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Important notice

This confidential presentation (the "Presentation") has been prepared and is issued by and is the sole responsibility of ACOMO N.V. and includes the slides that follow; the oral presentation of the slides, any question and answer session that follows the oral presentation, hard copies of any materials
distributed at, or in connection with this Presentation. All intellectual property rights, including trademarks, are those of their respective owners. The information contained in this Presentation which is not already in the public domain must be kept strictly confidential and may not be further copied,
distributed or passed on, directly or indirectly, to any other person or published or reproduced directly or indirectly, in whole or in part, by any medium or in any form for any purpose without the express written approval of Acomo. This Presentation is for informational purposes only and is subject to
completion and amendment. Except where otherwise indicated herein, the information provided in this Presentation is based on matters as they exist as of the date of its preparation and not as of any future date, and will not be updated or otherwise revised to reflect changes occurring after the date
hereof.

This Presentation shall not, and nothing in it should be construed as, an offer to sell or the solicitation of an offer to buy any securities, nor shall there be any sale of securities in any jurisdiction in which the offer, solicitation or sale would be unlawful prior to the registration or qualification under the
securities laws of any such jurisdiction. Neither this Presentation nor anything in it shall form the basis of, or be relied on in connection with, any contract or legal obligation, whether express or implied, or any commitment or investment decision whatsoever.

This Presentation does not constitute an offer of securities for sale in the United States (including its territories and possessions, any state of the United States of America and the District of Columbia) (the “United States”). This Presentation is not for use in the United States. Any securities referred to herein
have not been and will not be, registered under the U.S. Securities Act of 1993, as amended (the "Securities Act"), and may not be offered or sold in the United States or to U.S. persons (within the meaning of Regulation S under the Securities Act ("Regulation S")) absent such registration except pursuant to
an exemption from, or in a transaction not subject to, the registration requirements under the Securities Act and in compliance with all applicable laws of any state or other jurisdiction of the United States. Acomo does not intend to register any portion of any offering of securities described herein in the
United States or to conduct a public offering of any securities in the United States. Neither this Presentation nor any related presentation nor any copy thereof may be taken or transmitted or distributed, directly or indirectly, into the United States or viewed by "U.S. Persons" (within the meaning of
Regulation S) unless they are QIBs. The securities referred to herein may not be offered or sold in the United States except to QIBS in reliance on Rule 144a or pursuant to an exemption from or a transaction not subject to, registration under the Securities Act. By accepting this delivery of this Presentation, the
recipient represents, warrants, acknowledges and agrees that (a) it is a resident and located outside the United States (within the meaning of Regulation S), (b) it will not reproduce, publish, distribute or pass on this Presentation and (c) it will not transmit, forward, send or take this Presentation nor any
copy hereof into, or distribute this Presentation or any copy hereof within the United States.

This Presentation is only directed at persons who are "qualified investors" (as defined in Regulation (EU) 2017/1129 (the “Prospectus Regulation”)) who (i) have professional experience in matters relating to investments (being investment professionals falling within Article 19(5) of the Financial Services and
Markets Act 2000 (Financial Promotion) Order 2005 as amended (the "Financial Promotion Order")), (i) are persons falling within Article 49(2)(a) to (d) (high net worth companies, unincorporated associations, etc.) of the Financial Promotion Order, or (iii) are persons to whom an invitation or inducement to
engage in investment activity (within the meaning of section 21 of the Financial Services and Markets Act 2000 (as amended, the "FSMA")) in connection with the transactions contemplated in this Presentation may otherwise lawfully be communicated or caused to be communicated, all such persons
together being referred to as “relevant persons”. Persons who are not relevant persons should not take any action on the basis of this Presentation and should not act or rely on it.

In any European Economic Area ("EEA") Member State this Presentation is not addressed to and is not directed at any retail investor in the EEA or the United Kingdom. For these purposes, the expression "retail investor" means a person who is one (or more) of: (i) a retail client as defined in point (11) of
Article 4(1) of Directive 2014/65/EU (as amended, "MIFID II"); or (ii) a customer within the meaning of Directive (EU) 2016/97, where that customer would not qualify as a professional client as defined in point (10) of Article 4(1) of MiIFID Ii; or (iii) not a qualified investor as defined in the Prospectus
Regulation.

This presentation may include "forward-looking statements" within the meaning of the securities laws of certain applicable jurisdictions. In some cases, these forward-looking statements can be identified by the use of forward-looking terminology, including the words "believes", "could", "estimates”,
"anticipates”, “ambition”, "expects”, "intends", "may", "will", "plans", "continue", "ongoing", "potential”, "predict", "project", "target", "seek", "should" or "would" or, in each case, their negative or other variations or comparable terminology or by discussions of strategies, plans, objectives, targets, goals,
future events or intentions. These forward-looking statements include all matters that are not historical facts. Any forward-looking statements used herein are based on a number of assumptions and estimates and are subject to known and unknown risks, uncertainties and other factors that may or may not
occur in the future. As such, we caution you that forward-looking statements are not guarantees of future performance and that our actual results of operations, including our financial condition and liquidity and the development of the industry in which we operate, may differ materially from those
expressed or implied by our forward-looking statements. Other than as required by applicable law or the applicable rules of any exchange on which securities may be listed, Acomo does not undertake to publicly update or revise any of these forward-looking statements.

By reviewing this Presentation you acknowledge that you will be solely responsible for your own assessment of the market outlook and the market position of Acomo and that you will conduct your own analysis and be solely responsible for forming your own view of the potential future p erformance of the
Group’s business and prospects. The contents of this Presentation shall not be construed as investment, legal, accounting, regulatory, tax or other advice and does not take into account your investment objectives or legal, accounting, regulatory, tax or financial situation or particular needs. Each reader of
this Presentation should consult its own legal, business or tax advisor as to legal, business or tax advice.

By attending this Presentation (whether in person, telephone or otherwise) you agree to be bound by the foregoing limitations. Any failure to comply with these restrictions may constitute a violation of applicable securities laws.
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Building routes
to healthier foods




Leading in specialty ingredients

For every moment during the day

Tea & organic Dried fruit & Bites of Nuts & Food Solution Seeds &
coffee coco products organic snacking blends spices
chocolate
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Role in the Supply Chain | From field to fork

Inventory &
distribution

Farming Sourcing & trading Processing Customers & retail

% el

Peace of mind for
customers

Trusted partnerships with Competitive edge through Turning raw materials into Rotating buffer stocks &
farmers & access to scale, local relationships customized ingredients, supply guarantee
countries of origins and expertise ensuring high quality &

food safety

. \ /,4 -

- ) =
7 " Leading Commercial activities in "‘ / More than “  Operationsin
‘ B2B | >100 B 600 & 19
— ’ company countries ﬂ products !b‘ countries
Loy - .
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EBITDA

€109M
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Diversified plant-based portfolio

Spices & Nuts

Spices, coconut
products, nuts, dried
fruits, and dehydrated
vegetables & herbs

<GC>

CATZ INTERNATIONAL B.V.

Established 1856

Share of 2024 sales

Sunflower, poppy, sesame,
hulled millet, linseed,
caraway and pumpkin seeds

Premium, certified
organic food products
and ingredients

G Skeanic

¢

Share of 2024 sales

Black, green, white or
specialty tea in either
bulk or packed form

Food Solutions

.

Culinary and functional
ingredients, compounds
and blends

SNICK

EUROINGREDIENTS

Share of 2024 sales
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Worldwlde & dlverse customer base

Vltal.hnk in global food markets = = o® .o

.
—

* Blue chip CPG customers —K Major retailers

* Wide variety of food | e Specialty stores
manufacturers



Building routes
to healthier foods




Building ROUTES to healthier foods

Physical

it
.J

5
»,
K. .
* vy w\’).!ﬁa

4
4

Foundational Intellectual
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Building routes to HEALTHIER foods

Portfolio Food trends Financial

* Natural and 100% plant-based * Sustainable diets * Operating companies have healthy
portfolio of high-quality ingredients business model
and food solutions * Global plant-based food market
expansion * Group has healthy balance sheet
* Conventional and Organic _ _ _ _
* Plant-based innovations * Clear Group financial framework
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Be the leading partner in plant-based
food ingredients in conventional and
organic specialty markets




Value creation tree

Entrepreneurial drive
Reliability

Act responsibly

Environmental Social Governance




Be the leading partner in plant-based food ingredient
solutions in specialty markets

Importance of Scale
e Best offer to the customer

* Financing capabilities
e Global trade disruptions
* Increased regulations

Entrepreneurial drive

Act responsibly
Reliability

Environmental Social Governance




Be the leading partner in plant-based food ingredient
solutions in specialty markets

. 14 y
-all \
WY 0 0
N A4
W’ ’y\.
. ¢ IN N
N Ke \D 'I.’
"‘ A .', 'I‘. .’
\.‘(‘ ,‘ . L ‘:‘\:
Engaged thriving employees N /’ o
* People are our key asset _’Z‘ >\ : \\ Lo
* Reputation & partnerships worldwide - ’\ ’.\\

* Attracting, developing & rewarding /

Entrepreneurial drive

Act responsibly
Reliability

Environmental Social Governance




Be the leading partner in plant-based food ingredient
solutions in specialty markets

Diversified plant-based portfolio
* More than 600 products

Diversified

* Multiple country sourcing ,?,‘;';‘,f;?i‘ﬁf,"?‘*

* Aligned with food trends

Entrepreneurial drive

Reliability

Act responsibly

Environmental Social Governance




Be the leading partner in plant-based food ingredient
solutions in specialty markets

Resilient responsible supply chains

Resilient * Broad sourcing network
. . responsible . .
) supply chains KA’ * Sustainable agriculture

* Certification programs

Entrepreneurial drive

Act responsibly
Reliability

Environmental Social Governance




Be the leading partner in plant-based food ingredient

solutions in specialty markets

Value adding Capabilities

) (]
KN
=N

' N

Entrepreneurial drive
Act responsibly
Reliability

Environmental Social Governance

Value adding Capabilities

In depth market knowledge
Quality controls

Claim validation and traceability
Innovation and processing
Digital innovation



Be the leading partner in plant-based food ingredient
solutions in specialty markets

Build on our core values and
integrated with our environment

Entrepreneurial drive

- Act responsibly
Reliability

Environmental Social Governance




Everything is based on core values

Deeply rooted DNA

At the heart of the company for
over 100 years

Contract = Contract

Resulting in long-standing
relationships with suppliers and
customers

Consciously managing market
challenges

Code of conducts, regenerative
farming projects







Strategic financial objectives

Mid-term value creation objectives

NEIES
€ 2 Billion

Maintain a strong Balance Sheet;
remain resilient to market
changes and manage risks

Remain an attractive
dividend payer

Delivering a
healthy margin

Dividend Payout

EBITDA Debt / EBITDA
c. 9% <2.5

| ACOMO N.V.-CMD 7 April 2025
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Market dynamics form base for Acomo’s future

Food
availability

Rising demand for healthier Increased importance Food production within
yet tasty foods food availability planetary boundaries
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Food trends | increasing demand for healthier foods
that do not compromise on taste
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The Planetary
Health Plate

i
Fruits and vegetables sl-l"\
Non-starchy vegetables b

* Unsaturated

Added sugars plant oils

* Sustainable diets gain momentum, driven by
environmental concerns and health benefits

* National dietary guidelines shift towards
plant-based

(source: EAT-Lancet commission)

Retailers and Foodservice have expanded
dedicated plant-based offerings

Leading companies will source organic,
natural and allergen-free ingredients that
are sourced sustainably (source: GlobalData)



Capabilities to support plant-based food trend

Convenience

Food trends Portfolio & innovation Category management _

MLD DEUR-01

) 1

0 \W
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Food availability requires access to source

THE WORLD POPULATION IS GROWING
Food

availability ;M ,

TODAY

1.32

BILLION PEOPLE

* Middle-class consumers leading the plant- * Increased number of disruptions
based food transition due to economic & B

educational factors Climate change

- Covid
- Logistical disruptions (e.g. Suez canal)
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Capabilities to have access to source and to add value

In every step of the supply chain

In-depth market Ne\.lv.sources and more Value added
knowledge efficient usage of land

Food
availability

* Over a century of * Developing new origins & * Direct sourcing processing
experience in responsible support effective farming capabilities
sourcing
* Packaged Nuts & Seeds * Cleaning, sorting,
* Broad, flexible and market is projected to processing, packing
scalable network grow at a CAGR of +10% .
(2025-2031; source: 100001QMR) * Alternative products and

customer support
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Food systems | within planetary & health boundaries
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Responsible sourcing is an integral capability of our
business model

Food production | within planetary & health boundaries

Food safety

Organic integrity Transparency & traceability

» Extensive and structured * In-depth organic * Trusted partnerships and
Quality Assurance knowledge close relationship with
processes _ farmers at sources of

* Agroforestry practices origin to increase ESG

* Modern traceability _ _ impact
programs and 0 Regeperatlve organic
documentation practices * Certification &

trustworthy processes
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Strategic focus areas

Spices & Nuts Food Solutions

2

Portfolio focus and

Focus on profitability Grow autonomously
grow autonomously

Grow autonomously Grow autonomously

M&A in Europe and Investments and

Bolt-on M&A

North America bolt-on M&A in Europe
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The evolving role of merchants and the market
characteristics

Link to Dr. Wouter Jacob’s lecture earlier today

Characteristics Developments

Trust and reliability

“~ "
Aligned with our DNA and capabilities
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Building routes to healthier foods

A COMO ACOMO'’s growth focus future oriented

Strategy & within financial frame work

objectives

(
bt ( ket trends & i ACOMOQO'’s portfolio and capabilities are

Portfolio Developments Capabilities a pe rfe ct f it wit h ma rket tren d S

Entrepreneurial drive

ACOMO’s deeply rooted core values
‘ are solid fundament for growth
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Three companies presenting today

Spices & Nuts Organic Ingredients

QG:E% € el TRADIN"
ORGANIC

CATZ INTERNATIONAL B.V.
Established 1856
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Building routes
to healthier foods

A COMO



5 speakers

Catz
International

Albert
Berisa

| ACOMO N.V.-CMD 7 April 2025



<G>

CATZ INTERNATIONAL
Established 1856

Bridging
Your Needs




Global player

80 countries

Creating peace of mind
for our partners
mission




Where we play | The power of the integrated supply chain

2

Inventory &

Sourcing & trading distribution

Trusted partnerships with
farmers & access to
countries of origins

Turning raw materials into
custom ingredients. High
quality & food safe

Customers & retail

=~

O O

Peace of mind for
customers




Our business model
- Creating peace of mind for our partners -

Manage supply risks

Source globally Strategically located




%
00

%%

Unigue position

\ 4

Coconut
Products

Tailormade quality & service

Rotating buffer stocks

Spices ¢

Supply guarantee

One stop shop

©0g  Edible - Advantage of scale
qugg Nuts ¢ :
. World’s largest single buyer of desiccated coconut
©&, Dried
@@ Fruits
Dehydrated
Vegetables

& Herbs




Leading blue chip CPG company
Mounting pressure on supply chain. Coconut scarcity
\olatile markets threatening both pricing stability and product availability
Catz is seen as trusted advisor and has access to approved sources
Results for customer:
 Strategic price hedging program for next 2 years.
« Managing risks: price stability & supply security
« Competitive advantage
Managed in a profitable way for Catz




Human factor
- competitive advantage -

S | o % T |
Partnerships Access to Ensure quality , Non-listed
worldwide — multiple suitable | control commodity
many different markets people business |

cultures




Foundation for future growth
- the evolving role of trading -

Past
Price driven trade
Large information gaps &
less market transparency

Present
Supply security
Food safety, quality assurance
and compliance

Future
Crucial partner in ensuring supply security
amid increasing trade disruptions,
with food safety, traceability, sustainability
and quality as prerequisites.



Key take aways:

Almost 170 years' experience in global trade
Crucial partner for food manufacturers. Yesterday. Today. Tomorrow.

Proven track record of strong & growing financial results




Thank you for
your attention!

L 4

<G>

CATZ INTERNATIONAL
Established 1856




5 speakers

| ACOMO N.V.-CMD 7 April 2025

3
Edible Seeds

North America

Koert
Liekelema



Edible Seeds in
North America

* 1( =
%‘l ah)

[ *fAcomo Capital Markets Day
\ ‘bAer 7th 2025, Rotterdam the Netherlands

. VP S & i)




Key facts e

Market leader in
North America

Vertical integration
Farm to Shelf

- (—"‘ . - A\ *'

N

-

Processing & % 350 employees and
manufacturing ! over 50 years of
across Midwest, US history o

-bll‘% A , |




Value adding role | Farm to consumer  rearwer

COMMODITIES

¥\

Processing & Packaging &

manufacturing Distribution Retail & consumers

Sourcing & trading

Direct-to-grower and
seed development
program




Business Model F

COMMODITIES

Vertical integration allows for higher margin, value-added offerings, %
competitive positions and stable earnings

From Farm to Consumer Profitable Downstream Businesses

Sourcing & Grower Partnerships

~ ORIGINAL

Ui SUNFLOWER
IS4 SEED BUTTER

IZ
5
E
i

— Processing & Manufacturing
it 4

‘# . Distribution & Packaging




Market Dynamics & Trends Red River
—_—

North American food market is high-growth and innovation friendly ™

The US food industry 80N Rising preference for plant-
exceeds $1,500B with food (o () based, non-GMO and
ingredients a $100B segment 230 =1 allergen-free foods align with
that continues to grow . our offerings

The US economy has high
y consumer spending, a
Wil s growing population and a

5 Il-mEENENE
wEd ] strong labor market

Well-established supply
chains and a consumer base
receptive to innovation




Value creation: Power of the Sunflower  réariver

-\i\
Consumer Trends Sunflower Attributes
e Cleaner labels * Naturally non-GMO
* Plant-based alternatives * High protein, fiber & healthy fats

* Allergen-free options * Free from the top 9 allergens

Vertical integration Regional leader in NA: Downstream success:

Added value of $5 / Ibs, 5x local sourcing & local sales long-term, sustainable
above industry average customer relations




Red River Commodities Hod RRbr

Diversified portfolio adding value in four segments %

: SunButter® - meeting growing demand for
(Zoh  allergen-free foods

~ ORIGINAL

HiE  SUNFLOWER

Sunflower snacks — supplying roasted and
seasoned seeds to major CPG brands

1884 SEED BUTTER

Bird food - private label blends of
specialty grains and seeds

Food Ingredients - high quality kernel and
customer ingredients




SunButter® and Jammies® e
S

Meet growing demand for healthy, nutritious and allergen-free food -

* USA is the worlds largest nut
butter market *

e SunButter® is leading brand in
sunflower/other seed category

* Expand retail presence
* Food service penetration

* Portfolio development

* Source: Grand view research



Wildlife builds Pecking Order® Red River

A leading backyard poultry brand -¥\

 #3in bird food private label
* Leading in backyard poultry

* Market opportunity of S400M

- _LL_¥ -4

™
/5, CHERRY COBBLER
11

-
&
-

4
ol

)
W
4

Pecking Order

CELEBRATE LIFE'S REWARDS

== CHERRY COBBLER ¥ - <o«




Our key strengths for further growth

in the North American market

Vertical Leadership in Strong customer Expertise in
integration sunflower relationships brand
development

'\

Innovation
capabilities




Capitalize on North American

opportunities

Applying the strengths of Red River Commodities

Consumer trends

e Cleaner labels
* Plant-based alternatives

* Allergen-free options

Edible seeds opportunities

SunButter

Penetration and
rotation 1

Sunflower

Industry
consolidation

Wildlife

Market share
portfolio growth ¢

Edible Seeds

Growth beyond
sunflower



7 o)

Key takeaways Red River

COMMODITIES

* Integrated sunflower business with options to scale \/

* Diversified & profitable portfolio geared to consumer trends

* Large, growing and attractive food and ingredient market




Thank you
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| ACOMO N.V.-CMD 7 April 2025

4
Tradin

Organic

Floris
Wesseling



Capital Markets Day

Floris Wesseling
7 April 2025

Organic Ingredients - Global Impact



At a glance

. . . 2 Iilngrgdients

(7))
Q0
o
Coffee Cocoa Sweeteners 0
S 350+ [t
£ . . . suppliers =t
O Fruits &
O et el O 20 2
Supply chain Integrated
Leqdership & partnership processing
30 Experience in collaborations facilities

Yedrs Organic
Sourcing from

>300,000 <%

farmers

Serving

>>1000

customers




Where we play
TRADIN"

.............. Qg ORGANIC

2o,
°®

Farmers Primary Trading Secondary QW Customers
Processing I Processing [ & Retailers

. “re
. p . Building g;to‘HeoIthier iood,s
& . i o 3




g an
Integrated Integrated
Specialists One-Stop shop

VerEcaI 3
Integration

Specialist ’ General
traders traders

iartfolio Diversity



consumers

Healthy & Nutritious
No pesticides, additives or antibiotics
Conscious Consumerism

Farmers
Increased Livelihood
Fair Pricing

Ethical labor

Planet

Soil Health
Biodiversity
Lower Carbon Footprint

One stop shop & diverse portfolio

Trusted partner with high standards

Quality assurance & traceability

Multiple supply sources to ensure availability
Long-term partnerships with our suppliers
Resilient supply chains

Integrated sustainability programs




Organic Ingredients

Mexico

Global Impact

Key sourcingitems
2 WO 0
30

Columbia
Sugar Cane

Ecuador

|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
I
-

Orange, Lemon, Grapefruit,
Mango, Agave

Dominican Republic

Cocoa

I
|
I
I
I
I
|
|
I
|
|
!
|
}
I
I
I
I
|
|
|
I
|
|
|
|
|
I
I
I
I

Paraguay
Chia

Banana

Peru

Orange, Cocoq, -~——————————————————

Coffee, Ginger
Bolivia
Cocoa

Our impact projects support
organic growers and processors

>100.000 >180.000
farmers hectares

i b
I
|
|
I

|
|
|
|
|
|
|

Brazil
Sugar Cane,
Orange, Coffee,
Lime

Argentina
Sugar Cane,
Lemon, Pear

Vietham

China
Morocco Turkey Nuts, Pumpkin, Berry
Orange Apple, Nuts
India
Mango

/ processing facility

¥

Sierra Leone

Cocoa

\%, NETHERLANDS:
Crown of Holland
Our organic cocoa
processing facility

|
|
|
I
[
o
' |
| |
! |
} I
: I
i
I
o
' I
| I
! i
I I
I

\

s suncomo
Our organic sunflower

ﬂ L

’

X EtHIOPIA:

©) sunvado
Our organic avocado
oil processing facility

&
|
[
!

:
|
|
|
' I
|
| o
I
| atf
I : : | Ethiopia SriLanka
i | . Coffee, Avocado Coconut
| | |
| | |
| | |
| | | [
| ! |
| | |
| ol
] Lo E
| : I |
} | Uganda %
} | cocoa E
| | I
| | |
| | |
| | |
| | |
| | I
| | |
| | |
! ! !
Togo Egypt Madagascar
Pineapple Orange Cocoa

Nuts, Dragon Fruit

|
|
I
I
|
|
|
|
|
|
|
|

Indonesia
Coconut

Philippines

Coconut
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Organic marketis
predicted to keep growing

400
350 Retail sales
o0 (bln euros)
250 £ f y
: wsdf] v ‘//
200 , -
@ Key:Treadss -
CAGR CAGR —’(d’/—
e 10% 13% A '
50 — ) Focus on healthy and free-from" food
0 - Rise in natural and plant-based diets
2012 2022 2030

Climate change resilience

Conscious and ethical eonsumerism

N,

Source: IFOAM, FiBL, Simon Kutcher, Grand View Research, Polaris Market Research
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Global reach in sourcing expertise and supply pdrtnershlps ,
! We deliver E2E value:
|55 4 \ :;,'v' A o . h - ) \\ . ‘\; i 3 v 3 - : \\\\, ] C t :
We understand Integrated supply chain value with added services . éxp:?tzrgf:igtece've
and connect B reliability and
customerand [ B =, Y €T  / B resilient supply
. - solutions
producer needs Unlocking vital resources to develop organic supply partnerships
-,J\ 2. Producers receive
s 7 v \ TR ' |l support, stability and
origin diversification reduces risk and provides sustainable predictable demand
sourcing model \
. "'
. L 7 \ 'S »



Impact Growth Cycle [@

Our model of unconventional growth: as our business scales, so does our positive impact

Access resilient - Meet growing —— "
Supply chains demand value creation

§ecurépg a stqk;le supply %fl |::> Lorrozlirc]:igit%:(s)&;%doi?d care
ingredients with measurable ullu
imgpqct ' ‘ sustainable sourcing solutions
Increase farmer . @ Scaleregenerative
L organic agriculture
livelihoods g g
Through price premium, stable s ' :)Gyrrs;:JeeE%rrt]ig%;?dzr?h(rsétwgrl]lholder)

income, women and youth

education and further farm
investments

Boost biodiversity
and soil health Nature-positive

and climate resilience and water management
in sourcing areas, beyond farms, to increase

yields and diversity for food and trade \ \r



Primed to lead in a
complex world

Securing superior,
sustainable growth

Advancing on our
fundamentals

Responsible, Entrepreneurial,
Future-oriented

N
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Acomo — Mirjam van Thiel

Rotterdam (NL), April 7, 2025




Acomo is well positioned for long-term value creation

Entrepreneurial drive
Reliability

Act responsibly

Environmental Social Governance




Strategic financial objectives

Mid-term value creation objectives

NEIES
€ 2 Billion

Maintain a strong balance sheet;
remain resilient to market
changes and manage risks

Remain an attractive
dividend payer

Delivering a
healthy margin

Dividend Payout

EBITDA Debt / EBITDA
c. 9% <2.5
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> 70%



Further building scale

Proven track record

Sales Adjusted EBITDA
Euro million Euro million
1,423 1.363 101 108 109
1,254 1,266 ' 92 Growth opportunities:
o7 - * Organic
. . M&A
2020 2021 2022 2023 2024 2020 2021 2022 2023 2024
Total Total
5 yr CAGR +18% 5 yr CAGR +20%
Excluding M&A Excluding M&A
5 yr CAGR +5% 5 yr CAGR +13%
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Further building scale

Growth path towards €2B of Sales

Sales Bolt-on and
Euro Billion selective
transformational
5% p.a. organic M&A

o -

2024 Organic growth M&A 5 year target
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Further building scale

Organic growth | further build scale in specialty markets

Geographic expansion White space

New markets

Grow existing businesses Portfolio
extension

Existing markets
Existing products New products

Size represents
share of growth

Included in the
boxes are examples

| ACOMO N.V.-CMD 7 April 2025



Further building scale

M&A focus areas

Spices and Nuts

Edible Seeds

Organic Ingredients

Tea

Food Solutions

| ACOMO N.V. - CMD 7 April 2025

Priority (bolt on or transformational)
Priority (bolt on or transformational)
Priority (bolt on)
Continue to maximize potential of existing offerings

Priority (bolt on)



Further building scale

M&A Criteria

o

7 N

743\
& oo
Cultural Fit

Financial Fit

Strategic Fit

Active within plant-based Finance synergies, and bolt-on Aligned with Acomo’s core values:

ingredients within specialty markets revenue and cost synergies entrepreneurial drive, reliability
and act responsible

Preferably between the Fit within the financial framework

€20M - €400M revenue of Acomo

If financing with shares, EPS
accretive in the medium-term
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Healthy EBITDA margin

EBITDA% demonstrating the value added role of Acomo

Peer comparison

18.1%

EBITDA % of Sales

8.0%
6.5%
4.8% 5.2% .
3.2%
The Olam ADM Bunge AAK Corbion Glanbia Kerry
Andersons A(COMO
Traders F&B ingredients
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Healthy EBITDA margin

Opportunity within the portfolio to improve margin

EBITDA % of Sales
Average last 3 year adjusted EBITDA?

10% Lo

8%

5% 6%

24%

Tea Organic Ingredients A(C O M\O Edible Seeds Spices & Nuts
Improve through Grow margin while Recover margin Continue to
customer centric seizing market growth and leverage grow on strong

organizational opportunities on Sunflower foundation
model foundation

1 Adjusted EBITDA includes correction for unrealized hedge results and amortization of PPA related to acquisitions. For Organic ingredients, graph reflects 2021/2022 margin when cocoa margins were normal

Food Solutions

Accelerate growth
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Capital Allocation Strategy

G Strong balance sheet

Invest in profitable growth

Invest in building scale

e Dividend

| ACOMO N.V. - CMD 7 April 2025

Manage volatility
Maintain room to take strategic positions

Invest in capabilities and capacity

Bolt on and transformational acquisitions

Attractive dividend ratio



Strong balance sheet

Maintain a strong Balance Sheet

* Healthy solvency ratio’s Strong
solvency ratio S0
 Leverage ratio quickly Equity / assets R
returned to normalised
levels post acquisition of
Tradln In 2020 2020 2021 2022 2023 2024
Robust .

leverage ratio
Adjusted EBITDA / Debt

2020 2021 2022 2023 2024
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Strong balance sheet

Maintain a strong balance sheet

Working capital as a Financial 472 = e a0
commercial instrument headroom
EUR million 275
. . [ ]
Financial headroom to
o Bl 1rade working Capital
manage volatility B Utiised
I Headroom - Uncommitted 2021 2022 2023 2024

Il Headroom - Committed

Supported by

consortium of banks
Group debt

maturity profile
EUR million

529

[ Revolving Credit Facility
B Term Loan 2025 2026 2027 2028
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Attractive dividend

Remain an attractive dividend payer

3.0 - - 100
2.5 80% Er 82%

. 74%/ - B 80
2.0

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Il Adjusted earnings / share [ Dividend / share — Dividend payout ratio

* 2024 Proposed Dividend
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Proven track record

Sales growth
8% per annum
(organically +4%)

With steady
EBITDA at 8% ...

... solid leverage
ratio ...

... and attractive
dividend payout
levels

Sales €B
1.4

0.7

15 16 17 18 19 20 21 22 23 24
Adjusted EBITDA%

8% 8%

’15 16 17 18 19 20 21 22 23 24
Net Debt / EBITDA

2.1 2.3

15 ‘16 ‘17 18 ‘19 20 21 22 23 24
Dividend as % of EPS

74% 83%

15 16 17 18 19 20 21 22 23 24
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Proven track record to further accelerate growth

Sales growth
8% per annum
(organically +4%)

With steady
EBITDA at 8% ...

... solid leverage
ratio ...

... and attractive
dividend payout
levels

Grow to
€2B Sales
in 5 years
29
c. 9% ...while improving EBITDA

to c. 9%, by focusing on
adding value and strategic

portfolio management;

Sales €B
1.4

0.7

15 16 17 18 19 20 21 22 23 24
Adjusted EBITDA%

8% 8%

’15 ‘16 17 18 19 20 21 22 23 24
Net Debt / EBITDA

2.1 2.3

15 ‘16 ‘17 18 ‘19 20 21 22 23 24
Dividend as % of EPS

74% 83%

15 16 17 18 19 20 21 22 23 24

’29
Maintain a strong
<2.5 balance sheet to
l manage volatility and..
’29
... continue with
>70% attractive dividend
l payout levels
’29
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Key takeaways

\/ Strong base

/I

EIDH Growth opportunities, both organic as well as via acquisitions

" . _
°o O o Financial headroom

O 0O

IWm Vi) Long term shareholder value
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Building routes
to healthier foods

A COMO



Acomo - Summary

Rotterdam (NL), April 7, 2025




Key take aways - Building routes to healthier foods

> Strategy and objectives are alignhed with market trends and fit our portfolio and capabilities

> Operating entities are well positioned for further growth rooted in a strong DNA

> Financial framework has clear targets and facilitate growth to further build scale (incl M&A)
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