1Nl




Disclaimer

This presentation contains forward -looking statements which involve risks and uncertainty

factors. These statements are related to e.g. strategic plans, potential growth, future activities

and performance. These statements are subject to risks and uncertainties. By their nature,

forward -looking statements involve risks and uncertainties because they relate to events and

depend on circumstances that may or may not occur in the future. Future results may vary

from the results expressed in, or implied by, the following forward - looking statements, possibly
to a material degree. All forward -looking statements made in this presentation are based on
information presently available to management and Enersense assumes no obligation to

update any forward -looking statements.
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Together, we are shaping our story

Group Leadership Team
as of 1 July 2025

Kari Sundbéack Jyrki Paappa Hanna Reijonen
CEO CFO EVP, HR,
Safety,

Communications
and Sustainability
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Sami Lahtinen
EVP, Business
Development,
Enersense Way
& IT; Interim
Director Energy
Transition

Juha Silvola
EVP, Power

Miika Erola Jyri Juusela
EVP, EVP,
Connectivity Legal and Risk

Management

Our colleagues joining us today

Tuomas Kekki
Commissioning manager,
Substations, Power

Liisi Tamminen
Head of Communications
and Sustainability
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Sirpa Smids Sami Pesonen
VP, Renewable Energy, Director, Works,
Power Energy Transition

Paivi Taberman
Head of Projects,
Connectivity
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Head of High Voltage
Lines, Power

)

Mikko Luoma
VP, Services,
Energy Transition
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Our key messages today

Our journey
continues:
stronger and more
focused than ever

6 4.6.2025

%)

Updated strategy
for core business:
solid plan for
sustainable growth

ol

New financial
targets:
ambition to increase
shareholder value
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Enersense at a glance

Key figures 2024

Core business Core business
revenue, EBITDA,
MEUR MEUR

336 104
Share
of services ), ~ Personnel

40 « 2,000

*) Service contracts including operations and maintenance

Business Units
Power | Energy Transition | Connectivity

8 4.6.2025
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Revenue
per market
area



We are Enersense

Purpose Promise

Delivering the essentials , EXxpertise.
Al KnAZANNAec~ EXEAt a =z nkvery day.

Values

Be brave | Grow responsibly | Together
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erecycle partner strategy 2025 V2028
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Lifecycle partner strategy 2025 V2028
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Market drivers:
Green transition | times of unrest
operational resilience | digital drive

T

4 Trusted

10T0IM lifecycle partner
-

Efficiency Asset lifecycle
—~ and performance,
o transparency sustainability

and value

N

We learn for tomorrow

Offering across Project
nlj ZKZEEXnKgal =t et gandsgrvice
delivery

for power, energy production,

Customer -
centric

: . o development and
industrial energy transition and Arld sustainability
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W“’[ 4?7-
in Finland,
Baltics and Nordics Value capture in
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along the lifecycle
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Four key trends shape our core markets
7 oKoN&aos s KAENKt EtEnRA3ZNE"

®N=Z] oEKEI 23 &j # KA tandwgving)cieZomEr meeds

Increased grid capacity and flexibility
Improved grid security
Wind, solar and Battery Energy Storage System (BESS) investments

GREEN TRANSITION

TIMES OF UNREST

ENERGY Green transition of energy producers

TRANSITION Green transition in industry and carbon capture

IN INDUSTRY E- fuel production
OPERATIONAL RESILIENCE

CONNECTIVITY L oency and sustainabilty requiements
DIGITAL DRIVE Improved critical asset security
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Market drivers:
Green transition | times of unrest
operational resilience | digital drive
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SHAPES OUR 2028 AMBITION

Trusted
lifecycle partner

= 3

Efficiency
and
transparency

Asset lifecycle
performance,
sustainability

and value

We learn for tomorrow
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erecycle partner strategy 2025 V2028
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We turn customer needs
Into our differentiation

Key customer Customer engagement models
needs and our differentiation

EFFICIENCY AND TRANSPARENCY::
Efficiency and transparency, :
Et Zgaj #+ KI ANKIt tEnA3

MANAGE COST,

COMPLEXITY AND RISKS

1 as20s 2 enersense



We turn customer needs
Into our differentiation

Key customer Customer engagement models
needs and our differentiation

SOLUTIONS:
NEW BUSINESS OUTCOMES Optimization of asset lifecycle
performance, sustainability and value

EFFICIENCY AND TRANSPARENCY:
Efficiency and transparency,
Et Zga] # KI AnNKt tEnA3

MANAGE COST,
COMPLEXITY AND RISKS
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EXzZKgal Zt et gZK3zzNnj SNwKe K3
with the two connected business models

e —

Solve complex
business opportunities
and issues

SOLUTIONS

Expand trust with
simplicity and
transparency

EFFICIENCY AND
TRANSPARENCY

Meet the budget, Grow scope to
schedule and bring scale
agreed quality benefits

“——— “
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Lifecycle partner strategy creates sustainable growth by
Increasing the share of services and recurring revenue

\

Solve complex
business opportunities
and issues

\
Productivity and /

competitiveness Grow scope to
bring scale
benefits
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1w enersense



Lifecycle partner strategy creates sustainable growth by
Increasing the share of services and recurring revenue

\

Solve complex
2 business opportunities
) and issues
Deep customer insight

and new opportunities
SOLUTIONS
Productivity and /

competitiveness Grow scope to
bring scale
benefits
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Lifecycle partner strategy creates sustainable growth by
Increasing the share of services and recurring revenue

\

Solve complex

2 business opportunities 3
) and issues )

Deep customer insight Recurring revenue

and new opportunities with higher margin
Productivity and /

competitiveness Grow scope to
bring scale
benefits
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Lifecycle partner strategy creates sustainable growth by
Increasing the share of services and recurring revenue

\

Solve complex

2 business opportunities 3
) and issues )

Deep customer insight Recurring revenue

and new opportunities with higher margin

Productivity and Strong platform
competitiveness Grow scope to for upselling

bring scale
benefits

<+
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Market drivers:
Green transition | times of unrest
operational resilience | digital drive
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SHAPES OUR 2028 AMBITION

4 Trusted
JoTOIM lifecycle partner
- .
e |
Efficiency Asset lifecycle
~ and performance,
B transparency sustainability
and value
|
M

We learn for tomorrow

yéK»° K: yeo»®Kaé

r

’VI

V2028

i

BALANCED PORTFOLIO KEY DEVELOPMENT 1
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Our strengths in construction and O&M provide a strong
basis for focused offering expansion and growth

Weight in offering :
WennAmefiole Nz LEXXXnOoAK3 NZEX] | =

Design & Operations & Upgrade &
engineering Construction Maintenance Modernization

22 462025 enersense



Our customers expect ever wider service
offering for their asset |ifecyc|e e

Weight in offering H
L ménnNATmEKOKE N2 LI XKXNO0KK3 NZEL] | =
cNAgnl

Moderate Jignificant
Design & Operations & Upgrade & Design & Operations & Upgrade &
engineering Construction Maintenance Modernization engineering Construction Maintenance Modernization
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i Weightin offering
BénnAmsEekiow Nz 2 X X&XKnd o KK3 I’]ZEZJiZ
Growth H

= M

Moderate Jignificant

...........................................................................................................................................

Design & engineering Construction Operations & Maintenance Upgrade & Modernization

Lifecycle AV < ®2]2*VQI*K .
expertise © AT na] LALEX ¥ []Vz z Jv K \ Condition - PhyS|_caI
brought into 3NAaztn¥x nNzj Eana based security
desi 3Nl AN3zjt =K Al KZ] ZnN# : of critical
esign & < s/ $ 3 .oy x maintenance
: . 0Z2XgA33z] n t A33 2] azZE assets
engineering i1 K»' @
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Opportunities for lifecycle value
creation in current markets

BUSINESS UNIT CUSTOMER SEGMENTS CURRENT CUSTOMERS, EXAMPLES !|= o -
1 § |
) — Focused growth
Transmission system operators FINGRID ElETlﬂg e ook leveraging our deep
- expertise, e.g. in power
: grids and with industrial
Power Distribution system operators e elektrilevi carunda green transition
' Trome dottns S customers A Value share capture
=23 across businesses
Renewables ( lx 2 A New capability build up
ILMATAR A Piloting and packaging
of new offering
Existing generation m'HELEN @ fortum
Energy - P)(
Transition chzzjnr2g0 Z
Chemicals, metals, marine ‘BOLIDEN ANDRITL ,R_:;_C_
A Potential for selected market share
. . ' . H expansion, e.g. in power grids
i Service providers ‘J Telia .eem‘ A New market entry with wind power
AJJ 2t naoane and energy storage construction &
' Telia maintenance
Infrastructure owners __‘,.; Towers Valoo N
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erecycle partner strategy 2025 V2028
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Market drivers:
Green transition | times of unrest
operational resilience | digital drive
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Key development areas on our journey
to a trusted lifecycle partner

STRENGTHEN Value capture in

VALUE key customer segments
CAPTURE along the lifecycle
GROW Customer - centric solution development

SOLUTION  to unlock lifecycle value and
OFFERING  sustainability performance

DRIVE Development and
DELIVERY digitalisation of project and
2024 PERFORMANCE  service delivery models
‘ ________________________________________________________
REINFORCE Financing the strategy with
FINANCIAL Value Uplift and by strengthening

FOUNDATION the balance sheet

27 4.6.2025
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Digitalisation accelerates customer value
creation In both business models

EFFICIENCY AND TRANSPARENCY

Simplification of customer end -to-end
operative processes and logistics

=3

Complex and
cessary
costs, e.g.,
planning and
logistics

o 14
=Ly

999
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Digitalisation accelerates customer value
creation In both business models

EFFICIENCY AND TRANSPARENCY

-to-end

Simplification of customer end

operative processes and logistics

999

(ZX)

=
o
O

Complex and
unnecessary

costs, e.g.,
planning and
logistics

=3
=3

2 enersense

(ZX)

Optimized
field
operations
with savings
and ESG
benefits
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Digitalisation accelerates customer value
creation In both business models

EFFICIENCY AND TRANSPARENCY SOLUTIONS

Shift from calendar and issue - based
to condition -based maintenance

Simplification of customer end -to-end
operative processes and logistics

=3

Complex and
unnecessary
costs, e.g.,
planning and
logistics

Asset
downtime
and duplicate
site visits

Scheduled Repair Potential
visit visit additional visit

~IE ,
o (ZX) “ “
O

999

R R me

Optimized

()] field
- . A operations
ol — 2 enersense with savings
and ESG
benefits

((A?)
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Digitalisation accelerates customer value
creation In both business models

EFFICIENCY AND TRANSPARENCY SOLUTIONS

Shift from calendar and issue - based
to condition -based maintenance

Simplification of customer end -to-end
operative processes and logistics

=3

Complex and
unnecessary
costs, e.g.,
planning and
logistics

Asset
downtime
and duplicate
site visits

Scheduled Repair Potential
visit visit additional visit

Ik
o (ZX) A
O

999

R R me
O

Optimized Uptime
(R) field - maximization,
> . enersense _ .
-~ A operations < % planned site
oS — & enersense with savings e dN Dispatching visits, savings
and ESG aN . AN upon and ESG
benefits ﬁ jﬂ\_ specific benefits
need
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e Z X Z |
sustainability perf

We develop our offering and
operations towards a positive

sustainability handprint .

to our customers.and help them to achieve
their sustainability targets

Recycled ; Low - emission
steel in rg concrete in

substation : high voltage
structures % line bases

Digitalised
field

_ Electric
operations to

o vehicles in
minimize i
. maintenance
maintenance
emissions

32 4.6.2025
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handprint, we need,to

Take caré of our personnel and enhance safety .
Drive emission reductlons |n our value chain
- Improve sustamablhty data transpareﬂcy o W WA )
'->Enhance sustamablllty in supply chaln e BHTE T
Ensure ESG compllance ‘ P '

N\ SCIENCE 85" ggKEZnbaget =]+ =
BASED targets for CO e reduction in

TARGETS scopes 1V3 in line with our
SBTi commitment in H2/2025

DRIVING AMBITIOUS CORPORATE CLIMATE ACTION

@ enersense



Lifecycle partner strategy 2025
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Market drivers:
Green transition | times of unrest
operational resilience | digital drive

.
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4 Trusted
JOTOIM lifecycle partner
-

Efficiency Asset lifecycle
~ and performance,
- transparency sustainability

and value

We learn for tomorrow

V2028

Offering across
N 282 5 B2 Kaged | X Tue

for power, energy production,
industrial energy transition and
b A 12PN aa/ainel IKINE B
in Finland, |
Baltics and Nordics
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, and are a community chosen by experts.
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Project
and service
delivery

3A0XgE]

development
and
digitalisation

Customer -
centric

EAgtnd A kR

Kevelopment
and

sustainability

performance

Value capture in
key customer segments
along the lifecycle
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We are a community
chosen by experts

Safety first

we care

Lifecycle company

offers experts meaningful
opportunities to learn and to develop

Values - based leadership

drives employee engagement
and strategy execution

34  4.6.2025

Delivering the essentials {
Al KnAZ3ANNAes™ EKEAH

Expertise. Every day.

Be brave
Grow responsibly
Together

#You at Enersense have

an achievement attitude and

drive like no other company
in Finland has w# KKK

VCUSTOMER

@ enersense




Strategic targets 2025 V2028

Compound annual growth rate (CAGR) 4 V5% Towards zero incidents with continuous
decrease in lost -time incident frequency

EBIT over 5%
Science - based target to be defined in line
with our SBTi commitment in H2/2025

Net gearing below 100%

Targets include the current core businesses, i.e. exclude the Marine and Offshore Unit and M&A.
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