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Disclaimer

This presentation has been prepared by the Company for general information purposes only, without regard to any specific objectives, suitability, financial situations and needs of any particular person and does not constitute any
recommendation or form part of any offer or invitation, directly or indirectly, in any manner, or inducement to sell or issue, or any solicitation of any offer to purchase or subscribe for, any securities of the Company, nor shall it or any part of it or
the fact of its distribution form the basis of, or be relied on in connection with, any contract or commitment therefor. This presentation does not solicit any action based on the material contained herein.

Nothing in this presentation is intended by the Company to be construed as legal, accounting or tax advice. This presentation has not been approved and will not or may not be reviewed or approved by any statutory or regulatory authority in
India or by any stock exchange in India. This presentation does not purport to be a complete description of the markets conditions or developments referred to in the material.

This presentation contains certain forward-looking statements relating to the business, financial performance, strategy and results of the Company and/or the industry in which it operates. Forward-looking statements are statements concerning
future circumstances and results, and any other statements that are not historical facts. The forward-looking statements, including those cited from third party sources, contained in this presentation are based on numerous assumptions and are
uncertain and subject to risks. A multitude of factors including, but not limited to, macroeconomic conditions in India and globally can cause actual events, performance or results to differ significantly from any anticipated development. This
presentation also contains certain information relating to the quality of the Company's assets that are broad management estimates based on subjective criteria. These estimates are based on management's past experience and subjective
judgment regarding the quality of the Company's assets, and the manner in which such estimates are determined may vary from that used for the preparation and presentation of similar information provided by other companies engaged in
business of construction and development in India. Neither the Company nor its affiliates or advisors or representatives nor any of their respective affiliates or any such person's officers or employees guarantees that the assumptions underlying
such forward-looking statements or management estimates are free from errors nor does either accept any responsibility for the future accuracy of the forward-looking statements contained in this presentation or the actual occurrence of the
forecasted developments. Forward-looking statements speak only as of the date of this presentation and are not guarantees of future performance. As a result, the Company expressly disclaims any obligation or undertaking to release any update
or revisions to any forward-looking statements in this presentation as a result of any change in expectations or any change in events, conditions, assumptions or circumstances on which these forward looking statements are based. Given these
uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on these forward-looking statements and management estimates.

None of the Company, its directors, promoter or affiliates, nor any of its or their respective employees, advisers or representatives or any other person accepts any responsibility or liability whatsoever, whether arising in tort, contract or
otherwise, for any errors, omissions or inaccuracies in such information or opinions or for any loss, cost or damage suffered or incurred howsoever arising, directly or indirectly, from any use of this presentation or its contents or otherwise in
connection with this presentation, and makes no representation or warranty, express or implied, for the contents of this presentation including its accuracy, fairness, completeness or verification or for any other statement made or purported to
be made by any of them, or on behalf of them, and nothing in this presentation or at this presentation shall be relied upon as a promise or representation in this respect, whether as to the past or the future. Past performance is not a guide for
future performance. The information contained in this presentation is current, and if not stated otherwise, made as of the date of this presentation. The Company undertakes no obligation to update or revise any information in this presentation
as a result of new information, future events or otherwise. Any person / party intending to provide finance / invest in the shares / businesses of the Company shall do so after seeking their own professional advice and after carrying out their own
due diligence procedure to ensure that they are making an informed decision.
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Accelya Group: An Introduction

For over 40 years, Accelya has provided technological solutions to the travel and transport industry

X Leading software . . Access to
: > Modular suite of technological o
provider to the global ) critical
. solutions from offer to settlement .
travel industry industry data
* Leading financial, commercial, cargo * Comprehensive portfolio supports customers from * Long term partnership
and analytics solutions provider offer creation right through to financial settlement with association IATA
e 400+ industry customers globally * Acquisition of NDC leader Farelogix puts us at the * Unparalleled access to
forefront of digital retail and distribution mission critical data
90+ airline 90+ airline
g revenue revenue
[ ~ management accounting >
m ! customers customers Nt
(I 0 tey 'H'
40"‘ year 250+ airline 15bn NDCI $5'5bn $85bn processed
history customers transactions \?) processed through BSP2 annually
processed through cost
annually management

l Notes: (1) NDC= New Distribution Capability, an IATA-launched program to drive the adoption of a new transmission standard that will reshape airline distribution; ; (2) BSP = Billing and Settlement Plan,
Qcce go developed to simplify the selling, reporting and remitting procedures of IATA accredited agents and enhance financial control and cash flow for airlines
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Our Story

Accelya today is a leading provider of airline solutions globally

Kale Consultants Ltd? lists on the IATA selects Kale Consultants for SIS Now named Accelya Kale?, a share buyback
Indian Stock Exchanges platform project is executed bringing Accelya’s stake to 74.7%

1999 2009

M

2012

®

1986 2007 2010

Kale Consultants Pvt. Kale Consultants acquires Zero Accelya Group acquires
Ltd! was formed _ Octa UK (Audit Solutions) _ Kale Consultants Ltd with Accelya Kale completes
Accelya Group acquires NDC and Accelya Group acquires 70.2% stake merger of ZOSS and ZORT
digital retail leader Farelogix Anari (Revenue Integrity) in its Indian subsidiary

2020 2018

2013

) @
g

2019 2017

Vista Equity Partners Warburg Pincus acquires Accelya Group
acquires Accelya Group and merges with leading Revenue
Accounting competitor Mercator

Qccelgo Note: (1) Kale Consultants Pvt. Ltd. was subsequently known as Kale Consultants (from 1999), Accelya Kale Solutions Ltd. (from 2012) and Accelya Solutions India Ltd. (from 2019).
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Our Acquisition by Vista Equity Partners

With over $73bn in AuM, Vista invests exclusively in leading software, data and technology businesses

o . About Vista Equity Partners
Dec 2019

accelya

Vista is a leading global investment firm with more than $73 billion in assets under management
as of September 30, 2020. The firm exclusively invests in enterprise software, data and
technology-enabled organizations across private equity, permanent capital, credit and public

, S : : equity strategies, bringing an approach that prioritizes creating enduring market value for the
Accelya Announces & - : benefit of its global ecosystem of investors, companies, customers and employees.

Acquisition by
Vista Equity

Partners e . N T i Long term strategic alignment

“Our clients count on us to deliver data-driven insights, efficiency and unrivaled value in a highly
competitive industry, while also managing risk and compliance and delivering an excellent
customer experience. Vista shares with us a long-term view and focus on product innovation
that will allow us to accelerate the expansion of our solutions to propel our clients forward in
the dynamic travel marketplace.” JohnJohnston, Chief Executive Officer of Accelya

“Accelya is at the forefront of innovation and positioned to shape the airline and travel industry

, . - . . . for decades to come, making it an exceptional first investment for Vista’s Perennial Fund. We
look forward to working with John and the talented management team at Accelya to identify
further opportunities for growth as they continue to serve the leading airlines, travel agents,
and shippers across the world.” Robert F. Smith, Founder, Chairman, and CEO of Vista

Vista’s December 2019 investment in Accelya was the first made by the firm’s permanent capital
investment fund, (Vista Equity Partners Perennial) which is focused on growing industry-leading
vertical software companies through long-term investments.

accelya
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Accelya Group: An Overview
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Our Investment Highlights

Accelya is a GDS neutral market leader with the solution suite and data access to ride industry recovery

Large addressable

market?!

Leading market
position

Entrenched industry
reputation

Leading through data

Resilient financial

profile

Growth and reputation

S4.3bn

TAMZ? IN 2019 across base,
core and new markets

3@

~ (o)
40%
Of TAM white space
opportunity

#1

Across multiple major
market segments

al

250+

Airline customers
served globally

GDS?3 neutral

Offer to settlement,
underpinned by IATA

(&)

3-5vyear
Average contract lengths
with auto-renewals

700m PNRs*

Exceptional breadth of
industry data

P
NS

ADAP- / APAP®

Analytics platforms
launched

>90%

Recurring revenue with
high margins, low churn

——0

v

>90%

Cash conversion with high
operating leverage

1976

Date of first contract
with association IATA

apd

7

Acquisitions since 2011,
including Farelogix

Notes: (1) Addressable market data provided by third party consultant in 2019 and reflect an indicative market assessment prior to Covid-19; (2) TAM = Total Addressable Market; (3) GDS = Global Distribution

accelya

System, a network system operated by a company enabling transactions between service providers within the aviation and travel industry; (4) PNR = Passenger Name Record, a virtual container which can include
flights, car rental and hotel bookings; (5) ADAP = Accelya Data Analytics Platform; (6) APAP = Accelya Product & Application Platform.
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Our Solutions Portfolio

An end-to-end, offer to settlement solutions suite to empower airlines to grow through Covid-19

Offer

Grow revenue and reduce cost
with a single platform

@

15bn

NDCtransactions
processed annually

accelya

Order

Unlock revenue through NDC
and enhanced order delivery

70+

agency incentive management
airline customers

Settlement

Actionable insights that
protect revenue, drive growth

=

S36bn

of card payments
processed annually

Industry & Audit

Leverage |IATA; provide world
leading audit services

A

$200m

of revenue leakages
identified annually

Air Cargo

Maximize air cargo
performance and profitability

%)

200,000

tonnes of cargo a day handled
by Accelya’s solutions

ial in Confidence
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Financial Off-PSS

Our Strategic Vision

We are re-defining an industry undergoing change y/ Al e

Building £

Shopping
& Pricing

Revenue . Ancillaries

Assurance & Bundles ’
) Financial, p

Offer creation,

operational and -
Qcce Q reconciliation pricing and
Industry optimization for

Revenue activities Revenue

Accoun Solutions all channels Management;

is uniquely placed to provide
a complete, end-to-end

Airline Commerce Platform | Sales and

distribution
management

Dynamic Distribution
Incentives |

Payment
Gateway

accelya
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As digital retail reshapes distribution and
modernizes the airline commercial model ...

LUFTHANSA

GROUP UNITED ) N\eANTAS

... Accelya’s acquisition of Farelogix has entrenched our existing
relationships with global network carriers.



Our Large Addressable Market Opportunity

Spurred by rising demand and our Farelogix acquisition, our TAM is forecast to increase materially

2023

New Market S350m D Our July 2020 acquisition of Farelogix provides an
additional forecast $1.8bn in TAM, represented

Pre-acquisition of

Farelogix Core Market $5.0bn here as part of the increase in Core Market TAM

between 2019 and 2023

New Market S100m

D The additional $1.8bn TAM covers capabilities
across Offer & Order and Schedule Planning

D Acquiring Farelogix facilitates Accelya’s provision

Core Market $2.3bn Base Market 52.7bn

of a market-leading solutions suite to customers,
from offer to settlement

Base Market
$1.9bn

’ FARELOGIX® '

An Accelya Group Company

occel Q Notes: TAM = Total Addressable Market size, Base Market = Solutions in existing portfolio with a current market; Core Market = Newly developed products with an unpenetrated market or solutions recently
g acquired through M&A, New Market = New solutions in Accelya’s product roadmap, including the Farelogix product suite. Analysis reflects an indicative market assessment completed in 2019, prior to Covid-19.
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Industry Landscape and Market Trends
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Covid-19: IATA’s April 2021 Industry Forecast

After a challenging 2020, positive sentiment is rapidly returning

IATA Industry Forecast (April 2021)

Global RPKs, trillions per year Pre-COVID19

12 4 baseline forecast

New

baseline
forecast
®
3]
>
—
@
Q
(7]
c
e
E
-
]
x
a
o
©
o
o
&)
2
0 T T T T v T T T T T T T T v

2010 2012 2014 2016 2018 2020 2022 2024

A sharprise in RPKs in 2022 will drive an industry recovery

|ATA’s analysis forecasts a road to recovery

Positive industry
sentimentis returning

Revenues will rebound
when restrictions
are relaxed

Consumer savings will
drive global demand

Major airlines are able
to tolerate further
downside

“As the vaccination forecasts suggests some
advanced economy markets should be able to open
and anticipate a strong fourth quarteras a result.”

“The more positive aspect to the analysis is that air
travel demand and passenger revenues should
rebound very strongly once travel restrictions allow.”

“We know there is pent-up leisure and VFR? demand,
and that a strong economy and accumulated savings
should lead to a rapid rise of global RPKs.”

“Major airlines have raised substantial cash balances
from the capital markets and government aid.”

occelgo Source: ‘Outlook for the global airline industry’, April 2021 (Click here). Notes: (1) RFK = Revenue Passenger Kilometers; (2) VFR = Visiting Friends and Relatives.
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https://www.iata.org/en/iata-repository/publications/economic-reports/airline-industry-economic-performance---april-2021---report/

Key Industry Trends: Driving Growth at Accelya

Accelya is well-positioned to benefit from growing complexity, margin pressure and tech innovation

INDUSTRY TREND DATA POINT

Growing complexity of LCC model g 46%

Of seats were with LCCs in 2017 (6% in 2007)

TAILWINDS FOR ACCELYA

Established LCC customer base
Cross-sell / up-sell opportunity

‘New World’ of airline retailing 52%

Airline direct channel ownership (47% in 2016)

Higher transaction volumes
Dynamic pricing

A 5%

Commercial airline operating profit in 2019

Sustained operating margin pressure

Accelya’s data-driven business
intelligence solutions offering

Ongoing outsourcing of IT solutions 14%

Outsourced market CAGR (2019A-23F)

We are well positioned to
replace legacy in-house systems

Demand-driven recovery 10%

Of revenue derived from ancillaries (5% in 2010)

occelgo Note: Selected data points provided by third party consultantin 2019 and reflect an indicative market assessment prior to Covid-19.

Industry recovery and ancillaries
will drive transaction growth

ial in Confidence
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Reshaping Distribution and Retail: NDC and ONE Order

New industry standards are bringing richer booking content and modernizing order management

NDC (‘New Distribution Capability’) ONE Order
NDC is an IATA-launched program to drive the adoption of a new ONE Order is a single customer record holding all data
transmission standard that will reshape airline distribution required for order fulfilment across the air travel cycle
/ Enables uniform data sharing across booking channels = Extends NDC to streamline order delivery / accounting
Q Enhances communication between airlines and agents «;@f Increases transparency and monitoring of order status

&)
B
\I/
@) -
I\
=

Allows travel agents to bypass margin-eroding GDS’s Defines Order principles between separate entities

Empowers airlines to offer ancillaries, customise offers AP Enables customised offers across payment methods

Le-
H

Airlines are seeking control over their distribution and retail offering

’ FARELOGIX" ‘

Accelya acquired Farelogix in 2020, chosen by IATA as a baseline for NDC XML standard

AnAccelya Group Company Farelogix’s customer base represents 25%+ of PBs! globally, adds c¢.$1.8bn in Accelya TAM

occelgo Note: (1) PBs = Passengers Boarded, a segment flown by a passenger.

ial in Confidence
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In-House Solutions: The Long-Term Opportunity

With ¢.25-35% of solutions in-house, a huge opportunity to replace legacy systems underpins our growth

High tensions with
airlines

IT
Specialist
Suppliers

Outsourcing
Providers

accelya

Narrow Focus,
Scalability
Constrained

Commoditised
Outsourcing
Services

Unable to invest sufficiently to
keep up with rapidly changing
industry

accelya

Increasing industry complexity

Rising margin pressures

Ends need for ongoing investment

Competitive pressure to innovate

Ends reliance on legacy systems

Reduces need for in-house expertise

Implement Accelya’s solution with ease

GDS neutral, leading the distribution revolution

ial in Confidence
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Accelya Solutions India Limited (‘ASIL’)
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Accelya Solutions India Limited: An Introduction

From our 3 offices in India, our c.1,300 staff provide technology solutions to 75+ airline carriers globally

Our highlights Our demonstrated value

i/ 25+years

>80% recurring revenue

Newly refurbished Mumbai HQ

-

181
=7

Partnership with IATA

75+ airline customers

55

#2

Global market leader in revenue
accounting (second to in-house)

A,

S70bn+

Combined value of contracts
managed by SIS annually

Antxe.ncan Etihad
Airlines
Qantas LATAM Airlines

Air India

Virgin Australia

Middle East & Africa

E

Asia Pacific

Revenue (rs. crore)
urope
FY16A: 341
FY19A: 433
Americas
8% CAGR

accelya

cial in Confidence
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Our Offering: Accelya Solutions India Limited

ASIL provides critical financial and industry solutions to a global customer base

Accelya Group: Structure Revenue accounting

Ensures timely and accurate billing and $O_7bn

Qccelgo provides high-fidelity data to drive analytics TAM?

Accelya Group
| #2 by market share globally* ~80% transaction-based model

| 1
Passenger : Industry
| Revenue Assurance & Audit Services

1
1 1 1
Data Analytics Offer Order Revenue Cargo Solutions Indu_stry Identifies, pre’v?nts qnd recovers /eakages from SO° 1bn
Solutions travel agents’ ticketing errors / booking abuses TAMS3

Revenue - Cargo GNRS #1 by market share globally Outcome based revenue model
Accounting Operations
Revenue
: . . Cargo R Indust Cost Management
. = Accelya Solutions India offering g Assurance & J8 aArggoui\{?nngue — sgluut?o;ys 8
Audit Services
Empowers airlines to control costs through SOS bn
data-driven processes that drive profitability TAMS3
| Cost | Cargo Revenue
Management Management
Enhanced profile post-Covid ~70% transaction-based model

l Notes: (1) Financial Solutions includes Revenue Accounting, Payment Solutions and Cost Management; (2) Industry Solutions includes SIS and Revenue Assurance & Audit Services; (3) TAM reflects an indicative market
Qcce go assessmentundertakenin 2019, prior to Covid-19; (4) #2 by market share globally, second only to in-house solutions, holding #1 position worldwide.
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Our Competitive Position: Selected Markets

Accelya is top 3 player across many of our business lines, underpinning our entrenched market position

. Sales & Incentive .

TAM S0.7bn S0.4bn S0.1bn S0.3bn S0.5bn S0.6bn
Forecast TAM
growth
In-House In-House Qcceng #1 In-House #1
accelya accelya In-house In-House #2 In-House

Market Position
(by estimated #3 #3 #3 accelya #3 #3

market share)
#4 #4 #4 #4 #4 #4

H#5 #5 #5 #5 accelya accelya

¥ ¥

Our largest market opportunities to replace legacy in-house systems
(Revenue Accounting, Revenue Assurance) are ASILs focus areas

occelgo Note: TAM, Forecast TAM and market share data provided by third party consultantin 2019 and reflect an indicative market assessment completed prior to Covid-19.

ial in Confidence
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Our Key Strategic Strengths: Accelya Solutions India Limited

ASIL has the resilient business model, product suite and expertise to grow through Covid-19

Resilient business model Revenue Accounting leadership Growing need for oversight NDC and ONE Order ready

Complex, multi-faceted solutions
Contract minimums with low churn

Long-term contracts

*  #1 Revenue Accounting leader

* Transaction based operating model

Enhanced need given Covid-19

Reliance on best-in-class solutions

Order Accounting ready for NDC

Farelogix enhances our capabilities

55

JL

Partner of choice for analytics Long term IATA partnership Audit services capability

Unparalleled access to industry data

Expand high-value data services

*  |ATA’s settlement platform: SIS
*  Neutral Fare Proration (NFP)

*  Accelya central to industry success

Global audit services leader

Audit offering centred in India

A2

accelya

Q
Q O
o)
O—&—O
O O
O

©

(%)

3 centres of excellence across India

Mumbai office refurbished in 2019

©Accelya Group 2021 - Commercial in Confidence



Our Data-driven Vision: Accelya Solutions India Limited

As the only GDS neutral player with a comprehensive product, Accelya has no comparable competitor

Accelya India is a global, GDS
neutral player

P

Supported by a strategic
partnership with |ATA

P

Positions us to solve critical
customer pain points

AR

Aand

accelya

G Mission-critical
Product Suites

accelya

A global leader with
no comparable competitor
and the industry access,
data and reach to succeed

uollisod
Auisnpu| g 9|eas

Modular, mission critical product suite

Leading GDS neutral platform at scale

High quality data sets, trusted third party

Innovative platform, easily implemented

up 2021 - Commercial in Confidence
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Our Strategy for Growth: Accelya Solutions India Limited

Multiple internal levers and broader industry change will support growth for the years to come

Benefit from industry recovery Monetise through cross and upsell Additional complexity from ONE Order @ Enhance our offering + market position

Airlines poised to
satisfy demand

Recovery enhanced

by outsource trend

Focus on commercial excellence Optimize pricing across our portfolio Complete our Offer to Settlement suite

Capitalise on global

sales force, re-org

Sales campaigns to
drive recovery

accelya

@
Apd

&

Suspect

Prospect

Qualification

Enquiry

Proposal

Negotiation

Fill customer
whitespace

Capitalise on tangible
upsell opportunity

Customer contract
indexation clauses

Unlock revenue from
standardized pricing

AirIndia
LATAM

Hawaiian

ol

1
191

=7

SN

==
JIATA

Airlines have
sophisticated needs

Well-positioned i"ﬁl .

*  Opportunity to
develop new IP

Enhance insights as

alongside IATA N

digital retail advances

=

Myt

<

1

)

Enhance proposition through innovation and improvement
Leverage passenger airline offering across Cargo suite

Add tangible capability, from Offer through to Settlement

’ FARELOGIX’ ‘

An Accelya Group Company
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Our Leadership Team: Accelya Solutions India Limited

Neela
Bhattacherjee
MD, Accelya
Solutions

Neela brings more than 30 years of IT industry experience, specifically providing solutions to the service industry

During her 21 years at Accelya, she's held many roles in sales, strategy, marketing, customer engagement and service, and during that time was also

responsible for the acquisition of Speedwing’s (British Airways’ subsidiary) products

Prior to Accelya, founder and CEO of Sofcell, providing services to customers and agencies including The Taj group of Hotels and Reliance Industries

Uttam brings many years of financial expertise to the fore at ASIL, having worked at Accelya Solutions India for over 16 years since 2004
Working closely with the previous ASIL CFO, Uttam oversaw the corporate finance and controlling function prior to his appointment as Chief Financial Officer

Uttam holds an MBA from IBS Pune

Philip
Fernandes
Global Head of
Revenue and
Settlement

Uttamkumar
Bhati
Chief Financial
3 Officer
JE A

Philip brings many decades of airline industry expertise, including a career at Accelya Solutions India spanning over 32 years
Responsibilities include converting customer needs into innovative solutions across passenger revenue accounting, revenue assurance and cost management

In 1997, Philip was instrumental in creating APEX, the IATA-chosen Neutral Fare Prorate (NFP) for the association’s First and Final (F&F) initiative and was part

of the initial team that designed, developed and implemented PRAXIS, a revenue accounting system for Air India, Accelya Solutions’ first airline customer

accelya
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Accelya Solutions India Limited: Financials
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Predictable revenue generation

* >80% of revenue recurring in nature,
with contractual minimums for
multiple contracts

A2

Diversified revenue streams

* Revenue diversified across multiple
customers and geographies

573

Our Resilient Financial Profile: Accelya Solutions India Limited

Predictable, recurring revenue derived from long-term contracts agreed with a global customer base

High EBITDA margins

* Consistently high EBITDA margins
(36-39% FY16-20)

B

accelya

High quality customer base

* Long term contracts for mission
critical software solutions with
global network carriers

N

Resilient to Covid-19 pressures

* Given challenging industry backdrop,
revenue fell only 5% in FY20

55

ial in Confidence
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Our Response to Covid-19: Accelya Solutions India Limited

Cost rationalization and enhanced customer engagement has sustained our financial strength

Financial health assessment completed Enhanced customer engagement Business continuity plans executed

: ¥

* Comprehensive assessment of our * Understanding our customers’ needs, * Successful transition to home working
financial position during challenging times exchanging relief for contract extensions

* Employee wellbeing focus to retain talent
* Cost rationalization across our cost base * Aligning our offering in a changing world and sustain staff productivity

We are servicing our customers’ evolving needs, with our operations minimally impacted
We have preserved our financial resilience despite a challenging industry backdrop

We remain poised and well-positioned to capitalise on an imminent market recovery

accelya

ial in Confidence
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Key Metrics: Profit & Loss

With a proven track record of growth, our business model has proven resilient to Covid-19 pressures

Revenue from operations (rs. Crore)

500 H2 Covid
CAGR: 8% impact
(FY16-19)

Consistent growth in revenue and EBITDA FY16 to FY19

450 Financially resilient: only 5% fall in revenue / EBITDA in FY20
400 | |
350 Stable EBITDA margin of 36-39% across FY16 to FY20
300 | |
250 Steady PAT margin of 21-24% across FY16 to FY20
FY16 FY17 FY18 FY19 | Fv20
EBITDA (rs. Crore) Profit after Tax (Rrs. Crore)
Sl CAGR: 9% H2 Covid AT i ) 25% 30%
(FY16-19) impact g 23% 510
. .@ ——————— 27% 6
- @ ‘ ‘ @ 100 2 m 20%
150 . +15% (10%)
+9% +2% o

100

50

FY1e FY17 FY18 FY19

_______

Note: Accelya Solutions India financial year end is 30 June.

accelya

50 T T T

FY1e FY17 FY18 FY19

H2 Covid impact

cial in Confidence

©Accelya Group 2021 - Commer



Key Metrics: Revenue

Revenue diversification across products, customers and geographies lends to effective risk management

500 s

400

Revenue from Finance Solutions reflects market dominance
Reflects Covid impact

300

Customer revenue reflects our network carrier relationships
200

100

Revenue by geography well-diversified across continents

FY18 FY19 FY20

[ \
| 1
| 1
h 1
| 1
| 1
| 1
| 1
\ 1
\ 1
| 1
h 1
| 1

1
| 1
| 1
\ 1
\ |

B Finance Solutions M Industry & Audit Solutions B Commercial Solutions M Cargo & Logistics

Revenue by customer (rs. crore) Revenue by geography (rs. crore)

200 Reflects Covid impact

500

400 Reflects Covid impact XY e SO mmweeRR 0 ____ .

i \

300 :' ; 300 : !

200 ! : 200 i i

100 : : 100

_ FY18 FY19 I FY20 I i i FY18 FY19 FY20 . OMFY21
ETop5 B Top6to 10 B Others B Asia Pacific B Middle East & Africa B Americas Europe
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Key Metrics: Balance Sheet

Highly capital efficient with a demonstrated track record of delivering returns to shareholders

Highly efficient working capital cycle (rs. crore)

13% We are an efficient, working capital light business

Strong operating cashflow given high margins and profitability

, Shareholders are rewarded through our dividend policy

FY16 FY17 FY18 FY19 FY20

mmmm Net Working Capital (Rs. Crore) == As a % of revenue

Strong cash flow generation (rs. crore) High dividend payout (rs. crore)

86% 81% 78% Investment in Mumbai

77% HQ refurbishment
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B Cash Flow from Operations (Rs. Crore) == CFO to EBITDA (%) mmmm Dividend payout (Rs. Crore) 8- Payout ratio (%)

occelgo Notes: (1) Accelya Solutions India financial year end is 30 June; (2) Payout ratio = Amount of dividend paid as a % of that year’s profit after tax.
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Key Metrics: Quarterly

With a proven track record of growth, our business model has proven resilient to Covid-19 pressures

Revenue from operations Stable, predictable revenue generation until Q4 20

14% 11% 11%

5% 7%
Impact of Covid-19 led to a reduction in activity from Q4 20
(37%)  (35%)
109 122 114 e | .
3 Initial signs of a market recovery can be seen in Q2 and Q3
3QFY19 4QFY19 1QFY20 2QFY20 3QFY20 4QFY20 1QFY21 2QFY21 3QFY21 . o . . .
4 Cost rationalization measures positively impacting EBITDA
EE Revenue from operations (Rs. Crore) == YoY growth (%)

45% 27%
38% 40% 5% 4% 24%
27% 15%  15%
18% 18%
33
40 26 27
23
1 l
3QFY19 4QFY19 1QFY20 2QFY20 3QFY20 4QFY20 1QFY21 2QFY21 3QFY21 3QFY19 4QFY1S 1QFY20 2QFY20 3QFY20 4QFY20 1QFY21 2QFY21 3QFY21

B EBITDA (Rs. Crore) == EBITDA margin (%) B Profit after tax (Rs. Crore) == Profit margin (%)

occelgo Note: Accelya Solutions India financial year end is 30 June.
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Our Worldwide Footprint

With centres of excellence worldwide, Accelya Group is uniquely positioned to service airlines globally

USA, Miami, FL

accelya

mm;ﬁ'—

Middle East & Africa

UAE, Dubai

Tunisia, Tunis

Europe

Spain, Barcelona
Spain, Madrid
UK, Camberley

We employ €.2,100
staff worldwide

APAC

India, Mumbai
India, Pune
India, Goa

Singapore

ial in Confidence
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Our Leadership Team: Accelya Group

John
Johnston
Chief
Executive
Officer

John was the founding CEO of Luxembourg-based CHAMP Cargosystems and a former CIO & Vice President of Cargolux Airlines

During his career serving the aviation industry for 25 years, John has held senior executive positions in several countries and provided consulting services to a
number of global airlines. John sits on the board of directors of companies in Asia, Europe and the United States

John has been involved in the development of computer hardware, radio frequency handheld systems, and airline operational andfinancial solutions and led
the creation and growth of CHAMP Cargosystems into the world’s leading IT solutions provider to the air cargo industry

José Maria

Responsible for the financial management of the company and plays a key role in the definition and implementation of Accelya’s strategy, including mergers
and acquisitions

= Hurtado
Chief Financial Prior to joining Accelya in 2007, José Maria headed finance for Siemens VDO Automotive in Spain and France for more than 10 years. José Maria started his
‘ ( . Officer professional career at KPMG
Responsible for the organization’s commercial and financial solutions portfolio
Jim Davidson Prior to its acquisition by Accelya, Jim was CEO of Farelogix, a recognized disruptor and leader in airline distribution and commerce technology. Prior to 2005,
Chief Product he was President and CEO of NTE, a supply chain solutions company focused on transportation pricing and transaction engines
Officer He also held several senior leadership roles, including President and CEO of Amadeus Global Travel, North America; Head of Sales and Marketing at System
One; and Vice President of Marketing at Reed Travel Group/OAG
Neela Neela brings more than 30 years of IT industry experience, specifically providing solutions to the service industry
Bhattacherjee During her 21 years at Accelya, she's held many roles in sales, strategy, marketing, customer engagement and service, and during that time was also
MD, Accelya responsible for the acquisition of Speedwing’s (British Airways’ subsidiary) products
Solutions

Prior to Accelya, founder and CEO of Sofcell, providing services to customers and agencies including The Taj group of Hotels and Reliance Industries

accelya
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Our Acquisition of Farelogix

A market-defining transaction putting Accelya at the forefront of the distribution and retail revolution

Farelogix: Reshaping our industry

Distribution cost savings

Airlines are actively seeking to bypass GDS to reduce distribution costs

N4 Farelogix chosen by IATA as baseline for NDC XML in 2013
1
?T?S//L Airline customer base represents 25%+ of PBs?* globally
Q NDC Level 4 certified, c.250 staff employed in FL, USA
@ Acquisition adds ¢.51.8bn in TAM to Accelya Group

Customer
acquisition Channel
19% distribution
51%
Ancillaries

2%

Ay Total
Distribution
Cost Mix?

GDS and agency
commission make up >50%
of distribution costs!

Payments
28%

’ FARELOGIX" ‘

An Accelya Group Company

occelgo Source: Infrata, ‘Airline Distribution Costs’ 2017. Notes: (1) PBs = Passengers Boarded, a segment flown by a passenger; (2) Based on archetype of large network carrier with substantial home market.
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Revenue Accounting: An Overview

Ensures timely and accurate billing and provides high-fidelity data to drive actionable analytics

Rank? E-2-E Integration Functionality ~ Service Level Sustainability =~ Global Reach
arge in-house marke
D largein-h ket 'Salnininininiaiaieieiell <~
facele v v @ @ @ D
o e e b b b b 8 b M T
ncrease in interlining as models ]
b | in interlini LCC model
SO 7bn Competitor #2 None
. become more complex
TAM?
Competitor #3 None
ncillary products complicate critica
D Ancill duct licate critical
revenue monitoring tasks Competitor #4 None

Financial resilience Quality customer base

1
(J;@)f 151 American Airlines Etihad
N
3-5 Year ~80% LR
contract length, high transaction-based arket player Qantas Air India
o globally (second only to
switching costs revenue model . .
in-house solutions)

occelgo Notes: (1) TAM and market share data reflect an indicative market assessment undertakenin 2019, prior to Covid-19; (2) Indicative ranking based on relevant product functionality and associated considerations.
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Revenue Assurance & Audit Services: An Overview

|dentifies, prevents and recovers leakages from travel agents’ ticketing errors and booking abuses

Rank? E-2-E Integration Functionality ~ Service Level Sustainability =~ Global Reach

|
D Airlines increasingly aware of how I accelua #1 \/ I
accely ® o 92 o

revenue leakage impacts profit | | T e e e s e s s e e s e s s s s s s s s s s s s

So.lbn Competitor #2 None

TAM? D Need to eliminate inefficient
distribution costs and track down Competitor #3 None
bad bookings and inventory abuse
Competitor #4 None
T
(J;@)f 191 Qantas Singapore Airlines
=7 >
- #1
3-5 Year Outcome based o . ,
contract length, high revenue model market player Garuda Airlines Virgin Australia
switching costs globally

occelgo Notes: (1) TAM and market share data reflect an indicative market assessment undertakenin 2019, prior to Covid-19; (2) Indicative ranking based on relevant product functionality and associated considerations.
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Cost Management: An Overview

Empowers airlines to control their costs through data-driven processes that maximize profitability

Workflow Accounting/ Flight Easeof
) o Rank?  E-2-ElIntegration Module Accruals Profitability Integration
D Increasing degree of centralization ([~ m e e e e e e e e e e e m e m e m e m e m e mm e ——— - — === = \
of cost management within airlines I OCCG[QO #1 v . Q O Q I
e o e e e o e htbtttbt'"d”btb8V L vVt b8 b8 b 8 M b Mo J
$0-5 bn D Ongoing competitor difficulties Competitor #2 None
TAM? presents opportunities
Competitor #3 None
D Enhanced profile due to Covid-19 )
Competitor #4 None
Financial resilience Quality customer base
1
(J;@)f 151 United Air New Zealand
3-5Year ~70%
contract length, transaction-based Qantas Singapore Airlines
switching costs revenue model

occelgo Notes: (1) TAM and market share data reflect an indicative market assessment undertakenin 2019, prior to Covid-19; (2) Indicative ranking based on relevant product functionality and associated considerations.
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Thank you

© Copyright Accelya Holding World S.L. and its subsidiaries (hereinafter jointly referred as Accelya Group). All rights reserved.
Contents in this document are confidential and proprietary to Accelya Group. No part of this document should be reproduced, published, transmitted or distributed in any form or by any means, electronic,
mechanical, photocopying, recording or otherwise, nor should be disclosed to third parties without prior written approval from Accelya Group.
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