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Hansen 2025 AGM - Chairman’s Address and Global CEO &
Managing Director’s Presentation

Today’s AGM address by Hansen Technologies Chairman — David Trude, and presentation by Global CEO &
Managing Director— Andrew Hansen, are attached, along with the associated presentation slides.

Further information about the virtual AGM, including the Notice of the AGM, can be accessed online at
https://www.hansencx.com/investor-relations/

This announcement is authorised by the Board.

Julia Chand — Company Secretary

For further information:
Investor and analyst enquiries

Peter Beamsley

Head of Investor Relations and Sustainability
+61 438 799 631
Investor.Relations@hansencx.com

About Hansen

Hansen Technologies (ASX: HSN) is a leading global provider of software and services to the Energy &
Utilities and Communications & Media industries. With its award-winning software portfolio, Hansen serves
companies with customers in over 80 countries, helping them to create, sell, and deliver new products and
services, manage and analyse customer data, and control critical revenue management and customer
support processes.

For more information, visit www.hansencx.com
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Chairman’s Address

Introduction
Good morning ladies and gentlemen.

My name is David Trude, and as Chairman, | welcome you to the 26th Annual General Meeting (AGM) of
Hansen Technologies Limited.

This is our sixth year running the AGM virtually, and we’re very pleased with how this format allows all our
shareholders to participate easily and equally, no matter where you are.

If we do experience any technical hiccups along the way, we may need to pause briefly or, if necessary,
adjourn the meeting. If that happens, I'll let you know straight away.

Voting on resolutions is open and will remain so until five minutes after the end of the meeting.
Now for the formalities of the meeting:

Notice of the meeting was duly given, and the meeting has been properly convened. We will turn to
resolutions later in the meeting. Please note that only shareholders, proxy holders, or shareholder company
representatives may vote.

| note that there is a quorum present, and | declare the meeting open.

| would like to introduce my colleagues joining me at this AGM listed on page 3:
¢ Andrew Hansen — Global CEO and Managing Director
Our Non-Executive Directors who are off camera but with me here in Melbourne:

Bruce Adams — Deputy Chairman
David Howell

Don Rankin

Lisa Pendlebury, and

Rebecca Wilson

| would also like to introduce our Company Secretary Julia Chand, as well as representatives from our
auditors, RSM Australia Partners.

Today’s meeting will comprise three components.
First, I'll share some high-level commentary on Hansen’s FY25 performance.

Our CEO and Managing Director, Andrew Hansen, will then provide a detailed review of the year’s key
highlights, share insights on our mid-term targets and growth engines, and offer his perspective on some of
our key products and operating regions.



rANSEN

ASX / Media Release

Finally, we’ll move on to the formal business outlined in the Notice of Meeting, and voting on the resolutions
will be conducted by way of a poll.

Before we begin, I'd like to take a moment to thank all our shareholders, customers and employees for your
continued support, engagement and efforts. Your confidence in Hansen Technologies is what enables us to
keep delivering growth and driving innovation year after year.

For shareholders attending online, you can cast your vote using the electronic voting card you received when
your registration was validated. As mentioned earlier, voting is already open and will remain open until five
minutes after the meeting concludes. If you need assistance, please refer to the virtual meeting portal guide
or contact the help line provided.

If you have questions, please feel free to submit them at any time during the session, we’ll address them all at
the end. For online participants: Click the ‘Ask Question’ button, type your question, and click Submit. For
phone participants: Press ‘STAR ONE’ on your keypad to join the question queue.

We encourage you to submit any questions about the resolutions as early as possible. Questions specific to a
resolution will be addressed when that resolution is introduced.

Let’s get started.

Operational Highlights
Beginning with Operational highlights on page 6.
Commercial momentum was a clear feature in FY25.

In January 2025 we signed a transformative $50 million five-year agreement with VMO2, a Joint Venture
between Telefénica and Liberty Global.

We also signed a strategic five-year agreement with one of USA’s largest renewable energy portfolios, for an
estimated contract value of $16 million.

We secured Vattenfall in Finland with a A$5.5 million contract, supported A Entelios in Denmark and grew
Hansen Trade recurring revenue through multiple new deployments.

In Germany, our transformation of powercloud is delivering results. We've streamlined operations, relaunched
as Hansen Germany, acquired assets from CONUTI and achieved positive Underlying EBITDA. These are
important milestones that strengthen our European presence.

We are continuing to invest in and leverage the opportunities that Al is enabling across many parts of the
business, lifting productivity and quality, whilst maintaining robust profitability and a strong balance sheet.

In summary, FY25 was a good year for Hansen.
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Financial Highlights
Moving to page 7, I'll briefly summarise the results for the year.
Operating Revenue was up 11.2% to $392.5 million.

Underlying EBITDA increased 20.9% to $111.7 million, with a margin of 28.5%, and Cash EBITDA rose
21.5% to $93.4 million, with a 23.8% margin.

Underlying NPATA of $56.9 million was up 43.3%, and Statutory NPAT more than doubled to $43.3 million,
up 105.7%, reflecting improved efficiency, disciplined cost management and continued progress in Germany.

By operating segment, Communications & Media revenue grew 15.0% to $171.3 million, benefitting from
ongoing digital transformation and modernisation programs.

Energy & Ultilities revenue grew 8.3% to $221.2 million, supported by resilient demand and the contribution
from our German acquisition.

In short, we delivered double-digit top-line growth, strong operating leverage, and material earnings
improvement, while strengthening the balance sheet and positioning the Group for continued growth and
further operational efficiencies.

Before handing over to Andrew, | want to take a moment to acknowledge my fellow Director and Deputy
Chairman, Bruce Adams - who is retiring and will not be seeking re-election - for his remarkable contribution
to Hansen over the past 25 years.

Throughout his time with Hansen, Bruce has been a trusted voice on our Board, bringing excellent legal
insight and steady guidance through every chapter of our journey. His unwavering dedication and integrity
have left an indelible mark on our business.

On behalf of the Executive team, the Board, and myself, | extend our deepest gratitude to Bruce for his
exceptional service and support, and we wish him every success in the future.

[ will now hand over to Andrew.
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Global CEO & Managing Director’s Presentation

Thank-you David and welcome everyone to today’s Annual General Meeting.

About Hansen

| also would like to take a moment to recognise Bruce Adams for his exceptional service to Hansen over the
past 25 years. Bruce has been a guiding presence on our Board, offering strategic perspective and legal
expertise that have supported our growth and resilience.

His commitment has helped shape the foundations of our success, and his influence will be felt for many
years to come. On behalf of all of us, thank you, Bruce, for your invaluable contribution, and we wish you
every success in the next chapter.

On page 9, I'd like to take a moment to reflect on Hansen’s journey, because it's a story that matters to who
we are today.

With industry-specific technology and deep sector expertise, we modernise core processes - empowering
companies to deliver smarter, customer-focused services.

Our solutions drive profitability, enable commercial agility, and ensure businesses are not just keeping pace -
but leading the change.

At Hansen, we pride ourselves on working in true partnership with companies that are powering our
connected world.

We continue to deliver steady growth and strong cash generation. It is our financial strength that gives us the
flexibility to invest in innovation, pursue strategic opportunities, and deliver value for our shareholders over the
long term.

In short, Hansen'’s story is one of profitability, innovation, adaptability, coupled with a relentless focus on
enabling our customers’ success. That’s what will continue to drive us forward.

Sustainability

Moving on to Sustainability, an area that is a critical expectation of many of our customers and is core to how
Hansen creates long-term value and strong performance.

We’ve been certified carbon neutral in Australia for four years, and we've already cut Australian emissions by
40% since FY22, two years ahead of plan.

Globally, we've completed our Scope 1-3 Green House Gas baseline assessments and undertaken a detailed
climate scenario analysis. Our sustainability reporting is already largely AASB S2-aligned.

On the product side, we launched Al-optimised capabilities and expanded our Community Solar platform,
practical tools that help customers accelerate their own net-zero transitions.
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We have been strengthening our supply chain with supplier self-assessments, and investing in our people with
a diversity, wellbeing & safety hub.

Day-to-day, we're making pragmatic choices that add up: transitioning to more efficient end-user devices and
writing more efficient code to lower data-centre energy use.

Our progress is being recognised externally. We earned the EcoVadis ‘Committed’ badge, and in March 2025
MSCI upgraded our ESG rating to AA, a signal that we're managing the right risks and investing in the right
opportunities.

Bottom line: Sustainability is a growth driver for Hansen. It supports our customers’ transition plans, it
sharpens our execution, and it strengthens the trust that underpins our long-term relationships.

Turning to page 11.

Advancing with Al — Driving Operational Efficiency

Al is now core to our roadmap. Across our platforms, it’s delivering productivity gains and operational
efficiencies without sacrificing software delivery or customer experience and is providing support that scales
globally.

What does this look like in practice?

o Alis generating test cases and predicting defects, which shortens quality assurance cycles and lifts
release confidence, reducing cost in the process.

o Al-powered knowledge retrieval and case triage mean the right answers reach the right person faster,
cutting handling times and improving documentation quality, at scale.

¢ Intelligent mapping and validation tools reduce data migration & integration risk and compress
time-to-value for customers.

This delivers operational efficiency and structural cost savings as we push deeper Al integration through
development, testing and product workflows, which helps to support margin growth.

And we’re enabling our teams to execute safely and at speed. We've rolled out Al governance and training
company-wide, and launched Al Central, our hub-and-spoke model for adoption, so every business unit can
realise these efficiency gains.

Al is making Hansen faster, more precise and more scalable, positioning us to unlock further cost savings and
long-term advantage.

Importantly, we are redeploying these cost savings and building capability where it matters. We're expanding
our Al engineering presence on the U.S. West Coast, creating proximity to key talent and customers as we
scale the next wave of automation, innovation and analytics.

We are also investing further in Sales and Marketing as we focus on further improving our organic growth
opportunities in multiple regions.
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Mergers and Acquisitions

Moving to page 13 — Our growth strategy is built on a dual engine approach. We drive organic expansion by
deepening customer relationships and platform adoption, while selectively acquiring new capabilities and
market reach through disciplined M&A.

Each acquisition is chosen to accelerate and compound our organic growth, ensuring both engines work in
together to maximise our product offering and deliver sustained value.

We've built a repeatable M&A model over many years, having successfully integrated more than 14
acquisitions, contributing to a 14.5% Operating Revenue CAGR since FY08.

You've recently seen the Hansen M&A model at work. In Germany, we acquired powercloud, executed our
‘Hansenisation’ playbook and transformed a distressed asset.

Our M&A lens is very clear. We target mission-critical enterprise software with clear IP, predictable recurring
revenue, and long-term Tier-1 or 2 customer relationships, where we can transfer technology, leverage our
commercial and delivery expertise, and accelerate value.

Looking at each vertical, for Energy & Utilities our focus is to extend our reach and scale and in
Communications and Media our focus is additional products that enhance scale and complement Hansen'’s
global product platform.

Our balance sheet is strong, which gives us the bandwidth to act quickly but always with a high level of fiscal
discipline.

We will keep driving organic growth first, that’s our day-to-day compounding engine. We will also continue to
use M&A, selectively and decisively, to add scale, expand product depth, and enter adjacencies where we
can leverage Hansen’s rigorous approach and operating systems.

Digitalk - Deal Structure Overview

Turning to page 14 - In line with our M&A strategy, we announced on the 5 November a binding agreement to
acquire Digitalk, subject to regulatory approvals and other closing conditions.

Digitalk is a UK-based provider of MVNO and carrier-grade interconnect platforms for the global
communications industry. Digitalk’s flagship offering is a full-stack MVNO-in-a-box platform that enables
Communication Service Providers to launch, operate, scale, and monetise MVNO and sub-brand services
rapidly and efficiently.

The company is headquartered in the UK, with around 60 employees, serving ~150 customers in 30+
countries, including Tier 1 clients like Vodafone.

Digitalk was 100% founder-owned, with FY25 unaudited revenue of £10.5 million (over 90% recurring), Cash
EBITDA of £3.3 million, and R&D investment of approximately £1 million per annum.

The acquisition price is £33.1 million (~A$66.4 million), representing an approximate 10x Enterprise Value to
Cash EBITDA multiple. Funding is through a combination of existing cash reserves and debt, with a modest
increase to Hansen'’s debt facilities. Upon completion, Digitalk will become a wholly owned subsidiary of
Hansen Technologies Limited.
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This is a highly complementary acquisition, immediately accretive to adjusted EPS, expanding our recurring
Saa$S revenue base and unlocking new cross-sell and upsell opportunities.

Digitalk - Strategic Rationale

On to page 15 - This acquisition is a natural adjacency to our Communications & Media strategy. Digitalk’s
solutions align with Hansen’s CPQ, Catalog, and provisioning software, making integration straightforward
and low-risk.

Digitalk strengthens our recurring revenue mix by adding more cloud-native SaaS streams and diversifying
beyond our current product suite.

It also accelerates digital brand enablement. Digitalk’s Mobile Virtual Network Enabler-as-a-Service offering
empowers CSPs to launch new brands faster, whether Tier 1 sub-brands or non-telco entrants, reducing
time-to-market dramatically.

The technology is highly complementary, and this is where the real synergy lies. Hansen brings extensive
expertise in catalog management and CPQ (Configure-Price-Quote), critical for complex product and pricing
orchestration. Digitalk adds subscriber lifecycle management, SIM provisioning, and a turnkey wholesale
voice trading platform. Together, these capabilities create an end-to-end solution for CSPs.

This combination means CSPs can design, price, launch, and operate new brands faster, with minimal
integration complexity, delivering a unified, cloud-native experience across the entire value chain.

We also see strong cross-sell and go-to-market opportunities: Hansen can offer Digitalk’s Mobile Cloud to its
CSP base, while introducing Hansen’s commercial layer to Digitalk’s customers.

This deal ticks all our M&A boxes: mission-critical software, strong IP, long-term customers, and a
complementary inclusion within our Communications & Media portfolio.

Digitalk strengthens our position, broadens our offering, and opens new growth avenues.

Outlook
Moving to our outlook on page 17.

Our confidence in achieving our mid-term organic growth targets is grounded in three areas: visibility,
execution, and opportunity.

e First, our recurring revenue base provides a high degree of predictability with mission-critical software
that customers rely on every day.

e Second, we are executing a proven playbook: deepening relationships, expanding wallet share, and
accelerating cloud migrations where they deliver real value.

¢ And third, the market is moving in our favour.

Decarbonisation, digitalisation, the internet of things and 5G are reshaping utilities and communications,
expanding our total addressable market.

We have the capacity to capture these opportunities while maintaining margin discipline.
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That’s why we remain confident in delivering 5-7% organic growth and sustaining an underlying EBITDA
margin of at least 30% over the medium term.

Turning to page 18.

Customer Momentum: Strong Start to FY26
We've started FY26 with real momentum.
Since 1 July we've secured extensions and upgrades across key accounts including:

o MultiChoice Group (EMEA) a 3-year extension and CCB upgrade, consolidating multiple agreements
under one master contract.

e City of New Bern (USA) with our first North American Meter Data Management (MDM) deployment,
using technology developed initially for the highly advanced Finnish market and integrated with
Hansen CIS for electricity and water.

e Supporting a leading North American fiber provider with cloud-native upgrades to Catalog & CPQ
improving agility and reducing total cost of ownership.

e Charlotte County Utilities moving to CIS SaaS extending a 20-year partnership.

o A multi-year renewal and expansion for a Global Satellite Communications Leader, extending Catalog,
CPQ & Order Management.

e A Nordic Satellite TV & Streaming Company extended a multi-year agreement to strengthen billing
and engagement capabilities.

o Loiste (Finland) selecting Hansen Trade for multi-market trading & asset optimisation, plus Hansen
EDM for settlement and reporting.

o Elkraft (Sweden) selecting Hansen Trade to enable real-time decisions, compliance, and customer
engagement in ancillary markets.

These wins expand our customer footprint, deepen platform adoption, and flow through to our recurring
revenue streams.

FY25 has also laid a strong foundation for FY26. We broadened our reach, particularly across EMEA,
strengthening the annuity pool that underpins recurring revenue.

As implementations and upgrades are completed, these customers transition into Support and Maintenance
revenue, further increasing the recurring revenue mix.

Turning to page 19.
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Support & Maintenance: The cornerstone of predictability and margin discipline

Our Support & Maintenance line remains a cornerstone of Hansen'’s predictability and margin discipline. This
revenue is recognised evenly over the contracted term, which gives us consistent visibility through the year
and cushions volatility. This durability comes from two structural features, contract renewal cycles and very
low customer churn.

You can see the track record in the numbers. FY25 Support and Maintenance revenue is up 11% CAGR
since FY21 and up 18% on FY24. That step-up reflects our expansion and the ongoing shift of customers to
our cloud and SaaS models, which then flow into steady Support & Maintenance once projects transition to
BAU.

Our pipeline of upgrades and new logos also means more customers will shift from project revenue to
Support & Maintenance during the year, adding to run-rate stability.

We've prioritised FY26 R&D and market-mandated upgrades to ensure revenue-generating scope is delivered
on time. That supports near-term project conversion and enlarges the Support & Maintenance base
post-go-live.

Stepping back, this is why Support & Maintenance underwrites our confidence in the outlook. Support &
Maintenance is the engine that helps us deliver our targets through cycles. The combination of low churn,
multi-year renewals, and a growing customer base positions us well to compound through FY26 and beyond.

The FY25 year was a period of strong execution and strategic progress for Hansen. We delivered double-digit
revenue growth and expanded our global footprint through disciplined M&A and we accelerated Al-driven
efficiencies. This has created a robust foundation for continued momentum into FY26 and beyond and our
outlook is positive.

I'll now hand back to David for the formalities.





