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Executive summary

Key observations

© Public software valuations have reset, but not uniformly. Al
displacement risk and the lack of Al monetization have compressed
broad software multiples, while vertical software has held up better
due to embedded workflows, domain specificity, proprietary data
and higher perceived defensibility

© Al changes software moats rather than eliminating them: code,
features and Ul are less defensible; stronger moats now sit in vertical
expertise, proprietary data, distribution, workflow control,
trust/security, and hardware/software integration

® Valuation logic has shifted from growth-for-growth to profitable
growth. Investors are placing greater weight on EBITDA margin, FCF
conversion, churn discipline, pricing power and credible Al
monetization rather than pure revenue growth

© Consolidation is bifurcating. Permanent-hold Vertical Market
Software (“VMS”) aggregators are buying durable niche software
assets, while non-VMS platforms are pursuing workflow adjacency,
cross-sell, data access and end-to-end operating control

®© Automotive software M&A remains active despite public-market
pressure. Transaction activity rebounded in 2025, with sponsor
appetite returning across dealer-tech, marketplaces, fleet,
parts/service, supply-chain software and Al-enabled platforms

Implications for
founders and
owners

Implications for
investors and
strategic buyers

Premium outcomes remain achievable but require clear differentiation. Position around
mission-critical workflow ownership as buyers are paying for software that controls daily
operations, not generic point solutions

Buyer focus has shifted from growth to quality and durability. Showing recurring revenue
growth alone is simply not enough. However, this doesn’t mean that ARR, NRR, GRR,
churn, gross margin, cohort retention, usage growth and implementation stickiness
should not be cleanly evidenced

Proprietary Sol Advisory data confirms that pocess strategy increasingly favours targeted
engagement creating buyer intimacy over broad auctions

Prioritize workflow-critical assets. The best automotive software targets are embedded
in operations, generate recurring revenue, own proprietary data and are difficult to rip out
while keeping gross margin (i.e. accounting for any Al-driven compute cost increases)
under control

VMS aggregators remain formidable competitors. Permanent-hold buyers can pay for
durability and long-term cash yield, especially for niche, low-churn assets with fragmented

customer bases

Deal certainty has become a differentiator. Sellers increasingly value speed, limited/no re-
trading, credible financing and focused diligence over theoretical headline valuation
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Sol Advisory is a specialist corporate finance boutique based in Amsterdam
We focus on technology M&A and company carve-outs

50+ years of top-tier experience, with 100+ transactions completed across the team
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Welcome
A message from the Sol Advisory tech M&A team

Thank you for downloading our automotive
vertical software report

With great pleasure we present to you our automotive vertical
software report. This report provides an overview of key market
developments, capital markets trends, M&A activity and
strategic themes shaping the automotive software ecosystem.

We hope you find the report useful and welcome the
opportunity to discuss any of the themes in more detail

Feel free to reach out by email or LinkedIn by clicking the
adjacenticons

Gosse de Jong 53 Ward van Vierssen Trip 54
Founder M&A Director
. 16 years of experience 12 years of experience
About Sol Advisory
® Sol Advisory is a founder-led corporate finance boutiaue ® 10 years of advisory experience at JP Morgan (London & ®  Previously worked at software focused M&A boutique GP
. Y P q New York), and Rabobank (NL) Bullhound (Stockholm) and ABN AMRO (A’dam & Singapore)
based in Amsterdam
& W leraeddieed fe o maiaE i s ®  Extensive experience in tech & software; dedicated U.S. ®  Extensive M&A experlence in tech & software sector in the
tech sector coverage, former Head of Corporate Benelux and Nordics

expertise in technology M&A and complex carve-outs

N Development at WeTransfer (software & digital advertising)
situations

© We have 50+ years of top-tier experience, with 100+ cross- Previous working experience

border transactions completed across the team

Previous working experience

© We commit deeply to your success: delivering the right deal, J_P_M()rgan WeTransfer & GP.Bullhound "
on the right terms, with senior-led execution throughout ’
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The Sol Advisory team brings an extensive track record in Dutch tech

An experienced team embedded in Dutch tech, trusted in the mid-market, and built to deliver

Our ambition

Located in the heart of
Amsterdam, we aim to
develop long-term
relationships, deliver
value, and become your
trusted advisor

Strong roots in Dutch tech ecosystem

During our careers, we are proud to have witnessed first-hand how the
Dutch tech ecosystem has flourished

We advised and even worked at the most prominent names in the industry

Extensive experience in mid-market dealmaking

In addition to our bulge bracket backgrounds, we have the knowhow and
experience in mid-market dealmaking

We captained numerous (cross-border) midmarket transactions towards
a successful outcome

Strong Sol Advisory momentum

On the back of a very successful 2025, Sol Advisory is excited about 2026 as
momentum continues to build

Successfully closed transaction with blue-chip firms like Holland Capital,
Visma and Eneco

adyen
IPO on
* EURONEXT

Joint Global
Coordinator

€947Tm

Acquired by
Bentley
Advisor to the Seller

Undisclosed

HOLL>»{ND
CAPITAL
4. HEALTH
CONNECTED

Acquired by

S VIIMA

Advisor to the Seller

Undisclosed

WeTransfer

Lead financing
round

Undisclosed

@ CM.com

Listing via SPAC

EURONEXT
Advisor to the Seller

€55m

'éulf] GAS + POWER

-

Investment by

#Eneco
Advisor to the Buyer

Undisclosed

@ independer

Acquired by

sl

dpg
Advisor to the Seller

Undisclosed

O GoWish

Investment by

™
s

Advisor to the Seller

Undisclosed

Multi-billion
€revenue
Multinational
(PE owned)

Divestment
Readiness Scan

Undisclosed

L

Delivery Hero

German assets
acquired by

Takeawaycom
Advisor to the Buyer
€930m

@ sendcloud

Serie B financing
round

Advisor to the Seller

Undisclosed

Multi-billion
€revenue
Multinational

Divestment Advisor
to Seller

Ongoing
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We focus on Tech M&A with targeted industry coverage

Serving as specialist in the NL technology ecosystem

Sol Advisory covers a broad range of technology subsectors Sol Advisory contributes with regular reports, deep dives and more
...and more Vertical Software:
Automotive
Data & Al Vertical Software:
Supply chain & logistics

Launching

coverage @
Digital Commerce Vertical Software:
and Marketplaces ‘ Energy

/o

Sales & Marketing Fintech & Office-of-the-CFO
Software Insurtech Software

... and more

www.sol-advisory.com/insights
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Capital markets update - general software

Software equities reset as market calibrates Al monetization models

General update Software has trailed the broader market year to date Comments
© February 2026 saw one of the largest historic sell-offs in software stock. Over GV software ndexYTD 2026 vs s indexed © SaaS valuations have reached
$1 trillion in market capitalization was erased in a couple of days 115 multi-year lows in early 2026, with
110 +8.29 T . L
© Although it is generally perceived that the launch of Claude Cowork sparked 105 ’ major indices sho'wmg significant
the initial drop, investors are struggling with the following topics a lot longer: 100 == year-to-date declines compared to
’ ) 95 the broader market
= Do software companies still have a moat when development cost gg (10.6%)
evaporate? 80 © Since the beginning of this year,
. . s 7 he IGV sof i [ 119
= |sthe price per seat model still relevant or will it become absolute as 70 tsethGe Sszpt\;v;(;e IE,dCiX-ISS do;‘(’; o
. . e e . vS. which i
companies switch to pay for usage? How will this shift impact margins? 65 upeve
Jan '26 Feb '26 Mar '26 Apr'26 May '26
= s Al only a thinking machine or will it also take over execution? © Al investing continues to take place
in private markets although IPO
N N ) N . N L . rumours of OpenAl, Anthropic,
Following a strong recovery the software is experiencing more volatility amid questions on Al returns | SpaceX are becoming louder
GVSofware index E3Yis » indexed Geopolitical turbulence and Split market narrative: i High perceived Al i .
Software stock steadily recovers after SaaSacre following all-time highs during zero interest era in early 2020s Al monetisation scepticism CIOs choose efficiency over growth | displacementrisk © Over 80,000 IT lay-offs in Q1 2026.
200 ; : Al is driving major corporate RIFs;
- : 1+78.0% 50% of all layoffs in 2026 are linked
1 M“'\r/"f: to Al-related restricting and
150 i 1+50.1% automation
125 M : :
100 i |
T I
May '23 Aug '23 Nov '23 Feb '24 May '24 Aug 24 Nov '24 Feb '25 May '25 Aug '25 Nov '25 Feb '26 May '26
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¢) Market trends & developments - software moats

Declining software development costs cause software moats to shift, not disappear

Traditional SaaS-era moats

</ Code quantity
1
Y & Integrations
Sl

rr‘i System of record

Features

Switching costs

User interface

L

Declining software development costs

Cost per token

(45%) p.a.
I
$30.00
[
GPT-4 GPT-5.5
May-23 May-26

Code generation time (e.g. small APl endpoint)

(6x more efficient)

150 min

| ]
Pre-2024 2025-2026
(manual) (Al assisted)

New Appstore app releases
+24%

| 557k
448k
2024 2025

New Al-era moats

o

1st party / proprietary
data

o

Distribution channels

[ B2 2
J
H<0

Workflow control

Trust & security

Vertical specificity

Hardware

Comments

Do software companies still have a
moat when development cost
sharply decline?

© Artificial intelligence is
fundamentally altering the
economics of software delivery by
automating routine coding tasks.
This trend is eroding the
traditional "labour arbitrage"
moat

® Simultaneously lower labour
costs is triggering the "Jevons
Paradox" where lower
development costs drive higher
total software consumption

® In other words, Al does not
eliminate moats; it reprices them
away from software creation and
toward software control
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&) Market trends & developments - revenue model

For software companies to survive, a shift from “pay-per-seat” to “pay-per-use” is vital

Item Fixed fee Usage-based Outcome-based

Product offering Per user / seat Per token Per resolved tickets, measurable saving
Revenue visibility OIOIOIO] @@ @

Compute cost alignment @ (CICICIOIO] ©@@®

Gross margin 80-90% 60% - 80% 50% - 85%

Under pressure: High risk of dilution due to  Fixed: Scales in tandem with computing cost ~ Risk of dilution due to computing cost but
computing cost which reduces economies of scale vs seat- potential efficiency gains
based

Compute-heavy; can Varies widely subject

100 100
90
| spike with usage to outcome efficiency
(10) 60
40 (40)
50
(50) 10 (50)
|

Ilustrative P&L

Revenue COGS Gross Opex  EBITDA Revenue COGS Gross Opex  EBITDA Revenue COGS Gross Opex  EBITDA
Margin Margin Margin
. . Often negative (i.e. cash inflow) Typically positive (i.e. cash outflow) Typically positive (i.e. cash outflow)

Working capital . - . .

due to pre-paid (annual) subscriptions  Fixed % of revenues driven by compute costs Performance and volume-based

4 HubSpot
. . CLOUDFLARE' ‘+ Breeze m INTERCOM
Example Traditional SaaS companies 0 mongoDB F3 patabog @ SIERRA ZZendesk
Allas -

Comments

Is the price per seat model still
relevant or will it become obsolete
due rising computing bills?

® The seat-based model is under
pressure as Al agents perform the
work of multiple developers; seat-
based models face risks of seat
consolidation and revenue
compression

® To survive, vendors are
aggressively pivoting to
consumption-based (usage),
transaction-based, or outcome-
based models to capture the value
created by Al agents

® Consumption models naturally
align software vendor's revenue
with their underlying (token-
based computing) costs

(®) Sol Advisory




&) Market trends & developments - agentic Al

The rise of agentic Al: from co-pilot assistance to multi-agent execution

Stage Al-assisted Single agent execution Multi-agent orchestration

Manual execution, software as passive Al augments productivity but does not Al executes a workflow; human Al systems coordinate workstreams;
support own workflows validates exceptions or outputs humans governs

Is Al only a thinking machine or

Description will it also take over execution?

= LLMs are rapidly transitioning
[} w Human governor

w Human reviewer from a human-assist
augmentation (i.e. thinking

Tools ° machine) to autonomous

ﬁ ﬂ (Al} Supervisor agent workflow orchestration (i.e. Al

Al Agent
Process agents)

Docs Systems Al co-pilot
Execution goes beyond software
N . (Al Research  Action Support de\{elopment; Alis mcreas.mgly
Decisions Review Output Tools API Data agent agent agent taking over manual and high-
stakes tasks in the physical world

Aut tiond
utomation degree As Al takes over the labour of

execution, the human role is

Human involvement : " "
Main executor Copilot model Reviewer Governor being repurposed from "creator
to "reviewer“ and eventually to
Coordination complexity Full organisation Single-user interaction Tools and APIs Supervisor agents “governor”
Primary technology Legacy software LLMs Agentic SDKs Al control
Physical- labour Coding support Admin workflows
. o . . Autonomous commerce
Typical use cases Negotiation Content generation Onboarding

. . End-to-end assistants
Novel scenarios Data analysis Account management
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

S u bse cto r va lu a t i o n = Ward van Vierssen Trip, director: ward@sol-advisory.com

Software valuations have reset sharply since ChatGPT (nov-22), with gains concentrated in Al infra-linked segments

Most software peer groups now trade meaningfully below their pre-ChatGPT revenue multiples Comments

EV/NTM revenue multiple, (x) [P .
--------- B LaunchofChat GPT - November2022 [l May 2024 © Compression is broad-based: 11

of 12 software peer groups trade
below November 2022 multiples

i ®© Cloud is the only major outlier;

: most application categories have
| materially derated despite the Al
E narrative

® A&DM, S&M, HCM and
Communications show the

10.0x
(35%)

+119%
(27%)
(40%)
2496
I I 26% I

Cloud Financial DevOps Industrial Security

(53%)

(57%) durability

v © Vertical, security and industrial
(57%) v software have held up better,
reflecting stronger workflow
embedment and clearer
defensibility

(49%) - sharpest compression, indicating
weaker confidence in pricing
1 (51%)
© Dispersion shows investors are
favouring Al infra exposure over

power and Al monetization
ERP & SC Comms S&M A&DM commoditizing SW layers

Vertical software has held up comparatively well (vs more horizontal applications), reflecting | © See page 30 for the full list of
stronger defensibility from deep workflow integration, domain-specific data, and lower +------- !

perceived near-term commoditization risk constituents per peer group
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

S u bsecto r va lu ati o n ( co nt b d ) = Ward van Vierssen Trip, director: ward@sol-advisory.com

Subsector positioning continues to drive meaningful dispersion in forward software revenue multiples

Valuation dispersion remains wide across software subsectors
EV/NTM revenue multiple 25t percentile, € 50t percentile, 75" percentile, (x)

Cloud ¢ |

Industrial ¢ |
css &

DevOps & |

ERP & SC

Financial 6 |
HCM ____ &

Security

Vertical Software peer group shows
high variance in valuation multiples.
This indicates that underlying drivers
matter. Investors looking for
embedded use cases, sticky customer
relationships and relatively defensive
end-market exposure

Comments

© Overall, the chart suggests that
subsector positioning continues
to matter materially for valuation,
with differences in growth, margin
profile and strategic
attractiveness driving meaningful
multiple separation

©® Cloud remains the clear premium
subsector, with the highest
median and upper-quartile
valuation

© DevOps, ERP & SC, Financial and
A&DM show relatively wide
valuation ranges, suggesting
greater dispersion in business
quality, growth profiles and
market positioning within those
peer groups

© See page 30 for the full list of
constituents per peer group

- 10.0x
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

Ro4o i n d ex So l Adviso ry i n d ex = Ward van Vierssen Trip, director: ward@sol-advisory.com

Valuation dispersion across software subsectors is increasingly explained by Rule of 40 performance, less by sales growth

Although growth remains an important valuation indicator... ...R040 is an even stronger driver of SW valuation across sectors Comments
EV/Revenue "26E vs. 25A-26E revenue growth EV/Revenue °26E vs. Rule of 40 (revenue growth 26E + EBITDA margin 26E) ® The correlation between EV /
10.0x R*=0.41 10.0x Revenue and Rule of 40 is stronger
Cloud ® Cloud ® than the correlation with revenue

growth (R?=0.41 vs R*=0.64),
suggesting efficiency-adjusted
growth is the more relevant
valuation framework today

® Cloud continues to command a
structural premium, while most
other subsectors clusterin a
. . narrower valuation band despite
Industrial ® Industrial 0 differences in topline growth

DevOps @ DevOps @ © Again, vertical software appears

relatively resilient: it trades at a
ERP &SC:" @ ® Security Security @ ~'ERP&SC ®

Financial .-~ ® Financiat” Css @ solid mid-range forward revenue
Vertical @ @° Css Vertical-#® -y o multiple despite only moderate
HCM.. growth, suggesting investors
ASDM @ ASDM @ continue to value its defensibility,
" Marketplaces @ Markefplaces @ mission-critical use cases, and
“ Comms  S&M Comms  S&M typically strong retention
characteristics
© See page 30 for the full list of
- constituents per peer group
25.0% - 70.0%
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Recurring themes among tech investors

Our recent findings from conversations with 40+ tech investors YTD 2026

adl

Profitable growth

© Defensible profitable growth is expected; loss-making stories face thin demand as the ‘growth at all costs’-era is over
® Recurring revenue and churn discipline drive interest. Limiting downsell over expanding upsell to prove defensibility

© Clear vertical positioning wins over generic software. Owning the data is key in Al paradigm

A—TA © Valuation reset (backed by public markets); Seller’s unrealistic price expectations are treated as execution risk

— © Sellers trade peak price for speed and deal certainty, especially in unpolished situations. DPI over IRR to please LPs

Valuation realism
© More extensive pre-NBO access to info avoid lengthy DD processes and price backpaddling

® Most funds source in-house; advisors typically used for edge cases (e.g. excl. access to target, market intelligence)

Sol Advisory © Thesis-led target maps beat opportunistic “one-off” hunts (often fuelled by volume-based cf advisors)

© Al-driven generic desktop search is commoditized. Buyers need angle for prop. access and remain eager for intel

© Strong equity story and defensible/realistic management plan (ideally untouched by bankers) are key gating items
© Large auctions are getting scarce to avoid “burned asset” risk. Buyer/target intimacy drive engagement

© Buyer/target intimacy is created through tight (flexible) processes with early access to mgnt and company info

© Value creation is no longer mostly driven by multiple arbitrage but through operating excellence and buy-and-build

© Operational excellence and M&A are increasingly conducted by team of in-house (operating) partners and juniors

© Standardized approach supports acceleration of internal conviction and execution

(®) Sol Advisory
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Capital markets update - vertical software

Vertical software equities remain under pressure as Al displacement risk and split market narratives weigh on sentiment

General update Al displacement concerns weigh on vertical software equities Comments

Sol Advisory Vertical Software index YTD 2026 vs S&P500, indexed

© Vertical software has materially underperformed broader equities in 2026 @© Investors reassessing terminal

YTD, down ¢.32% versus the S&P 500 up c.8% 115 growth, pricing power, and
110 +8.29% A
© Despite recent underperformance, vertical software still trades around levels 105 ’ defensibility in light of Al
. . . . 100
from three years ago, with the Sol Advisory Vertical Software index down ¢.1% 95 ® Near-term valuation recovery
over the period 90 likely depends on evidence that
85 X
© Broader public markets have recovered through April/May, supported by 380 vertical software vgndor§ can
resilient earnings expectations and renewed risk appetite despite geopolitical 75 convert Al from a disruption risk

0 (31.6%) into a margin expansion,

turmoil 65
retention, and/or upsell lever
Jan'26 Feb '26 Mar '26 Apr '26 May '26 ’

© The sector remains investable,
but the bar has moved higher:
markets are favoring companies
with mission-critical workflows,
proprietary data, strong net

Vertical software remains above 2023 levels despite recent pullback

Sol Advisory Vertical Software index L3Y vs S&P500, indexed Vertical softi ey ——

Sol Advisory Vertical Software index trades in line with S&P up until October 2025; High perceived Al displacement risk . .
200 y P gnp ; 2 retention, and credible Al
monetization rather than generic
175 +78.0% Saa$ growth

© Current market narrative is
increasingly bifurcated: Al-native /
Al-beneficiary software continues
(0.7%) to attract premium attention,
| while workflow software with
unclear Al defensibility is being
de-rated

150

125

100

75
May '23 Aug '23 Nov '23 Feb '24 May '24 Aug '24 Nov '24 Feb '25 May '25 Aug'25 Nov '25 Feb '26 May 26
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

Ca p ita I m a rkets u p d ate = Ward van Vierssen Trip, director: ward@sol-advisory.com

Public automotive software valuations remain under pressure, while fleet management shows relative resilience

Fleet management retains small premium despite broader reset Profitability multiples show sharp dispersion vs L3Y median Comments
EV/Revenue NTM L3Y, (x) EV/EBITDANTM L3Y, (x) ® Fleet management & loT remains
14.0x | Median L3Y | 70.0x resilient, supported by recurring
Il Fleet management & loT Jun-23: Steep decline due revenue, mission-critical
B Automotive aftermarket to lower 2025 guidance by workflows, hardware elements
Manhattan associates

B Automotive supply chain

and embedded telematics data.
While multiples have compressed
from 2024 highs, the category
continues to trade in line with L3Y
median

© Aftermarket SW multiples have
s i B S AWt reset sharply, reflecting weaker
confidence in growth durability,
pricing power, and margin
resilience

© Supply chain software has seen
the steepest de-rating, likely
reflecting cyclical exposure,
complex implementation cycles,
Lihaa Vs AN ] - ek and softer near-term growth
expectations

© DMS multiples are excluded as
they are not meaningful, due to
- limited peer group size and equity
May '23 Nov '23 May '24 Nov '24 May '25 Nov '25 May ‘26 May '23 Nov '23 May '24 Nov '24 May '25 Nov '25 May 26 research coverage
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Selected M&A market trends & developments

Automotive software M&A remains active, with sponsor-backed consolidation and OEM software investments

& ‘ Activity accelerated in 2025 after softer 2024 volumes, with Q1 and Q3 reaching ~20 disclosed benchmark transactions (IM&A market trends & developments

.

Sponsor appetite returned, especially for dealer-tech, marketplaces, parts/service software, fleet tools and Al-enabled i = =74
platforms. North America remains the largest deal market, while Europe contributes recurring platform activity and selective

Solid activity strategic consolidation ‘ | ;.uf. %
automotive software Recent transactions show broad buyer interest across VC, PE platforms, strategic acquirers and public/private consolidators I I I I I I i I I : E :
M&A market Deal logic is shifting from point solutions toward workflow control, customer data access and recurring software monetization
s ) The market is fragmenting into two consolidation models VMS aggregators and Non-VMS consolidators
Permanent-hold VMS buyers are consolidating durable niche software vendors across automotive and mobility verticals.
Aggregators such as Valsoft, Volaris, Perseus, Vitec, Banyan and Everfield are building scale through repeated small
. acquisitions. VMS buyers typically target mission-critical, high-retention software with fragmented customer bases and
S.trat.eglc resilient cash flows
consolidation led by SE=EmrTEoE=E—lEaer 5 ,
VMS aggregators Non-VMS platforms are also consolidating around workflow adjacencies in fleet, DMS, aftermarket, retail tech and supply- i
chain software
* \ Vehicle sales still dominate OEM revenues, but the share is gradually declining as OEMs diversify beyond one-off car sales A ket tende . devatonment.
Ford, GM and Mercedes remain vehicle-heavy, while Tesla and VW are structurally more diversified; BYD is broadly stable :
OEMs are not mainly buying large software ARR platforms; they are securing capabilities through targeted M&A, JVs and | | l I I I I l I I I I I I‘ ” “” “"
partnerships
OEMs gearing up for Investment focus has moved toward ADAS, SDV architecture, OTA upgrades, cloud, charging, fleet software and Al-enabled in- -
recurring revenues car services. Near-term winners will be OEMs that convert software capability into paid subscriptions, feature-on-demand p—

revenue and fleet monetization
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

“ M &A m a rket t re n d s & d eve lo p m e nts = Ward van Vierssen Trip, director: ward@sol-advisory.com

Automotive software M&A remains active across dealer-tech, marketplaces, fleet management, parts/service and Al

M&A activity stepped up in 2025, supported by renewed sponsor appetite and strategic consolidation Selected notable transactions in automotive software
2 seoisecune ASTOrQ, @VvITeC  MAIN  MAIN MAIN® wVviTec Date HQ  Target Acquirer Type EV  EV/Rev
o 43 acquired invests in acquired acquired acquired acquired acquired
;‘E g @)).C..':'.F.EQRD SOFICO ©Olyslager 9 CARW'SE Claire I\ autonet 14-Jan-26 H= myHQQr WARBURG P1ncus VC - -
2g .
c ¥ .
X astorg. PINEWOODAI 150ct2s  E=  TrueCar fa"‘ PP $227Tm 12«
= “:' acquired Acquired
& UBench osep2s B UGG LISENTANA v : i
20 volaris 4 24-Sep-25 E= PmealerTire Ve - -
acquired
3 WinCar LR S LA N [l LaCentrale O'X M&A  $1,284m -
06-Aug25 g |NF@MEDIA TPG P2P  $373m 3.9
5 01-JUN-25 o CA R@I se  MAIN M&A  $234m+  Conf.
10 V. e
—————— 10 10 . 15-Apr-25 I!I IWN( SoftBank ve $2,200m -
| Median: ! 9 2 R
| 9deals (=8 - oo oo 5 EE e - - E e R 05-Feb-25 B B Partslech e QEC  mea - -
! per quarter! 7 7
. ° 24-Jan-25 H= a DealerClub  (Garscom ) Ve i )
6 2 4 L n
; ) ; 10-Dec24 EE=  Qtruvideo TZP Ve - -
5 4 3 , 19-sep24 E= oj())sincro  DEALERUN ME&A - -
BNIPE p e~ AuTomoTIVE .
10-Apr-24 2 (5 e M&A - -
Q3'23 Q4'23 Q1'24 Q224 Q3'24 Q4 '24 Q1'25 Q2'25 Q3'25 Q4'25 Q1'26 p =t= ATG kevlcop
[ ] . .
-Sep- ADD:SECURE CLIFFORD ; _
B North America [l Europe B Row 04-5ep-23 ; @ """""""""" M&A
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) M&A market trends & developments

Permanent-hold VMS buyers and sector platforms are driving the automotive software consolidation

Consolidation by VMS aggregators

Deal count by company since 2020, #

# transactions since Jan-20

I+l
sep.2s QUORUM

]
Aug-25 {crrrUS

=
= e
Sep-23 !gl

May-23 @

© The market is fragmenting into two consolidation models VMS aggregators and Non-VMS

consolidators

© VMS aggregators are buying durable niche software businesses for long-term ownership. VMS
aggregators have built breadth through many small vertical acquisitions, typically targeting
mission-critical, niche software assets with durable customer bases

© Non-VMS consolidators are pursuing product adjacency, cross-sell and end-to-end workflow

Other: non-VMS consolidators

Deal count by company since 2020, #

Fleet management & loT

[]
micvision  Arrive”

DMS & automotive retail tech

SCLERA

.|||-

control. Non-VMS consolidators are more concentrated by workflow, with repeat buyers

= . £l _ - emerging in fleet / IoT, dealer retail tech, aftermarket software and parts / supply-chain
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) M&A market trends & developments

OEMs are slowly reducing % of one-off vehicle sales, using SW partnerships and selective M&A to build recurring revenue

The % vehicle sales of total revenue drops, as OEMs slowly steer away from one-off vehicle sales...

Vehicle sales of total revenue p.a., %

91% 909
|0 O|/O 1 ' 87% 87% 6%  86%
25 26Q1 25 26Q1 25 26 Q1

Mercedes-Benz Group

general motors

...by investing in or partnering with software & Al companies

.. EVfleet mgnt — ADAS Partnership
| hi S
Qelecrriph 2021 2021 Google 2023
A Traneloe Mobility-services /L Azure  Partnership MB.OS Launch
2018 2018 2023
Mobility Cloud _  Vehicle sensing Partnership
orenane 2018 STReE= 2018 LUMINAR 2022
ADAS P ADAS Snvipia. Partnership
RRGO 2017 2016 2020

Mercedes-Benz Group

general motors

80% 79% 81% 81%

25 2601

— Lo

Partnership

<ANVIDIA 2026
Horizon Partnership
Robaotics 2023

Snwioia Partnership

2023
=Ll

81%
74%
I I 69%  69%
23 25  26Q1

YT=sL~

Computer vision
2019

DEEPSC/A\LE

3% 60% 590  59%

25 2601

VOLKSWAGEN GROUP

SRrRIVIAN EV/SDvV
2024, JV

> xmere EVs

2023

Rebeaes ADAS
CARIAD 2022, JV

VOLKSWAGEN GROUP

Comments

® Vehicle sales still dominate and
remain core, but revenues are
slowly diversifying

© Tesla and VW are structurally
furthest alongin revenue
diversification, while Ford, GM
and Mercedes are still more
vehicle-heavy

© Most OEMs are not buying large
software ARR platforms; instead
they use targeted acquisitions and
JVs to secure capabilities in ADAS,
SDV architecture, cloud, charging
and fleet software

© Strategic focus has shifted from
autonomy-only bets to
monetizable software layers

© Near-term winners are those
turning software into recurring
monetization, not just
engineering spend
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A specialist partner in technology M&A and carve-outs

Partnering with founders and investors to deliver the right transaction, with senior-led execution throughout

Contact details
Gosse de Jong Ward van Vierssen Trip

M&A Director
12 years of experience

Founder
16 years of experience

Y

Previous working experience

‘WeTransfer ‘%

Previous working experience

JPMorgan GP.Bullhound )
Rabobank
A selection of companies we transacted with during our international careers?
Financials Strategics
® .« P ISQT Copitath soisecune adyen oo QEEE  alteryx  ASM@  ASML  Bentey  (CgPS
D CARLYLE (%) CINVEN @ Clear Channel () currorD CTAC ® vivorecn %j%@ dﬁa il & enduris J‘EI'IECO
CASTIK CAPITAL
FIDELIO & cecona 0 SENERA Hheic OGowish  +!40., BN ercmie NGB (DHKpn L (BoLX s
o
[ woonnno curore HOLLAMD € g % HAL nemens = IndeX PLAY N | RELINED Srafee SESA  sTeomy  —
prosus
KK R 7 LoneStarCapital ~ NEWPORT B8 ?g&%} WARBURG Pincus 22 TENCATE T4 eENT vine e 3 VIIMA WeTransfer ‘.j;ﬁfﬁ

Key stats

100+

Successful transactions completed
across the Sol Advisory team

50+

Years of global experience across top-tier
advisory firms and software companies

6

Team members, across technology M&A
and company carve-outs

€30-100m+

Tech M&A enterprise value sweet spot -
partnering with founders and VC/PE
investors to deliver the right transaction

(®) Sol Advisory
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Insights and access across the Dutch technology ecosystem

Delivering market insights, sector perspectives, and access to key stakeholders

Subsector valuation

Software private capital market update: VC

ReAD index Sol Advisory index

Launching multiple technology subsectors based on our
expertise and deal experience:

Regular market updates
Thematic deep dives

Thought leadership from sector experts

Download our reports on:

www.sol-advisory.com/insights

Software ERS: Project Scope

Executive Summary - Software Exit Readiness Sean

d
Table of Contents

The Software Exit Readiness Scan helps companies and their
owners:

Assess valuation drivers and risk
Benchmark KPIs and positioning

Identify gaps that impact deal outcomes

Access the preview pack:

www.sol-advisory.com/software-exit-readiness-scan/

We offer exclusive product and market training together with
tier-1 partners:

Follow our Sol Advisory LinkedIn account for the all events
Social events, training sessions

More to come soon

Follow for latest updates:

www.linkedin.com/company/soladvisory/

(®) Sol Advisory
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Peer group overview

Selected listed automotive and supply-chain software companies by product focus, geography and scale

Listed company HQ EV ($M) Description Product offering Geo split Sol Advisory comments

Fleet management & loT USA/CAD _ UK&EU Y Fleet management & loT

/9 GATEKEEPER I*I 139.4 Intelligent video solutions for safer transport environments Transport video safety systems 100% - © Saa$ / data platforms for fleet safety,
A Microlise EE= 65.2 Vehicle tracking platform for small and mid-sized fleets Fleet telematics Saa$S - 81% 19% compliance and asset visibility
POWERQFLEET" HE 706.3 10T solutions for managing high-value enterprise assets loT asset intelligence SaaSs 70% - 30% © Growth from connected fleets, Al
- . analytics and predictive
Quartix : Z 116.3 Enterprise transport software for large fleet operators Fleet management Saa$S - 100% - . y P
R maintenance
@ samsara £ 16,637.2 Connected Operations Platform for physical operations data Connected operations SaaS 90% - 10% Dealer management systems
VS EE 3,283.3 Smart mobility tech for safer, easier transportation Tolling & violation tech 95% - 5% ® Mission-critical dealer workflow
Dealer management systems (DMS) USA /CAD UK & EU RoW software with high switching costs
4
MOTO RJ/(/ I I 140.9 Saas for digital sales and marketing in auto retail Auto retail sales SaaS - 100% - ® Cloud, CRM and digital retailing
)

PINSWOODAI Ef= 252.3 Cloud automotive retail system for dealers and OEMs Dealer management Saa$ - 80% 20% support wallet expansion
Automotive aftermarket software USA / CAD UK & EU RoW Automotive aftermarket software
AC'/ — 859.8 Mobile digital marketplace for wholesale vehicle auctions Wholesale auto marketplace 100% ® Broad peer set across auctions, MPs,
=AutoTrader :: Z 4,171.2 UK digital marketplace for vehicles and related services UK auto marketplace - 100% - insurance, freight and retail SCn

= 4,173.9 Cloud, mobile, Al and telematics Saa$ for P&C insurance P&C insurance SaaS 90% - 10% © Best assets benefit from network

L= 26,869.1 Online salvage vehicle auction platform with global buyers Salvage vehicle auctions 83% - 17% effects, transaction data and

embedded workflows

= 1,876.1 Cloud supply chain services for retail trading aftermarket partners Retail supply chain SaaS 84% - 16% . .
01 wisetech . Automotive supply-chain software
() V\igga?c e 16,527.6 Logistics software leader for international freight forwarding Freight forwarding software 36% 36% 28% . . .

g © Enterprise planning, logistics
Automotive supply chain software USA/CAD UK&EU RoW visibility and inventory optimisation
KINndxXxis I*I 2,540.2 Cloud supply chain software for faster operational decisions Supply chain planning Saa$ 58% 32% 10% software
DESCARTES isti ippi isti v 9 - . ..

I*I 5,839.7 Global Logistics Network for shipping data and documents Logistics network SaaS 73% 27% ® Demand driven by volatility,
A Manhiﬁ_gﬂ = 8,148.3 Software for supply chain, inventory and omnichannel ops SCM & omni commerce Saa$ 7% 18% 5% working-capital control and Al

forecasting
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

Pee r g ro u p ove rvi ew = Ward van Vierssen Trip, director: ward@sol-advisory.com

Automotive software peers show resilience, growth and profitability varying widely by segment and business model

Fleet management & loT Automotive aftermarket Automotive supply chain
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

Pee r g ro u p ove rvi ew (Co nt b d ) = Ward van Vierssen Trip, director: ward@sol-advisory.com

Premium valuation multiples concentrated in scaled, high-margin platforms with stronger growth visibility

Fleet management & loT Automotive aftermarket Automotive supply chain
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For full access, please contact:
= Gosse de Jong, founder: gosse@sol-advisory.com

L ist of Co nstitu e nts = Ward van Vierssen Trip, director: ward@sol-advisory.com
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Disclaimer
Important notice

This presentation (the “Presentation”) has been prepared by Sol Advisory B.V. (“Sol Advisory”) for general informational and marketing purposes and may be made available to selected clients,

prospective clients, and other stakeholders.

The information, analyses, and views expressed in this Presentation reflect Sol Advisory’s professional judgment at the time of preparation and are subject to change without notice. This

Presentation is based on publicly available information, third-party sources, and Sol Advisory analysis.

This Presentation is intended to provide high-level market perspectives and does not constitute investment, legal, tax, accounting, or other professional advice. Sol Advisory is not licensed by
the Dutch Authority for the Financial Markets (AFM) or any other regulatory body to provide investment services or advice requiring such a licence. Recipients should not rely on this

Presentation as the sole basis for any decision and remain solely responsible for their own independent assessment.

No representation or warranty, express or implied, is made as to the accuracy, completeness, or reliability of the information contained herein. Sol Advisory accepts no liability whatsoever for

any direct, indirect, or consequential loss or damage arising from the use of this Presentation or its contents.

This Presentation may not be reproduced, distributed, or published, in whole or in part, without the prior written consent of Sol Advisory, except for personal use or internal reference by the

recipient.
This Presentation has been prepared in accordance with Sol Advisory’s General Terms and Conditions.

This Presentation is governed by Dutch law. Any disputes arising in connection with it shall be submitted to the exclusive jurisdiction of the competent court in Amsterdam, the Netherlands.

(®) Sol Advisory




	Slide 1: Vertical software
	Slide 2: Executive summary
	Slide 3
	Slide 4: Welcome
	Slide 5: The Sol Advisory team brings an extensive track record in Dutch tech
	Slide 6: We focus on Tech M&A with targeted industry coverage
	Slide 7
	Slide 8: Capital markets update – general software
	Slide 9:       Market trends & developments – software moats
	Slide 10:       Market trends & developments – revenue model
	Slide 11:       Market trends & developments – agentic AI
	Slide 12: Subsector valuation
	Slide 13
	Slide 14: Ro40 index Sol Advisory index
	Slide 15: Recurring themes among tech investors
	Slide 16
	Slide 17: Capital markets update – vertical software
	Slide 18: Capital markets update
	Slide 19: Selected M&A market trends & developments
	Slide 20:       M&A market trends & developments
	Slide 21:       M&A market trends & developments
	Slide 22:       M&A market trends & developments
	Slide 23
	Slide 24: A specialist partner in technology M&A and carve-outs
	Slide 25: Insights and access across the Dutch technology ecosystem
	Slide 26
	Slide 27: Peer group overview
	Slide 28: Peer group overview
	Slide 29: Peer group overview (cont’d)
	Slide 30: List of constituents
	Slide 31: Disclaimer

