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Summary: June was a good month, with ups and downs

1. Revenue in June of 811K€ is slightly below 827K€ high-end target, due to shortage of FTE
2. In contrast, EBIT in June of 352K€ (43%) is slightly above 329K€ (40%) high-end target thanks to higher price points

3. Sales push in June had good success, closing staffing gap in September below 300% FTE (vs 2.000% before)

* Over 500K€ expansion in DT for other affiliates, thanks to overperformance on 15t projects
* Good expansion in Client A (finally !) and Client B

4. Two early leavers occurred in June/July

 OC (PhD) after 2 months: missed technical challenge, wanted out of consulting
* RP after 2 years: completed financial course, wanted to join a small VC fund

5. New HR candidate last minute declined offer - search for new candidate to be started
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Journey continues towards a 10M€ business in '23, with a 25% CAGR
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2022: aiming for 25% CAGR in high-end budget, just 10% CAGR in low-end

High-end Budget Jan Feb Mrt Apr Mei Jun Sep Okt Nov Dec Full Year 2021 CAGR
Delivery Capacity # FTE 41,2 42,2 43,2 44,5 44,5 45,5 49,5 53,5 53,5 52,5 46,8 37,0 26%
Partner # FTE 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0
Consultant # FTE 39,00 400 41,0 a207 a207 430 a707  s100  s107  s00 44,3
Freelance # FTE 1,2 1,2 1,2 1,5 1,5 1,5 1,5 1,5 1,5 1,5 1,4
Availability % 90% 90% 97 90% 80% 95% 85% 95% 90% 65% 85%
Revenue KE 666 650 826 721 680 827 822 948 944 671 9.022| 7.100 27%
Gross Margin KE 372 365 464 403 384 468 486 562 561 399 5.182|  4.150 25%
56% 56% 56% 56% 56% 57% 59% 59% 59% 59% 57% 58%
FTE OPEX KeE 82 79 96 81 76 100 88 95 95 74 1.021 880 16%
12% 12% 12% 11% 11% 12% 11% 10% 10% 11%[ 11% 12%
Expense OPEX KeE 39 39 39 39 39 39 39 39 39 39 468 270 73%
6% 6% 5% 5% 6% 5% 5% 4% 4% 6%/ 5% 4%
EBIT KE 252 246 329 283 269 329 358 428 427 286 3.693|  3.000 23%
38% 38% 40% 39% 40% 40% 44% 45% 45% 43% 41% 42%
Low-end Budget Jan Feb Mrt Apr Mei Jun Sep Okt Nov Dec Full Year 2021 CAGR
Delivery Capacity # FTE 41,2 41,2 41,2 41,5 41,5 41,5 45,5 47,5 47,5 47,5 43,3 37,0 17%
Partner # FTE 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0 1,0
Consultant # FTE 39,0 39,0 39,0 39,0 39,0 39,0 4307 450 45,0 45,0 40,3
Freelance # FTE 1,2 1,2 1,2 1,5 1,5 1,5 1,5 1,5 1,5 1,5 1,4
Availability % 908 908 97% 908 80% 95% 85% 95% 908 65% 85%
Revenue KeE 643 612 759 648 603 716 701 779 773 559 7.887|  7.100 11%
Gross Margin KeE 349 333 412 350 326 387 390 434 431 311 4315 4.150 4%
54% 54% 54% 54% 54% 54% 56% 56% 56% 56%| 55% 58%
FTE OPEX KE 82 78 94 79 74 86 74 80 79 60 916 880 4%
13% 13% 12% 12% 12% 12% 11% 10% 10% 11%] 12% 12%
Expense OPEX KE 33 33 33 33 33 33 33 33 33 33 396 270 47%
5% 5% 4% 5% 5% 5% 5% 4% 4% 6% 5% 4%
EBIT KeE 235 221 285 238 219 268 282 321 319 218] 3.002| 3.000 0%
37% 36% 38% 37% 36% 37% 40% 41% 41% 39% 38% 42%
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Financial KPIs are fully in the green, short-term staffing gap remains

KPI Observations

YTD Revenue: 4.608 K€ Buffer slightly decreased to ~240K€,
Budget: 4.370K€ / 3.980€ due to lack of consulting capacity

Revenue

YTD EBIT: 1.942 K€ EBIT buffer keeps on growing,
Budget: 1.707K€ / 1.466KE now reaching ~240K€

Free FTE: 8 weeks Company still sold-out company till end of summer

Utilization September looking good: <3 FTE still to be staffed

H2 M7+ value: 733 K€ Won 8 deals worth 1.600K€, lost 1 deal of 120K€

Pipeline (~1.5 months of revenue)

FTE: 48 FTE end of June Suffering from effect of 1 early leaver
Staff Budget: 50,5/ 46,5 and 2 FTE shortage in recruiting

© 2022 Company X all rights

Implication

Buffer can be used to bridge summer
shortage of 3 FTE

Will partly be used to add extra HR FTE
to accelerate recruiting

No new projects to be accepted
before 2"? half of August

Shifting focus to closing last deals in
October

Shift focus on PhD and industry hires to close
gap of 3 recruits in Q4
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June 2022 performance: 812 K€ revenue at 43 % EBIT

|Jan |Feb Mar Apr Mei Jun Jul Aug Sep Okt Nov Dec ITOTAAL
Revenue 750.028 669.586 806.707 750.120 820.037 811.501 4.607.979
Partner cost 3.409 6.818 13.636 7.955 13.920 15.909 61.648
0% 1% 2% 1% 2% 2% 1%
Principal cost 36.373 41.600 44.328 42.955 45.000 47.500 257.756
5% 6% 5% 6% 5% 6% 6%
Expert cost 14.751 15.831 23.514 16.362 18.698 17.610 106.765
2% 2% 3% 2% 2% 2% 2%
Consultant cost 215.079 205.593 237.629 218.346 227.253 221.748 1.325.649
29% 31% 29% 29% 28% 27% 29%
Freelance cost 14.875 15.825 21.663 14.513 10.975 19.850 97.700
2% 2% 3% 2% 1% 2% 2%
Support cost 4.595 5.226 5.467 3.121 2.980 3.365 2475458%
1% 1% 1% 0% 0% 0% 1%
Expenses 1.054 326 990 400 2.349 4.671 9.790
Gross margin 459.891 378.367 459.481 446.469 498.861 480.847 2.723.917
61% 57% 57% 60% 61% 59% 59%
IPR 6.340 6.637 2.968 6.813 6.371 5.282 34.411
1% 1% 0% 1% 1% 1% 1%
S&M 16.600 17.106 11.303 7.893 12.656 9.068 74.626
2% 3% 1% 1% 2% 1% 2%
HR 36.280 35.796 40.358 39.502 25.970 30.568 208.475
5% 5% 5% 5% 3% 4% 5%
G&A 19.911 23.417 24.512 19.933 21.730 24.671 134.173
3% 3% 3% 3% 3% 3% 3%
Unbilled resources 1.011 300 131092%
0% 0% 0%
Absent resources 12.792 6.120 16.148 17.622 16.770 19.315 88.767
2% 1% 2% 2% 2% 2% 2%
Net margin 367.967 289.291 364.191 353.696 415.063 391.944 2.182.153
49% 43% 45% 47% 51% 48% 47%
Renting 6.000 6.000 6.000 6.000 6.000 6.000 36.000
1%
IcT 2.000 2.000 2.000 2.000 2.000 2.000 12.000
0%
Legal, Fin, G&A 3 10.000 10.000 10.000 10.000 10.000 10.000 60.000
1%
Marketing h 10.000 10.000 10.000 10.000 10.000 10.000 60.000
1%
HR- Recruiting 2.000 2.000 2.000 2.000 2.000 2.000 12.000
0%
HR-Retention 5.000 5.000 5.000 5.000 5.000 5.000 30.000
1%
HR-Training 3.000 3.000 3.000 3.000 3.000 3.000 18.000
0%
Commercial 2.000 2.000 2.000 2.000 2.000 2.000 12.000
0%
Operating margin 327.967 249.291 324.191 313.696 375.063 351.944 1.942.153
44% 37% 40% 42% 46% 43% 42%
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Won 1.604K € in June from 8 deals

1 deal lost this month
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Client
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P0210
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P0154
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Defining hybrid cloud platform strategy

Definining SDx Cohort strategy for 5 NatCo's

Setting-up Digital Twins for EBU portfolio

Creating EBU's activity-based P&L for all products x segments
Post-Merger Integration of DavinsiLab and Umbrio

Creating EBU's activity-based P&L for all products x segments
Definining mobile strategy for DT Natco's

Extension of 2 consultants: Sander & Giel

Extension of 2 consultants for Q3

Major success in XX + good expansion in Client A & Client B
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YTD win-loss ratio stands at 95% (of submitted proposals)
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June 2022: 4.608K € topline at 42% EBIT

10.000
K€
9.000
8.000
7.000
6.000
5.000

4.000

3.000

1.420

2.000 750 1.316

1.000

Mei Jun Jul

Apr

42% EBIT

© 2022 Company X all rights

| Client: Company X Internal Use
reserved

7.408 .-
6.460 .-/’
e (},»’ - - - - High Budget
- -7 Low Budget
— Revenue
 ran - - - - High EBIT
3.407 T
SAus Low EBIT
2980 _ _.---<
2.551 ,,,-”H EBIT
2.193 =T
Aug Sep Okt Nov Dec

5/24/2023 |




YTD topline: on track until September, then ~1.5M€ still to be closed

EQY forecast already around 7.5M€ vs 9M€ budget
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Monthly topline: project loading looks good until end of summer
Due to recouping of overtime, consultants on average will take more holidays in summer
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Significant improvement made in Q3/Q4 staffing profile
Still, resource shortage remains a challenge

FTE Actual Forecast
65
?3.9 547 54,9
55 51,0 -7 46 3,8 2,6
50,5 49,0 47,8 _}-"3s
473 47,4 498 S— 47.0- 75 61 6,9 79
46,8 ’ IS e —1>— 27 35 / 4
= U{_: 4,6 L=pr = L= pr s _91_2_ o
[ Hiring Delta
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' 10,3 5,7 10 e - ===1 Unbilled
—_— [C— Absent
4[3 4,7 ?)2 ?)2 }"2
/1  Internal
4,3 === Good Opp (50%)

[ Hot Opp (70%)
1 Expected (90%)
I Confirmed (100%)

[ Billed
- - — - High Budget
Low Budget
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-5
In June, Company X had 49 FTE, of which: As usual Company X is struggling to get enough resources
» 33.7 FTE worked on billed projects * Hiring delta sits at ~4 FTE (without 2 recent leavers)
* 4.3 FTE worked on Company X, mainly via recruiting effort While staffing outlook improved significantly since last month
 O.8 FTE absent due to holidays * Instead, staffing gap decreased from 23.5 FTE in Q4 to 7.9 FTE
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Most KPIs in the green, account concentration moving in right direction

F1: Order-to-billings F2: Deal & project size F3: Consultant drivers F4: Consultant fees F5: Gross margin

8 Orders: 1.604K€ 81% of deals value >100K€ Utilization: 95% #Consultants >1250€/day:4 GM of 59% vs 57% target
% Billings: 812K€ “Role-based”: 16% of revenue Consulting FTE: 41 #Consultants >900€/day:7 +10%: Client C, Client D
L|E_ Ratio: 198% 9 running projects >250KE Blended fee: 934 €/day #Consultants <700€/day:3 -10%: Client E
C1:Account management C3:Account concentration C4: Sales concentration C5: Portfolio
©
é All accounts on target Hunting on purpose delayed Client F dropped to 31% Non-partner deals dropped to Data: 22%
GEJ 8 Account reviews occurred Due to lack of capacity of revenue, in line with plan 28% Strategy: 27%
c to execute new projects YTD stands at 48% Networking: 13%
@]
&
P1: Recruiting P3: Training P4: IPR P5: Employer branding
L) Already 13 recruits out of 16 2 leavers in June Training delivered on target No update due to paternity HR agenda filled with
Qo
8 Gap of 2 recruiting in Q1 No one in danger zone Subject: “I, Robot” B i 21 evaluations, training
o ‘+1 +2 gap of leaver 4 FTE to receive “attention” KPIs on target and recruitment actions
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F1: Order-to-billings
198% ratio in June above 180% target
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F2: Deal & project size (1/2)
81% of deal value exceeds 100K€, well above target. 3 deals above 200K€ won this month
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F2: Deal & project size (2/2)

Consulting projects more and more outweigh “role-based” projects

“ ” . . . “ »” .
Role-based” projects Consulting projects Role-based” vs Consulting
e Actual Budget
40 OKE+ [50KE+ [1100KE+ M250KE+ M 500KE+ 0 -
OKE+ CISOKE+ E1100KE+ M 250KE+ W 500KE+ 33% .
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30%
35 35 29%
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- 2%
. 26%
30 30 % 25% 25% .
. 23%
’ 22%
25 25
20 20 16 % . %
15 °
10 14
G 15
15 15
10 10 6 .
5 3
4
7 - 14
5 | 3 7 - .
2 3 3
7 16| 6|6 |6
4 i > | 3| 3| 3
0 0
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9 projects exceed 250KE

6 running projects 15 exceed 100K€

16% of revenue is role-based, well below limit
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F3: Consultant drivers
All metrics on target, blended consulting fee even exceeding 900€/day

Utilization target: 95% €/day
100
96 96 __________9_7_ ________ 96 95 95
. . o5 847, 90 g7 88 1200
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937 951 94 e 1000
908 T — — — — — g 9% 934
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_____________________________ 889 . . - 914 916 919 921 [ ] Nr of consultants
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— = = Bodyshop fees
30 400  — — Project fees

20 39 39 39 1 42 1
200
10
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F4: Consultant fees

Already 7 consultants above 1.000€/day, only 13 below 800€
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F5: Gross Margins

59% gross margin exceeds target, thanks to Client D and Client E
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C1: Account Management
All accounts started in line with their budget ; account targets set & reviews in place

16,0 15,4 15

Client A " 0 10 10 10 10
99 10,0 102 10,2 ‘;3 ) 4 . p ] ; 5 5 > - } )
5000+ ! ’ - 3,4 o 3'_3 o - 3,5
7.5 37 3.5 : 333250 27 ' 2,0 1,9 1,9
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5 5 . . . . ) . 4 5 : : 3 3 3 3 3 3
- 2 2 2 2 2
1000+ 49 45 33 3.2 20 20 20 B Y ST S B ¥ T ¥ R Y R Y
ST 25 30 , 2,9 29 25 ———
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Client C 2 , , , 5 . . . . 5 b 5 18 18 15 s, Y2 42 42
1000+ 15 1,9 2,1 1)8 2,3 2,4 1:8 2,7 2,8 2,8 2,8 2,8 i ) 0 1 1 | 2,5 2,8 ’
———— 0 0
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Note: in FTE
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C2: Hunting

Hunting intentionally making slow progress

# Contacts in pipeline

10
9
1 1 1 1 1 1
8
7 2 2 2 2 2 2
O Dead
6 O Identified
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5 O Meeting with us
3 3 3 3 O Admitting pain
O Asking proposal
) ¢ M Evaluating
2 mWon
3
1 1 1 1
2
1
1 2 2 2 2
1 1
0 0 0 0 0 0 0
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C3: Account concentration
Client E dropped to 31% of revenue, in line with plan

Government 100%

e : g
Technology 2% 3% o 4% 4% 4%
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C4: Sales concentration
Non-Partner deals dropped to 28%

Principal Sr Consultant

Partner

Non-Partner:
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7%
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C5: Portfolio

Portfolio dominated by data, strategy and networking practice

% of revenue 100%

90%

80%

70%

60%

50%

40%

30%

20%

2% 5% 2% 3% 3%
2% 3%
10%
14% 13% 0
AT b 13% 11% 13%
0%
Jan Feb Mrt Apr Mei Jun

© 2022 Company X all rights
reserved

Client: Company X Internal Use

Dominant practice
in project

M Strategy

M Innovation
OTransformation
OMake or buy

O Expertise

W Applications

W Data

W Security
@cCloud

ONetworking

Jul Aug Sep Okt Nov Dec

5/24/2023




P1: Recruiting (1/2)
Already 13 recruits out of budget of 16

Q4

Vrivo

[ XXX XXX XXX XXX
Photonics + PhD Electrotechnical Ir. Comp Science Comp. Science Comp. Science KUL Operations Research  Electrical Eng.+ PhD
VUB Ugent & Proximus KUL UGent & Vlerick & Management UGent KUL
2021 03/01 2016 04/4 2022 01/09 2022 15/09 2022 19/09 2022 03/10 2022 02/11
PhD/ Young
Experienced Il
XXX XXX XXX
Electronics-ICT+PhD Operations Research Mathematical Eng.
UGent UGent KU Leuven
2021 04/04 2022 01/09 2022 01/09
PhD/
Experienced

XXX XXX XXX

Comp. Science+PhD Comp. Science Photonics + PhD
UGent VUB VUB

2022 16/05 2018 01/09 2022 01/09
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P1: Recruiting (2/2)
Conversion success increased in May

Young Graduates

No Go Contacted Called Interview 1 Interview 2 Offered M Signed

250

200 3 6 -"
10 5 =

3
10
e
12 87
150 - 87 80
24
103
—
8
1 [
100 3
31
1
37 31 87
25
115
0 e | 2
63
62
62 71
62
38
14
0 4 8
Oct Nov Dec lan Feb Mar Apr May Jun Jul Aug
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No Go Contacted Called Interview 1 Interview 2 Offered m Signed
Coy
—4— 1
—{— 3
7 3 5
214
. 214
4 217
1
5? 5
2
6
—re—
55 197
173
32"1_ 130
1 219 233
211
5 1 194
94
76 93 102
64
12 24
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P2: Retention (1/2)

2 leavers in June: OC joining start-up of friend, RP going to VC fund

D

e

c

S o

- IV e

=N
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P2: Retention (2/2)

No one in danger zone, 4 consultants to receive special attention

Project duration Team set-up Personal objectives Workload Emotional state Coaching actions 6-month training Salary ifo age Average score

Analyst - Medior 3 5 1 1 5 1 1 1 2,8
consultant - junior 3 3 3 2 2 2 1 1 2,3
Technical - Senior 1 4 1 3 2 2 2 4 2,6
consultant - junior 3 5 3 2 2 1 1 1 2,6
consultant - medior 1 3 3 1 4 2 3 2 2,6
analyst - Medior 3 3 3 1 2 3 2 1 2,4
consultant 3 5 1 2 2 1 1 1 2,4
Expert 4 4 1 1 4 1 1 2 2,6
Expert 1 1 2 3 3 1 3 3 2,3
Analyst - junior 1 1 3 2 4 1 1 3 2,3
technical - junior 1 1 3 1 4 3 1 1 2,2
consultant - medior 3 1 1 3 1 3 2 1 2,1

3 4 1 1 2 1 1 2 2,2

Consultant - Senior 1 1 1 2 3 2 4 1 2,2
Technical - Medior 2 2 2 3 3 2 1 1 2,1
consultant - junior 3 3 1 1 2 3 1 1 2,1
Analyst - medior 3 1 1 3 2 2 2 1 2,0
Analyst - junior 3 1 3 2 2 2 1 1 2,0
Consultants’ consultant - junior 1 3 1 2 2 1 1 1 1,7
Names technical - junior 3 3 1 1 2 2 1 1 1,9
le 1 1 3 3 4 2 1 1 2,3
analyst- junior 1 1 1 2 2 1 2 1 1,5
tech.analyst - junior 3 1 1 2 2 2 2 1 1,9

it analyst - medior 1 3 3 1 2 1 1 1 1,8
analyst - junior 1 1 1 2 3 1 1 1 1,5
consultant - junior 3 1 1 3 1 1 1 1 1,7
consultant - junior 1 1 1 1 4 1 1 1 1,7
Consultant - Senior 1 1 1 4 2 2 1 1 19
Analyst - Medior 1 1 1 2 3 2 1 1 1,7
consultant - junior 1 1 1 4 2 3 1 1 2,1
analyst- junior 1 1 3 2 2 1 1 1 1,7
consultant - senior 1 1 1 3 2 2 1 1 1,7
consultant - medior 1 3 1 1 2 1 1 1 1,5
analyst - junior 1 1 1 2 2 1 1 1 1,3
consultant 1 1 1 2 2 1 1 1 1,3
consultant - junior 1 1 1 1 2 1 1 1 1,2
analyst - junior 1 1 1 1 2 1 1 1 1,2
consultant - junior 1 1 1 2 1 1 1 1 1,2
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P3: Training

All training KPIs met

Training delivered Interest in subject Appreciation of Format

35
30
25
20
15
10

0]

F @@ W@ PR F S

100%
80%
60%
40%

Legend

® Training delivered 20%

== Target 0%
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P4: IPR (1/2)

All categories on track, only core methodologies slightly lagging behind (catch-up foreseen in Q2 & Q3)

DNA: How To: Primers:
Core Methodologies Project methodologies Industry & Practice
20
18

All in # items 26 16

24 14
22 16
20 12 14

18 10 12
10
8

16

1 8

10 6 s

| 1l |
Total IPR g i g
(incl. 8 KSF)

- . How To: D
Training Material Role-based methodologies Proposals: Project references

45 10 35
35 8 -
30
25 6 20
20 4 15
15
Legend 10 ) 10
@ rublished 5 5
In progress 0 0 0

| —
Target Egggago%
= > o < w0

c o B > 0 c 9 > c s WwWay =9
c O 82 9 3 3 80 T3> 08229

—_ > = o o
o© C > =)

> o > o €2 5 5 = 5 2 9
c O o o

F
F
D
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P4: IPR (2/2)

Decent IPR usage by consultants: 12 unique users viewed 24 unique documents

Unique users/month Unique docs viewed/month

25 90
80 .
20 70
60
15
3 50 53
3
2
2 40
10 12 —
7 "6 | 4 30 7
20 4
5 33 o 3
24
a|al|B5]58]|° 10 191 16
0 0
i N ¥o! = 5 >, c = Q0 o = > O i N ¥o! = 5 > c S a0 o B > O
g & 2 2 2 2 2 = 2 & S 2 & o o9 2 2 2 2 3 5 2 § S 2 &
1. dany X.be, 5 docs viewed 1. RFP Writing Project Methodology, 4 views
2. .be, 5 docs viewed 2. Workforce Enablement ph.l Project Methodology, 2 views
Legend 3. pany X.be, 2 docs viewed _ 3. Hybrid Cloud | Technology Primer, 2 views
@® > 10 views Top 10 users 4. any X.be, 2 docs viewed Top 10 docs viewed 4. Value Risk Core Methodology, 1 view
9-5 views last month 5. Names any X.be, 2 docs viewed last month 5. Set-Based Core Methodology, 1 view
4-2 views Represent 92% 6. ompany X.be, 2 docs viewed Represent 63% 6. One Pagers Core Methodology, 1 view
1 view of total usage 7. (.be, 1 doc viewed of total usage 7. Persona Core Methodology, 1 view
(22/24 views) 8. »e, 1 doc viewed (15/24 views) 8. Use Cases Core Methodology, 1 view
9. .be, 1 doc viewed 9. Margin Optimization Project Methodology, 1 view
10. .., X.be, 1 doc viewed 10. Set Based Design Key Success Factor, 1 view
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P5: Employer Branding

HR agenda filled with evals, training and recruitment actions

July

- TUESDAY ~  WEDNESDAY  THURSDAY  FRIDAY | SATURDAY  SUNDAY

27 28 29 30 01 02 03 Recruitment

04 05 06 07 08 09 10 Employer Branding
Review young
grad's results

11 12 13 14 15 16 17

18 19 20 21 22 23 24

25 26 27 28 29 30 31
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