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Important Notice

This presentation as well as any information communicated in connection therewith (the "Presentation") contains information regarding TeamViewer AG (the "Company") and its subsidiaries (the Company, together with its
subsidiaries, "TeamViewer"). It is being provided for informational purposes only and should not be relied on for any purpose and may not be redistributed, reproduced, published, or passed on to any other person or used in whole or
in part for any other purpose. It may not be generally distributed or released, directly or indirectly, in or into any jurisdiction in which such distribution or release would be unlawful. By receiving this Presentation you agree to abide by
the limitations set out in this Presentation and to keep the information in this Presentation confidential.

This Presentation and the information contained therein, is not directed to, or intended for viewing, release, distribution, publication or use by (directly or indirectly, in whole or in part), any person or entity that is a citizen of, or
resident or located in, the United States, Australia, Canada or Japan or any jurisdiction where applicable laws prohibit its viewing, release, distribution, publication or use.

The information and opinions contained in this presentation are provided as at the date of this presentation and are subject to change without notice. They do not purport to contain all information that may be required to evaluate
the Company and have not been verified independently. Financial information in this presentation is preliminary and unaudited. Certain financial information (including percentages) in this presentation has been rounded according to
established commercial standards. As a result, the aggregate amounts (sum totals or sub totals or differences or if numbers are put in relation) may not correspond in all cases to the aggregated amounts of the underlying
(unrounded) figures appearing elsewhere in this presentation. The information in this presentation is of a preliminary and abbreviated nature and may be subject to updating, revision and amendment, and such information may
change materially.

No reliance may be placed for any purpose whatsoever on the information or opinions contained in the Presentation or on its completeness, accuracy of fairness. No representation or warranty, express or implied, is made or given
by or on behalf of the Company or any other person or any of their respective directors, officers, employees, agents or advisers as to the accuracy, completeness or fairness of the information or opinions contained in the
Presentation and no responsibility or liability is accepted by any of them for any such information or opinions. In particular, no representation or warranty is given as to the achievement or reasonableness of, and no reliance should
be placed on any projections, targets, ambitions, estimates or forecasts contained in this Presentation and nothing in this Presentation is or should be relied on as a promise or representation as to the future.

This Presentation may contain forward looking statements. These forward-looking statements can be identified by the use of forward-looking terminology, including the terms "believes," "estimates,” "anticipates,” "expects," "intends,"
"may," "will" or "should" or, in each case, their negative, or other variations or comparable terminology. These forward-looking statements include all matters that are not historical facts. They appear in a number of places throughout
this Presentation and include statements regarding the Company’s intentions, beliefs or current expectations concerning, among other things, TeamViewer’'s prospects, growth, strategies, the industry in which it operates and
potential or ongoing acquisitions or sales. By their nature, forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances that may or may not occur in the future. Forward-
looking statements are not guarantees of future performance and that the development of TeamViewer's prospects, growth, strategies, the industry in which it operates, and the effect of acquisitions or sales on it may differ
materially from those made in or suggested by the forward-looking statements contained in this Presentation. In addition, even if the development of TeamViewer’s prospects, growth, strategies and the industry in which it operates
are consistent with the forward-looking statements contained in this Presentation, those developments may not be indicative of TeamViewer’s results, liquidity or financial position or of results or developments in subsequent
periods not covered by this Presentation. Nothing that is contained in this Presentation constitutes or should be treated as an admission concerning the financial position of the Company and/or TeamViewer.

The Company undertakes no obligation, and does not expect to publicly update, or publicly revise, any forward-looking statement, whether as a result of new information, future events or otherwise. All subsequent written and oral
forward-looking statements attributable to it or to persons acting on its behalf are expressly qualified in their entirety by the cautionary statements referred to above and contained elsewhere in this Presentation.

This Presentation does not constitute, or form part of, an offer to sell, or a solicitation of an offer to subscribe for or buy any securities nor should it or any part of it form the basis of, or be relied on in connection with, any contract or
commitment whatsoever. Investors should not subscribe for or purchase any securities in an offering by the Company, if any, except on the basis of information in a prospectus that may be published by the Company. Securities may
not be offered or sold in the United States of America absent registration or an exemption from registration under the U.S. Securities Act of 1933, as amended (the "Securities Act"). The Company has not registered and does not
intend to register any securities under the Securities Act. There will be no public offering in the United States.

This Presentation is only addressed to and directed at persons: (i) in member states of the European Economic Area ("EEA") who are qualified investors within the meaning of Article 2(1)(e) of the Prospectus Regulation (Regulation
(EU) 2017/1129 and amendments thereto) ("Qualified Investors"); (ii) in the United Kingdom, at Qualified Investors who are persons who have professional experience in matters relating to investments falling within Article 19(5) of
the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the "Order") or who are high net worth companies, unincorporated associations and other bodies who fall within article 49(2)(a) to (d) of
the Order; or (jii) persons to whom it may otherwise be lawful to communicate it to (all such persons together being referred to as "Relevant Persons"). This Presentation is directed only at Relevant Persons and must not be acted on
or relied on by persons who are not Relevant Persons.




In Just Over 14 Years, We Developed From A Local Single-Use
Application Into A Global Open Connectivity Platform P
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Source: Company information
1. Billings generated in ~180 countries
2. Devices with at least one successful incoming / outgoing connection in the last year
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We Deliver Business Connectivity ...
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Enabling Customers Of All Industries To Connect, Manage And

Interact In Many Different Ways
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Source: Company information
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Connect Case Study: Powering A Global IT Helpdesk
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W

IT support

solution for an

Austrian
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with a global

footprint

MACO Employee

Technical
Issues

Source: Company information

TeamViewer

MACO IT Helpdesk

TeamViewer

Solution for centralised internal IT support
Scalable architecture and highest security standards

Solution
» Open platform enables support of customers
» Manufacturer with locations in 7 countries
Customer
Situation  © Need for reliable, safe, and cost-effective IT support
from centralised IT helpdesk for all countries
* International expansion requires a scalable solution
Challenge . :
» Occasional external customer support provided by an
internal helpdesk
. UiE before, e ‘With TeamViewer,
We are very happy now enjoy stable
. ) . we feel well-
with TeamViewer. connections every :
: : equipped to handle
The software lets us time, which has
further growth,
handle support allowed us to cut : :
- , including on the IT
cases efficiently the support cost by o
B support side
20 percent
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Manage Case Study: Centralising Digital Signage Management

« Single platform for Philips clients to manage their

pH I I.I ps TeamViewer  professional signage screens worldwide

solution . pre installed on many screens by default

+ Philips needs solution for its customers to access

Customer commercial screens

Situation

Remote input to - Screens used for wide array of applications

commercial ly - Signage screens distributed worldwide, partially in

used screens : SaesEEE A U o 6 Challenge limited bandwidth locations
worldwide I —— . Sk - 24/7 access needs to be ensured in all locations
Arrivals Screen “
LA ! \\ TeamViewer - ”V\/e have Yotu 78\;6 ZOIL?/' u«
\ - embedded |[. ] fc)on oro V}/ at /)S We can change
Advertsing Screen 1. N ,_\E_a _____ TeamViewer in scarg[e)/f]né@i rovr\;heree picture content
: // T all our signage in the neta//ork anyWhere aC/;OSS
Many Other Outlets // Control Room screens” ; the g/obe
Around the World* = g/Oba//y

Source: Company information
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Manage Case Study: Enabling Smart Agriculture & Farming

& Trimble.

Revolutionising
agriculture
through
monitoring,
control, and
technical support

P -
-~ ©&Trimble
TeamViewer ¢ Updates,Support, and Monitoring
/

of Fleet from HQ
Agricultural e
Equipment @ - So
\

Farmer,
anywhere
Management, Monitoring \\
and Support S o

Source: Company information

« Pre-installed on Trimble devices for remote fleet

TeamViewer  management and monitoring from factory

selufem Broad remote management capabilities for farmers
+ Agricultural equipment geographically dispersed,
Customer oftentimes in remote regions
Situation S . . : "
* Functioning equipment is business critical
+ Smart farming equipment increasingly complex
Challenge requiring frequent technical support

* Increasing data intensity of smart farming methods

“We were really
ecstatic when we
found out that Trimble Havelto B what

had partnered with TV

[..] We were just able they'are Seeing [OP
) ) their equipment]
to log in remotely

“With TeamViewer
customers did not

‘He logged in from
Ottawa whichisa 1.5
hour drive away and
fixed [the connectivity

issue]”
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Interact Case Study: Powering Remote Physical Therapy

+ Tele-rehabilitation solution allowing therapist to see

‘b} ) : TeamViewer  and interact with / give feedback to patient
”MediTouch 4 Solution . . .
+ Monitoring of specialised therapy devices
; - + MediTouch requires interact solution to make
MediTouch offers v | (;gtstotmer disruptive tele-rehabilitation possible
; & Iltuation
patlents secure at L e Y - Rehab devices create data and need to be monitored
home P hySIC_aI L - Patients with different operating systems / devices at
th erapy sessions ’ Challenge home dispersed across country
with TeamViewer - + Highest security requirements given data sensitivity
Patient =N o= ) Monitoring of )
Computer Sy S @)Me"m’“c“ Rehab Devices \/Vglneeded f%be “After we did a trial
\ /
. @ 0 aplietosee e with TeamViewer we
e R , _ patients and adjust . o
, \ Ierecion ] gy _ Physica G realised it fits our
. / \ e Therapist Live the rehabilitation in ds”
Rehab Device v A4 O Feedback real time” exact needs

Source: Company information
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Our Success Is Based On The Way We Engage With Our Users And
Customers ...

Start: Free-to- 08%

Use Brand Awareness

Ease-of-Use +47

Net Promoter Score (1)

Average number
of use cases per

Fast & HighROlI €335

to Customers p.a. Entry Price Level
Open Integration
ECOsyStemS Into Customer Network

Source: Company information based on third-party market study and B2B customer survey
Note: B2B customer survey with ~1,200 participants (across key markets: US, Brazil, Germany, UK, Spain, Australia, China, India) as of May 2019
1. Based on n=527 participants for TeamViewer
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Remote Connectivity Has Become Business Critical

DIGITAL TRANSFORMATION

Digital transformation market size by 2023

ROBOTICS & AUTOMATION

- $210bn

Worldwide spending on
robotics systems & drones in 2022

INTERNET OF THINGS &
ARTIFICIAL INTELLIGENCE

~% €186bn

Total internet of things endpoint hardware spending

DEVICE & APPLICATION PROLIFERATION

S 24

Average number of devices and connections per
household in North America by 2022

Anyone

FUTURE OF WORK

< >50%

Employees globally work outside main
office headquarters at least 2.5 days a week

CARBON FOOTPRINT REDUCTION

N 40%

EU's target to reduce greenhouse gas emissions
by 2030 compared to 1990

Anything Anywhere

Anytime

Source: Company information based on third-party market study and publicly available information, Cisco VNI, IDC, IWG, MarketsandMarkets
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Large, Underpenetrated And Fast Growing Total Addressable Market

B Connect
B Manage
" Interact

€30.2bn

€14.4bn

Growth Across Regions
Equally Split

APAC: 26%
EMEA: 23%
AMS: 24%

2018 2023

Source: Company information based on third-party market study
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Strong Growth Track Record Now Accelerating After
Shift To Subscription And Evidenced Across All 3 Regions

Billings (€m
’ ( ) Driven By Recurring Base With >100%
NRR And Strong New Sales Trajectory
2017A - 2018A 310 320

Consistent grOWth
Growth Across
All Regions 230

2008A 2009A 2010A 2011A 2012A 2013A 2014A 2015A 2016A 2017A 2018A 2019"

= EMEA m Americas = APAC

Source: Company information
1. Including foreign entities which were contributed as of 12th June 2019 (except for Monitis CJSC which has been contributed on 26th June 2019) with €1.8m of estimated billings for H2 2019
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Key Financial Highlights

O | / /, _T
2] @ il
Fully Transitioned Strong Sustainable And
Subscription Model Visibility Accelerating Growth

100% SaaS () >100% Net Retention Rate (@ +37% Billings Growth YTD ®
Q R
E=
— . .
= Highly Profitable and , , ,
S Scaiable Busi Superior Unit Economics Strong Cash
= Calabie busIness . .
o o . W >30x Customer Lifetime Value / Conversion
= 22Uy oI ete i)y Customer Acquisition Cost ()®) 0 ion 4)©)
>50% Cash EBITDA Margin @ a #I0% Caeh Clerersion
Source: Company information 4. 2018Afigure
Note: Preliminary numbers subject to audit; key highlights as of 2019E 5. Customer Life Time Value / Customer Acquisition Cost ratio: CLTV defined as (ARB / number of subscribers) x Profit
1. 99.7% subscription billings in H1 2019 Contribution / Gross Value Churn; CAC defined as direct S&M / customers added over the period; Profit Contribution
2. Defined as Annual Recurring Billings — Gross Value Churn + Up-sell and Cross-sell (adjusted for FX effects and expiring defined as (1 - (total recurring Cost of Sales / Billings)); Gross Value Churn defined as Billings lost from customers that
discount) had an invoice in LTM-1 but notin LTM
3. Asof June 2019A 6. Defined as Pre-tax FCF / Cash EBITDA

: B
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We Have A Clear Strategy To Penetrate Our Total Addressable Market:

Tangible Growth Initiatives Along Three Dimensions
Structural Factors & Tangible Initiatives For Continued Potential Growth (o - e cases

Selective
Further Global M&A

Enterprise / Roll-Out
Tensor

Small

yoeay Jowolsnd |n4

New Customer Acquisitions —p

Business ‘{\\o
QQ_ N
S &
07 R
&2, L
<° |
India
Premium
Japan

Personal

Free Use Case Discovery >
HHH /AN 1O ééh)
o] :8: [&i[e] W
Meeting Remote Management Pilot Internet Of Things

Source: Company information
1. Forillustrative purposes only
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A Rare Opportunity That Has It All

-~

N

N N
o
o~ O
§
STRONG
PLATFORM GLOBAL CROWTH

» Business critical
connectivity
platform

* ~100% SaaS
(software as a service)
business model

* ~340m annually active
devices M

« Net revenue retention
rate >100% ©®

/

_J

o

~€10bn global TAM as
of 2018

Active in ~180
countries

~800 employees @
across offices
around the globe

Worldwide network
with >1,000 routers
around the globe

/

Accelerating billings
growth >35% YoY @

24% Total
Adressable Market
growth from 2018-2023

Expanding
use cases

Multiple levers, such
as Tensor and loT

//

Source: Company information based on third-party market study
A device which reported any activity type within 12 months

g wLwN =

H12019

ATTRACTIVE
ECONOMICS

No geographic, customer
or vertical concentration

>360k subscriptions @

Scalable with gross
profit margin >90% ©)
and Customer
Lifetime Value /
Customer Acquisition
Costs >30x @

e
@)

7=

HIGHLY
PROFITABLE

¢ Cash conversion
>90% )

* EBITDA margin
>50% @

/

FY 2018; gross profit margin excluding D&A and non-recurring COGS; net revenue retention rate = 1 - net value churn (gross value churn - expansion); gross value churn as billings lost from customers that had an invoice in LTM-1 but not in LTM

FY 2018; CLTV, the expected customer lifetime value, defined as (annual recurring billings (ARB) per customer * gross margin) / gross value churn; CAC, the customer acquisition cost, defined as sales & marketing costs / # new customers

lllustrative pre-tax operating cash flow defined as cash EBITDA - capex - change in net working capital; conversion defined as illustrative pre-tax operating cash flow / cash EBITDA
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