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Getting ready for agentic commerce

Intershop hosted an investor call to introduce the strategy of the new CEO Mr Dranert and advertise the capital increase to
investors. Our overall impression is that Intershop strives to become a more product-centric company than in the past, not
least because Intershop will leave the implementation business to partners as part of the “partner first” initiative that has
been launched already by the outgoing CEO. Furthermore, Intershop has ambitious plans to enrich the existing platform
with Al features that will allow Intershop to excel in a future world that might see agentic commerce. The ongoing capital
increase can be subscribed to until September 2214,

Strategic positioning under the new CEO

* The new CEO Mr Dranert has 20 years of experience in the software sector and has also gained experience with turnaround cases such
as Intershop as a manager at Aurelius.

* In general, Intershop expects the e-commerce market to develop into a market for agentic commerce in the longer term, where Al-driven
agents act on behalf of buyers and sellers.

* Against that backdrop, Intershop aims to develop a PasS business model. In contrast to a SaaS model, which delivers ready-to-use
software applications over the internet, a PaaS (Platform as a Service) model provides a cloud-based framework that developers use to
build, test, and deploy custom applications. It includes development tools, infrastructure, and integration features while abstracting away
the underlying hardware and operating system management.

* Al is going to be a central feature for the future development of Intershop’s platform, which is not yet standard in the B2B e-commerce
segment. Also, Intershop plans to deeply integrate Al applications into the customer platform, targeting tangible cost savings for the
customer.

* The ,partner first” initiative remains in place also under the new management as partners tend to be better than Intershop at complex
implementations projects due to specialization, while this was a me-too service for Intershop.

* Asked if the “partner first” initiative might lead to less customer involvement, Intershop clarified that customer pitches are usually done in
combination with partners, and that Intershop also supports partners during complex projects with technical know-how. In fact, new
partners are usually introduced to the partner network by Intershop.

* Against the backdrop of shrinking marketing budgets, efficiency will be key going forward. “Emotional touchpoints”, i.e. personal
encounters with leads and clients should become more important in marketing and less emphasis will be placed on digital tools which
became commonplace during the pandemic at the beginning of the decade.

Financials / capital increase

* The 2025 guidance has been confirmed, i.e. a revenue decrease by 10-15% and a negative EBIT in the lower single digit EUR m range.

* While the project pipeline is well-filled with new leads, Intershop sees many project postponements against the backdrop of a sluggish
macro development.

¢ Interhop plans to counter the weak development with further cost-cutting and expects significant one-off costs in 2025 from severance
payments. This, along with planned accelerated investments into the development of Al features, is going to be financed by the ongoing
EUR 4.4m capital increase, which runs until September 22,

* However, the long-term ambition is to earn double-digit EBIT margins.
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