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https://www.youtube.com/watch?v=pi6-q5gfmJ0

Welcome!
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Development of sustainable
services and promotion of the
circular economy

Industrial &
commercial excellence

0

Our 4-pillar
strategy

Pafis

Circular services at work

Consolidation
of current positions

3

Network
expansion
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Value-creation at the heart of a virtuous model Performance rooted in best practice Organic growth drivers by geography The multiple benefits of geographical diversification
A sales operation that drives growth Focus: Cleanroom Case study: Brazil expansion and integration
Focus: Pest Control Berendsen UK: A turnaround success story
M&A: A track record of value-creation Case study: Mexico

Progress update: Malaysia

What next?

Agenda




Speakers.
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Chairman Chief Financial Officer Chief Operating Officer Southern Europe, Marketing and Chief Operating Officer Engineering, Chief Operating Officer
of the Management Latin America - Head of Group M&A Innovation Director France Purchasing and Northern Europe & Asia
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Chief Operating Officer Chief Operating Officer CSR Director CEO Elis Brazil Director of the Pest CEO Elis UK CEO Elis Mexico Director of the Cleanroom
France, Great Britain, Central Europe, the Baltic Control Business Unit Business Unit

Ireland and Eastern Europe States, Switzerland
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at the hear
virftuous mc

Claire Bottineau
CSR Director

Investor Day 2025




CSR embedded
iIn all aspects of
our business

Investor Day 2025

Product used by our customers

Deliver to customers Pick up by Elis
B T 0.
Maintenance / Control
Product ’
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of rotation

Donation

Other life

Recycling

Material selection

Recycling




Developing
iInnovations to
push circularity
even further

Our garment

recycling process

Manufacturing - e

The fabric is cut in
the garment factory
in order to create a
new apron.

Weaving

The yarns are woven and the
fabric obtained is ennobled in
order to improve its properties.

. Sorting

| End-of-life clothing are put aside

Spinning
 The fibers
| obtained are

1 used to create
i arecycled yarn.

and sorted in our factories.

Removing of

“hard parts”

After the sorting in the
factory, the “shredding”
consists in removing all
the accessories from the
garments.

- Defibration

Thanks to a
mechanical process,
the fibers are obtained
from the pieces of
garments from the
shredding step.

One-of-a-kind supply-chain innovation

to develop circular products

Recycled fabric using in-
house feedstock; more
products coming up

100%

Recycled textile products
coming from Elis

60%

Elis is one of the few companies to
offer such an innovative product

(1% garments in Europe is recycled into new garment today)

Project widely awarded

Silver recognition as an innovative Winning project at the European
partner at the CSR Night Awards for Circular Fashion

« Circul’R » Trophy at the French Ministry
of Economy and Finance

Winning project
at the Sustainable
Transformation Summit

Winning project at the
Sustainable awards
(Cegos-MINES)



Our circular
business model
creates value
for all our
stakeholders

Environment

Financial institutions

Customers

@cfis

Circular services at work

Public authorities,
Regulatory bodies

Shareholders

Employees and
future talents, Citizen
Suppliers

Decorrelation between
growth and resource
consumption

Revenue growth decoupled from
resource use, thanks to rental, reuse
and repair approach

Increased resilience

Demonstrated against multiple
market headwinds and crises

Drawing strength from our reuse
and repair model

Financial
& environmental
performance

Strong correlation between
financial and environmental
performance

Brand aftractiveness
and recognition

A circularity business model that
resonates with employees and
citizens, supporting talent attraction
and retention




Environment

Bloomberg study of 2,000 companies,
Jan. 2005 (2023 data)

)
—

Customers

Our circular

business model Shareholders On average

creates value o
Employees and future talents, Citizen

for all our { i } ] 0 /Q

stakeholders

turnover aligned
with circularity goals

Public authorities, Regulatory bodies

)
—

Financial institutions

09%

Of Elis’ revenue aligned with



Example:
More sustainable
services

Environment

Customers

Shareholders

Employees and future talents, Citizen
Suppliers

Public authorities, Regulatory bodies

Financial institutions

N N YN Y

|
|
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Using a cofton spooled hand towel reduces
CO, emissions by up to 29% compared to a
disposable paper towel solution

Reusable hospital scrubs reduce CO,

emissions by 31% (or double that in some
cases) compared to disposable alternatives

A product-as-a-service approach to
workwear saves up to 35% in CO, emissions
and more than 60% water consumption
compared to a purchase solution
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https://www.youtube.com/watch?v=mOvcxJnaPMQ

Circular Economy
IS a promising
market with many
opportunities,
supporting our
growth and
benefiting investors

Environment . g-II

Strong regulations combined McKinsey estimates that the

with increasing demand from circular economy

customers are triggering the represents a revenue

potential of circularity opportunity above €1 trillion
in Europe alone in 2050

{ Customers

Shareholders

Employees and future talents, Citizen
Suppliers

{ Public authorities, Regulatory bodies

{ Financial institutions

The Ellen MacArthur
Foundation believes that
the "circular economy is
necessary to achieve Net
Zero Emissions" and that
nearly “9 billion tons of
CO2 (or 20% of global
emissions) could be
reduced by transitioning
our models to the circular

economy".
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Elis’ initiatives
rewarded by
measurable
achievements

61/100

(significantly
above average)

75/100

“Gold”
level

A Low risk

A-list

84/100

“Platinum”

level

53/100 55.87/100

“Prime” level

The World’s Most
Sustainable Companies

Elis is one of Time's 500 most sustainable companies,
ranking 25 among French companies.



A solid and
comprehensive
CSR engagement
program

on

Empower our employees
and contribute to a
brighter future for them

&

=]

Thermal energy intensity!
Water intensity!
Alternative logistical vehicles

Product-as-a-service turnover?

Frequency rate?d
Women in managerial roles

Extend Chevron Program

Foundation

Direct supplier CSR assessment

-30%

-48%

562

86%

-27.7%

35%

362

73
students

93.3%

NI 2R 2

R\

N2

2024 2025

-35%
-50%
> 650

>80% @

-50%
40%

>360 @

X3 VS
2019 o

95%

2024 2025

4 Reuse rate of products 17.3%4 = 18%
c?’_; Textile recycling 79.6% - 80%
™ Range of responsible products 60% - 100%
7 Flooding prevention plan on priority sites N/A — 15
»**  Employee satisfaction rate? N/A - 270%
9 Employees covered by an e-learning tool 25% — 55%

1 European laundries vs 2010

2The product-as-a-service model comprises rental and usage of products. This indicator does not represent
revenue aligned with the EU Taxonomy’s circular economy objective
3vs 2019

4 vs 2019, Czech Repubilic, Finland, Brazil and 2 sites in Sweden out of scope

5 Survey launched every two years

@ 2025 objective already met



2030 climate targets
validated by SBIi

2030 target vs 2019:

4 7 5 O/ Scope 1 &2
- . O reduction
-20% to date @ Emissions linked

to energy

0 -I Further optimize energy use
" in our industrial laundries

02 . Decarbonize our energy

03 Reduce the environmental impact
" of our logistics fleet

2030 target vs 2019:
2 8 o/ Scope 3
- L]
O reduction
-4.3% to date S R e ety

Ol.
02.
03.

Improve and optimize operational practices,
especidlly in linen management

Reduce the environmental impact of our products by
working on design, material selection or production modes

Reduce the impact of our freight and support our employees in
their transition towards more responsible commuting practices



Future market opportunities supported by:

Growing expectations from customers and regulators on circularity
Replication of our business model on all our products in all our geographies
Development of new circular services for customers

A susiainable business model benefiting all
stakeholders - A financial and CSR win-win

A business model proving its resilience in an ever-more
complex and challenging environment

A widely recognized CSR leader




Industrial and

commercial
excellence
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Industrial and
commercial
excellence

Performance

rooted Iin besi
practice

Frederic Deletombe

Engineering, Purchasing and
Supply Chain Director
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An optimised

global footprint
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https://www.youtube.com/watch?v=8T1_69P8ZTc

The global market
leader by production
volume

Flat linen

Workwear

Cleanroom

Elderly care

28.5

Ktons/week

14.5

Million pieces/week

1.9

Million pieces/week

2.3

Million pieces/week



More than

10,000

industrial machines
IN our laundries



Expertise in continuous
optimisation of gas,
electricity, water and
detergent consumption



6,000

routes per day,
covering

5m km

per week



Key objective

Client proximity achieved
through network density
optimisation



Groupwide
Know-how
backed by >160
skilled engineers
and technicians

Head of Industry, Purchase & Supply chain

Logistics efficiency

1 Director

16 engineers in charge
of route optimization

Director

method engineers &
couniry managers

Director

WECO engineers &
counifry managers

Director
engineers

Textile efficiency

1 Director

14 engineers in charge of linen management

Group industrial Director

1 manager & 10 engineers & technicians in charge of

linen traceability

Director
projects managers & country managers
projectors/designers

Director

Maintenance + equipment
engineers & country managers

engineers & group managers
country managed resources



Flat linen:
Annual
WOrkshop
oroductivity
gdains above
+2% since 200/

Flat linen productivity (100 basis in 2007)

+53%

produc’rivi’rylimprovemen’r 149 150 ]53

over the period ) - e -
124
119
104 106 107 109 111 115
| ‘ ‘ ‘ ‘ ‘ ‘ |

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024




Workwear:
°roductivity
Improvead
almost +3%
annually

Workwear productivity (100 basis in 2007)

+60%

productivity improvement 158 ]60 157 158 160
over the period

146
138 141 143
131 132 135
123 127 130
113
100 “5 ‘ |

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024




Energy consumption in kWh per kg (100 basis in 2007)
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Water consumption in L per kg (100 basis in 2007)

. -52 O/O \c/:\/grft;mp’rion
Sustained

100 26 0
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resource gl % e s
: 53 54 g5 g
i ‘|||H‘| ||||||4[

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024




Cost of washing production in c€ per kg (100 basis in 2007)

. -40% Dotergent
Sustained 00 101

decline in 0
resource TR
¢ HHHllllllll

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024




Continued efforts
towards greener and
more efficient logistics



Logistics fleet

fransition drives
footprint reduction

Investor Day 2025

Number of alternative-fuel vehicles

600

500

400

300

200

100

2020 2021 2022 2023

2024

Modest daily mileage allows electrification

Rollout conducted opportunistically:
-  Low-emission zones
- State subsidies

> Countries with CO, benefits

/90 electric or alternative-fuel vehicles by 2025

In France, only alternative-fuel heavy trucks
ordered since 2023

10% of trucks now electric at Group level



Steady industrial
Investment to maintain
best-in-class industrial
performance



Industrial investments

maintain and build
organic growih




Network expansion
through best-in-class
facility investments

NN |7

9

9

9

Dartford

Built in 2019

8,000sgm plant

Elis” best UK Healthcare plant

== [ArNOW
—  Built in 2022
—  2,500sgm plant dedicated to workwear

%

%

%

Granollers

Built in 2024

Located near Barcelona

1,500sgm cleanroom site



Textiles:

Critical management ©
A Major operating asse




Elis continuously invests
INn linen to maintain
highest quality standards



Flat linen investment reasons

Multiple linen
rationalisation
projects ongoing

B New Revenue B Rogged-out replacement

B Commercial Substitution B Losses



Workwear investment reasons Garment re-use performance

100 basis in 2017

112 113
105
B New Revenue | | |
B Commercial Substitution

B Net Consumption 2017 2018 2019 2020 2021 2022 2023 2024

Workwear reuse
has significant
potential




An optimised,
mulfi-channel linen
sourcing strategy

Flat linen: 4 to 6 weeks near-sourcing
vs. 13 weeks from low-cost countries

+ More than 300 suppliers
Less than 50 representing 80% of total value
* Main sourcing in Asia

Weaver Elis stock
Stitching warehouses

Workwear: 3 to 8 weeks near-sourcing
vs. 13 weeks from low-cost countries

* More than 200 suppliers
Elis stock WALl 40 representing 80% of total

Weaver ° Sewing worehouses 50% . 50% Asia
+ 50% near sourcing

Hygiene & well-being: 1 to 2 weeks near-sourcing
vs. 13 weeks from low-cost countries

+ More than 75 suppliers
: Elis stock 15 representing 80% of fotal
Supplier =3 lo) :
warehouses ] 0 /O * Mats: near sourcing
« Others: Asia + EU

Mats & others

Delivery to Elis’ centres going through Elis’ warehouses
—— Direct delivery to Elis’ laundries
—— Articles stocked in Elis’ warehouses




Ongoing
optimisation projects

Rationalisation (flat linen & workwear)
More volumes from Asig, improved cost, stocking policy

Workwear lead-times
Rationalization, stock & consignment stock policy

Infegrated EU supply-chain systems
(SAP-based)

N/

/IN



InNnovation




50 sites connected to Equipment’Perf System
= 10-year experience

» Redal-time performance monitoring

= Factual OEE (Overall Equipment efficiency) data

= Productivity improvement, supplier equipment performance scoring & selection criteria

Con neC'I'ed Connected meters project: 50 meters per laundry (real-time monitoring/recording)

= Water, energy, chemicals, vibrations, movement detectors, other SPC parameters (Statistical Process Control)

IO U n d ry = Process quality improvement & productivity

Links between laundry systems

= LMS (Laundry Management System), maintfenance management software, OEE, safety software, ERP,
processed articles (RFID tfraceability)

= Scheduling automation

= Productivity & product lifetime improvement




Workwear

Sorting automation improvement
(In production)

Picker Robot and infruder detection of soiled WW by category by route, customer, wearer, locker

Flat linen

RO bOﬁSQﬁ O n Soiled sorting & counting automation

improvement (2024-25 pilots)

Picker Robot Linen recognition (Al) Automated soiled sorting

Bath linen >»

Finishing process automation
(2024-25 pilots)

Feeder robots on folding machines
Investor Day 2025

|



Water, Energy

& Chemical
Opftimisation (WECO)

Water consumption

Enzims systems



WECO innovations

CO, exhaust capture/effluent neutralization

—  Capture CO, from exhaust (boiler), and generate carbonic
acid used to neutralise wastewater

—  No need for CO, purchasing for neutralisation (Scope 3)

—  Under deployment

Electrical heat pump prototype

NN N 2N 2

Developed internally
Industrial heat pump replaces gas drier
Prototyping stage, not yet industrialised

Working in France



Flat linen
traceability

Service agent or driver identifies
each container with a label

Customer service and textile
manager can identify and engage
customers hoarding linen

Soiled linen weighing

Each container is weighed when
unloaded from the truck

e Soiled return

- Customer un-assignment

2

g @

o) Customer identification

p= on each container

cC

o

C

=
Examples of RFID Tag
barcode label (Cage fracking)
0 Packing area

(o) Link the cage barcode to a delivery document Automatic UHF scan

-E, — Customer assignment

O

O

e

o

(0)

O

O

Stocks
Conftrol Tower

Customer
replenishment

Algorithms propose next customer
order through MyeElis, allowing
redelivery schedule adjustment

|9 Ql

Ot
e

Soiled ELIS Packing
entry plant area

Customer
site




Our industrial strength: an entfrenched advantage Relentless industrial progress

Conclusion

- Unmatched industrial footprint makes replication near-impaossible by others - An embedded culture of continuous improvement
- Complex operations demand deep expertise — we own the knowledge - Sustained productivity gains of 2-3% annually, with strong forward momentum

—  Very high barriers to entry



Industrial and
commercial
excellence

A sales

operation tha
drives growin

Elise Beri-Leduc

Marketfing and Innovation
Director
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Investor Day 2025

A performance driven
sales machine

Market growth drive
powerful megatrenc

A strong culture
of innovation
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What do these
entities have
in common?



What do these
entities have
in common?


https://www.youtube.com/watch?v=rGGkauf-kMk

Our

diversification I
path:

AcCTtivities, markets

& geographies ’




Our

diversification 1
path:

AcCTtivities, markets

& geographies ’ ‘




Consistent
growth, resilient
profitability



Elis Secret Sauce:
The five key ingredients

01

A wide-ranging product
and services offer




01

S million 3 million
people dressed for pairs of hands
work each day dried daily
A wide-ranging @ @
product and 2 million 110 million
Services Offer people sleep in our daily steps on our

sheets every night 700,000 mats



Elis Secret Sauce:
The five key ingredients

02

A rental model offering
compelling value

Investor Day 2025



02

A rental model
offering
compelling value

Example: hospital

Flat
linen

Surgical
scrubs

2

Cost-efficiency

-25% cost saving!

-20% cost saving?®

3%

Operational
simplicity

-8 FTEs!

-] %

Hygiene & Sustainability
compliance

-20% reduction
in water use?

ISO 9001 /
ISO 14001 /

RABC-certified sites
-10% fine particle

emissions;
-23% water pollution
(acidification)?

1. Astares 2019 report on hospital laundry; 2. Industrial laundry vs to standard laundromat washing for flat linen; 3. Lifecycle assessment on surgical scrubs




Elis Secret Sauce:
The five key ingredients

01 02 03

A wide-ranging product A rental model offering A local footprint delivering
and services offer compelling value exceptional service quality

Investor Day 2025

|



03

A local footprint
delivering exceptional
service quality

72
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Elis Secret Sauce:
The five key ingredients

01 02

03

04

A wide-ranging product A rental model offering A local footprint delivering A sales organization honed
and services offer compelling value exceptional service quality for performance

Investor Day 2025

|



04

An agile feam
to address all
customer types

Regional sales
consultant

Local sales consultant

Customer

account manager

Service Agent



04

A positive « We »
culture across
the organisation

______________________

New business Handover | Existing business



Elis Secret Sauce:
The five key ingredients

04 05

o7 02

03

A wide-ranging product A rental model offering A local footprint delivering A sales organization honed Skilled and
and services offer compelling value exceptional service quality for performance tech-enabled teams

Investor Day 2025

|



05

Powerful pricing
tools to boost
sales conversion


https://www.youtube.com/watch?v=m-sVoNVNBXs

§> 15 countries

05

p +10k modules completed
= in2024

A highly effective
training offer at the

Elis Achemy 4 academies

Manager, Sales, Offer, Service




Elis Secret Sauce:
The five key ingredients

01 02 03 04 05

A wide-ranging product A rental model offering A local footprint delivering A sdles organization honed Skilled and
and services offer compelling value exceptional service quality for performance tech-enabled teams

Investor Day 2025




A performance drive ”
I Pe/is

Circular services at work

sales machine

Market growth driven by
powerful megatrends

0 3 A strong culture
of innovation

Investor Day 2025



Five big trends
powering our growth

Rising hygiene Demographic Tourism Customer Sustainability
and protection shifts professionalisation
standards




Global washroom services
market estimated at

Structural increase $ 5 5b with +4%/+5%

projected annual
growth

INn post-pandemic
hygiene
requirements

For Elis:

—> Higher consumption of hygiene-related products
Increased hygiene awareness

Rising hygiene and expectations - Higher-frequency uniform changes in sensitive industries
and protection

standards — Temporary switch from in-house washing to outsourcing often became permanent after £




Life expectancy trends

84

80 81 Medical advances and better living
— — conditions have increased life
§ § t loball
Ageing population o d uElialiss™
i 63
drives Healthcare
d e m O n d Growing need for eldercare and
42 silver-economy services
Demographic
shifts _ _ _ _
North America Europe Asia Latin America &

Caribbean

m]1950 m2000 w2050

Source: Statista



By 2050, 68% of the global population will be urban,
lifting demand for housing, infrastructure and services

Number of SMEs in the European Union

27 000 000

Urbanisation brings  “= -
SME proliferation L0,

24 000 000
23 000 000 CAGR per year
i 22 000 000
Demographic
shifts 21 000 000
20 000 000

2011 2015 2018 2023

Source: Annual reports on European SMEs
Companies with fewer than 250 employees and revenue below €50m



France and Spain, where Elis is strong in Hospitality, are
Europe's top two tourist destinations

Strong Elis
Hospitality footprint )

The counitries' colors

i n m OSII.'V i S i 'I'ed represent Elis' 2024

Hospitality revenue

countries

® £25m-£€50m @
. o £€50m - €100m
Tourism
® £100m-£150m

Above €150m

Number of international
@ passenger arrivals by
country (millions)



Hotel segment mix over the past decade in France

High-end segment share of
French market rose +11pp

Hotel upgrades
drive Elis Hospitality
revenue

Elis has strong penetration among
— luxury hotels seeking premium
quality and reliability

Similar trends across our countries,
driven by higher incomes

Tourism

2015 2020 2023

mEconomy mMidscale mHigh-end

Source: Accor's Universal Registration Documents



Customer
professionalisation

Outsourcing rises as
customers
professionalise —
by choice or
necessity — and Elis
gains

Regulatory
change

Traceability
opportunities

Evolving
customer
requirements

Employee
wellbeing
focus




Customer
professionalisation

EU regulation has consistently driven outsourcing demand

Council Directive 89/689 EU regulafion
E m p|Oyee on personal protective 2016/045 on PPE

equipment (PPE) fraceability standards

protection

requlations » » »

evolving

EN14126 standard on
protection against
biological agents in

Healthcare and food

2022

Tighter standards
on thermal
protection and
chemical PPE



CSR: 2020 2022  Change
A key Elis
differentiator in

an incregsl ng |y Tenders/RFPs including CSR criteria S54% 64% + 10pp
sensitive market

Companies questioned on CSR by their clients 72% /8% + 6pp

Source: BPI France. 2023. 300 French companies assessed, of which 66% SMEs across all sectors

CSR issues raised in RFPs  =2022 m2020

Ecodesign

Sustainability

Energy consumption and carbon footprint

Waste management




Unlocking organic growth
by serving all markets and
companies with our full
range of services

i

Offer

Workwear,

Industrial wiping,

Washroom,
Flat linen,

Sectors

Food industry,
Automotive,
Chemical industry,
Healthcare,

Business

International
or national companies,
SMEs,
local businesses,



Number of services offered in Elis’ countries

Extension of the Elis core
model offers significant
potential

T



Investor Day 2025

A performance drive
sales machine

Market growth drive

powerful megatrenc

A strong culture
of innovation
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Rethinking
Workwear
NnNovation
IN Motion




Al-powered
Fashion show



https://www.youtube.com/watch?v=5NVm_nnsq1o

Rethinking
Workwear
Comfort, function
and identity



Nexi-generation
fabrics

Textile innovation
& circularity


https://www.youtube.com/watch?v=7mzqnPXVR_Y

Garment
intelligence:
Trackable,
Accountable,
Optimised

-Ull lifecycle
fraceabllity and
smart distribution



https://www.youtube.com/watch?v=ChzzSaRpnu4

A performance driven
sales machine

Market growth driven by
powerful megatrends

A strong culture
of innovation

72




Consolidation

of current
posITiIoNsS




Organic

growth drivers
by geographn
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Consolidation
of current
positions

Organic

growth driv
by geograr

Xavier Martiré

Chairman of the Management
Board and CEO

Investor Day 2025
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Strong market @z@%
-y = . 1
positions in our "“‘ﬁ?t»
. 2
geographies: ‘
A key success factor ’
8

for future growth




Three development 2
levers creating
organic growih
opportunities




Each country mix
presents itfs own
organic growih
opportunities

Markets well addressed

Markets with potential
Markets yet to be opened




Alain Bonin
Chief Operating Officer

France




France




Elis France:

A model footprint
and service offer
for all other
geographies

—>  Unrivalled network density:

69 plants 46 distribution centers

(': g‘\‘/»m“ " /\’//J‘f ﬂi\"*uni N /‘» \
Persan i :
e : v
; Herbla
St-Ouen-I'’Auméne Yo Gongsse
,/ o,

Sartrouville « o
Gennevilliers
Nanterre Paris:-Ouest pantin _StThibault-des-Vignes -
Elancourt * Nanterre ‘r

Yi,llepreux .

Coigniéf;r;és. Trappes V'

¢ gl
Chilly-Mazarin 5
° Bon§ oufle

Bréﬂgn y-sur-Orge ,




Elis France:

A model footprint
and service offer
for all other
geographies

Market leadership: Elis consistently ranks first across all its operating segments

Four end-markets addressed: & Hospitality gk Healthcare 4  Industry

‘\! Ig?

Flat linen Workwear Washroom Beverages Floor
protection

10 services:

Clients ranging from SMEs to large international groups: from €30 per month to €3m per month

ﬁ-.m Trade & Services

Industrial
wiping

Pest
control

Cleanroom

Medical waste
management

Resident
linen



Elis France:

A model footprint
and service offer
for all other
geographies

1 400

1 200

1 000

800

600

400

200

41.8%

40.3%
38.0% 3809  391%  38.4% =
34.5% 34.9% 35.0% 35.0% o
2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Il Revenue EBITDA margin %

50%
45%
40%
35%
30%
25%
20%
15%
10%
5%

0%



Leadership
position
creates further
opportunities
in Hospitality

2025 should benefit from
lasting olympics effect

N

2025 hotel revenue growth forecast:

Paris: +4%
Southeast: +2%

Other regions: +1/+2%

Tourism quality upgrade in traditional Growth of camping and outdoor
destinations such as Paris, Riviera Hospitality in smaller destinations

Paris and Riviera account for 61% of Elis Hospitality
revenue in France

J
Upgrade of bed linen in hotels
N
Hotels increase prices by 10% to 30% after refurbishments

J

Elis opportunity: sell higherquality
products at a higher price

Thanks to its superior
network density, Elis is the
natural beneficiary of L@_a
market extension




—  Total Elis Healthcare market share at 32%

—  High penetration rate (73%) with key accounts z o

Private sector

d rlves H ea ”h CO re, Public sector represents largest potential growth areq, accounting for roughly
- - half the market with low outsourcing rate (20% in France vs. 80% in Europe)

public hospitals

still insourced

—  Immediate opportunities with non-profit organisations

HE
HN

Ramsay

—  Favourable competitive dynamics as a result of recent market consolidation Santé



— Immature markets with only 21% of outsourcing

—  Obijective: convert internal resident linen laundries

French resident
linen market
also offers .
strong potential

—  Favorable context: Care Homes facing recruitment and financial challenges

Strong growth expected in 2025, with 45 new Clariane sites

—>  Plan to improve resident linen sales (new offer and cross-sellling)

—  Only two national operators



Solid position
in workwear

with room for
iImprovement

& Food processing (€48m in 2024)

9 Wholesale (€31m in 2024)

&g, Pharmaceuticals (£€35m in 2024)

% r e

From €1m in 2019 to €5m in 2024

framatome

ﬁ Public markets

+10.4% 2024

More opportunities ahead

i New customers

First three plants c. 500,000 uniform
signed in 2023, wearers currently without
another 67 to target rental solution



N
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Charlotta Ericsson
Chief Operating Officer

Northern Europe & Asia




By 2024 revenue size

€230m-
€240m
revenue
each in
2024

Denmark

Netherlands

Sweden

Norway

Belgium/Luxembourg

Finland

Malaysia

Hospitality (mostly flat linen)

#1

#4

#1

#2

#4

N/A

N/A

Healthcare (mostly flat linen)

#2

N/A

#2

#2

N/A

N/A

N/A

Industry, Trade & Services (mostly workwear)

#1

#1

#1

#1

#2

#2

#2



Scandinavia




Scandinavia (Denmark, Sweden, Norway & Finland)

Inherited from the
Berendsen > Revenue CAGR 2019-2024: above +3%
acquisition, Elis

Scandinavia enjoys

S'I'ro ng m(] r ke'l' —> EBITDA margin: 35.5% in 2024, still above Group average
shares and

high margins



Inherited from the
Berendsen
acquisition, Elis
Scandinavia enjoys
strong market
shares and

high margins

Denmark and Sweden

two large markets with very solid fundamentals

= €470m cumulated revenue in 2024 with 36% EBITDA margin
= Clear market number 1

Norway
smaller market with good growth potential

= €75m revenue in 2024 with margin upside
= Elisis n°1 player in workwear
= Qutsourcing is developing and should drive further growth

Finland

much smaller market (2024 revenue at c. €20m
with EBITA margin close to Group average)



N2

Small customers in Industry, Trade & Services

N2

Private Healthcare

& Focus on new strategic
growth areads

N2

FMC medium sized accounts

Opportunities g  Further develop
in Denmark Hospitality

—> Accelerate growth in restaurant segment

& Continue profitable growth of cleanroom
% and Unlock growth potential of pest control




Opportunities
In Sweden

Workwear

Further invest in salesforce dedicated to for small customers

Improve cross-selling especially with key accounts

<N

Healthcare

Harness opportunities in the private and municipality market

Washroom

Ramp up sales force and expand full-service area

Cross sales out-side the full-service area




Norway presents
multiple
opportunities in
workwear

New outsourcing should drive growth in Norway

%

Elisis #1 player in Norwegian workwear for Industry BN

Market composition: large leader (€140m revenue),
and Trade & Services (€75m revenue in 2024) ¢ positi 9 ( venue)

Multiple growth opportunities:
Norway workwear recorded a +5% yoy increase in 2024,

= High potential for conversions to rental
— with expectations for stronger growth in 2025

= New industries to explore (e.g. fishing)
= Local geographies show potential

Posifive signs on the commercial front: ,
= Sales enablers:

= Cross-selling frend improving Further commercialisation of customer service in 2025
= High customer satisfaction at 93% Salesforce CRM launch in 2025



The

Netherlands




- N Elis entered the Netherlands through the acquisition

of Berendsen in 2017
‘ Cleanroom

The Ne'l'herld nds: Central warehouse ¢ EN Historically, the Group has been the leader
of the strong Dutch workwear market
A high margin

Workwear
COU n'h’y Wi"‘h S'l'rO ng ° ® —>  Since 2024, development in Hospitality in underway
. Flat linen PS
commercial
Pest control, - Historical topline growth powered by organic momentum
® -
momentum and and strategic MaA
°
ndustrial wipers ®
pockets of growth ® inusic v
. Revenue CAGR 2019-2024: Over the same period,
Distribution center . .
(o) EBITDA margin remained
+ ] 5 /O stable at c. 40%



—> Elis is clear market leader

—> New business pipeline remains strong

Further consolidating
our Dutch market

Skilled team with data-driven customer intelligence :
Innovative and customer-focused solutions

leadership in
workwear

—  Offer efficiency: 60% from Elis Group Catalogue

—>  CRM as sales enabler: first country with full Salesforce rollout

—>  High customer satisfaction

Investor Day 2025



Dutch Hospitality
market dynamism
prompted Elis’ entry

Estimmated rental linen market value of €280m

Hotel overnight stays expected to grow 4% in 2025
for second consecutive year (Source ING)

Fragmented overall market with some consolidation trends



Elis’ ambition:

Moderna and pbecome the leading Hospitality player
Wasned acquisitions R

. Dedicated sales team
have made Elis a

strong national
player in Hospitality

—>  Cross-selling opportunities to harness

—>  Market ripe for further consolidation
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Andreas Schneider

Chief Operating Officer
Central Europe, the Baltic

States, Switzerland




By 2024 revenue size

€810m
revenue
in 2024

Germany

Switzerland

Poland

Baltic states

Hospitality (mostly flat linen)

#3

#1

N/A

N/A

Healthcare (mostly flat linen)

#1

#2

N/A

N/A

Industry, Trade & Services (mostly workwear)

#4

#4

#1

#2



Germany




Germany:
Network
development
along with
orofitabllity
Improvement

An improving footprint in Germany:
45 sites to date and 6,350 FTEs

In the last seven years, Elis has tripled Germany revenue
and achieved significant margin improvement

Historical topline growth powered by organic momentum
and strategic M&A
Revenue CAGR 2018-2024 (post Berendsen acquisition): +8%

+560bps EBITDA margin improvement since 2017



Germany:
Network
development
along with
orofitabllity
Improvement

An improving footprint in Germany:
45 sites to date and 6,350 FTEs

In the last seven years, Elis has tripled Germany revenue
and achieved significant margin improvement

Historical topline growth powered by organic momentum
and strategic M&A
Revenue CAGR 2018-2024 (post Berendsen acquisition): +8%

+560bps EBITDA margin improvement since 2017



German workwear, fac

Germany:
, €3.2bn total outsourced market
Europe’s largest
market for clients o
1 €2bn In WOI’kweOr €5ebzvvjirt(:1 maor:yv;ﬁergﬁn:orms,
N Industry ana Elis market share: 6% only  *deedesdeamiopercers

Trade & Services

€1.2bn in facility and wipers
Elis market share: below 1%




Further growth from
our stfrong position
in Healthcare

Number
of companies

Segment in the market Market size Elis 2024 revenue Elis market share
Medical care 44k €1.4bn €200m 14%
Bl 11k £1.3bn £100m 7.5%

social care

Social day care 38k €0.7bn €15m 2%



Small and medium
German Hospitality
clients still
underrepresented

Segment

Hotels

Restaurants &
catering

Company class

Independent
hotels and
small chains

Larger
hotel groups

Below 500
employees

500 employees
and above

Number of
businesses
in the market

32,000

21

127,000

o4

Market size
(€m)

960

99

1,000

60

Elis revenue
(€m)

o4

10

16

10

Elis market
share

6%

18%

1.5%

16.5%



—

Serng market — Poland revenue c. €80m in 2024 —> Baltic states revenue c. €35m in 2024

potential in

POIOnd C'nd ACross . . : Business is very local, concentrated in main cities:
—  Many opportunities with small clients —

room to grow with small clients

the Baltic states

Organic Workwear market growth Rapid growth on workwear and available
around 8% in recent years capacity to further develop the business



ichel

Yann M

Chief Operating Officer

France, Great Britain, Ireland

and Eastern Europe




By 2024 revenue size

€570m
revenue
in 2024

United Kingdom

Ireland

Czech Republic,
Slovakia & Hungary

Hospitality (mostly flat linen)

#2

#1

N/A

Healthcare (mostly flat linen)

#1

#2

N/A

Industry, Trade & Services (mostly workwear)

#2

#1

#1 in Czech Republic



UK & Ireland




A strong industrial footprint:
43 sites to date
and 6,300 employees




UK & Ireland:

Successfully turnaround of the
UK operations, fransforming
an underperforming asset
iINfo The most profitable
polayer In tThe region

%

%

Historical topline growth powered
by organic momentum
Revenue CAGR 2018-2024: +6%

+550bps EBITDA margin
improvement since 2018



Target market:
SMEs in dense cities across multiple sectors
(pubs, restaurants, garages, hairdressers, retail...)

InveS‘I'ing in IOCOI —>  Global product offering: for customers

sales tfeams to 7,
d eve I O p S M E Flat linen Workwear Washroom prOFTE;rion lrﬁ;?:gl
revenue

—>  Effective set-up

= One sales consultant
= One frade per van
= One service agent as sole customer point of contact



ZI»; ’

— UK

Addressable
market of more
than 800k SMEs

SME sales push
underway in UK

- lreland
and Ireland

SMEs contributed
10% of 2024
revenue from
Industry and
Trade & Services

SMEs contributed
around +80bps to
UK organic
growth

SMEs targeted
since 2023

Current focus on
Dublin area with
new sales team,;
expected revenue
€0.5m in 2025



Combined market estimated at €50m
for the Republic of Ireland and Northern Ireland

Total of 1,050 Care Homes with more than
47,000 residents

Care homes

N |re|CI nd: Significant growth driver offering operating synergies
with hospitals (laundries, fleets and sales teams)
Steady growth ‘

Flat linen Workwear Resident linen

— Limited level of outsourcing



A big market with a level of outsourcing below 5% Elis UK revenue with Care Homes business in tm

16,754 2,160 527,265 750k
TG rg e-l-i N g si m i IO r Care Homes operators beds staff
Average Addressable market
care home a0 SV
development S—
trajectory for UK |
A growing market
2020 2021 2022 2023 2024 2025F
6/ 4 Ok 43 E)eg:ﬁgraphics | | - |
new Care Homes Y — openings in e GrE —> Dedicated site for residents’ clothing opened in 2024

built in 2024 Q1 2025

Investor Day 2025




Slovakia, Czech
Republic and
Hungary are showing
strong growth
potential



m
N
\\i\ N
- -
s -
o Maithieu Lecharny
|} / ( Chief Operating Officer
i— / Southern Europe, Latin America
Head of Group M&A
it
¢



Southern




By 2024 revenue size

Spain

Portugal

ltaly

Hospitality (mostly flat linen)

#1

#1

N/A

Healthcare

#2

#4

N/A

Industry, Trade & Services (mostly workwear)

#1

#1

#2



—  Spain & Portugal

= Market leader in flat linen for Hospitality and in workwear
for Industry

scuihern Eu ro pe = Second-to-none industrial footprint with national coverage
Part of “old Elis”
perimeter, with

sfrong footprint and
pOSiTiOniﬂg —>  Southern Europe

Q0 sites 5,300 employees

—  ltaly

= Mainly present in the workwear market




—  Spain & Portugal

= Market leader in flat linen for Hospitality and in workwear
for Industry

scuihern Eu ro pe: = Second-to-none industrial footprint with national coverage
Part of “old Elis”

perimeter, with
sfrong footprint and

—  ltaly

= Mainly present in the workwear market

D ; —> Revenue CAGR 2018-2024 —> EBITDA margin 2018-2024
positioning 0
-+ 7 . /O +62 Obps
combination of organic driven by constant productivity

growth and bolt-on M&A improvement



Southern
European
Healthcare
outsourcing
set fo continue

N Total market estimate
€400m (incl. insourced)

—>  Elis revenue <€3m

N

Growth
estimated
at +50%
in 2025




Strong workwear
momentum in
Southern Europe



Further
opportunities
in the region



Latin America




By 2024 revenue size

€390m
revenue
in 2024

Brazil

Mexico

Chile

Colombia

Hospitality (mostly flat linen)

#1

#2

#1

#1

Healthcare (mostly flat linen)

#1

#1

#1

#1

Industry, Trade & Services (mostly workwear)

#1

#1

#1

#4



Outsourcing and
rental conversion
are Latin America
key growth drivers

€455m +10.5%

regional revenue in 2024 CAGR for 2022-2024

Healthcare outsourcing

Brazil: more than 45°/o of 2024 wins Mexico: C. 20 hospitals and clinics
(+3% growth in the country last year) outsourced per year in the last 15 years

Rental conversion from washing only

Rental increased from 57°/o to 84°/o of Linen traceability is key: 65% of business
Elis Latam revenues over last decade RFID-equipped in Brazil




Room for further
penetration in
Latin America
markets



Consolidation
of current
positions

FOCUSs:

Cleanroo

Investor Day 2025

Dennis Smeijer

Director of the Cleanroom
Business Unit

®@cfis

Circular services at work




Cleanroom:
What does 1
oring to min

Investor Day 2025

Definition
Cleanroom
ISO 14664

Room within which the
number concentration of
airborne particles is controlled
and classified, and which is
designed, constructed and
operated in a manner to
conftrol the infroduction,
generation and retention of
parficles inside the room.

Biotic/Viable

Particle
Types

Abiotic



The main source
of contamination:

People

Maximum Particles/m3

20.3um 20.5um
ISO 1 10
ISO 2 100 24 10
ISO 3 1,000 237 102 35
ISO 4 10,000 2,370 1,020 352
1SO 5 100,000 23,700 10,200 3,520
Operated > ISO 6 1,000,000 237,000 102,000 35,200
by Elis 1SO 7 352,000
1SO 8 3,520,000
1SO 9 35,200,000

83
832
8,320
83,200
832,000

8,320,000

29
293
2,930
29,300

293,000

A vast range

of particulates

to address:

Combustion particles,
organic compounds = C. 2.5um

Dust, pollen, mold = ¢. T0um
Human hair = ¢. 50-70um

Fine beach sand = 90um



Human activity
multiplies particle
release

30 000 000

25 000 000

20 000 000

15 000 000

10 000 000

5 000 000

100 000

1 000 000
[

no movement

2 500 000

slight movement

30 000 000

10 000 000

5 000 000

standing up

walking 3,5km/h  walking fast 9km/h doing sports



O] 02

Cleanroom
garments: Protecting the Guaranteeing
' finished products health and
Key attroures against contamination safety of clients’
by human and employees

environmental factors

Investor Day 2025



@cfis @cfis

Circular services at work Circular services at work


https://www.youtube.com/watch?v=1hIHKuu8Zno

Global cleanroom
linen rental market
estimated at above
€1.5bn

m Europe
m North America
m APAC

m South America
Africa/EMEA

Customer Profitability

High

o

o)

o

¢

<

e . Lt EitheiE — ° 07.

©
2

5

)

< Weak Average Strong

Customer Loyalty

Largest Industries

o Ol.

Life Sciences

so 4 s KR

SO 4 6 8 Sterile

® 02. Pharmaceduticals °

® (3. Medical Devices ISO 4 Sterile

® 04. MicroElectronics @ |SO 5 n 7 n

® 05. Biotech © 04 Rl s sterie

® (06. Automotive ISO 4 5 6 AR
Cosmetics ISO 4 5
Agricultural SO 4 5 6 7 8

® 09. Food so 4 N 6

® 10. Batteries 0 ISO 4 5




Elis:

The world’s number 1
cleanroom player,

with stfrong European
footprint and operations
in Latin America

Maijor cleanroom service providers globally:
(millions of euros)

250

200

150

100

50

255
175
113 110 110
Q0
33 30 28
9 7 10 8 7 l 5 8
Elis Player 2 Player 3 Player 4 Player 5 Player 6 Player 7 Player 8

m 2024 revenue (in millions of euros)

m Number of cleanroom laundries

23 20
; 17 . 12 , 10 ,
= - .
Player9 Player 10 Player 11 Player 12 Other

players



Acquisition of
MPW in Brazil

First cleanroom
laundries in the Group:
lvry-sur -Seine(FR) &
Nykopping (SE)

Acquisition of

i i Acquisition of
. Vestilab in Spain i

; Micronclean-Scaldis
. in Belgium

We have 55+ years of

cleanroom experience @ @ @ @ @ @ @
Elis is widely recognized as a high-quality,

innovative player Acquisition of EMTM

in Hungary

i i i BERENDSEN i

i i | | Acquisition of
. Acquisition of . Acquisition of Atmosfera . Acquisition of . WONWAY in

' SNDI Group " in Brazil . Berendsen Group . Malaysia


http://www.sndi.fr/

Our cleanroom
business at
a glance

Present in 18 countries and
on 3 continents with over 55
years of cleanroom laundry
experience

Over

1,800

employees

Over

4,000

customers

33

cleanroom
laundries

€254m

revenue in 2024,
with EBITDA margin
well above Group
average

Over

1.9m

cleanroom articles
washed per week

-8% Co,

reduction in
scope 1 and
2 over 2019-2023

Brussels ------------------- ¢ I Oslo

Péruweiz .- . ¥ L
. i Bolsward : .
Knutsford -+, ---Holbaek--- Nykoping
o L )
2775 SR | . o  *7 i Szamotuly
Glanmire ------- ' N Beell’rzi 7777777777777777 Slavkov
Newbury....... o= Sae o 10 &
. i i e ‘e o !
Pont'Evéque ... ™ e 3 i
Lisses ----------mmmmmmenonnoeeees ’ R b Ritaa - Miskolc
Saverne-------------eeeee TR %P pEi Brugg 3
Vienne ...l T e ! ,
Torres de la Alameda ... ! iSeyssins Bad Windsheim
Colomiers .o = 3 B k
Paret del Vallgs............ o Milan
Granollers--------------------
Rousset
Penang
Kuala Lumpur |
7,5% ! " Malacca
2,5% 17,5% ‘ ’
Angpolis Ay 4444 - 4 = -
| 11,6% 5y
ffffffffff § 2024 revenue .
Piracicaba -------- ; 3 by region m Central Europe
: ¢
frmeee Diadema m Scandinavia & Eastern Europe
”””” Ce m UK & Ireland

m L afin America
m Southern Europe



A dedicated
cleanroom
product range

Autoclave Bags

Reusable autoclave bags to eliminate
tearing, allowing repeat processing

Eye & Face Protection

Reusable goggles, integrated visors
and face masks

Cleaning Systems

Reusable microfiber wipes, mops,
cleaning tools for tanks, soft walls etc.

Garments for CNC /ISO6-8

Full range of undergarments, coveralls,
lab coats in various designs/colors etc.

Garments for ISO 4/5

Full range of undergarments and
coverdlls in various designs

Elis Connect

24/7 dashboarding of usage, on-site
scanning stafions and smart cabinets

Footwear

Annex 1 compatible reusable shoes,
clogs and socks

Flexi Mat - reusable tacky mat

Collects and retains dust and particles;

reduces bacteria

We work with
private and public
organizations

of all sizes.

Customer experience based on three pillars:

57 i )

Proximity Simplicity Reliability




A diversified
client porifolio
with pharma
at ifs core

@ Pharmaceutical

@ Life science

@ Food

@ Micro-electronics

@ Agricultural

@ Automotive

@ Medical
devices

@ Cosmetic

@ Battery

Turnover per market segment
(by percentage) 2024 - Life Sciences = 82%

B Pharmaceutical

(incl. Bio-Pharma)

m Hospital Pharmacy

m Medical devices

m Cosmetics

m Micro-electronics

Automotive

m Food

m Other



A comprehensive
customer-centric cycle

P -

IR

Consultancy

Working with our customers to find
the right solution at the right price

S ="

Service design

Working as a partner to
formulate a bespoke rental business
plan for contamination conftrol

P -

IR

Fitting

Measure each worker to provide
the right garment size o ensure

comfort & product safety

S ="

Account set-up

Track and trace all
garments sourcing

- -

NS~

Delivery & training

Deliver the products and train
customer’s staff in gowning and
cleaning methods

NS ="~

Customer use

Garments are ready for use

Pick up & delivery

We collect contaminated garments
and deliver clean replacements in

Decontamination/sterilization

Launder and sterilise

Quality control

Rigorous checks on every garment
batch and within our Cleanroom to
ensure compliance



Passive air monitoring by settle plafte Textile particle

Helmke Drum

Cleanroom surface monitoring by contact

Strong quali
focus delive
best-in-class
service

Finger dab monitoring of cleanroom operatives

Bioburden:

Bioburden analysis of disinfection products ,
rinse water

Bioburden testing of R.O. and softened water supply

Rigorous moniforing

of laundry processing: Weekly contact plate garment samples taken post-launderi

Bioburden:
Helmke drum garment testing under IEST-RPCC004.5 or AST surface & gar

N N N N 2 N 2N~

Investor Day 2025




We innovate

befter qualih

Investor Day 2025

»

CIeOnrOOm R&D Q&A vqlida’rion repo_r’rs
centres for Elis and white paper design
Cleanroom Group
are locatedin 5o
the Ne‘l'herldndS, particle release
Belgium and

Body Box test to

Malaysia simulate real

usage situations

Autoclave
sterilisation tests

Wash tests

Autoclave

sterilisation tests °

Drying tests







...and for

commercial
performance

Investor Day 2025

Product Regional
launches campaigns Training

Social Newsletters Group
media campaigns

Webinars Website Infomercials

Webinar: Cleanroom Cleaning and

Disinfection (English)
LX)

Ep T ——

a casiogand i it i

Do i o oo st

e TS——

om—

In-house White papers On-site support
studies/tests



Elis Connect Cleanroom:
24/7 textile

and behavioural
management insights

Innovative in-house platform for smart
cleanroom and facilities data:

Better cost control
Visibility of items not scanned

Decrease in garment losses
Service cycle fransparency

Simplified benchmarking
Customisable dashboards

Enhanced inventory control
On-site stocks reduced to necessary levels

Increased SOP compliance
Track and guide operator behaviour

@ Data dashboard

@ Scan station

O,

Smart textile
dispenser

+120

Active customers



Average +12.5%
cleanroom revenue
growth since 2016 with
strong profitability

c. €24m additional annualized revenue
secured in 2024

Revenue growth 2016-2024
(in €M)

350

300

250

200

150

100

50

jinll | |

Acquisition of Berendsen

2016

2017

Acquisition of Micronclean-Scaldis

in Belgium

2018

2019

2020

Acquisition of
WONWAY in Malaysia

255

230

2021

2022

2023 2024



Short- and

—>  Grow revenue c.+8% annually

mid-term
objectives
EI|S .I_O Conﬁnue —  Maximise cross-selling
outperforming | -
—  Consolidate our position as innovation leader
cleanroom
ma rket g rOWth —>  Drive CSR execution in operations and customer services

—>  Maintain high profitability

Investor Day 2025



®@cfis

Circular services at work

FOCUS: "
Pest conirc

Alexia Dimitri

Director of the Pest Control
Business Unit

Investor Day 2025



What is
Pest control?

Pest

¢ food, livestock, etc.

Regulations are becoming increasingly restrictive to
safeguard the health of people and animails

OIC
(26

(K (3
IO
OIO

A destructive insect or other animal that attacks crops,

Ol



Rodents Flies

Bed bugs Fleas

It Is our business
to make our client’s
pbusiness pest-free

Mosquitoes Mites

Hornets/Wasps Ants Hygiene quqge Imqge Legql

Parasites carry pathogens Pests can attack power A reputation built over Health regulations underline
that can contaminate lines, destroy inventory years can be destroyed the obligation of pest control
your environment, and cause fires. in a matter of days. mMmeasures in companies.

Cockroaches Micro-organisms




European market breakdown Global market breakdown
by pest type by geography

A resilient market
delivering steady
and profitable growth

B Rodents B Flying insects B Rampant

H Birds B Termites m Others
B North America BEurope mAsia BAfrica



Globdl
warming Urbanisation Globalisation Regulation E-reputation

Many structural trends
driving market growth

Rise of pests
Vector-borne Business Growing and invasive
diseases pressure middle class species Sustainability




— Fragmented market with four larger players

— A fast-growing market

A highly fragmented
market ripe for
COnSOI iddﬁon —> Accelerated M&A trend

— Growing interest from investment funds

Source: companies' filings
The percentages represent the estimated market share

A



What was the rationale
for Elis to launch @
pest control offering?

Growing market

Cross-selling opportunities

Capex free

Good profitability

Fragmented market

Low maturity



What customers want.



e 82
2020-2024 o

+'|59°/o,/’//
Well-executed European 60
rollout, extending from historic B
Elis fo former Berendsen B TN
13
markets TR
2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
Countries il
adressed | N B n= + ==

3
Services & é {i} Non
@‘P % % Permgnen’r Infegrated Pest
Baiting Management




Every Elis customer is a
potential pest control
subscriber, offering
Cross-business synergies




A strong network of

specialised technical
centres that is rapidly
gaining market share

Portugal
3%

Netherlands
4%

Denmark
4%

1% Switzerland

4% Ireland

8%
France
54%

12%

B €3.3m

— €2.7m

I ] €40.4m

B €2.8m

10 €9.2m



Successful rollouts
and ramp-ups in
ex-Berendsen
markets



>60 >400 >90

regional technical centres technicians sales reps
A rObus-I- qnd Sales team doubled in five years
expanding network
Of reg.lonql : L H12FES
technical cenires °

60
50
40
30
20
10

2019 2020 2021 2022 2023 2024 2025



2024 revenue breakdown

Two distinct
revenue streams




Three keys
to sustaining
profitable growth

Internal training for excellence

Technicians
Managers

Customer services

Certification

Customer satisfaction and operational excellence
Internal process improvement

/ certified countries

I iIl-E111 K8

%
@

Tools serving our customers

Planning tools for increased reliability and reactivity
Full traceability with Elis Connect
Intervention report available on the MyElis platform

CRM for optimised customer service



Three keys
to sustaining
profitable growth

Q)
S O

Enrich our offer in line
with market trend

Accelerate on growing pests
Enrich the offer with innovative techniques

Reduce the risk of infestation in the long run

Green Pest Management

From technician to pest control management approach
Use less biocides
Alternative approach to regulate pests using predators

Take into account new regulations

<

4

Develop connected and smart
pest control management

Smart System devices for capture and monitoring
Artificial intelligence to detect pest earlier

Digitalised pest control services



& O K

Three keys Customer satisfaction Satisfelis Customer retention Flagship customers

to sustaining :
(D)
I
-\

profitable growth
> 90% of satisfied customers -4pts on loss rate vs 2024

N2

) Smurfit
Kappa

MELIA



A clear roadmap
to future growth

Consolidate
and densify our
countries where
pest control is
already offered

Cross-selling
Strengthen sales

Comprehensive lead
generation strategy

Operational excellence

%

Open new
services and
new territories
to grow fast

Target new potential
business

Explore new services
within the Integrated Pest
Management approach

Explore opportunities in
Elis countries to expand in
a fragmented market

[

(——

Accelerate
the rollout of
innovation
& IT solutions

Elis Connect
fraceability

Connected devices

Tools serving our
clients



Consolidation
of current
positions

M&A:

a frack re
of value-c

Investor Day 2025

Matthieu Lecharny

Chief Operating Officer
Southern Europe and
Latin America

Head of Group M&A

®@cfis

Circular services at work




c.50 bolt-ons since 2015, €5600m of acquired revenue!

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025YTD

: Number of
Elis has a Bolt-on acquisfions 8 S 3 4 6 0 S 3 2 3 3
successful Revenue acquired 63 68 25 50 43 71 27 3] 9 63 52
bO”.'On M&A 17 countries il = il - > il = il — 3
1l == S SE e = = =
frack record B = B B - 1= -
= + - 11 =
= =
. =

1 This excludes Indusal (2016, €90m revenue), Lavebras (2017, €103m revenue), Berendsen (2017, €1.5bn revenue) and Mexico (2022, €85m revenue)



These value-accretive

acquisitions are a key
part of Elis’ sirategy

Investor Day 2025

4 different strategic rationales

%

Consolidate our market position in a country
where we already operate

Get additional industrial capacity

Launch a new service in a country where this
service is not yet operated by Elis

Acquire client portfolio

Key benefits of our bolt-on approach

- Low-risk fransaction requiring small outlay

Smooth integration and value-creation,
- . . . |
leveraging synergies and Elis best practice

N Fast payback from favorable
acquisition multiples

Targeted investment in line with strategic
- criteria (geography, market potential,
management capability)



Ir

A centralized
approval
process

westor Day 2025

M&A HQ team

Group M&A oversees due-
6 M&A scouts, committee diligence and Closing
i advisors
with a local Ien§ % M&A HQ team % Meets monthly to % Typically 4-6 months
for each strategic review opportunities Financial & tax after first non-binding
geography Comprises CEO, CFO Legal (including compliance) indicative offer

& region COO HR

Industrial & environmental



Multiples
general
guidelines

nvestor Day 2025

Revenue EBITDA EBIT

1.0x / 1.3x for linen laundries C. 5x before synergies, c. 10x before synergies,
(flat linen or workwear) and c. 2.5x / 4x dfter synergies and c. 5x to 8x affer synergies

Slightly more for pest control




Bolt-on to consolidate our market position

in a country where we already operate ‘ h
Bolt-on to launch a new service in a country a H

where this service is not yet operated by Elis

Bolt-on to get additional industrial capacity

Bolt-on to acquire client porifolio






Video


https://www.youtube.com/watch?v=OUuDU4Xj_lI

Example:
Jockel in Germany

Healthcare business acquired early 2022

2 plants located in the central part of Germany

2021 revenue: c. €20m with good profitability

EBIT margin 3 years after the acquisition: +450bps

Big gains on central cost structure and
purchasing conditions (energy, detergents and textile)



Example:
Jockel in Germany

EBIT margin improvement

Pre-synergies Post-synergies

11.0% 15.5%
+450bps

Acquisifion multiples paid post-synergies

- Revenue multiple
- EBITDA multiple

- EBIT multiple

- ROCE of the acquisition

1.3x
3.8 x

8.3 x

12%






Video


https://www.youtube.com/watch?v=2dscmfAZ24g

Cleanroom and traditional garment business
—> .
acquired early 2021

—> Very good industrial asset with free capacity

Example:
- . y SCALDIS —> 2020 revenue: c. €10m with good profitabilit
Scaldis in Belgium ® y

Revenue of the plant increased to €20m in 3 years
—> . » . .
without any additional capex, leveraging the free capacity

—>  Additional synergies on logistics and purchasing



Example:
Scaldis in Belgium

EBIT margin improvement

Pre-synergies Post-synergies

8.0% 18.0%

+10pp

Acquisition multiples paid post-synergies
(based on unchanged revenues)

- Revenue multiple
- EBITDA multiple

- EBIT multiple

- ROCE of the acquisition

2X
5.3x

11x

14%






Video


https://www.youtube.com/watch?v=D8p3jRyDWsk

Example:
Moderna
iIn the Netherlands

Flat linen/Hospitality plant acquired early 2024

Elis not present in Hospitality in the Netherlands
before this acquisition

2023 revenue: c. €50m with good profitability

+200bps EBIT improvement in 2024: optimized management
structure and purchasing synergies

Significant market share taken on the Dutch flat linen market

This first acquisition in flat linen in the country paved the way
for others (Wasned acquired later in 2024)



Example:
Moderna
iIn the Netherlands

EBIT margin improvement

Pre-synergies Post-synergies

12.0% 14.0%
+200bps

Acquisition multiples paid post-synergies
(based on unchanged revenues)

- Revenue multiple
- EBITDA multiple

- EBIT multiple

- ROCE of the acquisition

1.1x
4.3x

7.8x

13%






Video


https://www.youtube.com/watch?v=49Z4zcd272E

Example:
Ceniral laundry
in the UK

@22 CENTRAL LAUNDRY

“Sappet

Operating in the Healthcare segment

Portfolio acquired in 2020

One site located in the region of Birmingham

2019 revenue: c. €4.5m

Volumes immediately tfransferred to one nearby Elis plant
and shutdown of the Central Laundry plant

EBIT margin of the acquired portfolio increased by +280pp
in less than 9 months



Example:
Ceniral laundry
in the UK

fée“;W\ CENTRAL LAUNDRY

“aunpe"”

EBIT margin improvement of the acquired portfolio

Pre-synergies Post-synergies

14.0% 42.0%

+28pp

Acquisition multiples paid post-synergies
(based on unchanged revenues)

- Revenue multiple 1.3x
- EBITDA multiple 2.8x
- EBIT multiple 3.6x

- ROCE 25%



Infegration
and synergies
execufion timeline



Network

expansion




Network
expansion

Multiple

of geograj
diversifica

Xavier Martiré

Chairman of the Management
Board and CEO




@cfis @cfis

Circular services at work Circular services at work


https://www.youtube.com/watch?v=greWMhxk69A

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Numlber of countries 12 13 14 28 28 28 28 28 29 29 30
S’rrq’regic 1 IHE = IE =) == ek =L, IE ==
. Bolt-on acquisitions . — 4 | = = - ol 1 am 2
fransformative EEL= k=
deals alongside
our steady bolt-on =
S'I'ra'l'egy Strategic acquisitions ;;L::s:



Larger deadls have
typically opened
new geographies,
paving the way for
accretive bolt-ons

Large acquisitions
(Atmosfera, Berendsen)

__________________________________________________________________________________________________________

Larger client base
and geographical mix

Stronger organic growth geographies
and/or significant margin improvement potential

Better risk profile

-

J

{ Better organic growth and margin profile J

Potential
for more bolt-ons

Bolt-ons

Network densification
Margin improvement

EPS-driven bolt-on deals




International
expansion brings
lower risk, increased
opportunities

5000

4 500

4000

3500

3000

2500

2000

1 500

1 000

500

14%

After
Berendsen integration

28 countries

Before
Berendsen acquisition

14 countries

Elis historical
S HINEIEN

13 countries

2024

31 countries

m Other
m UK & Ireland
Scandinavia & Eastern Europe
m Latin America
m Southern Europe
m Central Europe
m France



Latam expansion
and Berendsen
improved organic
growth profile

25%

20%

15%

10%

5%

0%

-5%

-10%

-15%

I
|
:
Average organic growth A ge organic
+1.7% +2.7%
AN AN
N/
2012 2013 2016

2014 i 2015
1

Entered Latin America




Group EBITDA margin
much improved since
Berendsen dacquisifion

5000
4 500
4000
3500
3000
2500
2000
1 500
1 000
500
0

LH

2016

14 countries

2017

Acquired Berendsen,
Sept 2017

2018

28 countries

2019

33,8%

2020

mmm Revenue =e=EBITDA margin %

34,5%

2021

+220bps margin improvement (+430bps including the IFRS 16 impact with +210bps in 2019)

Revenue. ¥3 over the period

2022

—— -

—— -
—— -
o —————
-— -
—— -
_— =
-——
— -
— -
-
— =
=

2023

— -
— — -

Record margin level
35,2%

2024

30 countries

v

36%

35%

34%

33%

32%

31%

30%



Over the past decade, two out of three bolt-ons
have been outside historical Elis geographies

Number of dedls by geography since 2015

Accretive bolt-ons
have followed
fransformative deals
IN new markets

m Berendsen landscape

m Latin America

m Historical Elis footprint

New geographies behind
c.75% of acquired revenue

Acquired revenue by geography since 2015

H Berendsen landscape

m Latin America

m Historical Elis footprint




Network
expansion

Case stud

Brazil expar
and integrat

Otavio Carvalho
CEQO Elis Brazil




What were the reasons
to enter Brazil?

An economy
with huge
upside potential

Diverse, resilient economic base

Rich in natural resources

Global player in energy sector

Growing domestic market

Major industrial manufacturer and agricultural exporter

A%)




What were the reasons . . o
BN Economy driven by sectors we service, including: industry,

to enfer Brazil? agriculture and food, energy, pharmaceuticals, chemicals, hospitality
A promising

Resilient European-style universal healthcare system (SUS),
local market > feser Eopsan sy Y v

immunization programs and strong public health inifiatives
for Elis

— €2.5bn addressable workwear market with very low outsourcing ratio

— Strong outsourcing growth driven by regulation



What were the reasons

oo NI, Multiple bolt-on opportunities, and
O enter prazll :

established larger players open to discussions

A clear path
o become
market leader




2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Main
acquisitions

Brazil development:
organic growih
& SU CC@SSfU I Brazil revenue

] ) (MBRL)! 287 324 436 887 932 993 1,068 1,234 1,319 1,425 1,550
asset integration
EBITDA o . . )
margin 21% 25% 28% 33%
Including full-year Initial phase Second phqse

effect of acquired
companies Rollout of Elis best practice, additional bolt-ons Further improvements from productivity and network densification



ol BRL1.6bn / €265m 10,086
—© Total net revenue %Z Employees

2024 1, 33.3% —  BRL25bn / €4bn
- EBITDA margin Market size

-
Brazil's
i ™ 12.6% - Market #1

I(ey fl g u res h EBIT margin 1= Flat linen
ry 105 ) Market #1
L=J

Sites (56 in situ) Workwear



Elis now has network
density and fooftprint
fo serve customers of
all sizes across the
four end-markets

Revenue breakdown 2024

m Healthcare
B Industry

m Hospitality

m Trade & Service



Elisisn°1 in @
fast-growing
market with
huge potential

35%

30%

25%

20%

15%

10%

5%

0%

Elis

0,2% 0.7%

I

»elis ALSCO
27,9%
6,2%
3,6%
1.5% 0,9% -
Elis Alsco Servizi Italia

m Total Mkt Share  m Qutsourced Mkt Share

" gross revenue, market size and competitor revenue estimates for 2024

Renova

Great potential
for market growth

Rental model should
increase market growth

Outsourcing rate remains
low, especially in workwear

Strong pricing ability
to pass on costs

Public clients currently
facing cash constraints



A sample
of our Braazil
customer base

Hospital
@ %u(;?[reDame
‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ Intermédica
EEEEEEEEEEEEEE
[ )
amil

Hotel

TIVOLI

SSSSSSSSSSSSSS

LLLLLLLLLL

SSSSSSSSSSSSSS

ROSEWOOD

HOTEL GROUP

Industry
neo minerva
quimica Sotreq [} foods.
& brf Q) Marfrig
O = BASF JBS
We create chemistry v

FIOCRUZ

novo nordisk

D\ |
aurora

GTFood's

Agribusiness

NGE

roigen

N2
Tereos

Cleanroom




2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Brazil GDP -3.5%  -33%  +1.3% +1.8% +14% -41% +45% +29% +2.9% +3.4%

Brazil inflation +10.7% +6.3% +3.0% +3.8% +4.3% +4.5% +10.1% +5.8% +4.6% +4.9%

| | |
Since entering —
. . nglgﬁzé'ggsv?f +5.8%  +144%  +7.8%  +7.6% +6.6% +66% +11.4% +69% +80%  +8.8%
Brazil, Elis has
|
consistently

outperformed AL
GDP growth — \\ //¥

0,00% - \/

-5,00%
2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

—Brazil GDP = Brazil inflation —Elis Brazil organic revenue growth



Annualized revenue from new oufsourcing wins

(in RSm)
Outsourcing o
development has °

60

supported top-line o
momentum “

30
20

10

2017 2018 2019 2020 2021 2022 2023 2024



Industrial workwear revenue growth 2016-2024
(in RSm)

Industrial workwear
segment achieving
strong growith in -

Brazil e 215
150
100
50

B

23,7%  25%
24%
24%
23%
23%
22%
22%
21%
21%
20%
20%

23,5% 22,9%

2016 2017 2018 2019 2020 2021 2022 2023 2024

mmm |Industrial workear revenue — As a % of total Elis Brazil revenue



Customer satisfaction
markedly improved
in a demanding
market

Satisfelis increased from 65% to 82% between 2021 and 2024

From negative to positive NPS

Improvement in customer management processes and sales training

Reinforcement of customer relations team

Operations audit and optimization with a focus on service quality

Satisfaction metrics as key KPIs for all company leaders

Improved productivity and operational stability result in better services



Historical revenue breakdown
between rental-maintenance and washing

Elis has successfully
promoted its ”
rental-maintenance .
model .

20

2016 2017 2018 2019 2020 2021 2022 2023 2024
mRental (%) mWashing (%)

Pro forma revenue of 12 months including full year of acquired companies



Brazil performance
showcases Elis
asset productivity
expertise

Factory productivity
(kg washed per working houir)

40
35
3

o

2

(&)

2

o

1

(&)

1

o o1 O

+4 4% CAGR

2016 2017 2018 2019 2020 2021 2022 2023

2024



Average annu
operating cas
since 2019 is >
above 2018 le

Investor Day 2025

-28,0

2018

175,0

Average per year over 2019-2024



Revenue growth &5

N Reinforce commercial feam to sustain organic
growth and harness outsourcing macrotrend

Cost and operational improvements =

N Explore new geographies through M&A
and greenfield (one new plant in August 25)

N Continued price increases
to offset inflation

Maintain efforts to improve
—> . .
customer satisfaction
N Keep growing revenue, EBITDA, EBIT, CASH

and maintain strict cost controls

N Expand product portfolio
and strengthen growth with small clients

Further optimize asset utilization:
- textiles utilization, production capacity, plant hours
and production footprint

Ongoing people development
N 9
and training to support future growth



Mark Franklin

CEO Elis UK




In 2017, Elis paid

» |ts UK activity (35
with high churn

» Prior to the deadl,

» Berendsen’s cor

» Sum-of-the-parts

Investor Day 2025



Berendsen

was a potentidl
“Elis of the North”

Berendsen revenue by geography

m UK

m Sweden

B Germany
Denmark

m Netherlands

m Norway
m Other

2016 revenue

€1,359m

A perfect complement
to historical Elis foofprint

Elis historical
footprint

®
Overlap

Berendsen
historical
footprint




Analysis of the UK
business yielded four
key diagnoses...



... addressed by an
action plan launched
in January 2018



We streamlined the

couniry management
organisation

From a complex matrix structure...

Berendsen 2017 - Pre Elis

Healthcare Hospitality Surgical Solutions

Commercial Director Commercial Director Country Manager Managing Director

Finance Director Finance Director Finance Director Finance Director

Operations Director Operations Director Sales Director Surgical Solutions

Operations Directors x2 Operations Director

Cleanroom

Country Manager
Finance Director

Cleanroom




Elis UK 2018-2024

Country CEO

We streamlinedthe ;

Cou nll.ry m O n Oge m e nll. Regiongl Commerciol QK HR
organisation

— A single leadership team for all services
... To the leaner Elis way
— Country divided into four regions with mixed services

— Acquisition of Central Laundry in 2020

—> Four multi-service locations process Healthcare and Hospitality

———————————————————————————————————————————————————————

o CENTRAL
S °

Cleanroom
Healthcare
Hospitality
Hosp/Health

Workwear



Logistics and flexibility
were optimised

An inefficient single-service site organisation...

Conversion from multi-service
to specialist plants had
sacrificed productivity and
caused disruption:

Cleanroom
Healthcare
Hospitality

Workwear

Sites dedicated to a single service
Logistics network not optimised

Isle of Wight healthcare customers served from mainland

N 2RI RN

Mats processed at one central facility for the UK



Logistics and flexibility
were optimised

... fransformed by the reintroduction
of multi-service sites

Reconversion to multi-service plants processing linen
for Healthcare and Hospitality customers

Reduction in stem = Isle of Wight Healthcare now processed on the island
mileage for customers =  West Cornwall Healthcare processed locally

Closure of the small Honiton site

New Southampton site designed to be multi-service

Mats now processed locally in workwear sites

Post-acquisition: multi-service sites introduced

Cleanroom
Healthcare
Hospitality
Hosp/Health

Workwear



UK productivity
Issues were rapidly
assessed...

Pre-acquisition situation

@ Country-wide productivity decline:

High churn of plant managers led o loss
of experience

ﬁ Ageing UK machinery impacted costs
and productivity KPIs

The core of the issue rests in

the Hospitality and Healthcare

business lines, where machine failure
exacerbated issues and drove up costs
to maintain service levels to clients.

Shares Magazine - October 2016



... and a turnaround
plan implemented

Multiple initiatives launched from Q4 2017

Capex-focused investment
® program fo support Oj Six-week training program
= productivity and put the (Lur‘;’ in France for UK managers
business back on track

Creation of a UK-based Footprint rationalization:

090
{G} Methods team dedicated @ Four new sites opened,
tfo productivity six closed



All UK productivity
KPIs improved

Very significant productivity improvement
across all business lines

Flat linen productivity (Healthcare & Hospitality) Garment productivity (workwear & Healthcare)

+21.8%

2019 2024 2019 2024

— SKU rationalisation to improve process flow — Use of cage liners to replace plastic packaging for food customers

— Removal of plastic packaging in Hospitality — Investment in folding equipment in Healthcare and workwear



Vﬁ Gas consumption ) Electricity consumption

All UK productivity
KPIs improved

KWh/kg KWh/kg
i

Significant gas and electricity savings
despite energy crisis in Europe

@ BERENDSEN @ BERENDSEN

Berendsen 2017 Elis UK 2024 Berendsen 2017 Elis UK 2024




UK sales focus shift:

Welcoming smaller customers back

Pre-Elis

—  No small-customer focus

— Two sales tfeams: Key Accounts >500 wearers Regional <500 wearers

— Regional Sales would focus on medium-sized customers only

—  Smaller customers forced to take minimum price rise or leave

Elis

— Local sales teams intfroduced — Key Accounts >500 wearers
UK-wide with a focus on:
= Customers with <50 wearers — Regional 41-499 wearers

= First-fime customers
= Multi-service offering
= 52 city-focused FTEs in 2025

300

250

200

150

100

50

Expanded small-customer sales force drove increased
new monthly revenue signed with small clients

® Revenue in £k - left axis 45

40

® Headcount - right axis

2019 2020 2021 2022 2023 2024



Elis UK Surgical Solutions business

Organic growth

opportunities:
Surgical Solufions

Revenue CAGR

High-margin
business

2019 revenue

New business with currently

= 180 operating theatres

—> Strong client retention

Investor Day 2025

2025 budaet

26 clinical trials completed, 12 converted into
contracts, including first NHS Scotland contract

Winner of the HSCA Sustainable
Development Award

UK Market £105m

m Gowns

m Drapes

m Wraps

UK Revenue £18m




Elis Cleanroom business Knutsford cleanroom plant opened in 2024

Reallocation of volumes
from other plants

— 20.5k pieces per week

Organic growth

Revenue CAGR

Profitability already above
group average

opportunities:
Cleanroom

High-margin

business Knutsford

2 d Cleanroom solutions ,/’
n plant in the UK It o

_——————— -

S~
~
~~
S —_——e ="

2019 revenue 2025 budget

Investor Day 2025




Strong post-acquisition
profitability improvement
and FCF generation

600

500

400

300

20

(@)

10

(@]

2018

2019 2020

mmm Revenue (in £m)

2021

2022 2023 2024

e EBITDA margin %

35%

30%

25%

20%

15%

10%

UK revenue up +27% over the six-year period

= Pricing offset inflationary pressures
= New business growth in Healthcare, Multi-use and Cleanroom

EBITDA up more than 7pp with minimal
Covid disturbance

= Productivity gains
* Reduced energy consumption
= Hospitality mix improvement

Free cash flow ramping up: £26m in 2024

= C. £75m cumulated FCF since acquisition
= C. /% of revenue in 2024

These gains achieved despite cost headwinds

= Energy inflation
= Nafional Minimum Wage increase year-on-year

600
26
500 CoTTTTTTT T NOTTTTTTTTTTTTTTTTTTTTTTT N
. Investment |  Covid | 19
. phase post | and energy |
. Berendsen | crisis ‘
400 | “

14

300 |
200 |

100 |

mmm Revenue (in£m)  =—Free cash flow (in €M)

30

25

20

(&)

o

-5



In summary:

AN unambpiguously
successful turnaround
that has made Elis The UK
market’s top performer

N N N N A R 2

2018 2024
Organic revenue Strongly down Up
EBITDA % 24.5% 31.9%
Productivity Far below par Best-in-class

Organization

People

Small clients

Service quality and reliability
Overall churn

Client perception

Pricing adjustments

Free cash flow

Centralized

High turnover of staff in Managerial positions

Heavy losses
Poor to average
14%

Very poor

Below inflation level

Negative

Largely decentralized
Stable leadership team
Big gains
In line with Elis” standards
6% (group average)
Good
Above inflation level

Positive



Network
expansion

Case study

Mexico

José-Luis Jacques
CEO Elis Mexico




A stable country And a state-of-the art asset

ﬁ —  Well-established market leader
I

—>  Healthy and growing economy | |
with national coverage

Why Mexico?

—  Promising market, with many ﬁ, —  Profitable business with a high share
opportunities for future growth of resilient healthcare clients

—  Robust and well-developed
industrial base



Market consolidation through
An Osset Glmosll. D isenrnrn S terrrsesnnrr >>

as old as Elis! -
mergers and acquisifions

Foundation Elis acquires the market leader in Mexico
Lavanderia La Europea Birth of Elis Mexico



Mexico is a
dynamic economy

=

Population
2024: 132 million

Inflation
2024: +4.2%

S

Economic sectors

Be

GDP
2024: $1.8tn
(uUp +1.2% yoy)

Unemployment rate
2023: 2.8%
2024: 2.6%

Primary sector: Agriculture, livestock, fishing and mining
Secondary sector: Automotive and petrochemicals
Tertiary sector: Tourism, tfransportation and financial services



Best-in-class financial performance

c.€125m

2024 revenue

Elis is the only
multi-site player

iIn Mexico, offering
national coverage 43%

EBITDA margin

+9%

Organic revenue growth

25%

EBIT margin




Healthcare flat linen Hospitality flat linen Workwear

THE TWO LARGEST FITNESS CLUB CHAINS: Volkswagen
Grupo Angeles Health System 7,000 uniforms per day
33 delivery pointsin 13 states in the Puebla factory
v P Sports World
49 sites

P i Bimbo (bakery group)
E I IS q u q I Ill.y O n d PEMEX ( ) 2 factories in Hazpan and El Globo
u o hospitals .
u n I q u e fo Oll.p rl nll. 26 delivery points in 12 states SE;ZSCIW Continental
C reqll-e CO m m e rC i q I éfoc’rolries in Aguosc?olien’res,
uanajuato and Jalisco
O p po r'I'u n i'I'i es Star Medica (hospitals)

15 delivery points in eight states Sonora Grill (restaurant group) (S'QG\
33 delivery points in eight states \\?Q,u/«/
Christus Muguerza (hospitals) Alseq (restaurant group)

22 delivery points in seven states 36 delivery points in eight states



A €1.5bn addressable
market, with Hospitality
as largest segment

Total addressable

market:

€1.5bn

On-premise laundries
In-house laundry by worker
Competitors

Elis: c. €125m revenue

Total addressable

market
by end-market

B Hospitality flat linen
B Healthcare flat linen

B Workwear (Industry, Trade & Services)



Elis generates €15m in Hospitality revenue,
roughly half from Restaurants

1%'

MeXxican Hospitality:
A €1bn Flat Linen osoitalty

market still 80% OddreSéo]blls r:workef:
insourced

B On-premises laundries
B Competitors

B Eliis: c. 1% market share



Elis is undisputed
Mexico leader In flat
linen for Healthcare

With a solid market share in the Healthcare sector, Elis
generates €110m in revenue

Healthcare

B On-premises laundri
N-premisss Iaundries addressable market:

B Competitors
B Elis: c. 40% market share

€260m

c. 60% outsourced




Mexican workwear
market still almost
entirely insourced

With workwear revenue still under €2m, there is strong
untapped growth potential for Elis

B In-house laundry by worker Workwear

B On-premises laundries addressable market:
B Competitors =€230 m

|

Elis: <1% market share

c. 5% outsourced




Shift from on-premises
to outsourcing is key
future growth driver



Flat linen for Hospitality Flat linen for Healthcare Workwear

M u ”.I ple .I.rends —  Bolt-on acquisitions —  Private hospital market growing —  Elis focused on industries with
iNn high-tourism regions and consolidating, paving the way improving hygiene standards

su p po rll. SIITO n g O rgd n IC for organic growth opportunities,
g rOW'I'h OU‘I‘IOO k as Elis already serves all key players - Elis to launch a Cleanroom offer

iNn tThe near term
—  Strong social pressure to improve
quality of public hospitals.
Limited budget will force
authorities to outsource rather
than modernize OPLs



Kg per operator per hour Water consumption (in L per kg washed)

11 1
Productivity gains

achieved by Elis best
p ra C'I'i Ce_s h O ri n g o Electricity consumption (in kwWh per kg washed) Gas consumption (in kWh per kg washed)

JIL JIL

2022 2023 2024 2022 2023 2024




Revenue growth (in millions of MXN) EBITDA margin growth EBIT margin growth

3 000 44% 27%
+9%
organic
growth 43% +30 +40

250 418%

...coupled o "
with enhanced
commercial efficiency

e

43%
24%

42%

42%

1 000 21%

41%

500
41%

40% 18%

m 2022 m 2023 m 2024 m 2022 m 2023 m 2024 m 2022 m 2023 m 2024



Short-term objectives



®@cfis

Circular services at work

Network
expansion

Progress

update:
Malaysio

Charlotta Ericsson

Chief Operating Officer
Northern Europe & Asia

Investor Day 2025



Malaysian
economy
outperforming
Brazil and
Mexico

Malaysia’s GDP growth, both past and projected, is stronger than that of Brazil or Mexico

10

o

-10

e —
2015_2-016/ 2017 2018 201 2021 2022 2023 2024 2025 2026 2027 2028 2029
—Brazil =——Malaysia =——Mexico Sources: IMF, 2024
Malaysia
34
440
13,140

A3



Global data Asia-pacific (APAC)

Asia Pacific: >€5pn  ¢.30% APAC +8.2% ~ €400m

Cleanroom supply Currently Cleanroom rental garment

A key g e O g I’C] p h y global market (2024) outsourced Continent with the highest CAGR (2022-2032) ket APAG
for fast-growing 6 1% e :
cleanroom -

Mmarket

Garment Market
~1.6 BN Euro

market (2024) HIGH

~$10bn

Projected cleanroom
supply market (2032)

m Europe m North America mAsia
® South America Africa/EMEA

Source: Elis” estimates, market research



Wonway:
An Industry
pioneer

Elis decided in 2023 to invest
in the Malaysian cleanroom
market. On July 1, 2024, Elis

closed the Wonway acquisition,

its first in Asia

Wonway has longstanding experience in contfamination
and elecftrostatic discharges (ESD) control products and services

Foundation
as Wonway Established a Opening of Penang plant Acquisition First clients
company cleanroom laundry ISO 17025 certification oy Elis in Singapore

Business development Infroduced traceability Opening of Pharma line
in garment manufacturing and ISO 9002 certification Malacca plant



000

~250 employees

. 4
Kedah South China Sea ' __ 3sites and
2 distribution centers
[ | ‘ \
wo nway- Punégng Kelantan Terépggqnu .
1)
N O-l-i O n O | Pahang 0o +80 customers including
k ' ° ¥ major multinational companies
coverage 1o
. 55%
~£6.5m! turnover, o/w
m e e-l- g rOWI n g s Q0% related to semiconductors
Malacca
demand :
o (@)
S Singapore = i c.15% EBIT margin in 2024

700km

I'c. MYR 30m / exchange
* Industry Hubs * Qil&Gas extraction and refinery sites --- Main Highways rate on 12/31/2024 at 1€ = 4.63MYR



Infegration
roadmap
on track

Finance and sales & marketing practices

Done Rebranding to “Wonway, part of Elis Cleanroom” G
Done Central finance team member appointed as country CFO >
Done Switch to Elis contract ferms and conditions =
Ongoing Focus on developing full rental solution N
Ongoing Focus on cross-selling to existing clients 2}

Operational synergies

Done

Ongoing

Elis purchasing contract scope extended to Malaysian subsidiary

Rollout of Elis industrial methods and best practices

Implementation of production KPlIs
Reorganization of operational flows
Mid-management fraining, with focus on safety

3



Elis now
has a hub

In Singapore

Kedah

Punang

Kelantan
Terengganu

Pahang

Selangor

o
Ne

Malacca .

Singapore

Selangor

Singapore



Malaysian
semiconductors
rattled by US and
DeepSeek but
strong opportunities
remain



An ambitious
short-term
roadmap



Further
opportunities

in Hospitality
and Healthcare

Flat linen

Hospitality

Growing Hospitality ecosystem
5,000 hotels and 25 million tourists in 2024
Appr. €4bn market with +6.5% CAGR in coming years

Fragmented market
International & local hotel chains account for appr. 20%

Market standards are still lagging behind neighbors
Luxury hotel groups represent 10% of market

Flat linen + Workwear

Healthcare

Malaysian Healthcare sector well advanced
c. 360 hospitals, 45% public

Fast-developing private sector with luxury concept
“Medical Suites” and eldercare

Major destination for medical tourism

Workwear

Industry

Become a regional market leader in cleanroom
Conversion of in-house washing to the rental model
Outsourcing potential of fraditional workwear market

Many organic and M&A opportunities



Network
expansion

®@cfis

Circular services at work

what ne

Xavier Martiré

Chairman of the Management
Board and CEO

Investor Day 2025




Elis continues to
screen the market
for opportunities




Elis continues to
screen the market
for opportunities




Elis continues to
screen the market
for opportunities




Elis continues to
screen the market
for opportunities




Elis continues to
screen the market
for opportunities
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Finance

A proven mc

for profitable
with improve

Louis Guyot

Chief Financial Officer




Solid resistance
fo macro
slowdowns

5000

4 500

4 000

3500

3000

2500

2000

1 500

1 000

500

32.7%

305% 31.1%

01

32.2%

02

31.7%

03

31.1%

04

05

06

31.7%

07

Global

Financial Crisis

31.9% 32.1%

—‘___.__..——-.—

08 09

i o % 32.2%
325% 323% 4 g0 327% 31 5%

10 11 12 13 14 15

mmm Revenue  =—e—EBITDA margin %

16

33.6%

30.9% 30.6% 31.5%

17 18 19

Pandemic

33.8% 345%

20 2]

War in Ukraine
Energy crisis

35,2%
34.2%

2 23 24

40%

35%

30%

25%

20%

15%

10%

5%

0%



Strong
improvement
in all financial
KPIs over past
five years

2019

Headline net income/share

2019

2024

2024

EBITDA margin EBIT margin

2019 2024 2019 2024
ROCE Free cash flow
-
i 346
b

2019 2024 2019 2024



Significant

improvement in all
financial KPIls over
the past five years

Steady decrease in financial
leverage ratio since 2020

2018-2019
fully-diluted EPS evolutfion

Pandemic

0,6
04

0.2

N e e e o Em Em mm Em Em Em Em Em =

0,0

2018 2019 2020 2021 2022 2023 2024

The capital employed calculation should exclude intangible assets recognized in the Group’s last LBO (€1,537.2m in 2024, net of deferred tax).

2018-2024
ROCE evolution

2018

2019

2020

2021

2022

2023

2024



Elis pre-tax ROCE
method is standard:

EBIT/capital employed
at period start

Elis calculation

Adjusted EBIT

Capital employed

ROCE

7/33.0

5,042

14.5%

As of January 1¢,2024 (in €m)

Total assets

Employee benefit asset

Cash and cash equivalents

Intangible assets recognized in the Group’s last LBO (net of deferred tax)
Subtotal (1)

Total equity and liabilities

Equity

Employee benefit liabilities

Borrowing and financial debts

Bank overdrafts and current borrowings
Subtotal (II)

Capital employed at the beginning of period = (I)-(lI)

9,306.9
(12.3)
(665.3)
(1,537.2)
7,092.0
9,306.9
(3,475.9)
(90.7)
(2,717.5)
(973.2)
2,049.6

5,042.4



Elis valuation
mulfiples well
below US peers,
despite strong
performance

50,0x

450x

40,0x |

350x F

30,0x

25,0x

20,0x

15,0x

10,0x |

5,0x

Company 10Y

Elis
Unifirst

Cintas

JSG

15,5x
15,4x
23,2x

14,8x

5Y
14,3x
17,3x
28,7x

14,6x

Average

3Y
12,1x
16,8x
29,4x

11,2x

1Y
11,7x
17,2x
34,3x

10,3x

6M
11,6x
17,7x
34,6x

9,3x

Spot
11,8x
15,7x
34,2x

9,1x

10Y
3,7x)

0,3x
11,0x

(5,6x)

Covid
Crisis

Delta Spot vs. Average
5Y 3Y 1Y
(2,5x) (0,3x) 0,1x
(1,6%) (1,1%) (1,5%)
5,6x 4,8x (0,1x)

(55%) (21 (1,2)

6M

0,2x
(2,0x)
(0,4x)

(0,2x)

EV / NIM EBIT

Ukraine crisis

Q«\( PG

34.2x

15.7x
11.8x

-

9.1x

May-15

Nov-15

May-16

Nov-16

May-17

Sources: FactSet as of 19-May-2025, Company filings
Note: (1) Note data available prior to spin-off of Vestis by Aramark completed on October 274 2023 | IFRS 16 Accounting Standards

Nov-17

—Elis

May-18

Nov-18

—— Unifirst

May-19

Nov-19 May-20 Nov-20

—Cintas

May-21

Vestis'

Nov-21

May-22

—JSG

Nov-22

May-23

Nov-23

May-24

Nov-24

May-25



Elis expects
revenue growth of
+5%/+6% annually
(AT constant FX,
INncluding bolt-on
acquisitions)

Elis delivered c. +4% organic revenue growth in recent years




Elis generally delivers yearly +1.5% / +2% revenue growth from bolt-ons

Elis expects
revenue growth of
+5%/+6% annually
(AT constant FX,
iINncluding bolt-on
acquisitions)



Objective matches average c. +20bps margin improvement over past nine years

\ 4

+220bps margin improvement (+430bps including the IFRS 16 impact with +210bps in 2019)

Elis expects an " —
average annudl 250
EBITDA margin e o

3000

improvement

2000

of c. +20bps

1 000
500

34%

33%

32%

31%

30%

2016 2017 2018 2019 2020 2021 2022 2023 2024

31 countries
mm Revenue =e=EBITDA margin %



Free cash flow
generation set
o accelerate over
the next four years

1600

1400

1200

1000

800

600

400

200

2021 - 2024

2025 - 2028




At a glance:
Medium-term
frgjectory

+5% / +6% per year +20bps per year
at constant FX rates on average

+35% increase

o/w c. +4% organic vs 2021-2024

revenue growth Above revenue growth every year



Elis’ new capital
allocation policy:
Favouring
shareholder return

Operational
development

Financial
discipline

Shareholder
return

Pursuing our bolt-on
acquisition strategy

Maintaining investment grade.

Further deleveraging the
balance sheet

Allocating remaining cash to
improve returns to shareholders

OR



Conclusion

Xavier Martiré

Chairman of the Management

Board and CEO

Investor Day 2025




A proven
business model -
a true operational
and commercial
powerhouse

Aligned with current
ESG-driven market
expectations

Investor Day 2025

b2
|11

Strong market
leadership with high
barriers to entry

D

Numerous organic
growth opportunities

in existing geographies,
with potential for
expansion info new
countries

ol

Solid outlook for
steady revenue,
margin, and cash
flow growth

0]
=2

Deleveraging

well advanced
and ongoing, with
stakeholderfriendly
capital allocation







Disclaimer

This document may include data, information and statements relating to estimates, future events, trends, plans, expectations, objectives, outlook and other forward-looking statements relating to the Group’s future business, financial condition,
results of operations, performance and strategy as they relate to climate objectives, financial targets and other goals set forth therein. Forward-looking statements are not statements of historical fact and may contain the terms “may”, “might”,
“will”, “should”, “could”, “would”, “likely”, “continue”, “aims”, “estimates”, “envisions”, “projects”, “believes”, “intends”, “expects”, “plans”, “seeks”, “targets”, “thinks”, or “anticipates” or words of similar meaning. In addition, the term “ambition” expresses an
outcome desired by the Group, it being specified that the means to be deployed do not depend solely on the Group. Such forward-looking data, information and statements have not been audited by the statutory auditors. These forward-
looking data, information and statements are based on data, assumptions and estimates available to the Group as of the date of this document, and that the Group considers as reasonable as of the date of this document and which, by
nature, involve known and unknown risks and uncertainties. These data, assumptions and estimates may change or be adjusted as a result of uncertainties, some of which are outside the control of the Group, relating particularly to the
economic, financial, competitive, regulatory or tax environment or as a result of other factors of which the Group is not aware on the date of this document. In addition, the materialization of certain risks, especially those described in section
2.3 “Risk factors and internal control” of chapter 2 “Corporate governance” of the Universal Registration Document for the financial year ended December 31, 2024, which is available on Elis’s website (www.elis.com (elis.com)), may have an
impact on the Group’s business, financial condition, results of operations, performance, and strategy, notably with respect to these climate-related objectives, financial objectives or other objectives included in this document. Therefore, the
actual achievement of climate-related objectives, financial targets and other goals set forth in this document may prove to be inaccurate in the future or may differ materially from those expressed or implied in such forward-looking
statements. The Group makes no representation and gives no warranty regarding the achievement of any climate objectives, targets and other goails set forth in this document. Therefore, undue reliance should not be placed on such

information and statements.

This document and the information included therein were prepared on the basis of data and information made available to the Group as of the date of this document. Unless stated otherwise in this document, this document and the
information included therein are accurate only as of the date of this document. The Group assumes no obligation to update or revise any of these forward-looking statements, whether to reflect new information, future events or circumstances
or otherwise, except as required by applicable laws and regulations.

This document includes certain non-financial metrics, as well as other non-financial data, all of which are subject to measurement uncertainties resulting from limitations inherent in the nature and the methods used to determine them. These
data generally have no standardized meaning and may not be comparable to similarly labelled measures used by other companies. The Group reserves the right to amend, adjust and/or restate the data included in this document, from time
to time, without notice and without explanation. The data included in this document may be further updated, amended, revised or discontinued in subsequent publications, presentations and/or press releases of Elis, depending on, among
other things, the availability, fairness, adequacy, accuracy, reasonableness or completeness of the information, or changes in applicable circumstances, including changes in applicable laws and regulations.

This document may include or refer to information obtained from or established on the basis of various third-party sources. Such information may not have been reviewed, and/or independently verified, by the Group and the Group does not
approve or endorse such information by including them or referring to them. Accordingly, the Group does not guarantee the fairness, adequacy, accuracy, reasonableness or completeness of such information, and no representation, warranty
or undertaking, express or implied, is made or responsibility or liability is accepted by the Group as to the fairness, adequacy, accuracy, reasonableness or completeness of such information, and the Group shall not be obliged to update or

revise such information.
Climate-related data and climate-related objectives included in this document were neither audited nor subject to a limited review by the statutory auditors of the Group.

This document and the information included therein are for information purposes only and do not constitute a prospectus and should not be construed as an offer to sell or a solicitation of an offer to buy or subscribe for any securities of Elis in
any jurisdiction.
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