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Our mission statement
ACCELERATING THE DIGITALIZATION OF THE GERMAN INSURANCE INDUSTRY

Three objectives to reshape the industry:

(]
,ﬁ o) (2 Digitalization of the German insurance & financial industry through
E H = modern and scalable technology solutions & Artificial Intelligence (Al)

= Simplifying workflows and increasing back-office efficiency of brokers and
advisors by automating administration, data handling and Al-tools

Connecting the entire financial ecosystem with the leading integrated
platform & infrastructure

Source: Company information
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Timeline of JDC Group
AFTER YEARS OF INVESTING IN OUR TECH PLATFORM, THE FOCUS IS NOW ON SCALING UP (AND) USING Al

2005

Foundation
Foundation & Public Listing

% Founded in Wiesbaden
<=

IPO on the Frankfurt Stock
Exchange

PN

@

s

Focus on financial services

5]

&

'=‘—’~O Market entry into Austria

Completed a total of 2
acquisitions

Focused

Pivot to Insurance Market

9

2008

Reset

Financial crisis and restructuring
Q Global financial crisis (2008)
@3, Restructuring and mgmt buyout (2012)

|:I] Renamed to JDC Group (2015)

Strategic pivot to insurance
distribution

Great-West LifeCo becomes
anchor shareholder (28%)

A total of €25m issued via
bonds and €10.4m raised in

0
gg First bond issuance (€15m) in 2015

equity to support M&A
i /F @
First positive operational cash flow ti‘;’;‘;tf;f:g.f?mshare
(3¢

Completed a total of 7

% Completed a total of 5 acquisitions
acquisitions

@

A total of €15.3m raised in equity to

]
support M&A and in relation to the Buy
— Out of Grabmaier & Konrad

@ ot

Scaling up

Leading Platform Provider

e

«Pr

Establishing a leading all-in-
one platform

Provinzial, VKB become major
shareholders (6% each)

é\} Launch of Summitas Group

A total of €90m issued via
‘ge bonds and €10.7m of

=  equity raised to support
M&A

Completed a total of 10
acquisitions, including FMK

(57
Sy

Introducing Al Tools
As First Mover

2
2

&

Customer Acquisition Platform

Al use for Data gathering
of insurers

Launch of Comparison
Product Agent

Launch of Contract
Condition Co-Pilot

First to use ads for LLMs
Bing, Gemini & Co-Pilot

Source: Company information 5



JDC Group AG: 20 years as a listed company

BELL RINGING CEREMONY, FRANKFURT STOCK EXCHANGE, NOVEMBER 2025

-_Fa__—!_,___‘_l
- ' ' T g = ‘

23

17130 Unhr e DAX-Herte
DAYX® Deutsche Birse 24,11.2025 17:31:08
Yortas Erster Mochst Tiefst Letzter Veranderuny | U]
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09:55.48  12.42,10 17.31.08 +0.70 %
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JDC Group at a Glance

Q
0

Employees

E—-@ >400 FTEs
AAA

Customers served

>2.5 million @

Available products
>12,000

ﬁJDC

GROUP

e

Connected
platform users

>16,000

First Users of Al
functionalities

Insurance companies
connected

>200

Q©

Annual insurance
premiums

>€1.5bn

G2
Finum Clients
advised

>85,000

@

Fund volume on
platform

>€8bn

Geographic focus
DACH

NN

&

DFP Clients
>15,000

&

Advisors
>300

Source: Company information



Over a decade of resilient growth and margin expansion
OVER THE PAST DECADE, JDC HAS SHOWN REMARKABLY RESILIENT GROWTH DESPITE

VARIOUS CRISES

+12.2 %

Revenue CAGR 2015 - 25

250

o
o
o
N

+35.3 %

EBITDA CAGR 2015 - 25

—

— — — —

2021

2022

2023

2024

20.6

2025

—
N
o
N

2022

JDC

GROUP

2023

2024

2025

11 March 2026
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Business segments
JDC OPERATES IN TWO PRINCIPAL SEGMENTS

Segment

Products

Financials

JDC

GROUP

ADVISORTECH (PLATFORM)

@) JUNG, DMS &CIE.

Technology-driven solutions that empower financial advisors
with digital tools and platforms

Technical platform

(& white label solution)

* Technology that connects
financial advisors,

insurers, and customers
on one platform

Direct client platform

* Aleading German online
platform to compare and
buy financial products.

* Digital/ Al lead generation

5Y - Sales CAGR 2024
_.@__ FY24 - EBITDA Margin
- - 16%

ﬁﬂﬂ (ohne FMK) { e

ADVISORY

71 FINUM. (-

Unternehmensgruppe

Personalized financial guidance and holistic
support tailored to individual client needs

Inhouse sales organisation

g‘ * Independent financial advice for high-value clients,
@ delivered by 330+ advisors.

_-@-_ 5Y - Sales CAGR 202 FY24 - EBITDA Margin

R

Source: Company information 10
Note: (1) Excluding holding result and intragroup consolidation



One tech platform that brings insurers and intermediaries together

JDC

GROUP

THE PLATFORM COVERS THE ENTIRE VALUE CHAIN FROM THE FRONT- TO THE BACK-END

>220 Insurers
>500 Banks

4 £
4

Allianz @)

PROVINZIAL

Eoiay

GENERALI

All Investment Platforms & All
Investment Companies

~2.400.000
Contracts

JDC

GROUP

v’ Standardize and
Procure Data

v' Compare products

v Conclude contracts

v Process claims

v Data processing / APls

v' Pay out commissions

Source: Company information

., \\\
@: Insurers
\ ’
/,’ A
\
! [
¢ } Al Agents

\
[[l] | Bank-insurers

/, \\\

I

; 2% i Brokers & advisors
\ /

\‘ L
} arge corporates

End customers

11



. JDC
Business model @ it
JDC IS RETAINING A SHARE OF THE INTERMEDIARIES’ COMMISSIONS FORITS PLATFORM SERVICES

Customers pay a premium; insurers pay
commissions as a percentage of that premium
(inflation-linked)

= Product providers/ insurers pay
commissions on distributed financial
products

= Commissions flow through JDC’s platform
= JDC retains ~20% of commissions as
direct gross profit

= ~80% is passed through to intermediaries

FY24: GrossRevenue Gross Margin

JDC runs the platform that connects providers and
intermediaries and processes commissions and fees.

3. = Additional ~5-10% revenue from platform
fees and marketing reimbursements Broker, IF,
= Resulting in a stable ~30% gross margin Bancassurancel), etc.

Source: Company information 12



JDC
Product Example 3ROUP

VOLKS- UND RAIFFEISENBANKEN (COOPERATIVE BANKS) - WHITE LABEL PLATFORM SOLUTION
Integrierte Versicherungswelt mit Verwaltung und Optimierung aller Vertrage

w
cherungsenlt

Wanseratvorsicherung

Optional und individuell

meine
\/ ersicherungswelt

Integrated insurance ecosystem with management and optimization of all contracts

Source: Company information 13



Product Example
M&M TARIF OPTIMIZER - Al POWERED

Al-driven Insurance-Condition-Copilot
enables quick responses to customer-

and agent inquiries

Automated, optimized contract offers

with the help of Al product comparisons

Simple online application process

Kontext

Benutzer:
Christian Jaffke

Token-Nutzung:

Sparte:
Privat-Hafipfichtversichenung

Anbieter
Adam Fiese

Adcuri

"MD

Premium.Schutz 50 Mio. EUR

Gothaer

O
14 %

PHV Basis 1 Mio. EUR

Wertung nach Leistungskriterien

I Nein. Keine Mitversicherung.
Schutzbe graustal Iw Keine Miersicherun 9
fenthal
dsau der E N SR
h unbegrenzt
‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ Ja. Bis 20 1 Ja
warmesmsevesspcra @ [ rosuns o oo

2424275 100,090,000 Tokens (%)

N

M&M-CoPilot fiir AVBs
Fragenkatalog

Selbsifalvends Arbeitsmaschinen

Schalz bei Forderungsausfalien

Schaden durch delktunfahige Personen

Verhist von fremden privaten
Wotnungsschlissain

Vermistung Einfegerohaungen

‘Amishafglicht fir Verwaitungstaligkeilen

T Aktiver Rechischutz enthallen
[ ingsausfall)

Benufshafipfichi fur freiberufiche Lehrer

Dienstaflpicht ir angestellrbeamiste
Lehrer

Haiziltank im Ein- oder Zwelfamslienhaus

R

Source: Company information

JDC

GROUP
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JDC

FMK is a data-driven specialist in digital lead generation GROUP
EVERY SALE IMPROVES THE NEXT ONE IN A FULLY AUTOMATED FEEDBACK LOOP
Paid Marketing
campaigns
Search Ezg;ztz, tSoooclisal Media, Landir}&ignziiis;cﬁ.;fgrsonal Websites
Go Ie " Kreditkgrteh Vergleich' Ointerhyp DKB N26
g g Eontet ggg DR.KLEIN @.gp1™
(,' TikTok (O] P ING 8 [T WBARCIAYS
n O € 3820000 HubSEt N :\) ?o:da:mm
— commerzeank > WIX com
Acquisition rationale:
Uses data to optimize Send feedback on quality of

each lead via data connections
(e.g. usage of product)

JDC will accelerate growth on its
highly scalable IT platform with
direct and indirect lead conversion

campaigns towards profitable
clients

Source: Company information 15



JDC
Sales Channels

ALL SALES CHANNELS AND TYPES OF INTERMEDIARIES

@) JUNG, DMS & CIE.
Account Bancassurance Brokers/ Sales Corporate Insurance Al- Agents
Segment Organisations Brokers Companies LLMS

1st Level
Liffe

> _______________________________________________g
_ --_ ‘V _ .
 EE————,

Source: Company information 16

2nd Level

Sparda-Bank




. , JDC
Life Cycle of JDC’s Key Accounts GROUP

SUBSTANTIAL EXPANSION POTENTIAL FROM EXISTING CUSTOMER BASE

Sales Cycle Project Effort Ramp Optimize & Roll Out Organic Growth
Negotiation Up & Pilot
& Contract Phase
Signature
PROVINZIAL ‘, \/ Most of JDC’s key accounts are
\ still in ramp-up or early roll-out
®othaer
[ ]
s / Key-account growth contribution
_[L[IJ]_ is expected to increase over time
Lfia
oa
a g Tied agent organizations of big
%37 insurance to contribute soon
Months: 6to 18 6to 12 3to6 24 to 36 ongoing

EBITDA Contribution

Source: Company information 17
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The German insurance market is enormous: >5% of GDP

A

>500 million 1

insurance contracts

= More than 40 million households
have on average over 10 insurance
contracts

= The average household pays more
than €350 in annual commissions

®
=%

>€230 billion’

in insurance premiums
per year

= A fragmented, local market with more
than 500 insurers

= Data collection and processing are
still largely manual

=
€30 billion 2

in commissions per
year

= |n exchange for using JDC’s all-in-one
platform, intermediaries pay on
average around 25% of their
commission

= Contracts on JDC'’s platform generate
more than €40 per year

1Source: GDV: Statistiken zur deutschen Versicherungswirtschaft (September 2025)

25ource: Company information 1) consists of €17bn in Property & Casualty and €13m in Health & Life

19



JDC

GROUP

Digitalization of the German insurance market
A COMPELLING MARKET OPPORTUNITY WITH A LONG RUNWAY FOR GROWTH

Insurance contracts in Germany:

500 million contracts

Insurance contracts on the JDC platform in 2025:

~ 2.4 million contracts Total addressable market
(TAM):

400 million contracts

- 0/6% ofthe TAM Market potential

OR8¢

Al

Source: Company information 20



GROUP

JDC
Aging independent brokers drive consolidation and platform demand b
CONSOLIDATION AMONG INTERMEDIARIES IS ACCELERATED BY AGE STRUCTURE"

Age distribution of brokers, in %

WV Normal retirement age (Germany) == 2019 e= 2023

Average age, Average age,
brokers 2019: @ 52.6 brokers 2023: @ 56.3

3.7 years in just 4 years

I : Y
4% The average age has risen by .
: I

I
4% I

I

I
3% I

I

I
3% | From 2024 - 2028 around 1,700

| brokers will retire each year

I
2% I
2%

14% of brokers are older than
1% the usual retirement age
(2023)
1%
0%
18 23 28 33 37 42 47 52 57 62 67 71 76 81 86

Source: Company information, AssCompact 2023 in cooperation with Oliver Wyman, bbg database, Maklerpool Hitliste 2016 & 2023
Note: (1) Study conducted by McKinsey & Company

21



JDC
Summitas contributes > EUR 1.5m earnings in 2025 GROUP

SHOWS GOOD PROGRESS: 18 BROKER COMPANIES BOUGHT

Joint Venture of Bain Capital (65%), Great West (25%), JDC Group (10%): 240m EUR (thereof

150m equity) will be invested until end of 1HY 2026 into a roll up investment case to consolidate M
the German commercial and occupational pension broker market. .
Summitas

First 18 transactions signed and executed until end of 2025: GRUPPE
Full year revenues >55m EUR, exp. target EBITDA >15m EUR

Minchener Versicherungsmakler, EASIE, Economic, Versicherungskontor, Dr. lhlas, Confera...
- ...BVUK (biggest occupational pension platform in Germany with revenues of > EUR 40m)

Full pipeline: further transactions with up to 40m EUR investments expected in 2026

JDC to deliver platform services with earnings > 1.5m for another 6 years (minimum)




JDC benefits strongly from favorable industry dynamics cive

A small number of outperformers dominate All big platforms (with Fondsfinanz as an exception) are
the market, whilst most other platforms lost connection significantly more efficient than most small/ mid-size providers
Margin growth in comparison to company size Average operating efficiency in comparison to company size

Average growth rate (gross profit 2018 —2023) EBITDA / gross profit (Average 2021 - 2023)

40% 55%
L Jung DM |
35%

L 2
45%

30%

DEMV
0, 0, blau direkt
25% 35% *

3. . :
20% S

aruna

25%

.
i | Jung DM .

o vertous. o o C
1o g c B * * e

Apella L3 .’ ’-

*
. ot

gB.net
. .
5% o o . c

. .
o B (oo ; s
Sachpool 5% .
o oy = E  mmm
0% e .
ol o | S
L 2
-5% -5%
T 10 100 0 10 100 1,000
Company size Company size
Gross profit 2023 in EURm (logarithmic scale) Revenue 2023 in EURm (logarithmic scale)
@ Multi-line insurance 4 Mono-line insurance @ Allfinance 4 Niche models 4 “Outperformers” @ Multi-line insurance ¢ Mono-line insurance @ Allfinance < Niche models ¢ “Outperformers”

Source: Company information 23



JDC is well positioned to capture the market opportunity
THE LARGEST BROKERPOOL PLATFORMS ARE CONSOLIDATING THE MARKET

Recent consolidation marks a new phase in platform competition

Fondsfinanz Group JDC Group Blaudirekt Group
A

(%)
c
=
ey
(8]
©
(%]
c
©
—
-

Investors

& D

softfair

solutions

I Deutscher
I Maklerverbund

@ JUNG, DMS & CIE.
L b plau direkt
Summitas mainshareholder 2 .
simplr,
— Netfonds AG *
MORGEN\(‘}/MORGEN .
~zeltsprung
V= PHONIX

TOP TEN

s MAXPOOL

= BainCapital
WARBURG PINCUS

0;: 0,

canada e

JDC

GROUP

Drivers of successful post-transaction integration

i

®
SLo®
\.@/‘

Elo
PBe
Flo

Synergy exploitation

Capturing cost and operational
synergies post-transaction.

Strategic alignment

Clear goals and a shared vision support
effective integration and performance.

Talent retention

Retaining key talent supports continuity
and innovation.

Financial considerations

Disciplined valuation and structured
financing underpin long-term stability.

Source: Company information 24
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FY 2025 JDC

NEW RECORD YEAR GROUP

With more than 74m, Q4 2025 set a new record high as to turnover in a single quarter,

increasing the volume of the already very good Q4 2024 by more than 18 percent Turnover

Turnover growth in FY 2025 therefore reaches more than 13 percent 13.2%

FY EBITDA Growth stands at plus 36 percent - after elimination of one-time expenses

(mostly stemming from the FMK acquisition) growth even stands at plus 47 percent E

Historical development of turnover and EBITDA in million EUR
260 oe FY 2024 FY 2025
240
220 o EBITDA
47.0%
200
15
180 36.3%
160 0
140
120 5 .
2021 2022 2023 2024 2025 FY 2024 FY 2025
B EBITDA M Turnover

11 March 2026 JDC Group AG



JDC platform activity 2025 at all-time high levels

* # of orders grew by just + 1.9%, BUT nevertheless the commission level is up due to higher contract volumes

* # of contract transfers grew by + 25.5%

* Assets under Management increased by + 10.3%

* Annual net premium on the JDC platform increased by +16%

11 March 2026

160,000
150,000
140,000
130,000
120,000
110,000

100,000

# of orders

FY

N 2024 m 2025

# of contract
transfers

800,000
700,000
600,000
500,000
400,000
300,000
200,000

FY

N 2024 m 2025

+25.5%

8,500
8,000
7,500
7,000
6,500
6,000

Assets under
Management
(m€)

FY

N 2024 m 2025

JDC

GROUP

+10.3%

1,600
1,500
1,400
1,300
1,200
1,100
1,000

Annual net
premium (m€)

FY

N 2024 m 2025

+16.0%

JDC Group AG

27



FY 2025

FY 2025 IN NUMBERS - GROUP

JDC

GROUP

Q4 2025 FY 2025 Turnover
Q4 2024 VS FY FY VS
° : 13.2%
Q4 2024 AU AL FY 2024
Revenues 4.0 2.7 18.1% 250.0 220.9 13.2%
0) 0
> Advisortech 62.8 55.7 12.8% 210.8 197.0 7.0%
. 15.8 11.1 42.7% 56.4 38.8 45.3% FY 2024 FY 2025
- Advisory
- Holding/IC -4.7 -4.1 -12.8% -17.3 -14.9 -16.0% EBITDA 47.0%
Gross profit 23.1 19.4 18.9% 71.9 64.2 12.0%
9.6 5.9 61.9% 20.6 15.1 36.3%
EBITDA 9.8 66.8% 22.2 47.0%
EBIT 7.7 4.1 86.4% 13.8 8.7 58.4% FY 2024 FY 2025
8.0 93.4% 15.4 76.9%

Adjustment Il: One Offs M&A 28



FY 2025: Good growth in all product groups JDC

GROUP

Capital markets have come back
Turnover development FY 2025 considerably after the "Liberation
Day impact" of high tariffs in Q2, but
due to a lower USD compared to the
Euro, trailer fees of investment funds

>100% remain at 2024 levels.

Insurance growth is impacted by
higher cancellation rates and buying
reluctance for old age provision
products

Investment
FY 2024 and Insurance FY 2025 Others mainly driven by FMK as a new

Financing

part of the group

29
11 March 2026 JDC Group AG



Composition of turnover growth & turnover split FY 2025 JDC

GROUP

Turnover development FY 2025 Advisortech turnover split FY 2025

5.7%1.2% IFA
business

Major
customers

FMK

Direct
clients

IFA Major FMK
business customers Group

FY 2024 Advisory FY 2025

* Growth rates are highly impacted by the restructuring of the liability umbrella  Major customers contribute more than 25
business from Advisortech to Advisory (see comparison to green pro forma percent to JDC*‘s Advisortech turnover,

figures) IFA base still an important driver of growth

* |FA business otherwise still with a growth rate of 5 % (pro forma)
* Development of Key Account (Major customer) Business still satisfying (15%)

* Advisory segment with stable growth of 11% (pro forma) 30

11 March 2026 JDC Group AG



Guidance 2025 — generally achieved JDC

GROUP

. Updated Guidance .
Guidance 2025 P Achievements 2025
2025
Turnover Turnover Turnover ~ Within original guidance
245 to 265 million 260 to 280 million 250 million 292 butbelow updated
guidance 2025
EBITDA EBITDA EBITDA
18.5t0 20.5 million 20.5 to 22 million 20.6 (adjusted 22.2) million
* Seamless Integration of M&M into JDC Platform — combining Broker Management and Product Intelligence
* Meaningful development of our Asset Management Platform DFP

* Profitable growth of Summitas & further M&A
* Meaningful further development of IT platform / Scaling the JDC Al platform
* Further reduction of costs per contract (economies of scale)

722
((O)) JDC's future business performance depends on the further development of the global and national economic
environment and consumer confidence.

31



Guidance 2026 JDC

FURTHER GROWTH AND MARGIN EXPANSION GROUP

Goals
TURNOVER 300 EBITDA 35
- -38

300 -330m 35-38m ] * Al as key initiative within the JDC

Organization for 2026
250
221
172
156
147
123
111 |

 RollOutJDC Al Tool
“companion”

* DevOps of further Al Tools to
support brokers & optimize
platform

20.6 * AIUNDERCOVER - stay tuned!

* Furtherreduction of cost per contract

15 (economies of scale)

GUIDANCE
GUIDANCE

JDC's future business
¢ performance depends on the
((O)) further development
\/l\/ of the global and national
economic environment and

consumer confidence.

2017
2018
2019
2020
2021
2022
2023
2024
2025
2026
2025
2026

32
11 March 2026



80

60

40

20

Q12026

NEW RECORD QUARTER

With 75m, Q1 2026 sets a new record high as to turnover in a single quarter,
increasing the volume of the already very good Q1 2025 by more than 20 percent
Development driven by FMKs lead business

JDCs platform business is temporarily suffering from multi-crisis environment
Nevertheless: Q1 EBITDA growth at outstanding plus 61 percent

Historical development of turnover and EBITDA in million EUR

2022 2023 2024 2025 2026

HEBITDA N Turnover

11 March 2026 JDC Group AG

O R N W & U1 O N 0O ©

JDC

GROUP

Turnover
20.3%

E

Q12025 Q12026

EBITDA

61.1%

£
—
E

Q12025 Q12026



Q12026

Q12026 IN NUMBERS - GROUP

Revenues

—> Advisortech

- Advisory

—> Holding/IC

Gross profit

EBITDA

EBIT

74.9

65.9

14.5

-5.5

21.3

8.1

6.4

62.2

53.8

13.6

-5.2

17.1

5.0

3.5

Q12026 vs.

Q12025

20.3%

22.4%

6.6%

-6.0%

24.7%

61.1%

85.0%

JDC

GROUP

Turnover
20.3%

E

Q12025 Q12026

EBITDA

Q12025 Q12026

61.1%

34



A STRONG START TO 2026!

STRONGEST QUARTER IN JDC’S HISTORY

80.000

70.000

60.000

50.000

40.000

30.000

20.000

10.000

Q1 Q2 Q3 Q4

2022

2024

| ‘\
Q1 Q2 Q3 Q4

Q1 Q2 Q3 Q4
2025

S

JDC

GROUP

Q2

2026

Q3

Q4

Turnover in thousand EUR

35



Strategy

JDC

GROUP

EXPANDING AND SOLIDIFYING ITS POSITION AS A LEADING GERMAN INTERMEDIARY PLATFORM

oA

o

\ ‘E‘}

Grab the market
opportunity

Accelerate the growth in the number
of contracts / customer base

® Expand insurance contracts on the
platform in an under-digitalised German
market

® Multi-year agreements with savings
banks support long-term growth

® Focus on migrating existing contracts
onto the platform

a Further consolidate
the market
Solidify its leading market position

® Market consolidation favours large,
scaled platforms like JDC

® Selective acquisitions of smaller
competitors and broker pools

® Broaden Advisortech and investment
product offering

&

Product
development

Operational
excellence

Maintaining a cutting-edge platform

Driving efficiency and scalability
through innovation

® Scalable, institutional-grade technology
platform

® Cost-to-income improved from 105%
(2018) to ~90% (2023)

® Ongoing investment (~€10m p.a.) in
innovation and stability

® Automation and IT investments drive
operating leverage

® Strong focus on data security and
reliability

® New COO focused on operational
excellence

Source: Company information 36



: : . JDC
Capital allocation priorities 3ROUP

JDC PRIORITIZED ORGANIC GROWTH AND M&A WITHIN ITS CORE BUSINESS AREAS, BUT IS RESTARTING SHARE BUYBACKS NOW

_—
5]

Share buyback Debt repayment Yividend

* Focus on organic growth * Growth and consolidation * Share buybacks successful * Net debt of ~€60.6m * No dividend currently
thr(;)ughdmatrl'(etlng fz sales accelerated through M&A since 2019 (~€10m total) * No debt maturities before * Potential over time, not a
and product innovation ® Proven acquisition track * Buybacks were secondary to 2028 near-term priority during

. . o . . e

* Aim for organic growth > 10% :f\(jrd (e.g.TGelide, Morgen organkl)c frowth orkl)\/I&A gntll * Strong liquidity position conso!ldatlorlﬁh&sgss ;

« Benefiting from digitalization orgen, Top Ten) now, l:t ari'nov(;/ etcommg or:gamg grgwk , an
and consolidation in the * Focus on bolt-on acquisitions more 4 réc e due to ) share ‘uy acks are more

. . . . comparatively low share price attractive
German insurance market in Advisortech and Summitas

levels of IDC Group’s shares

Source: Company information 37



JDC shares seem to trade comparatively low (as Netfonds did)

SHARE BUY BACKS AT A LOW MULTIPLE SEEM TO BE MUCH MORE ATTRACTIVE THAN BUYING OTHER COMPANIES AT HIGH MULTIPLES
JDC OFFERED TO BUY BACK 222,222 SHARES FOR EUR 22.50/SHARE (EUR 5M)

( Pareto
Securities J DC'
EBITDA Guidance JDC Group 35.0 38.0 o
Multiple
Multiple Netfonds Transaction 17.5 17.5
Enterprise Value 612.5 665.0 7.6x -8.3Xx

Net Debt 60.6 60.6
Equity Value 551.9 604.4 VS.

# shares 13,668,461 13,668,461
Netfonds-
Multiple
M Actual share price (June 19th) 21.20 21.20

BEquity Value 290.0 290.0 17.5Xx
Multiple 8.3 7.6

Price/share as to Netfonds benchmark 40.40 44.20

47.5% 52.0%

.....



Bonds

108 —

NORDIC BOND 25/29

101,0 -
100,5 -
100,0 -
99,5 —
99,0 -
98,5 -
980 Sep Nov Dez Jan Feb Mrz Apr
Volume 70,000,000 EUR
(up to 160.000.000 EUR)
ISIN NO0013618587
Current Quote 101.89%

(Tradegate) as of

BOND 23/28
106 —
105 — I
104 —
103 -
102 —
101 —
100 —
99 —
98- Okt.23 Apr.24 Okt.24 Apr.25 Okt.25
Volume 20,000,000 EUR
ISIN DEO00A3514Q0
Current Quote 101.60%
(Tradegate) as of
June 5th, 2026
Coupon 7.0% p.a.
Due Date Nov. 1th, 2028

Call options

Starting on Nov. 1th 2026 at 101,50 %
Starting on Nov. 1th 2027 at 100,50 %

June 5th, 2026
Coupon 6.75% p.a. (Euribor +450 BPS)
Due Date Aug. 28th, 2029

Call options

At any time after Aug. 28th 2027, starting
102.25% declining to 100.45%

JDC

GROUP
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JDC Group at the capital market
SUPPORTED BY A STABLE, LONG-TERM ORIENTED SHAREHOLDER BASE

Share Price Performance

Shareholder Base

JDC

GROUP

35€
EAT-WEST
Free float ECOne
30€
44%
GROUP
Management
20€ “HE.’»
Mﬂ PROVINZIAL
se VER E&%E‘EE UNGS
Shares 13,668,461
o€ Outstanding
Share Price EUR 21.20
5¢ May 8th, 2026
Market Cap EUR 290m
0€
2015 2016 2017 2018 2019 2020 Treasury shares 369.335

2021 2022 2023 2024 2025 2026

40



Today’s agenda

01

02

03

04

05

JDC Group - a brief introduction

Product portfolio

Market & competition

Financial targets — and how we will achieve them

Spotlight: Al in the insurance industry




Sales Channels in the Insurance Industry?

SOME STUDIES PREDICT DRASTIC CHANGES IN SALES CHANNELS ... JDC
GROUP
Status quo 2035 Future Scenario
— ca. 29% online — ca. 62% online A
100%

— - OO Others (-7%)

Others ‘ Alin insurance sales |
|
80% Platforms | 2033'2035 ‘
- | )
Direct Sales | @ \ Al (+45%)
60% ‘ .'
.‘ |
| "
40% ‘ ﬁ Broker } Platforms (0%)
o II 2 |
| 2026 / .‘ Direct Sales (-5%)
Insurer‘s Tied ‘ %%] Contract | Broker (-11%)
20% Agent . conclusion |
Network Information/ | -
. Insurers” Tied Agent
compar!sp_n_ S S - ] Network (-22%)
0%

Quelle: CFIN, GFV, Bitkomn, EIOPA, BaFin; Anzahl der Abschlisse gemittelt Gber verschiedene Produkt- und Anbietertypen

... and the markets reacted with a sharp decrease in valuation

Source: CFIN Impact Study Research Center for Financial Services 42
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Al in Insurance? @

Al WITHOUT DATA AND INFRASTRUCTURE IS LIKE A CAR WITHOUT FUEL AND ENGINE JDC
GROUP

Necessary data for automated Agentic Al

about the necessary The (GDPR protected) data is securely
stored in the insurers' backend systems and
in the minds of the insured.

DATA

JDC collects all relevant data with
consumer proxy and enables the broker to
act—whether as a human or as Al Agent.

JDC delivers both for the insurance industry enabling (Al) brokers

Source: Company information 43



Al in Insurance? @

Al WITHOUT DATA AND INFRASTRUCTURE IS LIKE A CAR WITHOUT FUEL AND ENGINE JDC
GROUP

To access Insurers‘ backend
systems, you need hundreds of APIs

Everyone talks about Al but no one

For sound advice, existing customer

contracts must be evaluated. This requires about the necessary
historical databases that are not publicly
available.
Ongoing support requires constant updating ‘ | N FRASTRUCTU RE

of contract data and customer data, as well
as the systems required for this.

JDC delivers both for the insurance industry enabling (Al) brokers

Source: Company information 44



How Al will influence our value chain

FOR PLATFORMS LIKE JDC, Al DRIVES EFFICIENCY AND SHOWS NEW OPPORTUNITIES JDC
GROUP

Product supplier

Impact of Al

intermediaries * Improvements in efficiency

*  Delivers Advisor IT and processing * Serving as a data and infrastructure
infrastructure Platform u hub for Al applications

* Manages commission & billing * New business models

*  Continuously maintains and * Limited disruption expected overall

Key value proposition

* interfaces to product suppliers and

updates customer & contract data

o ) \_ /

4 )

J
)

. * Improvements in efficiency (e.g.
*  Provides Advice to the customer Intermedlary customer communication and
*  Center of customer trust documentation)

Al Broker? Other Channels? «  Disruption through Al Brokers
\_ J \_ J

Customer

Source: Company information 45




Spotlight: Regulation, Data Protection & Liability

WE ARE Al BELIEVERS - BUT GERMANY WILL ADOPT SLOWLY J DC
GROUP

Strict data-protection rules severely limit data access for Al training

Germany operates under some of the strictest interpretations of GDPR in the EU, which restricts insurers’ ability to process, store, and algorithmically
analyze personal data. German insurers cannot experiment or scale Al solutions as freely as markets with more flexible regimes.

Advisory liability (“Beratungshaftung”) amplifies the risk of Al-driven misrecommendations

Germany places unusually high responsibility on advisors to provide suitable, individualized, and compliant recommendations. If an Al-generated
suggestion leads to an incorrect or unsuitable product choice, insurers or intermediaries could face serious legal consequences.

Cultural and legal emphasis on human advice slows automation

German law and consumer expectations both emphasize the value of personal, accountable human advice—especially for complex or long-term
financial products.

Relative readiness for Al-only advice (qualitative assessment)

Germany/EU ~20-35 %

USA ~45-55 %

Insurify A/ Insurance Report(2025); Capgemini Research Institute World Life Insurance Report, Accenture Global Insurance Consumer Study(2023).

Source: Company information 46



Al already embedded across JDC's core business processes

FROM LEAD GENERATION TO PROCESS AUTOMATION

-

K content

\
@

Customer
Acquisition

Al-supported lead generation
(FMK)

Al-supported lead scoring
Automated campaign
optimization

Al-generated marketing

/

"

mds Y

~

Advisory & Product
Intelligence

« M&M Companion answering
tariff questions

* Tariff & product intelligence
layer

* Al-based tariff evaluation

* Interpretation of insurance

\ conditions /

@

JDC

GROUP

-

.

G )

o

Operations &
Automation

Automated document
understanding

Extraction of structured data
from documents

Al classification of insurance

documents

validation

Data normalization and



Al Powered
M&M COMPANION

——

Al-driven Insurance-Terms &
Conditions-Copilot enables quick
responses to customer- and agent
inquiries

Automated, optimized contract offers
with the help of Al product comparisons
and simple online applications

7 ~
Gothaer Adcuri
Wertung nach Leistungskriterien ‘
14 % 82 %
Tarif PHV Basis 1 Mio. EUR Premium-Schutz 50 Mio. EUR

- o o o o EE EE EE o EE EE Em o Em Ee e o = P

Konversationen

@ COMPANION

+ Neue Konversation ® Premium 100 Mio. EUR

«Allianz + (2019-12-01) NEU
Pre EU

+VKB - (2012-07-23)

+Allianz » (2019-12-01)

+Adam Riese « (2025-02-01)

«Adam Riese + (2022-11-01)

B8

Sie 07:2

Please tell me, if the loss of work Keys is insured, awnser in englisch.

AVB Companion ©

Yes. The statutory liability arising from the loss of professional (work) keys is insured,
provided the keys were lawfully entrusted to an insured person by the employer during
the course of their professional activity. Key cards for electronic locks and remote controls
(transponders) are treated as keys. Compensation is limited to the agreed sum insured
Excluded is the loss of keys to buildings, apartments, rooms or garages whose care was
part of the insured person’s commercial, operational or professional duties

B Quelle anzeigen

JDC

GROUP

Benutzer: Julian Herdt (> Abmelden

[ Fragenkatalog @ Tarifinformationer

Wind-/Surfbretter

Gebrauch fremder KFZ im Ausland
Verlust von Dienstschllisseln

Alleinstehender Elternteil
1

Volljahrige Kinder nach
Ausbildungsende

Available for ca. 83,000 product
types over many insurance

- segements



FMK benefits from the shift towards Al-driven discovery

Al SEARCH AND ASSISTANTS CREATE NEW TRAFFIC CHANNELS FOR PERFORMANCE-BASED

ACQUISITION MODELS

4 )

User Intent

Users search for financial 4

and insurance solutions
across digital channels

Al Search & Assistants

Copilot N Ew

LLM platforms
Al-powered discovery

~

-

.

Social Media
(Meta, TikTok)

-

Classical Search
Engines
(Google, Bing)

FMK Acquisition
Engine

Intent-based targeting
Performance marketing
Lead generation

Traffic monetization

@

JDC

GROUP

)

Insurance &
Finance Partners

Banks

Insurers

Financial providers
Conversion & payouts

\

Key takeaway: FMK monetizes user intent independent of the traffic source — Al platforms
represent an additional growth channel and will gain momentum




FMK benefits from Al-driven customer acquisition
FIRST KPIS IN Al MARKETING MUCH BETTER - FMK OPERATES CHANNEL-AGNOSTIC

JDC

GROUP
| 4 N\
— ChatGPT @ 2 * Free Chat GPT Ads started in US Feb. 2026
- ChatGPT G 5 - * Al-powered advertising formats already showing
strong performance
Ideas for my work potluck? | . if you're unsure about dietary needs, - 1.8x higher click-through rates vs. traditional
Need to bring an entree that|  gomething chicken + something ey Dy
easy to make vegetarian always plays well. .
v b * Conversion 1.5x to 2.4x better than Google Ads
. _ " - Bring a serving spoon (unsung MVP). » 2xfaster purchase decisions in Al-driven
otlucks are my love language & Here ar .

: i - - environments NOTE
easy, low-stress entrées that travel well,| * L@Pel aIIerggns if you can—people quietly g )
scale easily, and won ' have you stuck int|  love you forit. - S
kitchen all night. NOTE

If you want, tell me how many people, slow . Veryrecent figures

. cooker vs oven, or any dietary constraints, .
© Crowd-Pleasers (set it & forg , . ! o * Small population
. and I'll zero in on the perfect dish for your EMK
it) crowd. at
e ¢ O 90
“ Heirloom Groceries
Sponsored
Convenient options for quick and easy
meal solutions.
Dump, cook, shred. Bring buns or to Fast grocery delivery
and a couple sauces. Shop fast lunch solutions - - Lt . J
Lkits, heat-and-eat meals..__ NOTE: Figures are very recent, empirical evidence is still pending 50

JDC Group AG | Investor Call — Agentic Al & Distribution | Confidential




Key Takeaways

Al IS AMAJOR OPPORTUNITY FOR JDC — RATHER THAN A THREAT

-

DATA ADVANTAGE

 JDC as Al infrastructure layer

* Largeinsurance data hub

* Enables Al applications across
broker ecosystem

 Data scale creates structural
advantage for JDC

~

4 N

PLATFORM EFFICIENCY

Al improving platform efficiency

 Automated document
understanding

e Tariff & product intelligence layer

* Operational process automation

 Conversion uplift at FMK expected

/

@

JDC

GROUP

~
=~

FUTURE DISTRIBUTION MODEL

-

e Al-only for simple products

* Al-assisted brokers for complex
products

*  Human-in-the-loop (Hybrid)
advisory model most likely

/




JDC in Pole Position for the Transition towards Al @

AS WE AT JDC HAVE ALL WHAT IT TAKES JDC
GROUP

* Alisthe biggest structural shift in insurance distribution since the

introduction of comparison portals

* And represents one of the greatest growth opportunities in JDC's

company history.

 The market will change. Together with Morgen & Morgen and FMK, JDC is

in the pole position: We own the data, the infrastructure, and the

operational know-how to lead this transformation - and with FMK, we u N D E Rc ov E R
have the customer access.

Source: Company informa tion 52

we are building now, STAY TUNED!







Disclaimer JDC

GROUP

This presentation does not address the investment objectives or financial situation of any particular person or legal entity.
Investors should seek independent professional advice and perform their own analysis regarding the appropriateness of
investing in any of our securities.

While JDC Group AG has endeavored to include in this presentation information it believes to be reliable, complete and up-to-
date, the company does not make any representation or warranty, express or implied, as to the accuracy, completeness or
updated status of such information.

Some of the statements in this presentation may be forward-looking statements or statements of future expectations based on
currently available information. Such statements naturally are subject to risks and uncertainties. Factors such as the
development of general economic conditions, future market conditions, changes in capital markets and other circumstances
may cause the actual events or results to be materially different from those anticipated by such statements.

This presentation serves information purposes only and does not constitute or form part of an offer or solicitation to acquire,
subscribe to or dispose any, of the securities of JDC Group AG.

©JDC Group AG. Allrights reserved.

54
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