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2019 in 10 paragraphs

Below we present selected key financial indicators and their long-term evolution. We nonetheless encourage

the investors to read the report in its entirety, in order to have a clearer picture of the Group's evolution in
2079.

Consolidated figures, [in thousands of lei]:

Revenue Operational Profit Net Profit CashFlow Oper. Cash Flow  Assets Cash Shareholder Market
Equity Cap.
2014 8,180 582 115 394 792 5,428 813 865 7,896
2015 9,993 1,608 889 471 2,195 8,253 3,008 1,920 8,108
2016 13,667 1,929 870 (1,768) (652) 10,446 2,355 3,100 21,418
2017 27,682 2,743 1,206 373 8,705 30,898 11,060 5,961 16,982
2018 47,891 1,319 4,408 3,397 1,988 59,069 13,048 14,001 55,530
2019H1 39,747 (2,504) |  (5,050) (1,941) 2,174 71,760 15,222 13,219 175,089
2019H2 60,003 4,629 2,419 10,443 5,602 88,462 20,824 12,372 112,717
2019 99,750 2,125 (2,631) 8,502 7,776 88,462 20,824 12,372 112,717
CAGR 65% 30% -287% 85% 58% 75% 91% 70% 70%
YoY 108% 61% -160% 150% 291% 50% 60% -12% 103%

Best H2 in history

The second half of 2019 was the besthalfin Bittnet Group's history, with all the
companies being profitable and the Group recording significantly better financial results than in the first half of
2019. In the second semester the operating profit was of 4,6 million lei and the net profit was approximately
2,5 million lei, while the cash flow from operations exceeded 8 million lei.

The investment in Dendrio has started to pay off, and the signs are positive. The significant profit registered in
the second semester gives us confidence that we have overcame the hard part of the "J-curve". Moreover,
between the end of the fiscal year and the date of publication of this report, we continued to record revenues
from the business transfer, exceeding the threshold of issuing the last installment of the payment regarding
the transaction with Crescendo. Thus, we can say that we have successfully completed the business transfer,
and from 2020 we will shift our attention towards accelerated growth and return on the investment.

If we analyze the entire fiscal year 2019, the consolidated business of the group increased by more than 100%,

reaching the total value of 99,8 million lei. Operating profit increased by 60% compared to 2018, up to
2.1 million lei, and the operating cash flow exceeded 8 million lei.

During 2019 there were discussions in which the investors focused on the consolidated result of the Group,
which is normal, but it does not take into account the individual results which make up the consolidated
result. Thus, the negative result registered by Dendrio in the first half of the year diverted the attention from
the evolution of the other companies in the group. For example, at the level of the full year 2019, the other
company under the Technology division, Elian Solutions, recorded revenues of 4.7 million lei, which is

an increase of 20% compared to 2018, and an annual profit of 261,000 lei, higher by 31% when compared to
2018.
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The results of Bittnet Systems SA, the listed company, include on the other hand the individual results
generated by the IT Training activity (the 'Education' Division) and the activities of the 'mother company' of
the group. If we turn our attention to the Education Division, it has achieved spectacular results in the course
of 2019 and additionally, it has managed to launch 4 new products that have the potential to revolutionize the
group's revenues in the future.

In the case of Bittnet, we are referring to the UXI platform, which simplifies the management of the learning
processes of our clients, and in the case of Equatorial we are talking about 3 new games, all launched in Q4
2019, which means that they did not yet generate any results last year. Even so, Equatorial’s business
exceeded 3 million lei, and the profit increased by 13%, to 247,000 lei. The revenues registered by Bittnet from
Equatorial in 2019 represented a capital return of over 20%!

In the case of Bittnet Training, the operational activity generated a turnover of 12.68 million lei, an increase of
71% compared to 2018 and an operating profit of 2 million lei, compared to loss of 71,000 lei in 2018. The gross
profit of the Education line amounted to 792,000 lei, up by 1.7 million lei compared to 2018.

We believe that these results once again demonstrate the theory that these businesses work better on a larger
scale, thus justifying our desire to continue accelerated growth. For example, in 2019, only the "IT Training"
business line generated revenues comparable to those recorded by the entire company just 3 years ago,
in 2016.

In the course of 2019, Bittnet shareholders registered an increase in the value of the investment of over 57
million lei, representing a 90% increase. We intend to continue in 2020 with our approach that has generated
a compound annual growth of 70% from 2015 until today, meaning to realize a capital increase with free
shares in proportion of 7 free shares to 10 shares held, accompanied by a capital increase with new
contributions, with good (20%) return for investors.
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Since listing on AeRO market 5 years ago, Bittnet has registered increases of revenues, assets,
cash-flows, and shareholders’ equity, with an average compound annual growth rate of 70%
for each of these indicators in the specified period. As a result, also our market capitalization
has grown 14 times, from 7.9 million lei on 15th of April 2015, until 112 million lei as of last day
of December 2019. Also, the shareholders liquidity of BNET shares have improved
significantly. Last year, BNET shares were the 17th most trade stock on Bucharest Stock
Exchange - what for us was the conclusive evidence that the transfer to the Main Market is
a natural next step that will offer our shareholders even more liquidity. We closed 2019 with over 1,400
shareholders and 700 bondholders, whom we thank for sharing our long-term vision regarding our company
as well as business model.

We estimate that with the transfer to the Main Market, in Bittnet shareholding might enter institutional
investors in Bittnet as well as Bittnet shares might be potentially included in BVB's indices. Last but not least,
by being listed on the Main Market and having access to larger pools of capital, we are confident that we will
be able to continue finance the further accelerated growth of our business in a more effective and sustainable
manner. We were pleased that the positive vote during the General Shareholders Meeting Decision from
January 29th, 2020 showed that our investors are aligned with our point of view and are sustaining our decision
to move to the Main Market.

When we talk about the opportunity to access larger pools of capital, we are thinking about the future M&GA
transactions, especially across the CEE region, for which we have already have an appetite and which we have
announced in November 2019, as one direction in which we consider the future of Bittnet Group to be. Before
we dive into the future, it is worthy to take a look at the past year, 2019.

2019 has been a different year than the two years we have had before - while in 2017 and 2018 we have
focused on expansion and acquisitions (GECAD, Elian, Equatorial and transfer of IT&C Division of Crescendo),
2019 has been a year of much needed consolidation and alignment of the strategies. In 2019 we shifted our
attention from the M&A activity to the organization of operations on a significantly larger scale, redesigning
the organizational chart with new roles, with the processes and tools capable of ensuring scalability for the
next period.

Coincidentally, 2019 was also a year of political and economic tensions that the whole Romanian business
environment had to go through, marked with OUG 114, elections and overall political instability. This context,
which is referred to be experts as VUCA - volatility, uncertainty, complexity, ambiguity, had a direct impact on
the plans of our clients from both public and private sectors and which in turn, had a direct effect on our
business as part of the projects from the pipeline were postponed to 2020.

Nonetheless, even in the unfavorable market environment, we have managed to reach revenues at the
consolidated level of approximately 100 million lei, a growth of over 100% compared to the previous year. The
operating profit grew by 60% compared to 2018, to 2.1 million lei while the net profit decreased from 4.4
million lei to consolidated loss of approximately 2.6 million lei in 2019.
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The difference between the operational and net profit was especially caused by over 125% increase in interest
expenses, up to 2.8 million lei, as well as 13 times increase in depreciation, up to 2.3 million lei. Additionally,
application of IFRS2 standard generated a non-cash accounting adjustment of 1 million lei. These three
elements resulted in the company having a net loss at the consolidated level in 2019. On the other hand, the
two halves of the year were different, first one bringing a net loss of 5 million lei while the second one a profit
net of 3.4 million lei and accounting adjustment of 1 million lei.

| would like to dedicate some of your attention into more in-depth look at the 2019 results registered at the
level of the two business lines as well as individual businesses. It is important to underline that at the
organizational level, starting from 2019, each of the two lines of business, education and technology, has
different goals and plans for independent development, without being linked to the objectives of the other
line of activity. In this way, each of the two lines of business can develop faster, in the directions considered
relevant, in the most agile ways. Therefore, we only consider it right that they are given individual attention
also from our shareholders.

2019 has been a year of great growth at the revenues number but a mixed result when it comes to the
profitability.

“Technology” business line, which includes Dendrio and Elian, has been the largest contributor to the turnover
growth, as the revenue of the line grew from 40.4 to 86.9 million lei. Out of that amount, in 2019, 4.7 million
lei revenue came from Elian, alongside the net profit of 261,000 lei, which overall results in an impressive
increase of 20% of revenues and 31% of net profit compared to the 2018 result.

The remaining revenue has been generated by Dendrio and resulted in a loss registered by the company of
3.3 million lei. Here what is significant to underline the fact that in 2019, Dendrio has registered 12 months of
costs, but only 9 months of revenues - process which was previously signaled by us and which was caused by
the integration of the IT&C division of Crescendo into Dendrio.

This hypothesis is further supported by the fact that in the second half of the year, Dendrio has generated a
net profit of 1.5 million lei makes us confident that we are over the maximum depth of the “J-curve” and the
business is slowly recuperating and is coming back on the growth path that will also support the overall
profitability of the business at the consolidated level. Therefore, we continue paying maximum attention to
Dendrio in order to ensure accelerated revenue growth and to organize it more efficiently and with an
increased focus on profitability.

While all the investment plans previously presented to investors were built with a significant margin of safety
of 5 years, we believe that the efforts from 2019 and Q1 2020 will significantly improve Dendrio’s overall
situation in the years to come.

Moving onto the “Educational” line, which includes Bittnet Training and Equatorial. Bittnet Training has
registered revenues of 12.83 million lei while the operational profit was 3.3 million lei, compared to 2 million lei
in 2018 while the gross profit was 2.2 million lei in 2019 compared to 1.9 million lei in 2018.

What is important to mention here is the fact that in 2019, the educational division has launched 4 products
which are expected to bring first revenues in the course of 2020 and have a potential of revolutionizing the
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overall turnover at the Group level. 3 out of these 4 products are games developed by Equatorial. Speaking
about Equatorial’s performance, | would like to underline here that in 2019, Equatorial’s revenues overpassed
3 million lei while the profit grew by 13%, to 247,000 lei. This means that Bittnet’s investment in Equatorial
brought in 2019 a capital return of over 20%.

A last element when we analyze the 2019 performance is the results registered by Bittnet Systems SA, that is
the mother company of the group, which registered revenues from the IT training activity, some “legacy”
revenues from the IT integration activity as well as revenues and expenses related to the activity of the mother
company.

Ending up the brief financial analysis, | would like to underline that the gross individual profit of Bittnet Systems
SA, together with the share premiums and the profits retained from the past years, allows us to propose to
our shareholders a distribution of the free shares during this year, with a distribution rate of 7 free shares for
each 10 shares held. In this manner, we continue to implement the development model that we have promised
to our shareholders and implemented year-by-year since 2015.

We enter 2020 strong, with many new projects in the pipeline as well as pool of loyal customers who have
been an integral part of our strong growth over the years. The local and global market evolution are also very
favorable for our business. As an example, ANIS estimate that the Romanian IT industry currently employs
over 150,000 people, with a prospect of growing up to 300,000 employees in the coming years. For us, as
market leader in IT training, 2019 has been the best year in history for the training activity, having trained
4,000 students, who are the said IT employees the ANIS study covers.

The projected growth best shows the potential that in order to grow the market share from 1% to 2% or 5%,
which would generate double, or quintuple revenue, there is no need for a certain market evolution. All that
is necessary is to continue the sales efforts, both with the help of classic tools, such as through sales and
marketing team, as well as new IT tools, such as our UXI platform. We have seen this model apply to Bittnet
Training’s business over the course of past years and we are confident it will continue to yield results also in
the coming future.

Moving into more complex projects, at the end of 2019 we have announced our partnership with investment
platform ROCA. We strongly believe that any company will soon become a technology company. Through
strategic partnerships, we are confident we can have a positive impact at the next generation of the Romanian
entrepreneurs, helping them in the process of digitalizing their business.

At the same time, technology itself does not solve all the problems of a company and therefore
through collaborations, we plan also support an optimal ecosystem of growth and professionalization of the
management teams of the companies. This does not only mean providing IT&C solutions to companies but
also ensuring that the respective teams have all the necessary skills, such as digital skills, robot and automation
programming but also critical thinking and human skills.

Just recently, the World Economic Forum has estimated that by 2022, at least 54% of all employees will need
reskilling and upskilling in order to meet the demands of their ever-changing job. On the other hand, McKinsey’s
2019 study “The Rise of Digital Challengers: Perspective on Romania” estimates the digitalization can be an
engine of durable growth for Romania, adding over EUR 42 billion to Romanian GDP by 2025.
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Pairing these data together clearly indicates the potential of the local IT market and the growth prospects for
the very near future. As Bittnet Group is a unique player on the Romanian market, having distinctive
educational as well as technology division to our business, we think that we have a unigue opportunity to build
our leadership in this niche and become a market leader in the area of technology and resulting from it,
technology education.

We are now fully aligned at a Group level and as a result thereof, we are also ready to develop complex
projects for our clients, combining multiple elements from portfolios of different companies, making us the
partner of a choice for end-to-end digital transformation of our clients. We remain dedicated to the goal of
turning Bittnet into a player of a reference on the CEE markets in next 10 years.

Overall, we are confident about what 2020 holds, including the beginning of BNET's journey on the Main
Market. We remain dedicated to maintaining the accelerated development of the Group, based on the key
pillars of growth mentioned throughout this report. At the same time, we continue to pay utmost attention to
always identify first-hand the major trends in order to always remain ahead of the technological and socio-
economical curve.

We will continue to do this based on the human and business values that have brought us here: honesty,
flexibility, competence, professionalism. In this process we will not forget about optimizing our access to
finance, developing our products portfolio, forming new partnerships as well as, most importantly, involving
our employees directly in the development of our company. Here | would like to underline some of
fundamental believes we have at the organizational level, namely, to share the value created with all the
actors involved in the process. Bill Gates and Mark Cuban support that you need to involve employees in the
company as shareholders, as the only way to create great assets. That is why we have always encouraged to
involve as many of the team members in sharing the interests of the shareholders and we are happy that last
year, aligning these interests have brought tangible results.

Last year, the value of the company increased by 57 million lei. We estimate that approximately 11 million from
that sum has represented the growth of the holdings of our employees, who have accepted that a significant
part of their financial reward to be directly related to the value brought to the shareholders. We plan to continue
to operate under this model as we are confident it will be fundamental in accelerating our growth, and value
to the shareholders, in the years to come.

In addition to delivering financial results, we aim to continue to excel in the area of transparency and investor
relations, for which we have been recognized over the 5 years as a public company. In this regard, in 2019 we
launched a new version of website for investor relations: https://investors.bittnet.ro/. The current structure
resulted from in-depth research and good practices specific to the stock exchange and websites dedicated to
investor relations.

The site has been designed in such a way that it is easier to use, the information is presented in graphic form,
it is integrated with the Tradeville’s website and has developed a number of new sections, dedicated to
corporate bonds, testimonials from our investors, and many more.
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linvite you to continue reading about our performance in the course of 2019 on the following pages and | hope
that we have provided sufficient amount of information that will help you better understand all the revenue
and profitability drivers of our business.

Like in the previous years, | would like to use this opportunity to extend to you an invitation to the Bittnet
Investor day, which this year, will take place on April 15th. Considering the current context (state of emergency
and quarantine imposed by the military ordinance), we made the necessary arrangements for this event to
take place online, using the technologies that the Dendrio puts at the disposal of its clients.

In addition, due to the same situation, we made have put efforts in order to have yet another premiere on the
Romanian capital market: organizing the Annual General Meeting of Shareholders in virtual format, using
technology. Thanks to the solution, the shareholders will be able to send us the vote electronically, for the
entire duration between the reference date and the end of the vote in the General Meeting. | encourage you
to join us as many as possible at our online GMS, but also send us your vote starting from April 21, 2020!

Mihai L ogofdtu
CEO Bittnet Group
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Specify the date of establishment of the company

Bittnet was founded in 2007 by Mihai and Cristian Logofdtu, both of whom are still occupying leadership
positions within the company. From its early beginnings, Bittnet was focused on delivering IT training and
integrated network solutions, based on the technologies of the market leaders like Cisco, Microsoft, Dell,
Oracle, HP, VMware, Google, Amazon Web Services, etc.

In February 2009, the company changed its legal status into a joint-stock company (SA), following an increase
of share capital, using profits generated in 2008. In 2012, the company had another capital infusion received
from business angel Razvan Capatina, who still remains a significant shareholder of the company.

Since March 2015, Bittnet is listed on AeRO market of the Bucharest Stock Exchange with ticker BNET. Bittnet
was the first IT company to ever list on the BVB, following an infusion of EUR 150K into the company, received
from Polish fund Carpathia Capital SA in exchange for 10% stake. Since then, Bittnet has been actively using
capital markets mechanisms in order to grow and develop, having already successfully placed five bonds
issues, 2016, 2017, 2018 (twice) and in 2019. In almost 4 years since listing on the Bucharest Stock Exchange,
Bittnet has attracted more than EUR 10 million using capital market financing mechanisms (corporate bonds,
capitalization of profits, capital increases, etc.), with part of the capital being used for fueling M&A activity.
Since 2016, the company has followed the patented success model of Banca Transilvania, distributing to the
shareholders the accrued profits in the form of free shares, and consistently growing its share capital through
the years.

In 2016, the company has created a new area of competence by introducing consultancy and cloud migration
services. As a result, thereof, Bittnet has launched a number of client-engaging actions strictly for this range
of services, targeting a new group of clients, with a slightly different profile. Throughout 2017, the company
continued to invest in increasing and diversifying the technical competencies specific to AWS and Azure in
order to be able to respond to incoming requests.

The company’s founders have always believed that the Romanian IT market needs to be strengthened and
consolidated. Therefore, in the course of 2017 the company has identified the first opportunity to act in this
direction and acquired GECAD NET from Radu Georgescu. The process of acquiring and the subsequent
turnaround was a success as following the acquisition, at the end of 2017, GECAD has ended the year on profit
for the first time in 3 years. In the first half of 2018, GECAD Net rebranded to Dendrio Solutions. Today, Dendrio
is the only "multi-cloud" integrator in Romania, having a consolidated position as a highly certified company
by the world's leading IT vendors focusing on cloud and cybersecurity.

In April 2018, Bittnet has adopted the Group structure and restructured the business, which is nowadays based
on two key vectors:

e Education, which currently consists of IT training segment where Bittnet Training is @ market leader.

e Technology, which will be focused on IT integration services, offering integration solutions that were
previously offered by both, Bittnet and GECAD NET. This activity will have a shared products, services
and solutions portfolio and a larger team that allows for bigger workload, both from technical and sales
standpoint.
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group

Soon after announcing the new structure, Bittnet has announced two new acquisitions - purchasing of a
majority stake in ERP solution provider, Elian Solution as well as game-based learning company, Equatorial
Gaming. Following the acquisition, activities of Equatorial were integrated under ‘Education’ division while Elian
completed the IT integration services offer by adding ERP solutions to the group’s portfolio. In October 2018,
Bittnet has announced that it has successfully closed negotiations for purchasing the IT&C integration activities
of Crescendo International SRL, a company with 25 years of experience in Romania and foreign markets. The
activities of Crescendo were integrated in Dendrio and, as a result of the merger, the company was able to
benefit from a more stable business structure, extended personnel as well as enlarged portfolio of customers,
products and services.

Today, Bittnet Group has two key 2 divisions, education and technology. The company has a total of 120
employees and collaborators, who work in and for one of the 4 companies included in the group.

Description of key activities of the company - the group
structure
Following the acquisitions carried out in the past years, Bittnet Group has undergone a major development -

from a single company operating in two key areas of education and technology to a Group that now includes
several organizatins active in these two key areas of interest.

TECHNOLOGY EDUCATION

Game Based
Learning

Business

Multi-cloud

integrator Apps

dendriys

a bittnet company

bittnet
ELIAN AB"G'.UOIOl

3 for ne: Your skills, Upgraded
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Bittnet Training

e Shareholding structure: mother-company, Bittnet Systems SA, which is listed on the stock
exchange, which keeps at this moment the IT training activity

e Responsible: Dan Berteanu, VP of Education Bittnet Group

e Number of employees/collaborators: 45

¢ Website: www.bittnet.ro, https://bittnet.training

II. Equatorial Gaming SA

e Shareholding structure: 24,9989% Bittnet SA (with an option to increase until 45%); rest -
founders

e Responsible: Diana Rosetka, Managing Partner

e Number of employees/collaborators: 15

e Website: www.equatorial.ro, www.vrunners.com

. Dendrio Solutions SRL

e Shareholding: 100% Bittnet SA

o Key responsible: Cristian Herghelegiu, CEO
e Number of employees/collaborators: 45

e Website: www.dendrio.com

V. Elian Solutions SRL

e Shareholding structure: 51.0082% Bittnet SA, rest split equally between founders
e Responsible: lulian Motoi, CEQ

e Number of employees/collaborators: 22

e Website: www.elian-solutions.ro
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"The first step is to establish that something is possible; then a probability will occur.”

4D

Elon Musk
’,f 2019 represented for Dendrio, company of the Bittnet Group that delivers integrated IT
/ solutions, a year of consolidation both at the level of the teams and at the level of the

solutions offered to the market. Throughout the entire year, Dendrio team went through an intense process of
alignment and operationalization, while also managing to achieve a significant increase in the IT integration
activity. In this sense, Dendrio's activity recorded revenues of 82 million lei, more than double compared to 40
million lei in 2018. The 103% increase is due to a 27% increase in figures comparable to 2018, and the rest of
76% comes from the business transfer signed in 2018 with Crescendo International. The organic growth rate
of 27% registered by Dendrio significantly exceeded the ANIS estimate, of 14.3% growth recorded by the
entire IT sector in Romania in 2019.

The continuous growth of the IT integration activity has proven that the growth strategy based on the two
pillars - the organic growth of the business and the generation of synergies through acquisitions and
consolidations in the profile market - is successful. We clearly notice that at the level of the entire Romanian
IT market, this consolidation process accelerated - in 2019 and at the beginning of 2020, several important
transactions were recorded, such as SNEF-NetBrinel, Cognizant-Softvision and the recently announced
transaction between S&T Romania and Cronus eBusiness. It is important to underline the fact that Dendrio still
has a unigue position on the market - by belonging to the Bittnet Group - having the possibility to offer its
clients an extremely wide range of solutions related to the IT field, from specialized training, to high-
performance IT infrastructures, up to ERP / CRM business applications. In this way we can significantly increase
the number of clients with whom Dendrio interacts but also the depth of the services offered.

During the Bittnet Investor Day from April 2019 we mentioned that during the year 2019 we will focus on two
growth pillars in the IT integration activity:

1) Integration of the Dendrio team as a result of the business transfer from Crescendo; and

2) Initiating a change process at the level of the business model - the transition to value-added
services, from "technical functionality" to "value for the customer" and from "technical complexity" to
"operational simplicity".

1. Integration of Dendrio - Crescendo teams. Regarding the integration of the teams we can say that,
although the integration process is normally a long one, the end of 2019 was practically the moment when the
Dendrio team exceeded the turning point - the last quarter of 2019 marked the quarter with the one highest
value in the company's history (gross margin of 1.15 million euro in 2019 versus 608,000 euro in 2018). This
result was obtained by several steps, the most important being:

e aligning sales teams under common management;

e rebalancing client portfolios to use the benefits offered by local teams;

e implementation of a common mechanism for identifying and profiling opportunities - centered on a
team of architects and specialists in technology;
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e creation of joint projects for the implementation teams;
e development of joint projects with major vendors (Microsoft, Cisco, AWS, Autodesk, DEIEMC, HP);
e the operational platforms have been unified and currently a single CRM platform is used to manage
the interactions between customers and Dendrio;

e attracting "enterprise" type of projects in which the combined teams can work together throughout the
entire operational flow.

Of course, the process of aligning the objectives throughout the company will continue throughout the year
2020, with main objective being the increase in business agility - faster identification of the real needs of the
customers and reducing the delivery time of the technological solutions to them.

2. Value added services. From complex to simple!

We believe that companies in Romania (as in the entire region of Eastern European) can benefit from an
extraordinary boost if they manage to use their capital and resources to truly create value through what they
offer on the market. In this regard, we believe that those companies that succeed in using technology (including
IT) as a lever to achieve sustainable growth are and will continue to be successful examples for the business
environment in this region. These companies are the ones that Dendrio can help reach their goals faster!

The year 2019 was 3 year in which we managed to open some new directions with potential for growth or to
continue on the previously initiated directions:

e A market explored too little. The first step in 2019 was to identify a market, where technology can
play a significant transformational role. In this sense, we identified a3 market segment which was not yet
very much explored: Romanian companies that are expanding. Thus in 2019, Dendrio has attracted a
number of clients, and even partners, who want to invest capital in a smart way (including the one
attracted from the Romanian capital market) - thus obtaining an increase in productivity and/or
optimization of the operational flow.

o Digital Transformation. We have new clients who digitize their operational processes (simplification
and scalability), who implement ERP (Enterprise Resource Planning) systems on the cloud infrastructure
provided by Dendrio and make informed decisions using Power BI tools. Last but not least, 2019 was the
year in which, together with selected partners, we started delivering software robots to companies in the
retail, banking and auto manufacturing segment.

e Game of Technology. To speed up the process of identifying these companies, the Dendrio
team, using Equatorial know-how in gamification (adult learning through gamification), has launched a
new concept: Game Of Technology - a concept through which decision-makers can quickly understand,
in a friendly manner, the impact of cloud technologies, cybersecurity or Data Analytics systems. A first GoT
session was held during the "Made in Romania" workshop held by BVB in the fall of 2019.

e Scalability and performance = cloud. In 2019 we continued to increase the number of opportunities
won on public cloud platforms, achieving a success rate (opportunities gained) of over 65%. Large
companies in the financial field but also Romanian technology start-ups that become regional and even
global players are currently using Dendrio's expertise in this area. This dynamic gives us confidence to
continue investing in the development of the technical expertise of the Dendrio team also for the years to
come.

o Extension of the team and its expertise. During 2019, together with Bittnet Training, we opened
offices in two new regions:
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o Nord-West - office in Oradea
o South-West - office in Craiova

2019 also brought for Dendrio the positioning of the brand in the online environment. At the beginning of April,
we launched the new website where we consolidated the portfolio of IT products and services. During this
period, 20,662 unique visitors visited 41,830 pages. In the fourth quarter we started a series of online
campaigns aimed at increasing the traffic on the site. In parallel, we are working on an inbound marketing
strategy that will attract relevant audiences to our site. We constantly produce content for the site and blog:
articles, videos, technical webinars.

The Dendrio website functions as a tool for collecting and measuring all marketing efforts. We measure through
the messages generated the various efforts online and offline. During this period, we received an average of
20 requests per month. Also, in the 4th quarter we started to develop Dendrio's LinkedIn channel where we
managed to increase the number of followers by 170%, both through daily posts and through a special career
page that will help to strengthen the employer brand. All these projects will continue throughout the year
2020.

A very important evolution to mention in the case of Dendrio is the continuation of the significant increase
of the recurring annular income (ARR). If in 2017 they were of 11.7 million lei, in 2018 of 15.8 million lei, in
2019 we exceeded the threshold of 24 million lei recurring annual revenues. Not only do they provide a
stable basis on which we can continue to grow, but, accounting for 30% of Dendrio revenues, they create
the premises of a very different evaluation from 'old business'. For guidance, in the case of the evaluation
on the multiple incomes of the public IT&C services companies, the market multiples are about 8x - which
would generate an evaluation only for the Dendrio of over 200 million lei!
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2019 marked two significant increases on two lines of business, in the area of recurring revenues:

e (loud licensing for Dynamics 365 BC has increased by 90% compared to 2018.
e The revenues from support services increased by 65% compared to 2018, resulting in the expansion
of the team with 2 new colleagues.

In the area of big projects, in 2019 Elian managed to close the implementation project for Tanex and signed a
new contract with another player from the textile industry, Pandora Focsani. These types of projects
have brought an increase of 28% to the volume of on-premise licenses compared to the previous year.

Overall, in 2019, Elian licensed 248 users in both licensing versions: cloud and on-premise, however, reducing
delivery times on large projects with over 5o users, from an average of 150 days to an average of 100 days.
This was made possible by increasing the core of implementers and developers with experience within the
team, but also by moving the reporting package from the ERP solution to the Bl solutions. Elian currently has
two solutions in its portfolio: Jet Reports and PowerBI.

Also, in 2019, Elian continued the development of 3 own products on the Microsoft Dynamics Nav platform,
completely migrating them on the Dynamics 365 BC platform onto two platform programming environments:
C/Al specific to OnPrem licensing and AL specific to OnCloud licensing. The basic product remains the location
of the system (bringing revenues 18% higher than the previous year) and is registered and certified as an Add-
On at Microsoft. The other 2 products that are licensed by the Elian team are the Retail and Time Management
solutions on production processes.

Starting from the market direction given by Microsoft, where the vast majority of products are positioned as a
service, after several internal and group level analyzes, we are ready to launch the service called "price per
user implemented". This product aims to meet the financing needs of any client who chooses the Elian team
and the Dynamics 365 BC solution. This is @ 60-months financing, in which the client pays the price of 230 EURO
per implemented user, the service including the following:

e Dynamics 365 BC licenses in the cloud --> for the period of 5 years of financing.

e Hosting in Azure -> for the period of 5 years of financing

e (Configure the Azure setup and the types of connections to users.

¢ Windows Server licenses and SQL instances.

e Implementation services including specific customizations.

e Support -> support services (the equivalent of the support contract), for the period of 5 years of
financing.

2019 also marked the renewal of the GOLD certification for the partnership with Microsoft. The renewal was
made possible by the recertification of 60% of the implementation team, the recommendations of the clients
from the portfolio and a new business increase of 20% compared to the previous year.
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EDUCATION DIVISION

"If you're not serving the customer, your job is to be serving someone who is”

Jan Carlzon, CEO SAS Group
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Last year was full of challenges, opportunities and special achievements for the Education Division of the
Bittnet Group. The number of projects won was 719, increased by 96 compared to 2018, and the number of
clients we served was 190, similar to 2018. At Bittnet Training alone, in 2019, we trained 4,400 students, an
increase of 850 students compared to 2018.
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The most popular courses, by the number of students, remained those of Microsoft. At the same
time, DevOps courses generated the most revenues in 2019.

The best-selling courses were those from our own curriculum, developed around cloud and DevOps
technologies -one of the development pillars identified and followed since 2015. We recognize this correct ‘bet’
is the result of our entrepreneurial mentality of always paying attention to the demands of customers, of
experimenting and adapting "on the go" to the evolution of the industry. Imagine that in 2017 the DevOps
courses were not even included in the annual statistics.

As we communicated to both our colleagues and investors in April 2019, on the occasion of Bittnet Investors
Day, our ambition was to:

Increase the Bittnet Training revenues above the market growth average (we achieved over 70%
growth);
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e increase Equatorial Gaming revenues by 15% (we did not achieve this goal: the revenues in 2019 were
in line with those of 2018. In return, we obtained an increase in profit - from 217,000 lei to 247,000 lei);
e keep the gross margin of the game-based learning projects at 60% (we achieved 61% in 2019).

We believe that the philosophy of "infinite mindset" communicated at the beginning of the year and reiterated
throughout in performance discussions, meaning, focusing on strategic direction and long-term approach, has
inspired our colleagues to focus on desirable behaviors instead of feeling the pressure of an arbitrary result.
We believe that as long as all the members of the Education Division maintain a high level of activity and
"practice what they preach", sooner or later, the results will come, because they will be only a consequence
of the work done.

To support this ambition related to the sustained growth of the business, the Education Division went through
a process of reconfiguring the teams and the business model, both in Bittnet Training and in Equatorial Gaming.
Thus, during the year 2019, we built in the two companies a similar operational structure, agile and customer
centered, composed of:
e Key Account Management Team - with the role of developing a pro-active business in the portfolio
of large clients (Corporate);
e Inside Sales Team - with the role of taking over the requests received through the website, the
marketing leads and also developing pro-active business in the portfolio of medium and small clients (SME
& SOHO);
e Product Management Team - with the role of developing partnership relationships with our vendors
and partners and creating special education and promotion projects and campaigns;
e Customer Experience Team - with the role of making the learning experience memorable for the
more than 4.000 students who cross the threshold of our training center every year;
e Implementation Team - with the role of delivering training programs (closed classes at client premises or
open classes) and ensuring the transfer of knowledge and skills to students, as well as the success of
those who decide to pursue the certification process.

All this architecture is of course supported by the group's shared services functions such as Marketing & PR,
Finance & Operations and Human Resources.

Thus, in 2019, we managed to complete the operational alignment stage within the Education Division, having
a solid basis and we believe the best premises for starting the synergy development phase between the two
companies.

The year 2019 was also a year in which we focused within the Education Division on investments that can
bring significant results to our organization in the long term. We refer here not only
to differentiating from our competitors, but also to the development of the business model that brings
predictability in relation with our most important clients and especially recurring revenues. Thus, significant
investments and efforts have been directed to the following initiatives:

e Development of the UXI platform - a Learning Management System which allows our clients to
manage, monitor and analyze the results of the learning projects they build with us. UXI earns time for
HR departments, brings visibility to our students' managers and offers them the opportunity but also the
responsibility of the learning process.

e DevOps curriculum development - we continued the development of
both basic and advanced|evels, reaching at the end of 2019 over 70 course topics. In addition to the live-
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virtual deliveries, which we make in an overwhelming proportion outside the country, these significantly
contribute to increasing the Division's margin, we have started to implement open or closed classes for
clients in Romania. The revenues obtained in 2019 from these courses were at 5 million lei (up 325% from
2018) and the margin was 3.95 million lei (up 406% from 2018). The fact that 3 years ago we were the
"pioneers" of promoting this technology gives us today a privileged position in the market.

e Consolidating the relationship with LLPA - our membership in the Leading Learning Partner
Association, the largest association of Microsoft training centers, has brought us the status of Microsoft's
only training partner in Romania. This fact helped us in 2019 to be the only Microsoft customer training
providers within the largest skilling & reskilling campaign conducted by this vendor so far. We managed to
have over 250 students, but the good news is that this campaign will have a special foothold also in 2020.
e Launch of the beta version of the Oligopoly business simulation game - In the second part
of 2019, we launched this complex simulation within a training project offered tothe clients of
a Romanian bank. The feedback from the participants (managers and entrepreneurs) was encouraging and
helped us understand what we need to keep, what we need to change and what we need to add so that
version, which is planned for launch in Q2 2020, will have a great impact.

e Finalizing of the INTRAPRENEUR project - it was the first project with EU funds implemented by the
Equatorial team, 3 complex project that consisted in the training of over 400 students in entrepreneurship
courses in Cluj, Timisoara, Brasov, lasi, Pitesti and Constanta. The project helped us to enter a new market
that we have not addressed until now.

e Finalizing the beta version for the White Hat game - it is the first learning game for the IT industry
that helps students increase the retention rate of technical information, learn collaboratively and receive
development recommendations based on comparative data. The game is supported and developed in
collaboration with some of the big sellers and aims to integrate most of the technologies we teach in the
classroom or virtual.

e Launch of the beta version of the Bona Fides Agency game - it is the first game to develop the skills of
the future, as they are presented in the World Economic Forum studies, such as critical thinking, complex
problem solving, logic, decision making, creativity. The game was used in two events from two different
industries, namely HR Play Tech and Microsoft Envision Summit, with the feedback obtained helping us to
discover new applications in the areas of teambuilding, engagement and customer experience.

From the point of view of the external image, the year 2019 meant a refresh of the visual identity for Bittnet
Training with the purpose of modernizing the brand image, building a community around it and making the
services that Bittnet offers more clear. Bittnet's website has been redesigned to increase the flexibility and
speed of adaptation to the curricular changes coming from the main technology vendors. Additionally, we also
wanted to reduce as much as possible the dependence on the sections with the programming component that
involved a lot of time and additional costs, in conjunction with the possible errors coming from different
versions of the applications which the Bittnet site integrates.

Therefore, a solution was created that is simple, efficient, easy to understand by all the members of the
marketing team, and at the same time is integrated with the technological platforms for tracking the results.
Another reason for changing the website was related to the recommendations received on the SEO side and
the construction of the pages so that they can support integrated marketing campaigns.

Analyzing the financial results of the two entities of the division, in the case of Bittnet Training, revenues
reached the threshold of 12.83 million lei, 73% (5.4 million lei) higher than in 2018. To give 3 perspective, in
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2014 - the year before Bittnet listing - the entire company recorded total revenues of 8.2 million lei. If we
analyze only the IT training business, revenues have increased more than 5 times in these 5 years.

The operational profit of "Bittnet Training" was in 2019 of 2.1 million lei, increasing more than 6 times compared
to 2018. This is based on the assumption that our businesses operate much better on a larger scale, and the
increase in gross margin (revenues minus direct costs) with the increase in revenues each year proves this
theory, and the direction we are embarking on.

Equatorial's financial and operational results improved compared to 2018: a turnover of 3 million lei and a profit
of 247.000 lei (compared with 3.2 million lei revenues and 217,000 lei profit in 2018). Our investment in
Equatorial brought us revenues of 220.000 lei in 2019, representing a return of 20% (compared to the capital
invested as equity), in line with the return on equity in Bittnet.

Until 2016, the company did not undergo through any merger or reorganization. Starting with September 2017,
following the approval of the General Meeting of Shareholders in April 26, 2017, the Company acquired a 100%
stake in the company GECAD NET (CUI: RO11973883). The acquisition was carried out in two stages, the
participating in the increase in the share capital of GECAD NET followed by the transfer of all social parts,
financed with the capital raised in a private placement of corporate bonds (BNET22).

During 2018, Gecad Net SRL underwent a rebranding process, being known today in the IT market under the
new name Dendrio.

In 2018, the General Meeting of Shareholders approved the investment in Elian Solutions - CUI (23037351) -
Bittnet acquiring a majority stake in a three-stage process that was finalized in September 2018. Also, in April
2018 GSM also approved the investment in Equatorial Gaming SA - Bittnet becoming a shareholder with a stake
of approximately 25%, with the option to increase to 45% - operation completed in Q3 2018.

At the end of 2018, Dendrio Solutions - fully owned by Bittnet - took over the IT&C integration division from
Crescendo International.

The increase in fixed assets from RON 22,631,153 in 2018 to RON 33,339,974 in 2019 is explained by the
folllowing components:

1. variation of goodwill (RON 17,701,643 in 2019 versus RON 12,241,308 in 2018), which is explained by
the recording of the adjustment value of the investment in the business transfer signed by Dendrio
with Crescendo at the end of 2018.

2. The increase of the tangible assets from RON 2,003,818 in 2018 to RON 6,742,571 in 2019, which is
explained by applying for the first time the IFRS16 - Leasing standard - which requires the Issuer to
register as a depreciable asset the right to use the rented property for a longer duration of 12 months
(the working space in Timisoara Bd. no. 26 - working paint), in counterpart with the recognition of a
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lease debt bearing the interest related to future payment obligations. Also, IFRS16 applies the same
treatment for operational leasing contracts (Grenke Leasing and Autonom Leasing). This is not an
acquisition but a retreat according to a new standard. The amount registered is 6 million lei at the
beginning of 2019, which were amortized in 2019 by 1,27 million lei.

Investing the amount of 422,000 RON in the development of the Learning Management Platform -

"UXI" During the financial year 2019.

No assets were alienated during 2019.

The below numbers are presented in RON.

2019 2018 2017
Revenues Bittnet trademark 5,968,250

Revenue 100,407,563 47,891,044 27,844,998
Cost of sales -82,494,676 -39,013,343  -20,263,782
Gross margin 17,912,887 8,877,701 7,581,216
Sales Expenses -6,417,530 -2,485,635 -1,633,463
Administrative Expenses -11,658,788 -6,006,901 -3,604,948
Castig titluri puse in echivalenta 6,411 180,328 -
Financial income 371,828 72,889 1,601
Financial expenses -3,177,062 -1,317,020 -884,771
EBIT -2,962,255 5,289,611 1,459,636
Income Tax 331,642 -881,666 -254,026
Net profit -2,630,613 4,407,945 1,205,609

The significant evolutions of the elements of the results are:

1.

The gross margin generated at the consolidated level remained similar as a percentage of revenues
on the two lines of activity (56% at training, 12% at integration). As expected, the technology division
has increased in the overall percentage of business. What is remarkable is that with the increase in
revenues, the gross margins remained similar, which re-demonstrates that the principle on which the
sales team's bonus system is built is a correct one: aligning the interests of the sales team with those
of the shareholders.

Sales expenses increased by 160% compared to 2018 due to the significant growth of the team, in all
areas of activity (both sales team and associated functions such as pre-sales, product management or
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marketing). The component of marketing expenses - generated by rebranding and new online
marketing activities increased from RON 200,000 to RON 950,000.
3. General and administrative expenses increased by 94% compared to 2018 due to the following factors
with important effect:
a. Increasing the expenses with team as a result of increasing by 100% of human resources
as a result of the investment in business transfer from Crescendo - 2.65 million lei
b. Increased expenses with depreciation: 2.12 million lei, as follows:

e Depreciation of the Bittnet brand: 386,000 lei;

e Depreciation of assets recognized in accordance with IFR$16 (rights of use of the
rented office building, operating leases Grenke Leasing, Autonom leasing): 1.32 million
|ei,~

e Depreciation of assets transferred from Crescendo: 340,000 lei.

C. accounting adjustments, non-cash, according to IFRS: 1 million lei in 2019 versus 570,000 lei
in 2018

As we have warned in both last year's letter and in the Income and Expenditure Budget for 2019, the existence
of several investments financed with bonds generates immediate higher interest expenses, while investments
are expected to produce growing profits in period of 5 years (bonds maturity) - the effect is an increase by
RON 1.8 million in interest expenses compared to 2018.

As this is the first year that these factors are combined, we have tried to treat each one of them separately
and in detail in order to give investors the tools to analyze the situation of the company alone.

Especially the last position, the IFRS adjustment, represents a difference from the Romanian reporting
framework based on which the individual situations are drawn up, and which we have applied to the reports
of previous years. IFRS2 requires the company to record as an expense incentivizing key persons with options,
even if the transaction is completed by raising capital (not by repurchasing the shares) and even if the options
expire. On this subject there have been many discussions over the years, sometimes reaching semantics and
philosophy. There are certainly among the readers of this report many people who already have an opinion
formed in one way or the other.

For the others, we briefly express the argument against accounting it as costs. The process of rewarding the
key persons with options implies for them (“the option holders") the right, but not the obligation to buy shares
from the company at a price valid previously. In the case of Bittnet, the incentive plans with options last for two
years. In other words, if the activity of the key persons was positively appreciated by the capital market, the
value of the company (and therefore of the investment of each individual shareholder and of all collectively)
increased, the key persons are entitled to 5% (example based on the approved plans by the Bittnet
shareholders) from this increase recorded in the trading accounts of the shareholders.

For option holders to receive the shares, the simplest way would be for the company to make a capital
increase, addressed only to option holders, issuing 5% in shares, at the reference price of the options plan
(closing price from 31 December "2 years ago"). If the law allows this, the company will register a capital
increase, as is normally recorded: increase in assets (cash received from option holders), increase in liabilities
(new shares issued). This operation is reflected in the balance sheet of the company. Unfortunately, unlike the
United States or England, the Romanian legislation is very restrictive with the operations in which only certain
people participate in capital increases, and that is why the process that we have identified and developed for
the first time for the Romanian market is much more complex.
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In contrast, the important part of this report is the argument that, if we had a different capital market legislation,
similar to the developed markets, the operation of granting and settling the options could have been registered
as any other capital increase, only in balance sheet accounts (not in the income statements).

Additionally, the "Bittnet" trademark/brand is supposed to have no value over 15 years (which is obviously
contradicted by any analysis of Bittnet's history but also of the global economy. Even in case of insolvent or
liquidated companies, the brand was often the only asset that could be sold!). This has another negative effect
on the profitability. of about 386,000 lei.

We now continue to present the evolution of the two business lines. The IT training activity is carried out by
the company Bittnet Systems SA, the listed company ("mother" of the Group). Thus, the financial results of
Bittnet Systems SA are made up of results of the operational IT training activity, and the results generated by
the holding activity. The below table presents the results of the operational activity for training, obtained by
adjusting the individual results of the company in the sense of eliminating the transactions related to the group
activity (attraction of financing, distribution to subsidiaries, dividends received, adjustments according to IFRS2,
adjustments regarding receivables, etc.).

Revenue form customers 12,830,590 7,408,425 86,919,239 40,482,620

COGS 5,618,785 -3,239,216 - 76,875,891 -35,774,128

Gross Margin 7,211,805 4,169,209 10,043,348 4,708,492
Sales Costs -1,909,224 -568,275 -4,508,306 -1,917,360

Business Expenses - 2,367,178 -2,136,895 -6,001,497 -3,786,027

Operational Profit 3,439,218 1,464,039 - 466,454 -812,646
Amortization -1,105,193 - 74,361 - 1,183,277 -83,980

EBIT 2,334,025 1,389,689 -1,649,731 -896,625
Financial Expenses -1,948,328 -297,271

Gross Profit 2,334,025 1,957,373 - 3,598,059 -1,193,896

As in previous years, the Technology division generated most of the group's revenue, which is also natural, as
the total IT technology market is much larger than the IT training market. In contrast, education activity, when
done correctly, can be a very profitable business.

Revenue percentage between business lines proves once again that there was a need to launch a new brand,
Dendrio, for the IT&C integrator activity: Bittnet is known (rightly) as a leader in the IT training market, but only
13% of turnover comes from this activity, with the press and investors overlooking 87% of revenue when they
describe Bittnet as "just" a training company.

At the same time, although we will continue to follow the accelerated growth in the training business, the
market where Dendrio is active has a value of almost $ 6 billion annually in Romania (Source: ANIS). This study
shows an annual market growth of less than 10%, while our group has increased by approximately 70%
annually.

Returning to the profitability analysis, the theory that the business operates better on bigger scale is easily
observed from the following evolutions:
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Education Division:

The +70% in revenues is accompanied by an increase of only 37% of the direct costs, which
therefore generates a doubling of the gross margin generated.

In addition, due to the different reporting base, the increase in fixed expenses by 70% (in line
with the increase in turnover), generates an increase in the gap between revenues and
expenses, i.e. 3 7-fold increase in operating profit!

Technology Division:

The +114% in revenues and +115% of the direct costs generates almost a 3x increase in gross
margin (an increase of 170% means 3 total value of 270% compared to the previous period)
In contrast, the particularity of the operational model described since 2015 in the shareholder
manual demonstrates again that a certain level of the business is needed to generate enough
gross margin to overcome the fixed costs. Only then does the very accelerated increase in
profitability begin. In 2019, the technology division, (especially through Dendrio in H1) had fixed
costs not accompanied by sufficient gross margin, generating an operating loss of 380,000
ron versus a profit of 1.05 million ron in the previous year. Significant influence is given by the
'acquisition of fixed costs' with the Crescendo investment.

Obviously, if we had two half years as Hz, Dendrio's annual profit should be 1 million dollars, which is why we
are confident in the long-term evolution.

Significant developments between 2018 and 2019 for the following elements:

2019 2018
Goodwill 17,701,643 12,241,308
Tangibles 6,742,571 2,003,818

Deferred income tax 562,443 -

As we explained in the chapter regarding the acquisition of fixed assets, the positive evolution of the goodwill
is caused by the registration of the final tranche from the transaction with Crescendo, and the positive evolution
of the tangible fixed assets in application of the standard IFR$16, which has generated the reconsideration as
assets of all the objects of the lease agreements longer than one year (office space, furniture, IT equipment,
etc.).

In case of current assets, the evolutions in the table below are explained as follows:

1. The increase in inventory at the end of the reporting period was generated by the need to acquire,
during the year 2019, some part-numbers that were about to expire, which are delivered to customers
on a monthly basis. In this way, Dendrio was able to make an additional profit, both from the difference
of the purchase price in bulk, as well as from the financing cost transferred to the clients. Our
companies do not operate with inventory as a business principle, but in this case, we have estimated
that the potential profit outweighs the counterparty risk (these clients are well-known clients of the
company).

2. Theincrease of receivables by 42% while the turnover increased by over 100% is the result of carefully
monitoring the cash flows of the projects to each client. It has also had effect on thepositive evolution
of the cash position.
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(_] fou D
2019 2018
Inventories 1,997,289 618,060
Trade receivables 32,300,201 22,771,507
Cash and cash equivalents 20,824,117 13,047,882

The evolution in equity was positively influenced by the increase of the share capital as a result of the capital
increase operations registered during 2019, and was negatively influenced by the current result (consolidated
loss in 2019).

2019 2018
Share capital 11,620,321 5,175,524
Total Equity and reserves 12,371,577 14,000,54

In the case of long-term debts, they increased from RON 19.6 million to RON 32.4 million, due to two factors:

1. BNET23C bond issue from the beginning of fiscal year 2019 - RON 9.7 million

2. The IFRS16 standard, starting with 01.01.2019, which requires the Issuer to register as a depreciable
asset the right to use the rented property for a duration of more than 12 months (the working space
in Timisoara Boulevard no. 26 - the working point), in counterpart with the recognition of a leasing
debt with interest related to future payment obligations. Also, IFR$16 applies the same treatment for
operational leasing contracts (Grenke and Autonom) - it evaluates all the commitments that confer
the right of use on all the leased goods as "Leasing debt".

Long Term Debt analysis

= 2019 = 2018

93,025

BONDS BANKS LEASING

Short-term liabilities increased from RON 25.4 million in 2018 to RON 43.7 million in 2019 due to the following
factors:

1. registration of payment rents in 2020 as short-term debts of 2019 - RON 1.3 million

2. theincrease in commercial debts from RON 9.8 million in 2018 to RON 24.8 million in 2019 (in line with the
increase in turnover)

3. registration of the debt regarding 2™ tranche of the transaction with Crescendo - RON 5.4 million
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Short Term debt analysis

=2019 =2018

BONDS BANKS LEASING SUPPLIERS

About the financial leverage

In previous years there have been some discussions on this topic, so we will allocate time this year to deal
with the subject. The group's debts have the same composition as in previous years:
100%

80%

m Long Term

0
60% = Short Term

40%

20%

0%
2019 2018 2017

The long-term debts are due mainly in 2023 (RON 4.7 million in 2022 and the rest in 2023), and the short-term
debts are mainly composed of debts to suppliers (24,792,468 lei for payments to suppliers and 5.4 million lei -
2" tranche of Crescendo Investment transfer). As always, they are covered by a large margin of safety of the
amounts to be collected from the clients (the group tries to be neutral at the risk of cash flow):

e 24,792,468 lei for payment to suppliers at the end of 2019, covered by commercial receivables of
30,505,476 lei

e 9,790,245 lei for payment to suppliers at the end of 2018, covered by 21,327,745 lei commercial
receivables

The decrease in the difference between receivables and commercial debts can be found in the “cash” position
in balance sheet.
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Analyzing the degree of indebtedness as "percentage of assets financed by credit", as of December 31**, 2019,
the Bittnet group recorded a value of 86%. We have shown in our previous years our opinion that this indicator
does not offer the best understanding of the situation of companies, regardless of the component of assets
(how much of assets are cash) or the maturity of debts.

If we analyze the ratio between long-term net debt and equity, it is 0.75: 1, showing a financial leverage of
1.75 - about which we can say that it is "too conservative" for a company with an average growth rate of
income (and assets and equity) of 70% annually.

During 2019, the company's equity decreased by RON 1.6 million, (from 14 million in 2018 to 12.4 million in
2019) as a result of the consolidated loss recorded (2.7 million ron), which was partially offset by the capital
increases registered during the year. The management's intention remains nonetheless to capitalize on
earnings by distributing free shares, to strengthen the company's capital base and improve financial stability.

At the time of writing this report, the company is carrying out a capital increase operation with new
contributions in cash, which will be completed in April 2020. The maximum amount that can be rise in this
operation is about RON 9 million.

Bittnet Group operates in two major segments of the IT market: IT training and integration of IT solutions.

Due to the lack of independent reports concerning the IT training market in Romania, the Company relies on
its own estimates for its share in the market. The Company has the widest and deepest coverage in the training
market by having unique expert resources. The Company sees itself as an IT training market leader and
justifies it by:

e Being active in the most training market segments;

e Not competing with the same competitors in more than 2-3 market segments;

e Being either the market leader or the second largest provider in each market segment. For example,
for Cisco official training, the company estimates a market share of + 85%. On the other hand, in terms
of Microsoft training, the company has a market share of + 20% taking into consideration a total of 10
partners in Romania;

e There are market segments where Bittnet has no competitors (e.g. Amazon Web Services training
partner).

When focusing the attention on the integration market (IT professional services), served by Dendrio, the very
diversified range of services of the Company makes it impossible to determine percentages of market share.
According a study of ANIS - Employers” Association of the Software and Services Industry, the Romanian IT
market had a value of 6 billion euro in 2019. Considering this estimate of the total IT industry, the market share
of the Company in the area of integration of IT solutions (hardware, software and services) is insignificant,
registering a value of less than 1% of the total market.

Also looking at ANIS estimates on the number of IT employees in Romania (200,000 in 2019, with a target of
300,000 growth in the next few years), Bittnet has trained in 2019 (the best year) under 2% of the total IT
employees.
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Both analyzes show us that the situation in which we are is actually a very happy one, because maintaining a
growth rate similar to the one previously registered - 70% annualized - does not depend on the growth of the
market, does not depend on the displacement of some players, etc., but only because of our efforts to be with
clients and to offer them solutions relevant to them.

The main outlet in 2019 for Bittnet’s products and services has been, similar to previous years, Romania, with
a share of 94% of revenues coming from clients who are based within the country’s borders. The evolution
compared to 2018 is due to the significant growth of Dendrio's revenues, through the business transfer from
Crescendo, an increase made entirely with Romanian customers. On the other case, Bittnet exports reached
RON 5.27 million - about 40% of the turnover, and an increase of 40% compared to the previous year. In the
case of Dendrio the rate of increase of the export revenues was similar: 37%, but here it is applied on a smaller
basis (from 844,000 lei to 1.164 million lei).

Also, another relevant share in total revenues is due to our strategic partnerships with key players on the IT
and telecom market who technically can be seen as competitors, but through whom we managed to deliver
services to their customers. The general attitude of the company - total transparency, fairness and respect for
promises made to these partners has led to a natural, organic growth of business volumes, attained with the
help of these partners and as such, we are confident in stating that in the years to come, the number and
models of strategic partnerships will represent a significant growth pillar.

Bittnet Training

In an economy driven by knowledge workers, educating and training of employees represents an investment
towards achieving improved short-term performance as well as long-term success of the organization.

Human capital and intellectual property are the attributes that provide competitive differentiation for
companies in all industries. The value of knowledge-based companies is far greater than the cumulative total
of their tangible assets because it is understood that there is significant value in their gifted and highly-trained
workforce and business practices, processes, and other intangible assets.

Bittnet services provide a complete training service that starts with the customers’ business strategy to
increase human capital value within the organization. Bittnet identifies training needs based on gaps between
current skills and the desired standards for specific job roles that require realignment due to organizational
changes, new IT applications or new service offerings. The elaboration of the training plans and their
prioritization are meant to optimize the training budgets, to optimally manage the development of the
employees and the evaluation of the post training, having at the disposal clearly defined methods of measuring
the improvement of the performance, thus justifying the investment made in the training.

The Company offers a wide range of IT training courses. Each course can be carried out in two flexible forms:
intensive (5 days/week with 8h/day) or blended mode (meetings of 2/4/6 hours, as per client’s request). Each
course participant receives dedicated bundle equipment, access to the official curriculum, online and offline
examinations.
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Largest portfolio on the market: the training portfolio contains more than 1500 courses. The core training
portfolio is focused on Cisco, Microsoft, Microsoft Office, VMware, Linux, Oracle, Amazon Web Services, Citrix,
IBM, ITIL, RedHat, Adobe, Avaya, EMC, HP, Juniper, SAP. The entire training portfolio covers numerous IT topics
of interest like Microsoft Office (Excel, Word, etc), Linux, networking, programming, operating systems, cyber
security, telephony, video, virtualization, data-center, data storage, databases, web design, etc.

The business skills training portfolio feature project management, ITIL & IT service management, business
intelligence, CRM, ERP, Agile, etc. Being able to deliver courses both in Romanian and English language, the
Company is working under a strategic partnership with Global Knowledge, a worldwide leader in IT and
business skills training, and with the LLPA organization - the alliance of the largest and most representative IT
training partners in Europe.

Equatorial Gaming
Equatorial develops adult learning and softskills games. The clients are entirely Romanian companies.

Vrunners is an evolution of the Equatorial Marathon, which allows companies to achieve remarkable results in
the area of softskills, personal development and departmental development or interdepartmental
collaboration, applying the concept of real-life play with rewards on the virtual platform. Thus, companies can
launch with the help of the game actions to improve the working environment, which follows the parable of a
game of the marathon. Employees become "runners" in a virtual marathon, gaining points (in meters) and
consuming calories as they perform real-life tasks set by Equatorial consultants and HR departments of
customers, tasks designed to achieve desirable results for the employer, like:

e Increasing interaction, engagement and collaboration between departments;

e Increasing sales team performance;

e Developing the managers and leaders of the organization;

e Increasing the number of individual study hours of topics relevant to the industry.

In 2019 Equatorial has prepared 3 new games:

Oligopoly business simulation - in the second part of the year we launched this complex
simulation within a training project for clients of a bank in Romania. The feedback from the
participants (managers and entrepreneurs) was encouraging and helped us understand what
we need to keep, what we need to change and what we need to add so that version 1, which
is planned for launch in Q2 2020, have an impact.

White Hat - is the first learning game for the IT industry that helps students increase their
retention rate for technical information, learn collaboratively and receive development
recommendations based on comparative data. The game is supported and developed in
collaboration with some of the big vendors and aims to integrate most of the technologies we
teach in the classroom or virtual.

Bona Fides Agency - is the first game to develop the skills of the future, as they are presented
in the World Economic Forum studies, such as critical thinking, complex problem solving, logic,
decision making, creativity. The game was used in two events from two different industries,
namely HR Play Tech and Microsoft Envision Summit, the feedback obtained helping us to
discover new applications in the areas of teambuilding, engagement and customer experience.
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Dendrio Solutions
Network infrastructure

Network infrastructure refers to the hardware and software resources of an entire network that enables
network connectivity, communication, operations and management of the client’s activity. Network
infrastructure provides connections and communication with external networks such as the Internet, but also
connectivity between internal users, processes, applications ot services.

Infrastructure is found in all enterprise IT environments. The entire network infrastructure is interconnected,
and can be used for internal communications, external communications or both. A typical network
infrastructure includes Hardware (routers, switches, wireless access points, cables) and Software (operations
and management, operating systems, firewall, security applications, antivirus).

Network security

Securing a network is an ongoing process due to the evolution and spread of the informatics attacks, from
both inside and outside. Inside attacks are not always intentioned, they can be made unconsciously by
exploiting the vulnerability of a network. It is important to have a network security policy and the security
should be integrated with all devices in the network.

Security solutions focus on what happens before an attack and during an attack, and on what measures will
be taken after the attack. As attackers and hackers become more and more sophisticated, security is no longer
about preventing a known attack. The focus has shifted to detecting and responding to new, previously
unknown types of attacks.

Dendrio offers the following network security solutions:

e Firewalls;

e Sensors for detection and prevention of attacks;
e Anti-spam and antivirus;

e Data Loss Prevention (DLP);

e Sandbox systems;

e Virtual Private Network solutions (VPN);

¢ Network Access Control;

e Security management.

Network Management solutions

Functions that are performed as part of network management include controlling, planning, allocating,
deploying, coordinating, and monitoring the resources of a network, predetermined traffic routing to support
load balancing, cryptographic key distribution authorization, configuration management, fault management,
security management, performance management, bandwidth management, route analytics and accounting
management.

Data for network managem