michael Drolshagen Sebastian Kutz Andreas Pabst Morten Dale Carsten Klees
Group CEO & CTO Group CSO Group CFO EVP Nordics & VP Digital Solutions
Operator Services



Today’s Agenda (9 WashTec

) WashTec’s Strategic Direction Michael Drolshagen

) Transformation to a Solution Provider Sebastian Kutz

Morten Dale

Excurse: Digital Solutions Carsten Kless

Morten Dale

Q&A on Digital Solutions Carsten Kless

) Financials Andreas Pabst
) Conclusion Michael Drolshagen
) Q&A Management Board
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WashTec at a glance

>43,500 units
installed base

worldwide

> 80 countries

worldwide

> 3,000,000
vehicles washed each day

with WashTec systems

> 60 years of experience

as market and innovation leader for carwash
equipment

(Y WashTec

O
M

O0~O

N M

>1,800
dedicated employees

worldwide

> 700 service employees

and around 300 partner technicians in
Europe alone




Milestones in WashTec’s history: Corporate and Technological

Merger of
Hans Kleindienst

Major corporate milestones

Merger of

(Y WashTec

Foundation of

California Rohé
and Kleindienst
to California
Kleindienst
& IPO of
WESUMAT (1997)
] B S

CALIFORMIA HLEINDIENET

in Augsburg

California

Acquisition of Acquisition

of

Acquisition of
Mark VII AUWA Chemie distributorsin
Kleindienst and New Zealand
WESUMAT to and Poland
WASHTEC
(0) WashTec (0) Mark Vil

() auwa

Technological milestones

® «

Divestment of
WashTec China

Partnership with
Superoperator

SUPEROPERATOR

Invention of the Introduction of
first automatic car fully electric
wash brushes,
integrated dryers
and wheel cleaner

Introduction of the
programmable
logic controller

Start of managed
connectivity
& Launch of

mywashtec.com

mywashtec.com

Introduction of
Softcare SE

SoftCare SE

Launch of
SmartCare
Connect

Rl
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Milestones in WashTec’s history: Consumables and Service () WashTec

Consumables Innovations

2008 Iz N =T 2=
ACqUIngI]Oer;noi];AUWA CHEM-IN-A®
BlolX

() auwa DTS

Service

Consumables

g q CarWash Assist
Full-service Reactive service /
gl Predictive

maintenance Helpdesk My service.com == Maintenance

contracts Remote service 6?




Customer Survey (Y WashTec

Most important topics for WashTec customers (top answers) WashTec’s value proposition
# of answers
Automation and smart/digital car — 597
washes for better user-friendliness
. > Comfort & ease of use
Waterrecycling and
operational efficiency gains
> Economic success
Reduction of energy consumption _ 215
and use of renewable energy sources
> Sustainability
Further improvements cleaning _ 211
problematic areas .
> Quality

Adjust car washes

to new car models 176




Definition of overarching goals as (9 WashTec

Market trends WashTec’s overarching goals
(I

Stagnating numbers Comfort Personnel shortages
of carwashes

Machine availability Sustainability
(Uptime)




WashTec’s house of strategy (Y WashTec

Solution Provider Smart digital products &

bundling

> Clever products as the basis for our
business model

> Complete Car Wash Solutions -
Equipment, chemicals, and software
from one provider.

> Customized Support — Tailored concepts
and reliable technical service.

> Smart Technology - Digital tools for
payments, analytics, and customer
engagement.

> Bundling with modularized/
customized customer solutions

> Entire customer journey is our focus

Focus on Customer &

Markets
> Europe & NA

>  Strong, enthusiastic passion with
motivation and commitment to our

> B2B with upside potential customers, company and colleagues

> M&A included as a building block in the Value & Culture > Positive attitude, drive and willingness
strategy to get stuck in

> Value proposition for all internal /
external customers

> World market leader

> We have top employees, and we
encourage and promote internal
professionals and career paths



Organizational Changes () WashTec

New organization successfully implemented September 15t, 2024.

Schematic illustration of global matrix organization Focus & responsibilities

Executor — Full P/L respsonsibily

Supervisory board _ _
* “Sensorin the region”

Management Board @ * Project responsibility for selected cases &

phases

BL BL BL

Equipment |Consumables Service Driver of business

Business-Line
* Budget responsibility

* Product & project ownership

Segment Europe and others * Team synchronization

Service/solution provider

Function

* Responsible for functional competence

v/ . .
. — * Governance & guidelines responsible
Segment North America B— vernan guidetines respons|

* People mgmt., processes & standards




We act from a position of strength

We are
customer centric

= Strategy in line with
our customer
feedback

= New area "Operator
Services”

We are well
prepared

= Smart products

= Data transparency
created

= Focus on speed and
quality

A
<~
DA

We act from a
position of strength

= Own service

= High installed
equipment base

= Digital products in
the portfolio

AN

We have already
started the
transformation

= Organization
implemented

= Processesin
optimization

= Strategy developed

(Y WashTec

The WashTec Team
is highly motivated
and demands
change itself

= Willingness to
change

= Continuation of the
WashTec story

" Lessis more




() WashTec

Sebastian Kutz,’ CSO




Strong position: Broad product portfolio () WashTec

Digital Platform Equment c. 50%)’

mywashtec.com

SoftCare Pro Classic Race

After Sales (c. 45%)"

Consumables (c. 15%)"

e —




Strong position: Large installed base by segment () WashTec

Europe and other North America WashTec Global

Revenue FY24"): €394.7m €85.2m €476.9m

€41.8m €3.7m €45.5m
1).
EBIT FY24"): (10.6%) (4.3%) (9.5%)
Tunnel Tunnel
3% Jet Wash 3% Jet Wash
Truck & Bus 17% Jet Wash 10% Truck & Bus 16%

. Tunnel 2% 7% ‘ ‘

~5,500

8%“

Installed base:

Roll-Over 72% Roll-Over 87% Roll-Over 74%
g .y g .y g .y
Machines with
WashTec Water ~24% ~10% ~22%

recycling:?



Strong position: Strong service network () WashTec

> ~1.800 employees worldwide
Europe and Other

> With more than 700 service
Service employees worldwide we

North America ensure high uptime for our
customers
2024: >1,500
employees .
Service Others Worldwide

Others 2024: ~250

Al Apprentices
employees

Operations

R&D

Sales

Service



New challenges require new approach () WashTec

4 )

Market trends

New offering

Stagnating Comfort Personnel
numbers of shortages Transformation to
carwashes . o Smart
Solution Provider Services
Machine Sustainability
availability
(Uptime)




Transformation process to full scope solution provider () WashTec

Transformation

Digital Products
. Service Excellence Copsiialsles Consumables
Smart Equipment

Services Services Services

Machines Machines Machines Machines



Slogan of the transformation (9 WashTec

a N\

Smart solutions for a bright future
| | | |

Holistic

Growth
Convenience Added value
Service Quality

Sustainability Commercial success

Digitally integrated Pioneering

Pioneer Sustainability

Single source Bright wash results

Innovation

\ Customers - Consumers - Employees - Investors - Environment /




First execution: New smart products

V =

\

<y,
L SmartCare Connect

Consumables

Equipment

Service

(Y WashTec
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24 washNow
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EasyCarWash PRO

il
SI?I CarWash Assist

o .
Z,t?— SmartSite




Smart solutions for a bright future

(Y WashTec

SmartSite: Controlling your system the digital way

Key functionalities

+ Asimple, practical, user-friendly platform
forintelligently monitoring and controlling

car washes

« Monthly email overview of efficiency data,
consumption data, capacity utilization

CarWash Assist: Remote services

l l I l I Key functionalities
+ Support for wash customers
- -

via hotline and cameras

« Remote site monitoring and support
« Greater uptime, better sales results

Added value

+ Convenient, worldwide access to
the systems via remote app

« Increased operating safety

« Greater efficiency and reduced
energy costs

Added value

« Reduced workload for cperators
and staff

« Security and support for wash
customers, if required

+ No hidden downtime

/

Market trends

Stagnating numbers
of carwashes

Machine availability
(Uptime)

Comfort Personnel shortages

Sustainability




Smart solutions for a bright future () WashTec

WashNow: The business of a new era Market trends

Key functionalities Added value
» Linking of supply and demand Reach more customers with — @
» Access to new, future washing networks digital services |:| I][I [I ‘
« Bundling of washing services Unlocking of additional sales
« Easy preparation of promotional washes, potential

special seasonal offerings, etc. Extra convenience

Onboarding of platform partners Greater customer satisfaction Stagnating numbers Comfort Personnel shortages

by WashTec

of carwashes

EasyCarWash PRO: Service. Easy. Modern.

p I I I I l l l l > Key functionalities Added value
« Digital sale of single washes Additional digital sales channel " 3 e : A
and subscriptions Recurring revenue Machine availability Sustainability
- + Easy onboarding through subscriptions (Uptime)

« Marketing support Higher plant capacity utilization
« Increased customer loyalty

Benefiting from the marketing
experience of others
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Morten Dale, EVP Nordics & Operator Services
Carsten Klees, VP Digital Solutions

() WashTec



Live Demo EasyCarWash Pro (Y WashTec




The power of subscription — main benefits for carwash operators () WashTec

1. Fixed monthly sales mitigate
uncertainties

2. High profitability due to low
variable costs

3. Higher customer retention
and loyalty

4. Each subscriber generates almost
three times higher sales per

Customer

value

Customer
value

Non-Subscriber: Subscriber:
7 washes per year at 12 payments per year at
8 Euro in average price 14 Euro per payment
= 56 Euro =168 Euro



A real customer example () WashTec

Home

Business case | (D WashTec

CLEAN CARS®

Earning before fixed cost

Why digital?

The car wash
challenge

c
» O
$s
2 2
S8
23
'-'0—

{=]

Only analog washes




EasyCarWash PRO & 4U journey by country () WashTec

Rolled-Out Preparation Phase



Bundling of value-added services () WashTec

P
Service contract Wash contract Fee for software
with WashTec with AUWA and hardware

consumables



EasyCarWash components

Camera &
Connectivity
EICIWEIG

) WashTec

Welcome to
Easy €arWash Pro

i Stadtbyentering yol

-

NORGESVASK

For norske forhold

Products

Customers

Permissions

@

Services

=

(Y WashTec

Dashboard

Operations

(XY}

=




WashTec consults operators for a successful subscription business () WashTec

Products
NS

Sites

Operations
(Y Y}

=

Services

Customers




(Y WashTec
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1. Financial framework

Top-line growth

WashTec stands for organic growth driven by innovation and

superior service & solution offerings

Profitability

WashTec always aims for an over proportional profitability
growth, measured in EBIT-Margin / for all projects a ROI <3

years is requested by new company policy

Cashflow

WashTec generates high steady Free Cashflows by active

working capital management and operative performance

Investments / CAPEX

WashTec operates an asset light business model — customer

machines are off balance (except for flagship operations)

o 7 T

(Y WashTec

Investors return

WashTec stands for high pay back to investors —via dividend or
share buy back programs and good capital market

communication to improve overall Total Shareholder Return

Solid balance sheet and financial structure

WashTec stands for a strong balance sheet, a solid financial

structure with a moderate leverage

KPI driven management

The WashTec Group is managed by a set of financial and non-

financial KPIs to constantly improve the business

Merger & Acquisition

Given the new strategy as solution provider WashTec opens its

capital allocation considerations also for M&A opportunities



Revenue

+ 5% annual growth
on average

“innovation and a superior
service & solution offering will

boost our top line”

Sebastian Kutz (CSO)

2024:€476.9m

2.1 Financial targets — 2027 (midterm)

EBIT-margin

12-14%

“through permanent process
improvement we chase for

increasing profitability”

Michael Drolshagen (CEO)

2024:9.5%

Free Cashflow

€40-50m

“Based on strong Working
Capital Management and low
CAPEX needs we will keep Free

Cashflow on a high level”

Sergej Wolodin (Corp. Controlling)

2024:€39.5m

(Y WashTec

ROCE

> 28%

“Increasing results with low
Capital Employed will accelerate
ROCE”

Andreas Pabst (CFO)

2024: 23.6%



2.2 Revenue by segments

(Y WashTec

Mid-term plan - revenue by segments

in€m N

482.2 489.5
430.5

378.7

>

4% 4%

4%
18%

5%

0
18% L

21%

18%

Mid single-digit percentage

Guidance 2025:
increase

2020 2021 2022 2023

2024 2025 2027 (MTP) >

- Europe and Other Asia/Pacific - North America Consolidation effects

Revenue split:

Strongest markets in terms
of total revenues are
Germany (28-32%),

USA (15-20%) and France
(10-14%)

Key Accounts stand for 40-
45% of total revenues

Growth drivers:

Digitization e.g.
- EasyCarWash PRO/4U
- Subscription models

Bundling of our offerings

Product range e.g.
- SmartCare Connect
- Magic Care




2.3 Revenue by business lines () WashTec

Mid-term plan -revenue by business lines Recurring revenues:

in €m Resilient business on growing
recurring revenues, increasing
from 40% in 2020 to ~50% by
with: ~6% 2027

Annual average 0
482.2 489.5 476.9 How to expand recurring

430.5 o revenues:
o0
378.7 2 > Digitalization e.g.
61% S/ o - CarWashAssist
g o - Subscription models
§ %” > Bundling of our offerings
280 0% e ) - Global Scope Con-
089% S 26% 0 _§ %0 % figurator (go live 1.6.2025)
BEN . BE v BE o BES o BEWw 32 2 > Sustainable and
convenient products
2020 2021 2022 2023 2024 2025 2027 (MTP) S Chermtinta-Box
B Equipment Service I Consumables Other - Magic Care

- Automated refill orders




2.4 Gross profit & CM3")

(Y WashTec

Gross margin & CM3"

Cost composition

in€m

86.9
78.0 (18.2%)
74.9 71.8 (15.9%)

(17.4%)  (14.9%)

CM3Y g9 9
(margin) (15.8%)

Gross
profit
(margin)

Selling

-49. -
coste 9.5 51.9 -57.6 -58.7 -60.8

2020 2021 2022 2023 2024

Note: 1) CM3 = contribution margin 3 = Gross margin + Selling costs ratio

100% 100% 100%
Material
Labor
Installation
Warranty
SellEx

= () n

S ) )

E 3

S -

= ?

w c

)

(@)

Segment differences:

>

Higher density of installed
machines and production
of own consumables
makes Europe’s Service
and Consumable business
comparably more profitable
than North America

How to improve
profitability:

>

Global efficiency programs
for installation and
warranty

Production optimization
and (re-)location

Strengthen supplier
management

Usage of digital database to
increase effectiveness (e.g.
optimized service)



2.5 EBIT by segments

(Y WashTec

Mid-term plan - EBIT and EBIT margin by segments

in€m
12-14%
oWt
45.7
(10.6%) =
._§
()
E0)
C —
.. &3
20.1 B £
= O
O O > w
2988
19.0 - g > ch
(6.2%) . S Yoo
AP: AP: B 56235
0.3 1.2 O£ 8o
NA:0.8 NA: 4.6 NA: 1.4 NA: 5.7 NA: 3.7
(1.2%) (5.9%) (1.3%) (5.5%) (4.3%)
Cons: 0.0 Cons: -0.3 Cons: -0.2 Cons: -0.6 Cons: -0.0
2027
2020 2021 2022 2023 2024 2025 (MTP)

Il Europe and Other Asia/Pacific (AP) [ North America (NA)

Profitable growth:

>

Growth will be profitable
over the coming years.

EBIT growth will clearly
exceed annual average
revenue growth (~+5%)

Profitability will be higher in
Europe than in North
America

Financial mid-term target
(EBIT-Margin):

>

WashTec Group: 12-14%




2.6 Free Cashflow () WashTec

Free Cashflow and Free Cashflow to total revenue

in€m Cashflow statement:

Based on profitable business
and ongoing working capital

46.1
(125(')?/0) 423 (9.4%) €m 40-50 management WashTec shows
(9.8'%) 39.5 stable cash inflows to finance
(8.3%) necessary investments and

generate cash for distribution
to investors

CAPEX:

16.2 o

(3.4%) § Over the last years investments
@ UE, done mainly in machines and
= 3 digitalization (exemption: 2023
.'g " acquisition of US production
TR facilities)

2020 2021 2022 2023 2024 2025 2027 (MTP)




2.7 Return on Capital Employed (ROCE) (9 WashTec

Return on Capital Employed (ROCE)
in % ROCE:

/ >28.0%
25.8% > KPl used for steering on

. 23.6% l l
20.2% 21.5% 2 ) group leve
b £ > Capital employed = fixed
N S5 O . .
&2 assets incl. goodwill and
10.5% 9 = right of use + Net Operating
(ORI . .
ot Working Capital
()
.'g g o (calculated on average over
® <3 last five quarters)
2020 2021 2022 2023 2024 2025 2027

> Higher profitability and
cautious investment in fixed|

2027 assets will support growing
e (MTP) ROCE-margin of next years

(MTP)

EBIT 20.1 45.7 38.0 41.9 45.5

+ Capital Employed 191.1 177.0 188.3 194.5 193.1

= ROCE 10.5% 25.8% 20.2% 21.5% 23.6% >28.0%



3.1 Other key financial indicators

£

——

C2C Cycle Net financial debt &
EBITDA leverage
days €m
115 114 108 45.2 41.9 46.3
2022 2023 2024 2022 2023 2024

Improving cash 2 cash cycle Solid financed —based on

bilateral banking agreements

%

Fixed asset ratio*

15.2% 15.9%

11.4%

2022 2023 2024
Asset light business model

*(Fixed assets+intangibles)/total assets

%

Equity ratio
31.0% 31.6% 31.7%
2022 2023 2024

Healthy and stable equity ratio

(Y WashTec

=)

Dividend
220 220 240
2022 2023 2024

Strong dividend over the

recent years



3.2 Shareholders pay back

(Y WashTec

Total dividend for the year

€m
38.8
Special
dividend
30.8 10.7
Special -"2-5,-1“-
dividend
17.5
132
Dividend per share (€) 2.30% 2.902)
Earnings per share (€) 0.99 2.32
FCF per share (€) 3.41 3.16
Dividend Yield (%) 4.9 4.1
2020 2021

Notes:

29.4

2022

1) 2020: Dividend of €0.99 per share and special dividend of €1.31 per share
2)2021: Dividend of €2.10 per share and special dividend of €0.80 per share.

29.4

2.20

2.09

3.44

6.9

2023

32.1

2024

Dividend:

WashTec has been a “dividend
paper” with a high payout ratio in
terms of Net Income and Free
Cashflow

Share Buy Back

Throughout 2012-2015 WashTec
bought back own shares in the
total amount of €m 26.9;
WashTec owns 4.25% of shares

Focus on Total Shareholder
Return

Stable or slightly increasing
investors payout (through
dividend and/or share buy back).
Stock-liquidity to be enforced via
communication and good results.



4. Selected other non-financial indicators (9 WashTec

80

O

Digital connected Easy CarWash Remotely solved Sleeping customers eKnowledge
machines PRO/4U issues
units sites
11,500 6.1% ~70% 90.000
~30%
200 181

2022 2023 2024 Potential Pilot rollout May-25 Consumables Service May-25

Connectivity as basis for As of May 2025, already 181 Already 6.1% of service Connected equipment More than 90.000 files in 9

business improvement sites are live, 200 sites in pilot notifications are solved leads to better data languages for service, sales &

phase and 2,448 potential remotely exploitation - potential for marketing are available to foster

customer sites addressed further growth business



Conclusion
Michael Drolshagen, CEO
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Summary and Conclusion () WashTec

7 Market Shift * We understood that markets are
"'\l/l changing
@ Change  Based on our strong market position
J" we will drive that change 4

N Solution Provider + We are developing WashTec to become
a solution provider

% Digital Revenue « Digitization with bundling will expand .
our recurring revenue share WashTec is well on track!
@ Profitability * We put profitability in the center of our
=
Tl work
;@' Shareholders * Therefore, we will drive Total

Shareholder return



Tec
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Communication Cycle 2025 () WashTec

Deutsches Eigenkapitalforum
24.-26. November 2025

Planned slot for CM Webcast - part 3
November 2025

Release Q3 Report
Analyst Webcast
5. November2025

Press Release Preliminary Figures
6. February 2025

Hamburg Investor Days
February 2025

Release Annual Report
Press Conference (BPK)
Analyst Webcast

26. March 2025

() WashTec

Investor Relations

2025

Berenberg & Goldman Sachs
German Corporate Conference

23. September 2025

Planned slot for CM Webcast - part 2
September 2025

Release Q1 Report
Analyst Webcast
6. May 2025

Release H1 Report
Analyst Webcast
5. August 2025

WashTec Annual General Meeting

I l 13. May 2025

CM Webcast - part 1

10. July 2025




() WashTec

CLEAN CARS®




Disclaimer () WashTec

Cautionary note with regard to forward-looking statements: This document contains forward-looking statements and statements of future expectations
that reflect management's current views and assumptions with respect to future events. Such statements are subject to known and unknown risks and
uncertainties that could cause actual results, performance or events to differ materially from those expressed or implied and that are beyond WashTec
AG's ability to control or estimate precisely. In addition to statements which are forward-looking by reason of context, the words 'may, will, should, expects,
plans, intends, anticipates, believes, estimates, predicts, potential, or continue' and similar expressions identify forward-looking statements. Actual results,
performance or events may differ materially from those statements due to, without limitation, (i) general economic conditions, (ii) future performance of
financial markets, (iii) interest rate levels (iv) currency exchange rates (v) the behaviour of other market participants (vi) general competitive factors (vii)
changes in laws and regulations (viii) changes in the policies of central banks, governmental regulators and/or (foreign) governments (ix) the ability to
successfully integrate acquired and merged businesses and achieve anticipated synergies (x) reorganization measures, in each case on a local, national,
regional and/or global basis. WashTec AG does not assume any obligation and does not intend to update any forward-looking statements to reflect events
or circumstances after the date of these materials.

No obligation to update information: Due to rounding, numbers presented throughout this and other documents may not add up precisely to the totals
provided and percentages may not precisely reflect the absolute figures. WashTec AG does not assume any obligation and does not intend to update any
information contained herein.

No investment advice: This presentation is for information only and shall not constitute investment advice. It is not intended for solicitation purposes but
only for use as general information. All descriptions, examples and calculations contained in this presentation are for illustrative purposes only.
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