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: Disclaimer
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By reviewing this material, you agree to the following limitations :

The information provided was prepared by VERCOM S.A. (the Ϧ/ƻƳǇŀƴȅέύfor informational purposes only and for the purposes of this presentation (the

"Presentation") . This Presentation does not constitute or form part of and should not be treated as an offer or proposal to subscribe for, underwrite or

otherwise acquire any securities of the Company . The Company is not responsible for the outcome of any decision or action taken on the basis of this

Presentation . Responsibility for the effects of any actions or decisions taken lies solely with the recipient of the Presentation . The Presentation contains

forward - looking statements that reflect the current assessment of the Company or, as the case may be, the Management Board, with respect to external

factors, business strategy, plans and objectives of the Company for its future operations . These forward - looking statements relate to the Company and

the sectors and industries in which the Company operates . Forward - looking statements include statements that contain words such as "expects",

"intends", "plans", "believes", "anticipates", "has plans", "aims", "may", "would", "could", "will" and other similar statements relating to future events or

circumstances . All forward - looking statements in this Presentation address matters of risk and uncertainty . Accordingly, they constitute or may

constitute important factors that could cause actual circumstances to differ materially from those anticipated in or arising from these statements . All

forward - looking statements in this Presentation reflect the Company's current expectations of future events and are subject to the impact of both these

and other risks, uncertainties and assumptions concerning the Company's business, performance, development strategy and liquidity . The Company

does not undertake to publicly update or supplement any forward - looking statements as a result of new information, future events or otherwise . All

subsequent written and oral forward - looking statements relating to the Company or persons acting on behalf of the Company are expressly subject in

their entirety to the provisions of this paragraph . In particular, before making an investment decision, potential investors should take into account the

aforementioned factors, which may cause actual results to differ from those expressed in the forward - looking statements . The Company does not intend

to make or distribute any annexes, amendments, updates or revisions to any information, opinions or forward - looking statements contained in this

Presentation in order to reflect changes in events, conditions or circumstances, and declares that it is under no obligation to do so. No representation,

warranty or undertaking, express or implied, is made as to the accuracy, completeness and correctness of the information or opinions contained in this

Presentation . The Company shall not be liable for any damage arising in connection with the use of the Presentation or its contents or for any other title

related to the Presentation . The Presentation does not constitute or form part of, and should not be construed as an offer, an invitation to purchase or to

make an offer, or as the basis for any decision to invest in any securities of the Company or its subsidiaries .



: Accelerating top - line 
growth fuelled by new 
client adds



Gross profit Organic growth y/y

PLN 70m +19% 

Adj. EBITDA

PLN 35m +21% 

Adj. net income (1)

PLN 26m +23%
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: Q1 2026 financial results

(1) Net income adjusted for PLN 1.3m of non -cash ESOP costs & PLN 0.6m of FX impact



98,000

131,200

Q1 2025 Q1 2026

+34%
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55

: We added 3 3,200 new customers

Total number of customers
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2023 2024 2025

Dividend payout

Adj. Net income
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: 34% growth in dividend per share

Adj. net income, dividend payout ( PLNm) 

(1) Net income in 2023 adjusted for PLN 13m profit on sale of shares in User.com
(2) Net income in 2024 adjusted for PLN 0.6m of ESOP and PLN 2m of positive FX impact
(3) Net income in 2025 adjusted for PLN 7.5m of non -cash ESOP costs

(1) (2) (3)

Dividend date: 12 June 2026

DPS: 2,73 PLN (+34% YoY)



: We are a fast -growing 
SaaS company



: Dynamic growth driven by organic expansion and value -accretive acquisitions
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: Vercom customer engagement flywheel
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Design & templates

Save time using our content 
creation tools and templates 

Segmentation

Boost customer engagement 
and loyalty by focusing on the 
right people

A/B testing

Use A/B testing and analytics 
to create highly -effective 
marketing campaigns

Automations

Maximize ROI by creating 
automations based on 
customer behaviour

Omnichannel

Use a channel ( sms, email, push, 
OTT) that is fit for purpose and 

customer preferences

Turn insights into actions with
advanced analytical tools
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Smart analytics

Increasing adoption of AI features



: Facilitating everyday communication between businesses and their customers 
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: Our solutions are an inherent part of everyday life
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: 20 years of experience rewarded with trust of landmark partners

131,200+
Clients



: Selling services to 131,200+ customers in 180 markets globally
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36%

N. America Rest of the world

33%31%

Europe

~2/3
gross profit from 

international sales  

Core markets

Other markets

Gross profit distribution%
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: Strong focus on scalability to further grow international presence

Targeting broader
spectrum of customers

Globalization of the 
customer base
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: CEE : GLOBAL

+1m
Long - term target :
Paying customers



: MessageFlow is 
becoming the execution 
layer for agentic 
communication



: AI agents need trusted infrastructure to communicate at scale

AI
Core

Operational
Layer

Data 
Layer

Execution
Layer Handles delivery via MNO connections, routing, 

IP warm -up and automations. Determines 
campaign performance, SLA & costs.

Stores contact databases, campaign history, 
scenarios, manages interactions with client 
systems (ERPs/CRMs).

Collects proprietary behavioural data including 
send/open/click/conversion. Embedded deeply 
in the client processes.

AI acts as an optimization layer that simplifies 
processes and reduce costs
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Delivery & reliability

Behavioral Intelligence

Communication c enter

Orchestration engine

Security 
Layer Provides regulatory adherence, data residency, 

GDPR, sender verification, spam traps, cyber -
security, threat detection.

Security & compliance+400
experts supporting 
clients across all

time zones



: AI lowers the barrier to advanced communication workflows
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Customers

End users

API

MCP

AI simplifies implementation 
reducing complexity & costs

AI simplifies 
implementation reducing 
complexity & costs

AI simplifies 
implementation reducing 
complexity & costs

AI can support content 
generation reducing time 
required to launch 
comms

AI can support content 
generation reducing time 
required to launch 
comms

AI agents can orchestrate 
cross -channel 
campaigns

AI agents can orchestrate 
cross -channel 
campaigns

One API for all communication channels
eliminates integration complexity, letting small and 
mid-market clients go live in days, not months.

What previously required a developer team now 
takes minutes, significantly widening our 
addressable customer base

MCP integration enables AI agents to orchestrate 
cross -channel campaigns autonomously , no 
manual input required.

MCP allows any AI platform to communicate 
through us natively , turning partners into strong 
distribution channels

Lower setup cost means communications ROI 
becomes accessible to customers previously 
priced out of the market.



: Agentic workflows expand the market, traffic and channel mix

Lower entry barriers = higher 
SMB/MM market penetration 
+ more cross -sell

New use cases + conversational 
communication = more AP2 traffic

TAM expansion

Volume growth

Migration toward 
richer RCS/OTT 
channels = higher 
margins

Mix shift

17



: We are expanding the 
infrastructure for agentic 
communication



: WhatsApp brings agentic communication to the most demanded consumer channel
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Direct agreement with Meta signed in Q1 2026 opens 
access to WhatsApp, one of the most demanded 
conversational channels .

WhatsApp expands our messaging toolkit after RCS and 
Viber, giving clients another high -engagement channel 
for two -way, AI -assisted customer conversations.

Customer demand for WhatsApp is already visible , 
particularly in Poland where the channel has 
significantly broader consumer adoption than Viber.

Direct cooperation with Meta guarantees the scale, 
stability and product access needed to launch 
WhatsApp across both API and MessageFlow webapp.

Adding WhatsApp reinforces our infrastructure moat 
by combining direct relationship, proprietary 
orchestration technology and access to the most 
relevant conversational messaging ecosystems.

WhatsApp



: Direct Viber access strengthens our conversational messaging moat
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Direct agreement with Rakuten signed in Q1 2026 
deepens our access to Viber, strengthening our 
potential to act as an orchestration layer for 
conversational channels.

Growing adoption adds another high -engagement 
channel for AI -driven communication , where agents 
can manage interactive conversations beyond one -
way notifications.

Direct cooperation improves scalability, stability and 
commercial terms, allowing us to serve customers 
more effectively as usage of conversational channels 
increases.

/ƭƻǎŜǊ ŀŎŎŜǎǎ ǘƻ wŀƪǳǘŜƴΩǎ ǇǊƻŘǳŎǘ ǊƻŀŘƳŀǇ ŀƴŘ ǘŜǎǘ 
features helps us bring new Viber capabilities to 
customers faster and stay ahead of market adoption

Expanding direct relationships with key channel providers 
reinforces our moat , combining technology, integrations 
and partner access that are difficult to replicate

Viber



: RCS API makes rich communication programmable

21

Launched in Q1 2026, RCS API adds a fully programmable 
rich messaging channel to MessageFlow , extending 
orchestration beyond e -mail, SMS, push and OTT

External systems can trigger personalized RCS 
messages directly through API , keeping campaign logic, 
customer context and automation on the client side.

AI agents can use RCS API to generate next -best 
messages, process user actions and run contextual 
two -way conversations without operator involvement .

external_id and webhook -based responses allow each 
RCS interaction to be linked back to CRM, CDP, e -
commerce or order systems in real time .

By making RCS available as an API - first channel, 
MessageFlow gives clients more flexibility to decide when, 
how and through which channel to reach each recipient .

RCS



: AI agents are becoming 
a new client acquisition 
channel for MailerLite


