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Robert Keane Sean Quinn Maarten Wensveen Bryan Kranik Paolo Roatta

Founder, Chairman & CEO Chief Financial Officer Chief Technology Officer CEO ‘ CEQ, The Print Group
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Commerce Platform & Country Groups EVP, Design & Service Physical Products Chief Marketing Officer Chief Data Officer
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Virtual
Investor
Day
Agenda

September 13, 2022
8:00 am - 11:00 am ET
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Cimpress Intro

Robert Keane

Technology

Maarten Wensveen

Upload & Print

Paolo Roatta

BuildASign

Bryan Kranik

Vista

Robert Keane, Sean Quinn, Emily
Whittaker, Sebastian Klapdor, Michael
Fries, Florian Baumgartner, Ricky
Engelberg

Quick Break

Stretch your legs & grab a coffee

Capital Allocation

Sean Quinn

Q&A Session

All presenters



What to expect today

 Submit guestions via chat during the session; guestions will be held for
Q&A session after all presentation content

« Non-GAAP reconciliations are posted in the webcast viewer

« We will provide our thoughts on the future...
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Safe harbor statement

The investor day presentations and accompanying commentary contain statements about our future expectations, plans, and
prospects of our business that constitute forward-looking statements for purposes of the safe harbor provisions under the
Private Securities Litigation Reform Act of 1995, including but not limited to our expectations for the growth and development
of our business, financial results, cash flows, profitability, and competitive position; our expectations with respect to our
markets and opportunities, including our estimates of the size of our market and online penetration; planned capital allocation
and investments in our business and the expected effects of those investments; our plans and expectations for the
transformation of the Vista business, including our expectations with respect to design services, new product introductions,
and the Wix partnership; and our expectations with respect to the development, launch, and benefits of our technology
platforms, including our mass customization platform and Vista’s new platform. Forward-looking projections and expectations
are inherently uncertain, are based on assumptions and judgments by management, and may turn out to be wrong. Our actual
results may differ materially from those indicated by these forward-looking statements as a result of various important
factors, including but not limited to flaws in the assumptions and judgments upon which our forecasts are based; the
development, duration, and severity of supply chain constraints, inflation, and the ongoing COVID-19 pandemic; our failure to
execute on our strategy or the transformation of the Vista business; loss or unavailability of key personnel or our inability to
hire and retain talented personnel; our inability to make the investments in our business that we plan to make or the failure of
those investments to have the effects that we expect; our failure to manage the growth and complexity of our business; our
failure to develop and deploy our mass customization platform or the failure of the mass customization platform or Vista’s
new technology platform to drive the performance efficiencies and competitive advantage we expect; our inability to mitigate
iNncreases in our costs, including by increasing our prices; our failure to acquire new customers and enter new markets, retain
our current customers, and sell more products to current and new customers; costs and disruptions caused by acquisitions
and strategic investments; the failure of the businesses we acquire or invest in to perform as expected; unanticipated changes
In our markets, customers, or business; competitive pressures; our failure to maintain compliance with the covenants in our
debt documents or to pay our debts when due; changes in the laws and regulations or in the interpretations of laws or
regulations to which we are subject or the institution of new laws or regulations that affect our business; general economic
conditions including the possibility of an economic downturn in some or all of our markets; and other factors described in our
Form 10-K for the fiscal year ended June 30, 2022 and the other documents we periodically file with the U.S. Securities and
Exchange Commission. °
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Cimpress Intro

Robert Keane
Founder, Chairman & CEO
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FY22 was a year of significant progress
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Investment for future Overcoming challenge Increased market share
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Foundations in place in Vista

We expect investments over the past three years to benefit both customers and financial results in coming year

( vista.
" North Star

The expert de5|gn
and marketing
partner to small
business
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Technology renaissance across Cimpress

Major milestones across Cimpress enabling increased flexibility and velocity of customer value delivery

Intersegment and Cross-Business Revenue Enabled by MCP

Intersegment Revenue ($M)

mVista mPrintBrothers ®The Print Group  ®National Pen m All Other Businesses

$55
$32
$22
$1 $12 -
— E—

2018 2019 2020 2021 2022

Boost your business with standout
brand design.

@ Parlez-nous de votre style

Cross-Business Revenue ($M)

ressemblent & votre style ? *

m Cross-business revenue ex masks B Facemasks

$64

Simple et net

. $80
e
$42
0 iy . $19 $19 o
Mt $35
(-l\l\\lméu}ll( NA u“‘iﬁ“m«

B — 2018 2019 2020 2021 2022 o
(0) Clmpress Note: Intersegment revenue is reported publicly on a quarterly basis in our earnings materials and SEC documents. Cross-business revenue does not eliminate the sales between businesses
within @ segment (this is most relevant for our Upload & Print businesses that have multiple businesses transacting with each other in each segment).

$59




Unique combo of capabilities, each with scale advantage
Sophisticated, interdependent, differentiated capabilities, each with scale-based advantages, drive our flywheel

Technology Innovation &

Tech- & data-driven
Data & Analytics
Product Development
2,100+ team members

$2B+ cumulative

. p(oo\uct deveIOpment .
< [ Vey s,
/,
300+ team members EoRe) 2 J/@o
Excel at bringing mass driving Al/machine @QQ\-)\%\ \9&%,
spend in last decade customization to new learning data products < & =Y
. < ) ‘ Q.
products & categories @ ©
RO ® %
2%
%5
N e
e
Manufacturing & Design & High-Quality, Low- g%
Supply Chain Pre-Press Services Cost Talent Locations < N Q
0D
3.3M ft2 of facilities People/technology 7,100+ people in '% > <.> Clmpress
$600M+ cumulative capabilities to multiple scaled 9 Y
investment in last democratize design locations O %
decade 9

Central Procurement

e-Commerce
Proven ability to

O
C
4
v,
® "0 o D
- O Yy~
T y P
_ M&A =z @Q@
Marketing
Track record of driving
leverage scale Talent & data-driven synergies to both A
advantages into lower decision systems acquired businesses
costs and supply chain $3.4B+ of advertising
reliability in last decade

and pre-existing

Cimpress businesses
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Cimpress has led the print mass customization revolution

Cimpress invented the print mass customization business model by launching VistaPrint in 1999

Mass Customization Concept Print Mass Customization Capabilities

e-Commerce
Custom

made

h -

Sefaware-driven order aggre‘@aﬁr@

|
ol

Unit cost

s p

>
[
N
N>
e

and production systems

Mass
customized

Mass
produced

Democratized design

v

Volume produced of a given product
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Demand picture remains strong

$100B+ TAM stable as mass customization penetrates traditional markets with customers increasing online spend

2022 Estimated Total Addressable Market (TAM): $100B+ in
North America, Europe and Australia’ 2022 Estimated Online Penetration by Product Category!'

$35B+ |$25B+ |$25B+

N
(@)
Sighage Small- Promotional ©
(-
format Products, 0
marketing Apparel & =
materials Gifts ©
|_
X
()
= 34% 598 37%
(-
$15B+ O
PaCkaglng & Labels Signage Small-format Promotional Packaging &
marketing Products, Labels

materials Apparel & Gifts
. T Source: Keypoint Intelligence online printing study prepared for Cimpress, August 2022 & company estimates, Keypoint research estimates the 2022 value of print shipments to small and medium o
<’> ClmpreSS businesses in Australia, France, Germany, Italy, UK and U.S. is $85B. Market size excludes consumer products, design services and digital marketing products.



Transition online is driving growth across market

COVID-19 pandemic has helped accelerate transition online and online players are retaining share

SMBs increased online purchases
during the pandemic...

...and 1/3 of respondents who are not using online

providers are evaluating the transition online...

...and those who are considering moving online
expect better pricing and convenience

Do you think you will increase your use of online
ordering to purchase printed material?’

Yes -
definitely

49%
Yes -

probably
34%

<> cImpress

Are you currently considering switching to an
online print service provider for future print
purchases??

40%

27%

mYes Not sure No

What are the main reasons you are considering
switching to an online print service provider??

Better pricing || GGG 0%
Ease of ordering || N 24%
convenience || EGIB@ 42%
wider product variety ||l 30%

Ability to reorder - 229%

previous purchases

Template & design o
features - 12%

Special promotions & o
discounts . 8%

Source: ! Keypoint Intelligence U.S. SMB Survey conducted in July 2020 and 2 Keypoint Intelligence online printing study prepared for Cimpress, August 2022



Long track record of profitable growth

We have moved past the impact of the pandemic and are looking forward to more revenue, profit and cash flow growth

Annual revenue ($M) Adjusted EBITDA ($M) Adjusted free cash flow & cash interest ($M)

= Adjusted FCF = Cash interest related to borrowing

$2,888

© S\ ® - © A0 AN AL WD AX aD w0 xl AD A O N ) ® St ® @ WO AN AL A Ak W0 A0 Kt A A O g\ g
S SN e N e P P N e O N I N A 2 g AT PTAN A (AN GN8N SY  (4SN S (SF (S S P St ® A AN AL W ab wD WO KL D WO 9 N q)
PP AP AP P P AP AT AP P AP AP AT P P AP A PP AP P AP AP AT P AP AT AT P AT AT T AP AT R R NN ONSRONONCNONSRUNORCIA TS

4

(0) ClmpreSS“ Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Significant opportunity for future growth & margin expansion

Continued gains Expansion into Further Cross-selling Rationalization
in traditional more complex democratization into adjacencies of focus in new
markets products of design; move markets
to solutions

$188M in growth investments across Cimpress in FY22 expected to drive growth and
operating leverage in future years
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What you’ll hear today

FY23 will be a year of focused execution dedicated to leveraging the strengths and capabilities we have in place

unsere neuenss
Offnungszeite
Vielen Dank! %

©

([?w?? e
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Technology
Update

Maarten Wensveen
Chief Technology Officer
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Value creation via Mass Customization Platform

Over the last 7 years, we have built and deployed hundreds of APIs for the benefit of our businesses

$151M

eCommerce
bookings
per month

From 9 different
Cimpress
businesses

400+

new
products per
month

Representing millions
of variants with over
99% of B2B
transactionspriced

$1.8+B

supplier
network flow
per year

Involingievery major

Cifmpress business and

90 active suppliers

6+
Petabytes

artwork assets
under
management

Storing 8 million

designs and precessing

54 millioen doctments
through prepress per
month

2.5M

shipments to
customers
per month

From 261 different
fulfillment locations all
over the world

19
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Businesses leveraging scale of MCP - including breadth and
depth of product catalog

Instantly unlock access to tens of thousands of products, prices, and suppliers, with MCP PIM

MCP PIM . Marketplace

Merchandising
Management
Supplier
Management

buitenrecar
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New platforms unlock increased value for Cimpress
businesses and customers

Personalized customer e e e e
experiences ‘  Er———— —

Experimentation

Speed of change, nimbleness . | ‘ B «T
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Vista platform migration is complete

The new platform is not a destination itself, but we should celebrate the achievement of this milestone

& vistaprint.fr

Continuous improvement in execution with each launch
« Improved customer communications _

+ Expanded pre-launch testing sasaml § vt syt
Scaled customer CARE

Direct customer feedback loops

Improved customer satisfaction vs prior launches
Mitigated financial impact of successive launches

@ Parlez-nous de votre style

COMPANY NAME

SLOGAN GOES HERE

New platform unlocks ability to drive future value
* Rapid new product introduction impils Bt asl
* Personalized marketing & advertising, product recommendations,

& site experience

+ Next best action recommendations 1@%@% U cding
* Improved pricing & promotion testing

* Integrated VistaCreate, VistaPrint & 99designs by Vista experience ﬁ »

« Vista x Wix integration e Vel

<> cImpress



h 4

Supporting business
success in FY23

@ Drukwerkdealnl '@ easyflyer

€ Opllnt_ tb

l'atelier de ’VIStq ermachenDruok de
- Mature platform products, APl and NATIONAL PEN, druck pixartprinting
processes as we deliver new Ry

TRADE COUK

capabilities

 Continue to grow our cross-
business flow

- |Innovate with content and
manufacturing systems
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FY23 focus on Vista

With the massive Vista eCommerce migration behind us, tech teams are pivoting to new capabilities in key areas

. Books/Magazines/ Photo/Cons
Packaging & Labels k Catalogs Merchani
- P

Site and category Full-spectrum design From transactions to
experience relationships

©
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Upload & Print

Paolo Roatta
CEO, The Print Group
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upload & print
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Upload &print
Upload & Print results ahead of pre-pandemic levels
Reported revenue up 23% and organic constant-currency revenue up 30%

Combined Upload & Print Combined Upload & Print
Revenue ($M) EBITDA ($M) & margin (%) unlevered free cash flow ($M)

$856

12
$769 $125 $
$692 $696

$730

FY2017 FY2018 FY2019  FY2020  FY2021 FY2022 FY2017  FY2018  FY2019  FY2020  FY2021  FY2022 Fy2017 Fy2018 Fy2019  FY2020  FY2021 Fy2022

®

‘ .> ClmpreSS" Upload & Print combines the results of our "PrintBrothers” and “The Print Group” segments. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



upload & print

Financial strength is the result of market dynamics...

» Pandemic further pushed
disintermediation in favor of
online players like us

« Our larger scale and higher
margins represent an
advantage in times of supply
chain challenges

* Pricing up given input costs
up —absolute margin impact has
been neutral
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upload & print

...and leveraging our capabilities

 Better service to customers

 New product introduction — in complex
areas of multipage, packaging and labels

 Access to new revenue streams and more
profitable production through MCP

« Strong procurement capability enables us
to navigate challenges better than small
competitors

* Innovation through R&D partnership with
suppliers

<> cImpress



upload & print

Our businesses tend to accelerate market share gains during
periods of recession

* Acceleration of offline to online and
disintermediation during macro
downturns — most recently seen during
the pandemic

» Portfolio breadth and diversity as a
competitive advantage

« Significant growth in customer metrics
— increasing new customer acquisition as
well as increasing customer value

<> cImpress



upload & print

Looking ahead to FY23

« Continue to leverage advantages while
remaining nimble

* Focus on sustainability and social
responsibility to drive new opportunity
and mitigate risk

« Continue innovation focus to launch new
products and create new market
segments
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BuildASign

Bryan Kranik
Chief Executive Officer
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Build ASign

i

BuildASign FY19 to FY22 financial results

FY22 financial results are above pre-pandemic levels

Revenue ($M) Component EBITDA ($M)

$182

$174

$153 $38

$141

$29 $31

$21

FY2019* FY2020 FY2021 FY2022 FY2019* FY2020 FY2021 FY2022

_ "BuildASign was acquired by Cimpress on October 1, 2018. FY20I19 figures present pro-forma view as if we owned it for the full fiscal year. BuildASign is part of our "All Other e
(’) ClmpreSS Businesses” Segment;, component EBITDA is BuildASign contribution to Segment EBITDA. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Build ASign |

Two largest product categories impacted differently by
pandemic

Both categories are above pre-pandemic levels now; both have been impacted by higher cost of direct materials

Indexed Revenue and GM% Indexed Revenue and GM%
Home Décor Products Signage Products
== |ndexed Revenue Indexed GM % =|ndexed Revenue Indexed GM %
134%
e 123%
/ o 108% 107%
100% 100% -
108% o
100% 100% 100% 103%
93%
TTM March 2020 TTM March 2021 TTM March 2022 TTM March 2020 TTM March 2021 TTM March 2022
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Build ASign |

FY22 strategic priorities: BuildASign.com site migration

New e-commerce platform enables faster and easier feature improvements, product
additions, and pricing changes as well as a mobile-friendly experience

PROMO APPLIED: 20% OFF EVERYTHING WITH FREE SHIPPING!

BuiIdASign [l corporate Pricing Prices (D Help &, 1-800-330-9622 | (] Chat | 2 Account & Car(0)

Signs Banners Flags Magnets License Plates Stickers & Decals Shirts Sign Holders More Products

«  Post-launch traffic conversion up
meaningfully

Real Estate Signs

% Create Your Own Custom Designs

% Corrugated Signs, Aluminum, & More

[25] Promote Your Properties and Drive Traffic
=B SHIPS NEXT DAY™

* Integration with Cimpress MCP
enables faster new product
introductions

(3,216 Customer Reviews)

«  New design tool leveraging
Cimpress MCP

ria Size Ao
Corugated Plastic V| ‘ 12" % 18" | - $12.78 s1508 each Des!l - Email A Friend

Browse Custom Real Estate Signs for Independent A Foeyune

- [ «  15% faster page load speeds

* Improved search engine
optimization
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FY22 strategic priorities: transactional data optimization

New data platform enables us to send real time transactional data to 3@ party marketing platforms for
each order which enables us to allocate our $25M annual digital marketing spend with the highest level
of efficiency

Cloud Data Warehouse
f Customer Data \
Platform
r— segm ent Customer Data Data Orchestration O 3rd-Party
—) / s Marketing
Y ) x AI I’ﬂOW Platforms
\\ .
4 eCommerce N \\\ Fivetran .@
FEE Product & Order
Data
9 E y ’ Bl Tools
4 Financial Systems ) ! Qlik Q
“ = A'A.
[\ NETSUITE Financial Data 4/ c?
q b o Product Teams,
= >o<snowflake Marketers &
N J 10 Looker Analysts
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Build ASign |

FY22 strategic priorities: build & scale culture

Build and scale BuildASign culture across our rapidly growing global team to attract,
engage, and retain team members

« Diversifying our teams outside of Austin

« Successfully rolled out a remote-first work
environment for non-production team members

« Refreshed recruiting content

«  Team member engagement activities

Team Member Location

m Austin Jamaica ®mIndia

Customer Love

Software Development

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100‘7%

All Team Members
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[Video]
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Build ASign
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Vista

Vista Executive Team

) 4
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Vista is progressing toward its goal to be
the expert design and marketing partner to small business

French customer Jah Jah by

Le Tricycle operates an
Afro-Vegan restaurant in Paris

Aran‘%ﬁvmﬂ
CUISINE

Serving itk bﬁypa o) f
h]g} yaljuecustomer w]ﬁ ]
Sighisamarketingn
IStheTutureorvista

In FY22, Vista made
significant progress

toward its goals...

Zy



Vista’'s top customer deciles drive most of our gross profit and ’

contribution profit
Many customers in other deciles have budgets that could support similar spend with us

FY22 Variable Gross Profit ($M) by VGP-Per-Customer Decile

$469

$6

Decile 10 Decile 9 Decile 8 Decile 7 Decile 6 Decile 5 Decile 4 Decile 3 Decile 2 Decile 1

Top 30% of customers account for 76% of gross profit, top 70% account for 95%

Note: Graph shows values netted of negative contribution. Variable gross profit is revenue minus variable cost of goods sold. Does not include VCS, Webs, 99Designs, VistaCreate, Depositphotos, or Partner Bookings from Offers, Services, Products
and Referrals. All amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com.
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#

Small businesses who pay for design account for most of the TAM

Vista is investing to expand beyond its traditional focus on DIY

‘_-------------------------*

Design is Crucial for SMB Marketing

Print, Signage, Apparel & Packaging are important, but account for less than 50% of total spend -

GERMANY

Cross category ¢ risans are direclions),

Cros ¥ EOTpTE:
Frint and Digital market 2i

German market size = ~US £5.5 bilNon, LS market size = ~US $24 billion

%
|

® Design

UNITED STATES

m Digital
m PPAG
m Mkt Mat

Signage

Biz Cards

3%

Biz Stationery

Segment Size

Pkg & Labels {% of tatal population)

S arn
ing are based on SW18: with 1-10 employees while marke! sizing for design senvices /s based on S40s with 1-25 employees

" TAM = Tofa! addressable markei

L]
L

SEGMENT SIZING

v

Small businesses who pay for design = most of our TAM’

Spend for print, digital, advertising and branding, excluding design service spend.

u DY

64%

Share of Marketing Spend
(% of marketing spend)

|
¥

lﬁ-------------------------".

TE%

18%

12%
47%

Segment Size
(% of total population)

Share of Marketing Spend
(% of marketing spend)
R foamt danotics low n siza [r=30-49)
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Design enables Vista to expand its TAM significantly

Complexity of production processes

Higher

Lower

¢ vista.

Expanded TAM via
democratized design
for products that are

already growing
strongly in Upload &
Print businesses

upload &print

Expanded TAM from
packaging,
roll labels,
large format signage,
catalogs, magazines
& books

¢ vista.
Business cards, post

cards, flyers, t-shirts,
signs, logo apparel,
promotional
products, photo
merchandise,
invitations &
announcements

upload &print

Business cards, post
cards, flyers, signs

Limited

Professional

Graphic design skill required of customers

44



We have substantially expanded our offering

............................................................

------------------------------------------------------------

¢ vista.

¥ vistaprint.  99designs

by ¥ vista

¢ vistaxwix § vistacreate.




[
|
|
|
|
|

Vista x Wix

Technology integration work nearing completion, with strong improvement to NPS & LTV

’ Marketing campaigns to Vista customers ',

Développez votre

activité avec un site
web.

: N
: Bienvenue.chez Onyx
Une salle de sport pour tous vas,besoins v ) —
= e

Thank You For
Your Order. @

* vista-
vista -wix Order Date: 2nd August 2022
Order #: VP_TRJ9KVKT

Websites
made simple.

With Vista x Wix, our new and easy-to-use
website builder, you can create a site that

¥ vista-wix

wows — no design skills needed.

Melallics
Shine on

Grow your business witha
website.

With Vista x Wix's world-class website builder, you can show
more people what you do best.

Start for free =

Print order details

Need a new website?

With Vista x Wix, you can create a professional site in a few simple
steps, and it's free for life.

Technology integration
nearing completion

Active in most countries

Strong improvements to
customer satisfaction and LTV vs.
our legacy SMB website solution




We have made significant progress
on our transformation journey

These investments have
yielded improved per customer
economics and the people,
process and technology to
deliver an expanded customer
value proposition

January September
2019 2022

Future
State

47



Vista's transformation is accelerating per-customer LTV v

Other than a pandemic-driven drop in FY21, the growth rate of per-customer VGP has reached a decade-long high

Variable Gross Profit Per First-time Customer ($) Variable Gross Profit Per Repeat Customer ($)
and YoY Growth (%) and YoY Growth (%)

$40 $104

1%
10%
$55

$21

]
/

e ‘
4%

TR
(o]
e

FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22
B \/GP per new customer (first-time order) =—Y0Y growth B VGP per repeat customer —Y0Y growth
Variable gross profit is revenue minus variable COGS. Does not include VCS, Webs, 99Designs, VistaCreate, Depositphotos, or Partner Bookings from Offers, Services, Products and Referrals. 48

All amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com.



Shifting mix to higher-value customers

Note: Customers are doubled if they are in multiple order value ranges. Vista served 16M unique customers in FY18 and 11M in FY22.

% Change in Customer Count by Order Value Range, FY18 - FY22

24% 8%
(¢]

19%

7%
— ‘ ‘o ‘ ‘

0% 4%

-
e 9%

v

% Change in VTP by Order Value Range, FY18 - FY22

(59)%
0 0 0 0 O O O Q Q x
¥ ™ o o o o O Q O o
6&0% (»ofs& v‘of%‘ @0& 0§5\ OF&W 05%?’ Oi%rb‘ 0,<° &
S 5 5 & 55\0 s&o s&,bo s&b‘o
Order Value 2018 2022 Delta
Customers (million) 18.7 10.8 (7.9)
<$60 % of Total 779% 64%
Customers (million) 57 6.1 0.3
>$60 o f Total 23% 36%
Total customers by 045 16.9 (7.6)

order value range (million)

78%
46%
26% 26%
5% 13%
[ ——
B ox ox
(31)%
(55)%
o o Q o Qo o o) o o x
SR N S I L I s
5 P ™ ® o Qo o Qo Qo
) & & & ls5;\0 S&%o s&(bo G&b‘o
Order Value 2018 2022 Delta
VTP (million) $ 386.7 $ 269.8 $(116.9)
<$60 % of Total 45% 30%
>$60 VTP (million) $ 472.0 $ 5757 $103.7
% of Total 55% 68%
Total VTP
(il $ 858.7 $ 8455 $(13.2)

Note: VTP = Variable Transaction Profit, which is revenue minus variable COGS minus payment processing fees and variable customer service direct labor. Does not include VCS, Webs, 99Designs, VistaCreate, Depositphotos, or Partner
Bookings from Offers, Services, Products and Referrals. All amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com.
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Data-driven improvements to paid channel advertising g
efficiency

Bookings from Paid vs. Free Variable Gross Profit Return on Ad Spend for Paid
Channels ($M) Search Non-Branded Channel

B Free channels ® Paid channels
84% 84%

82% ]

. 79% 81%
79% 78%

75% 74%, "
. : J1% 71%/
68%
70%
coinciding with
FY18 FY22 migration

«  Bookings shift to paid channels with less discount-
focused direct response TV spend

+  Significant improvement in Vista’s return on
performance advertising has helped to offset

+ Now experimenting with full-funnel advertising to 1 2 3 4 1 2 3 4 1 2 3 4 1 2 3 4 1 2 3 4 1

increase awareness and consideration, and personalized
omnichannel marketing that together we expect will

improve our performance in free channels again FY18 FY19 FY20 FY21 FY22 FY23

Note: Q4FY20 ROAS not shown due to significant pullback in ad spend during height of pandemic uncertainty. QIFY23 ROAS is QTD. All amounts in USD translated at currency rates stated in the non-GAAP reconciliation at 50
ir.cimpress.com.



Changes have been improving Vista's per-customer lifetime value ’

Especially contribution profit after advertising

Cumulative Gross Profit per Customer Cumulative Contribution Profit per Customer
$90 $50
$80 $45
$70 $40
$60 $35
$30

$50
$25
$40 $20
$30 $15
$20 $10
$10 $5
$0 $0
First Order 1st FY 2nd FY 3rd FY 4th FY 5th FY First Order Tst FY 2nd FY 3rd FY Ath FY 5th FY
FY18 ==FY19 FY20 e===FY2| e=—=FY22 FY18 =—FY19 FY20 e===FY2] em——FY22

- Between FY '01-'16, we increased the cumulative GP per customer by cohort
+  This was a key factor behind Vista's long track record of attractive financial returns because incremental gains in GP from existing customers typically incur much lower
advertising costs than incremental GP generated from first time customers
+ Today we are steadily increasing it each year, with the metric now at record levels

Note: Acquisition cohorts based on new customers acquired in each fiscal year and their cumulative GP or CP $s of the cohort divided by the number of new customers following their first order. Does not include VCS, Webs, 99Designs, or Partner
Bookings from Offers, Services, Products and Referrals. Contribution profit is profitability after considering all costs other than operating expense, including external performance marketing cost. All amounts in USD translated at currency rates

: o R 51
stated in the non-GAAP reconciliation at ir.cimpress.com.



The future of Vista is with higher value customers 4

Gaining share with small businesses who previously used Vista only for low-value products

80%

60%

40%

20%

0%

(20)%

(40)%

(60)%

All

Customer Count Changes - Canada
(Q4 FY 22 vs Q4 FY 21)

. 1 \l‘ \l\ \“

$0 - $25 - $50 - $75 - $150 - $225- $300+
$24 $49 $74 $149 $224 $299
Average Order Value

EBoth mNew B Repeat

80%

60%

40%

20%

0

N

(20)%

(40)%

(60)%

Variable Transaction Profit Changes - Canada
(Q4 FY 22 vs Q4 FY 21)

Il - e I \‘I

All $0 - $25 - $50 - $75- $150- $225- $300+
$24 $49 $74 $149 $224 $299

Average Order Value

Note: Does not include VCS, Webs, 99Designs, VistaCreate, Depositphotos, or Partner Bookings from Offers, Services, Products and Referrals. All amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com. 52



We have begun the next phase of our transformation journey

Drive Value Through New/Enhanced Capabilities

v

These investments should yield
revenue growth, return on
investment and evolution into the
expert design and marketing
partner to small businesses

January September Future
2019 2022 State
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We expect to advance in the following areas in FY23

DIY DIWH DIFY
Do it yourself Do it with help Do it for you

< [ ©
-

Site & category
experience Full-funnel marketing

Build upon strong
foundations

+ Data as a Product

Salact/ Design/ Purchase/ UseProducts/ Thinking and
Subscribe Engage w. Services

...allunderpinned by data-driven experimentation and data products

54



After more
than three
years of
foundation
building, »
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¢ vista.

Full-spectrum design



[FSD Video]

Félif:g S w




L

Why design matters for our growth trajectory 4

Design unlocks print, digital, subscription services & customer LTV

Vista's top customer deciles drive most of our gross profit and v
contribution profit

Many customers in other deciles have budgets that could support similar spend with us

151

FY22 Variable Gross Profit ($M) by VGP-Per-Customer Decile

J6%

$a69

_._.._.._;le

Decile 10

Decile 9 Decile 8 Decile Decile 6 Decile

Top 30% of customers account for 76% of gross profit, top 70% account for 95%

--------*

i

When a customer uses design services...

2X the probability they will end up
in our top decile

Their VGP in top decile is 20%
higher than average in that decile

(o) :
80 /o chance they will recommend
us to friends or family
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Why design matters to our customers

«

) mimoscoffee.co
G

"

Business owner: Mimo Haile-Smith
Designs by: Brulaf, Nevergohungry, Diego Desfase

o

977 likes
alexbackwards Love these!
tmichael1987 These are 5o good!l &
nadia_zekaria @

chaiwithdaf They're all amazing

4¢c e ¢ ¢

Imogenmary The last one &

£ "
@ Q

COFFEE




Small businesses need a full spectrum of design capabilities

Have you used 329 329 2%

design tools &

° ° used only used a used only
serV|ces ln the online combination bespoke
design of online & design
tools & traditional services
IaSt 12 mont hS? temp|ates design

services

Customers require different types
of help and support throughout
their design journey

Source: Vista data, U.S. small business owners, 1-50 employees, n = 3,600
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Our opportunity: full spectrum design and expertise

DIY DIWH DIFY
Do it yourself Do it with help Do it for you

i e B e o
[ ] ]

v —— All Natural

o

scﬂ'qr

2l |x
Improve VistaPrint & VistaCreate Make expert help more accessible Serve high-value customers with
design studio experience to unlock NPS and LTV growth professional designers
Enhance template content Implement next-best-action Bring customers’ designs to life

Scale up DIY Logomaker campaigns across all print and digital formats

Build foundational technology to support a seamless experience across all design & service components
¢ vistaprint. ¢ vistacreate. 99designs

by ¥ vista
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DIY
VistaPrint studio enhancements

Change product size

Vi adjut your design o it he new e

azass °

100 from $17.00 $16.65
Shipping not included

seee
Changing ‘

JAGUARANDIO

"g{)}ﬁ\z QU|Ck StUd|O
% MARKET ‘4

product size in Gallery

in Studio

HOLLANDAISE

n clecom

5 Personal Trainer
HUSTLE 4 MUSCLE
wnwhustedmuscle om

hollandaisc@hustlecdmusclc.com

Want

7 Edittho dasign

ndustry - Changetemplate

Wy profocts — My Business Card Design v Sovnchange x
a

Let's check your design

Tamk - 0+ (D B 1 U 5 Do dSme Eux TAe e

@D

We've identified possible issues with
your design that need your attention.

Front ® ‘
s o v =

Objoct outic the Safety Ares ®

Changing
template in

Smart

tinto the Safety Area to make
iders properly.

. = @ =
Stylos & Thomes +

studio e e Validations . iJg\ : e

Persanal Trainer
@e ° O ° ° hollandaise@hustle4muscle.com
color -

www.hustleZmuscle.com

lli COMPANY NAME

y HUSTLE 4 MUSCLE
4

[CEX X @ [ ]



DIY

VistaCreate enhancements

Video editor

timeline

Background
remover
brushes

Y vistacreate. ms.  + New 8% File  MyProjects > MyDesign & (R Present & Share Resize (D Help m

¥ vistacreate s Newbesign  MyProjects i My design & Qa8 <

Music - © ooz G gs

Explore
caim

Cemetery Gates

Wonderful Tonight

@ AddNewPage

Wonderful Tonight (P Duplcate Page

fromthebottomot my W

@ Delete Page

Some Fesling

Pages-3  Timeline b9 Add Transition > Q 0% @

Wonderful Tonight

Loy
-
o
7
-
Lol
=
+

o

Sditimage  Remove Background .

A S Anmae Q

Undo Removal & some . Q w0 @ (0 Poges

Content
publishing
planner

Smart
Resize

¥ vistacreate. ==

My Workspace
My Projects
Crastive Assats
Trash
+ Add new folder
Tools
Brand ki

& post Panner

¥ vistacreate. #s

B8 Templates

by Crello

Home
November, 2021
Mo Tu We Th Fi Sa Su
0
u 1
2z E
2 0

December, 2021

Mo Tu We Th Fi Sa

January, 2022

Mo Tu We Th Fi Sa

NewDesign  MyProjects 1~

by Users.

Templtes  CrestveAssets  Tuorals My Workspace Q-

Post Planner o = © (]
2 Novenber

wople  wse| @) neppuspie s (@ holmpeopl

@ tppsope  see ) relppeciie

J

3
=,
& November

@ @ roneorie e

10:00 200

10 November

© opseope e @ reppeoie
=

Were*
Hing [N
e

Myspercocidesin & 0 € B RO

Resize

Custom Size

Pinterest

O istagram story
Tuiter post
Poster

Paster

Copy & Resize (1)

> Q sx @ [0 Pages
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DIWH
Studio Live Chat

Hi.How can
we help?

Call 1.866.207.4955
Mon. - i =

...............

ORGANIC
BOTANICALS

Facial Toner

Sure!

Customer contacts Increase in studio-to-
since launch in Q1 order-confirmation
FY21 made it rate

Canwe add
another plant

to the design?

Of total customer Studio Live Chat
contacts design help
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DIFY experimentation
Design & product bundled solutions

4 ™ E I N E BN B N N B B I O O N N N N N N O . . e

o ]
| | Home / Packaging / Flexible Packaging / Stand-Up Pouches
[ |
[ |
[ |
[ |
1 Stand-Up Pouches
i Keep dry goods, liquids or powders sealed up and fresh with stand-up
bags. Explore size and finish options. in an easy design upload. See
[ | details
§ .

| ] d i

] (h551C RECI, S Size v
| Happy Pogpies s ¥
l ‘. 1E REATS ™ ™
] ) CI R mln' Material ~

Rt SIRLOIN F\ g 2 cookie
u SNACKS -' —
| | DiSDOSGb\e CH%COLA'FE Hale Punching v
1 HIPS
I Gloves
1 Resealable Zip
¥ Yes No
. JF 4
~ 35% LESS FAT -
- < Quantity 100 ($3.62 / unit)  ~

Net wt. jor.

Browse designs
Choose one of our templates

Start designing
Create from scratch

Hire a freelance designer 1
$200 fixed price for a one-of-a-kind design ZE

@ 100% satisfaction guaranteed




Introducing Logomaker by Vista 4

Working to build new design-oriented customer acquisition vehicles

Corporate Solitiors  VistaCreals  SSdesigns  Masks

¢ vistaprint.

Launched
February, 2022

Logomaker by VistaPrint #

Create your
own logoin
minutes.

Strong customer
satisfaction ratings

CH - R T | | G’




Serving myriad small businesses and high-value customers

From logomaker to 99designs by Vista's

Burger g

as our entry point... global pool of professional designers.



¢ vista.

Site & category
experience

Emily Whittaker, Basti Klapdor & Mich



Significant opportunity to improve the customer experience

Best-practice e-commerce

site capabilities
P 7 ™ B L
- ’ = =

€ G KO R

Continuous release of new functionalities
that improve the VistaPrint experience, such

as:

e Substantially improved search

e New guided design and shopping solution

e Better account dashboards

e Simplified checkout for quick re-orders

All thoroughly tested for customer & financial
value with our improved experimentation

approach

Product & service category
improvements & new product
introduction

Omnichannel personalization
for different customers

Improve the category and post-design
configuration customer journeys of the
website in order to maximize customer &
financial value.

Personalize experiences and tailor our

offering to individual customers with data &

analytics, such as:

e Customer traits prediction by customer segment

e Product recommendations (> 5% of bookings now)

e 35% of promo emails with 1:1 product
recommendations

e Up to 18 personalized offers per email campaign

Orchestrated by our reinforcement learning

based next-best-action ecosystem and tested

with experiments

Expanded assortment of relevant physical &
digital products that SMBs love, and make
these products easy to find, understand,
customize, and purchase

Enabling foundations: Leverage technology platform for product development and experimentation

v
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Enabling foundations

Boost your business with standout
brand design.

mmmmmmmmmmm

4:539
@ Parlez-nous de votre style

Quels exemples de graphisme
ressemblent a votre style ? *

MMMMMMMMMMM

2 flowerd

(!) New technology o
platform S

::::::::::

~ &  Experimentation

&B culture
@ ;\" Jl

Team Tools &

Playbook structure documentation Dashboards

Academy
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¢ vistaprint.  a seaen

Your design in action

4 h P /

B et \
Postcards Die-cut stickers
Edit - Edit -
Our top picks for you

Labels, Stickers &
Packaging

Clothing &

Bags

® & 0O
Signs & Home & Invitations & Promotional Digital Design (>
Banners Gifts Stationer y Product Marketing Services
e \
ez ne~ > .
e ' ‘
Sticker she Bal
fi ) f
Edit > Edit
>
' .
Mugs - Postcards -3 Greeting Cards —

v

Best-practice
e-commerce site
capabilities

Continuous release of new functionalities that
improve the VistaPrint experience, such as:
« Substantially improved search

- New guided design and shopping solution
- Better account dashboards
- Simplified checkout for quick re-orders

All thoroughly tested for customer & financial value
with our improved experimentation approach



Data-driven experimentation on the homepage

contro‘ e N S A i . 0 TEST PSR ,.,,q [

¥vistoprint o T TR
New users

New users

.

v e |
[( e AN

) iz g |
vcont

- - . — I

I

Brand your packaging like a pro I

_ I

[ |
; !

Tell your business

story in a helpful

handout. okl yoas ks

o e cucres i it o e 0 . 1 o in a helpful ?:“ti:’r“n‘:myﬁ:mr\r {
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Improved search: early success, lots of future opportunity

(@ Hebi

hee @ signin [F can

¢ vistaprint.  a s o a P ¢ vistaprint. o

Business Marketing Labels, Stickers & Clothing & Signs & Home & Invitations & Promotional Digital Design cespeg | BTES Marketing Labels, Stickers & Clothing & Signs & Home & Invitations & Prometiens! Digital Design
( .
esure Bags Banners Gifts Stationery Products Marketing Services

Featured
cature Cards Materials Packaging Bags Banners Gifts Stationery Products Marketing Services Cards Materizls Packaging .
< Create a professional website for free with Vista x Wix. Get started > < Up 1o 15% off rollabels, paper bags & more. Ends Aug. 5 Shen now > ' I Ia t o 8 o o

improvement of
null results

Results for ‘pamphlet’ Results for 'pamphlet’

Need Help?

Our Vistaprint Customer Care Team is here for you.

@ Help Center @ Live Chat

What products do you offer? > - s =

Custom Rack Cards Double-ided Banners Brochures Custom Canvas Prints

250 starting at $0.00 1starting at $34:48 $29.31 250 starting at $140.00 1starting at $18.00

English speaking

Before - After

aam - I S S S S S S S S S S D S S S DS B B DS DS DS DS B S S .
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We're designing and testing guided solutions

Custom recommendations — in just a few clicks.

Tell us what you're working on to see designs, products and services to match.

Get started

N
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Guided solutions: example experiment

First up, tell us what you're working on.

This helps us recommend relevant designs, products and services.

Business projects Personal projects

What can we help you accomplish today?

Whatever you're trying to achieve, we're here to help.

SAVE UPTO

90%

% BLACK
-4 FRIDAY

Launch my business Prepare for a sale

Build my brand

Update my packaging
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Guided solutions experiments

Next, tell us about your business. | e o e o e = = = ===

This helps us personalize things just for you.

Industry
Coffee Shop Upload or select alogo b4 S

Add your existing logo or select one from our suggestions. You can / - R,
modify or change this later.
Business name

Handsome o

Upload logo or image

Tip: If it embadies the feeling of your brand, the name will be memo

Tagline

dsgo .
= ; “Q.HDSOM&.
Iohr’?" N/

COMMUNITY COFFE

oMM

Community Coffee HANDSOME

Examples: "Best pizza in Sydney”, “Since 2001”7, “Law Offic

o L

Handsome Handsame
LT O Community coffe

Our new
website is
coming soon.

S

‘ View More Logos




Guided solutions experiments 4

r—_—_—_—_—_—_—_——

See your brand in action.

L__________

Business cards Coasters Apparel Website

For coffee shops. V

= == —
-_="
i
S22 = —
::_?n nan (=]
3 %] :
g
N = =

Aprons & uniforms Coffee cup punch card Modern menu Cream enamel mug 77



Buy it again (mini-cart)

¥ vistaprint. Q search

)
i

My Account Order History

My Projects Buy It Again  Order History

Order History & Reorder
Q, Search

Uploads

Design Services

Digital Marketing

Payment & Shipping

Account Settings

ProAdvantage

Subscriptions

Last purchased: Jan 8, 2022
Business cards $325

Quantity 250 ($1.30 / unit) v

Add to cart

’
[

Business Cards Marketing Materials Signs & Posters Photo Gifts Invitations & Stationery Clothing & Bags

Help is here
Basket
1800 904 804 (O\ Account m

Design Services Digital Marketing Deals

Business cards

Subtotal: $325
Delivery: Free
Tox: $317

Delivery Address

Michael Ballack
1234 Main St. Los Angeles, CA 90001

Delivery Method

Standard: 5 Business Days « Free
Estimated Arrival: Feb 25

Payment Method

m Visa ending in 1M

Total: $328.17
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Account dashboard improvements

\

VistaCreate  99designs by Vista

¢ vistaprint.

Featured

My Account

Order History
Settings
Payments

Subscriptions

Business
Cards

Reseller Programme  Corporate Pricing  Eco Pricing

Q Search
Marketing Photo Gifts & Labels, Stickers & Clothing & Invitations &
Materials Calendars Packaging Bags Stationery

Hello, Joe

Welcome to your own personal dashboard.

V)

Favorite
Templates

LD = Q)

Recent Billing Help
Orders Information

Your Projects  sceai »

Design Services

Your designs
are ready

Received: Dec 2

\T"

&

Project « Print

Standard Business
Cards
Edited: Dec 2

Help is here B My Projects

0800 8021473

Signs & Promotional
Posters Products

Your Orders

- -
Joes

Order « Shipped

Mugs
Est. delivery: May 25

Tl merd e N

Digital
Marketing

Seeall =

Order » Shipped

Postcards
Est. delivery: May 25

-l omerd e N

VAT included @D

R My Account

Design
Services

m Basket

Deals
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v

vistaprint

Time to create
something new?

ﬁ Here are some products we think you'll love.
v

) l
4 Y
@

|

Retractable Banners »

Posters » Product Labels » Roll Labels »

What youdois
unique. Nowget ' !
designs to match. - N

Omnichannel
personalization
for different
customers

Personalize experiences and tailor our offering
to individual customers with data & analytics,
such as:

< Customer traits prediction by customer segment

*  Product recommendations (> 5% of bookings now)

«  35% of promo emails with 1:1 product
recommendations

- Up to 18 personalized offers per email campaign

Orchestrated by our reinforcement learning
based next-best-action ecosystem and tested
with experiments

v
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A stylist in Milan

outdoor signage

o 0

Website ] Appointment
refresh i o cards
o o Logo and
Brand Identity
Logo gear & Custom bags
merchandise

A restauranteur in Madrid

O

DIY social
media design tools

Business

cards o :
Website (o)
design services

; Logo and
Po) o

Brand Identity
Logo gear & Custom bags
merchandise

A tattoo artist in Liverpool

-0

QR-code-
o linked
mobile
Outdoor connection
signage page
Logo and
o Brand Identity
Rack cards

media design tools

A mechanic in Frankfurt

outdoor signage

Many small businesses = many small businessneeds | ¢

WK-coae-
linked
mobile
connection
Business -, page
cards
N Logo and
Door hang Brand Identity
tags 590 gear &
merchandise
A baker in Paris
QR-code-
linked
Paper goods and bil
store decor co'::ecl:t?on
page

Online-ordering

Logo and
Brand Identity
Packaging and
Labels

A realtor in Miami

Lawn DIY social
signs media design tools
Business
cards o ; -
Website (o)
design services O Logo and
o Brochures Brand Identity
Presentation

folders

An architect in Melbourne

DIY social
media design tools

Business
cards o )
Website o
refresh 7

Logo and
o Brand Identity
Presentation
folders

A florist in Leiden

0.

Indoor and

O

outdoor signage QIB-Eo(cjle-

inke
mobile
connection
e page
Website refresh -~ (o]
o Logo and
(o) Brand Identity
Logogear &  custom labels
merchandise & tags

A jewelry maker in Ottowa

O

DIY social
media design tools

Business
cards o
eCommerce-enabled o
website o Logo and

Brand Identity
Custom

packaging



@

Mo ®ee

To personalize customer

+ experiences, data needs

to be like water!

Building upon strong foundations
and clear principles

e Data as a Product Thinking and

strong focus on impact
e End-to-end data product teams
with awesome talent and best-
~ in-class stack . :
- Data Mesh architecture with-

computational, federated
governance




Personalization widgets along the journey help customers choose ’

Site search
Productsyo.umaylike - Cross_sell 5.6% Of
¢ e Al Accessories S ARl

Related Accessories

+0.8%p

lift for FY23

Configure Check-out

More with your design

Prodotti correlati

el , =
= N ol
..................................................... Ed Fiyers & Leaflets. Edit .
SOfor €784 (ex. VAT) v 1000for €1393 (ex. VAT)
. .
s personalization
inall

Homepage Product pages Cart e

Also on Logomaker as well as of Promo email and of Transactional emails
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v

Personalization opportunity:

Building up the Next Best
Action ecosystem is a key
element to boost our
personalization efforts in
FY23

Let's deep dive

into 2 use cases
next...

Next-best-action ecosystem

“Likely to
opt-out”
(EM)

“Likely to
engage”
(EM)

Likely to

replenish
sheet
stickers

“Assessment of State”

“Likely to
“Likely to need design
engage” help
(DM, site pop)
“Likely to
lapse”
“Likely to
upgrade e
product” Likely to
respond to

free shipping”

Learning
model

N\

Best
channel

Best
product

Best
timing

Best
offer

Best
device

Best
content

“Design help offer
via site pop/chat”

“Sheet sticker

replenishment
email”

“Action”

“Advice on best
practice flyer
design”

“Expedited
shipping offer”

“Inspiration
onboarding on
homepage”

Using reinforcement learning to understand the
next best action for an individual customer
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Next-base-action use case: atomic content

Personalization also means showing customers content from their industries -
atomic content helps us to generate this in real-time

Control v TEST v

Standard vistopiet. Atomic industry vistaprint.
product tiles tiles (Building
LIMITED TIME ONLY Construction) LIMITED TIME ONLY

Free shipping on orders $99+

Ends March 13

Free shipping on orders $99+

Ends March 13

Products we think Products we think
you'll love 20% - you'll love

in email open rate
—

Standard Business Return Address Labels »  Postcards »
Cards = 140 starting at $19.00 500 starting at $52.50

100 starting at $18.00 I

. \
s
LWL

Self-Inking Stamps » Posters » VistaPrint Men's T-shirt »
1 starting at 512.00 1 starting at $5.00 1 starting at $16.88

Standard Business Postcards » Yard Signs »

Cards » 500 starting at $62.50 1 starting at $19.99

100 starting at $19.00
o',
€ °‘:!_ )
T\

fo S

4
i

Custom Flyers » Roll Labels » Vinyl Banners »
1000 starting at $48 70 100 starting at $181.00 1 starting at $7.34

v
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Next-base-action use case: qualified customer offers

Qualified customer offers are audience-exclusive offers that are automatically v
applied to a customer’s account uponlogin

cont rOI n_custom water bottles, notebooks and more TEST We don't do this for everyone.

e v Qualified Sign in for free shipping.
vistaprit. customer offers

(Back to School)

Alden R.

Test currently
in progress

l

\
/
l
l

4
l



Our personalization journey continues

A baker in Paris

QR-code-
Paper goods and R T Imk;.?
store decor moptie
o connection
74
Online-ordering
Logo and

Brand Identity
Custom
packaging



T Growthbynew ¢
introduction and
product & service

| . & o category

- b optimizations

Business Cards

- Fighve e P e

T
[ —— e

- = Expand assortment of relevant products
R . UV that SMBs love, and make these products

= == == easy to find, understand, customize and
purchase.

WU J— Improve the category customer journeys
e I e in order to maximize customer happiness

. .
— e IS & financial value
Cramneeinan roondes coremen s Usderoed 55T Srigse (AESOSIE  EYeSNONIng BR i an oL T ar £ giesning ol sensiny o mo .
s S [agee T e Focea s wna ok, tar e i cgrrn [ ———
SZami-gmpmse g mmRzE v ‘EmmegmRiE
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We expect to grow across all physical categories

W Hidnd

INaK 103wVl 9

Promotional Products,
Apparel & Gifts

/[N

Business Cards

Books/Magazines/ Photo/Consumer
& Stationery Catalogs - Merchandise
. - '

.‘-;-



Accelerating new product introduction via MCP + our new
platform

4 1409 Reviews

Retractable Banners

benners. Explore our variety o styles and optons all printed n vivid full-
colour See detsls

Printed Sides
Single Sded Doute sided
ste v
size
ssxar R
auanty 181888 funt) v

stering ot 14889 Shigeing crces and more.

Upload desion
Hove s design? U

BEns 7

© 100% satsfaction garaneeed

45 areviews

Mailer Boxes

Greste pockaging pecple can' it 0 0pen with custom malle bones
Fulbolorprinting, with 4 8225 1o choose from. Sesdetals

sie v
printing Sids primed cutsidecnly
Quantey 04 (5293 uri) v

148 stoting o1 £46896.542120 Shipuino picesand more

@ 100% satstacton guarantesd

lo.

Advertising

Wetnr

|

~—a
©Cear \ SIRLOIN
SNACKS

Disposable
Gloves

=xL:

mini
cookie

CHOCOLATE
CHIPS

35 148 Reviews

Flags

Greste super-sized advertising thatstands up o the slemers. This
‘complte setncludes a i3g, pol, ground base and case.

size
Shape
printed Option
single Sided Double ided
Quantiy 1614870 unt)
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Promotional products now integrated with main VistaPrint site

Yielding significant increases to revenue and customer LTV

!Vistq print@ Q Recherche 6} A votre service R Se connecter |j Panier

0182247180

Sélection du Cartes de Supports Pancartes et Autocollants, étiquettes et Vétementset  Cadeaux st livres Invitations et Objets Digital et sites Services
moment visite marksting affiches packaging 3acs photo papeterie publicitaires web graphigues
< Livraison 6 jours OFFERTE dés 50 € (HT). Consultez nos délais de livraison plus rapides ici >

Accueil / Objsts publicitaires

Objets publicitaires

. Obijets publicitaires

Fournitures de bureau .
Mettez votre margue et votre logo en valeur avec des produits

Technologie promotionnels pratiques.

Verres et bouteilles

Loisirs
Biscuits et Bonbons

Vétements

Casquettes et chapeaux

Sacs
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Significant benefit from leveraging Cimpress network via MCP ’

Etiketten auf Rolle

4.3

Branding mit dem gewissen Etwas.

« Bestellmengen von 100 bis 5 000

« 2 Materialien: Papier, Kunststoff

« 2 Farben: weil3, transparent

- Verwendung im Innen- oder AulBenbereich (fUr drauBen:

Kunststoff mit Hochglanzveredelung)
- Wasserfeste Variante verfigbar (Kunststoff mit

Hochglanzveredelung)

Sie suchen Aufkleber in kleineren Mengen? Bestellen Sie unsere
Aufkleberbdgen.

Wir helfen lhnen gerne mit dem Design
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...and we expect business card bookings to resume their long
history of growth in the future

Nearing pre-pandemic levels; customer need remains as use cases evolve and premium and connected cards grow

$329

FY18

Vista Business Cards and
Stationery Variable Gross Profit ($M)

$338

FY19

$313

FY20

$294

FY21

$321

FY22

While digital dominates usage, print dominates

purchase
Activity, Purchase Intent,
Past 3 Mo. Next Few Mo.
Seka] media ‘ 66% Mktg materials ‘ 40%

Biz cards [ 38%
website [ s6% ’
Promo & Apparel ‘ 29%

Email 9
1 I 2 Paid digital... [ 17%
Print marketing ‘ 32% Paid website...‘ 10%

= Print m Digital

Biz card use cases are shifting to less traditional,
resulting in a trend of premiumization

% respondents who say...
51%

40% 42%
| buy premium cards less Way of using BCs | hand out fewer BCs, but
frequently rather than has changed they need to make an
basic cards more regularly impression

All VGP amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com.
Customer research source: Vista small business owner sentiment tracker, June 2022; n = 384 businesses in U.S., UK, France & Australia.

/ am using BCs to direct

people to my website

v
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Conversion Rate

Improvements to category
experience

Small percentage improvements in
each of these areas can yield
significant customer and financial
value in FY23 and beyond

Excellent

Better

Time

Category Navigation

Premium Upsell

Mobile conversion

Shop by shapes &finishes
stand

sssss

Kiaft

sssss

wwwwwwwwwwww

Looking for more?

AAAAAA

Cart conversion
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Quality improvements Delivery experience

Manufacturing & supply chain
improvements

Though we are already leaders in
production scale, systems, and
processes, we still have opportunity to
drive a multi-million-dollar benefit
through incremental improvements
across millions of customer orders
each year.

COGS savings

QUALITY SPEED

11d

SFEICIENCY — COST

Carrier delay: depot / sorting )
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Significant opportunity to improve the customer experience

Best-practice e-commerce

site capabilities
P 7 ™ B L
- ’ = =

€ G KO R

Continuous release of new functionalities
that improve the VistaPrint experience, such

as:

e Substantially improved search

« New guided design and shopping solution

e Better account dashboards

» Simplified checkout for quick re-orders

All thoroughly tested for customer & financial
value with our improved experimentation

approach

Product & service category
improvements & new product
introduction

Omnichannel personalization
for different customers

Improve the category and post-design
configuration customer journeys of the
website in order to maximize customer &
financial value.

Personalize experiences and tailor our

offering to individual customers with data &

analytics, such as:

e Customer traits prediction by customer segment

e Product recommendations (> 5% of bookings now)

e 35% of promo emails with 1:1 product
recommendations

e Up to 18 personalized offers per email campaign

Orchestrated by our reinforcement learning

based next-best-action ecosystem and tested

with experiments

Expanded assortment of relevant physical &
digital products that SMBs love, and make
these products easy to find, understand,
customize, and purchase

Enabling foundations: Leverage technology platform for product development and experimentation

v
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¢ vista.

Full-funnel marketing &
advertising
experimentation

Ricky Engelbe



¢ vista.

¢ vistaprint. ¢ vistacreate.  99designs ¢ vista-wix

by ¥ vista

¢ vistaprint.

Reconsideration
Bridge

Famous for great design &
marketing solutions

Non-VistaPrint customers looking for a
partner to help them up the mountain



We have been very focused on lower-funnel advertising

Ad - hitps:/fwww.vistaprint.co.uk/ =

Try our easy-to-use design tools or choose one of our thousands of templates!
Satisfaction absolutely guaranteed. Customise and order today. Cards for all...
Folded Business Cards - Square Business Cards - Slim Business Cards - Ultra Thick Card

Create your own business card - Create in minutes i‘*

X

’ VistaPrint @
Sponsored - 6

We print that.

1Helly Hansen™ 25
w Manchester Polo Shop now Bar 10 for £4.50
From sports to streetwe. Low|

o) Like (D comment /> Share w

Custom Flyers &
Leaflets

Business Cards

Thank You Cards Custom Flyers &

Leaflets

25 for £10.08

> x

Pull Out Boxes

99



From

Introduce during search

Paid search non-branded
Re-Targeting

To

Win before search

Brand salience Brand you trust

Mental availability Brand proud to use
Brand that helps with design

Help me convey a credible
image across my marketing

Win during search

Content marketing

Paid search non-branded
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From

Introduce during search

Paid search non-branded

Re-Targeting

To

Win before search

Brand salience Brand you trust

Mental availability Brand proud to use

Brand that helps with design

Lower-funnel spend alone
isn't enough to drive
this change/growth

Help me convey a credible
image across my marketing

Data-driven improvements to paid channel advertising 4
efficiency

[ ] [ ]
Bookings from Paid vs.Free Variable Gross Profit Return on Ad Spend for Paid
Channels ($M) Search Non-Branded Channel

=2}

Content marketing

migration

Paid search non-branded

-----------------------

101



What full funnel means 4

Brand building
Large effects / Slow payback

Awareness
(Long-term/Mid-term/Near-
term)

Future Market

Near
Market

Consideration
(Mid-term/Near-Term)

Conversion
(Near-Term)

Purchase driving
Small effects / Immediate payback
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v

Building
customer
connections

Designed To:

= Grow and deepen our relationships from
the ground up

= Elevate our SMB partners
= Showcase our solutions, products & services

Focused On:

= Social community

= Team connections

= Cultural & local connections
= Brand ambassadors

Qv A

@B} Liked by amaahsia_and 1,541 others

alaadesign.co this space has always been about community.
sharing resources, creativity, inspiration, sharing love

with that, I'm SO happy to announce that I'm one of the
founding members of the #VistaCollective with @vistaprint

CHIFA E &

HOME RESERVATION MENU DRINKS MENU ABOUT SHOP SCULPTURES

= .

vistaprint &
vistaprint - Original.audio.

Dﬂ["

| HAPPINESS COMES IN WAVES
b

oy | Find ways to get

CONTACT

11 Repost

@vista® - 6d ago

[CLER] th_citychick @citychickatl knows
that our busi re SO-preciou... See more

JJ 2 original sound - gnilkno
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Boston Celtics

© covs o e

yloavwoml
b Tap to see all the local

Small Businesses
participating! ®

L(&:ﬁlg

THIS SMALL BUSINESS

BLEEDS GREEN BAC ‘;? I
. P

i
S

3

ZAZ Restaurant
Hyde Park, MA <$)|) %’7
DS

S
Tk

: -vulbunm;éwmmmmudxyw }
@charliessandwichshoppe
@cathedralstation
@celtics

( Reply to vistaprint...

A Bobby Krivitsky
\ y @BobbyKrivitsky - May 24

“Light up the city with this partnership and have the small businesses truly feel that
when the #Celtics succeed, it benefits the entire community."

With the @celtics, @Vistaprint is redefining sports marketing partnerships by
reinventing the model.

T

W vista | &%

SMALL BUSINESS SWAG GRHAB

si.com

Celtics and Vista Unifying the Community and Boosting Small Businesses
With the Celtics, Vista is redefining the role of sports marketing partnerships by
reinventing the model. They're not using this partnership with one of the

© 0 Q 2

(B3
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Liverpool Football Club ‘Small Business of the Match’

Joel Lampkin - 2nd

. Senior Specialist, Technical Operator at Liverpool
Football Club
5h-®

Liverpool Football Club x my dad & thanks to Vista my dad
was featured as the Small Business of the match for The Reds'
win over Norwich. It was brilliant to hear his experience of
being in the legends lounge and treated like the legend he is.
He started his own company over 10 years ago and grinded &
grinded to get to a solid place making partners on the way.

Proud to have helped him experience something he will
forever remember thanks to this amazing football club. @
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ReferHer: Toronto, Sydney, Paris, London, LA Vista City Guides ’

P

- Claima x ¥ vista.

Ay ’.»\‘V"
Lo "v y

eomapet]

/3

S“t‘u,xxi.,,
h,,b'ﬁi"c*“
ingis

the g,

A VISTA GUIDE TO
SMALL BUSINESSES
IN YOUR AREA
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Building
the conten
engine

Designed To:

= Drive SEO momentum

= Engage the SMB Community
= Showcase our expertise

Focused On:

= Qur innovative solutions

= |Information and education
= Human SBO stories

= Connecting to culture

FROM CHOPSTICKSTO

BUCKET HATS, VISTA &
CHIFATEAM UP FOR A
ONE-OF-A-KIND DROP

Ready, set, glow: How this woman-
owned business continues to grow

| | S=: S B
S | never thought | coukﬂ
make my logo from |

scratch”

’ vistaprint & « Following

’ vistaprint & “Beyond being a business, beyond 'making
money', we want to serve our community. We want to bring in
healthy options. We want our community to live longer, to be
healthier.” - Vanessa Kazadi @berakajuice
#International WomensDay #WomenInBusiness

This month we're highlighting some of our favorite women-
owned small businesses to celebrate International Women's

Day. Support & shop female-owned today and every day. Link
in bio < #WomeninBusiness

Edited - 20w

keturahscustomcakes @

16w Reply

oQvy A

Qf,k Liked by alexislynnlotzko and 88 others

MARCH 8

6 unexpected ways to use stickers for
small business

what are the most important marketing materials for small business? X

=
0

Q Al ¢ Shopping E News [ Images Videos : More Toals

About 337,000,000 results (0.59 seconds)

The 5 marketing materials you need to start a business

. 2
« Logo. Think of your logo as the face of your business. 'ﬁlfﬂ{ﬂ !“
1 2

. o
« Business cards. Once your logo is designed, it's time to

create the rest of your marketing materials, starting with your business cards. ...
- Website. ...
« Postcards and flyers. ...
« Brochures.

https://www.vistaprint.com > hub » five-marketing-materi...

5 Key Marketing Materials for Small Business - Vistaprint
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TikTok powered by Vista Collective




v

Full-funnel
advertising
experimentation

Designed To:

= Reposition the brand (from business cards to print,
design, and digital)

= Introduce and win with new businesses (and audiences)
= Drive qualified traffic to VistaPrint/Vista

Focused On:

= Evolving our marketing mix (from search dominant to
multi dimensional)

= Converting in market customers while also developing a
pipeline of near market and future market customers

= Creating a consistent, amplified footprint for our message
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Two new campaign experiments in major markets 4

In FY23 we will grow our mid- and upper-funnel advertising, partially funded
through lower performance advertising

We Print That. There's no business like your business

, .ﬁ,

ﬁ-a -

If youneedit,
we printit.

¥ vistaprint.

andthat too! gea :‘ i   ( i =f‘:,‘ 4 1 0, ‘ ’Vistd

Print. Design. Digital.

10



We Print That.

If youneedit,

we printit.
¥ vistaprint.

US media plan - Boston

Mid funnel
(July - November)

AU media plan

Mid funnel
(July - November)

=

O N\ Googlends O theTradeDesk

BUSINESS BUILDERS|

2

oo
=

€&

e

(3 YouTube f@
nstagram

v

v

@ f@ £ YouTube @

Instagram

N\ Google Ads

O thefradeDesk (&) reddit

US media plan

Mid funnel
(July - November)

FR media plan

Mid funnel
(July - November)

*Ee

0=
‘ 3 YouTube (©)]
Instagram
N Googerds D theTradeDesk

i

n FRESWHESL |

N\ Googerss O thetradeDesk () reddit
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There's no business like your business

N2



THERE'S NO BUSINESS LIKE

Bk

Featured business: Rachelmade Studio @racheimades%ﬁic \

O
C
-
oy
=
L
pra
m
N
(0p)

Print. Design. Digital.




Our full-funnel
marketing
journey has
begun.

8 THERE'S NO BUSINESS LIKE

-
(o]
=
o
w
=
®
=
m
o |
"

Influencers.
Community

5 storefront signideas: How to
— attract customers to your store
Ad - https://www.vistaprint.com/ @ (866) 207-4955 ot - ~ Performance

Media

Banner Design - Make In Minutes - vis

Try our easy-to-use design tools or choose one of our

LR

F\ F} n s e neel

Paid
Search

Vlstaprmt Business Cards - Fabt Shipping On All Ca

Choose From Premium Paper Stocks, Shapes And Sizes. Custom Cards,

From: Introduce during search To: Win before and during search

14



Full Funnel
Measurement

How will we measure success?

Basti Klapdor

15



FY23 is the year of experimentation for marketing 4

Accuracy Actionability

Attribution

Ease of

Recency MMM . .
implementation

Breadth Depth

16



How will we know if this is working?

Sales uplift
over base

Sales activation Brand building
Short-term sales uplifts Long-term sales growth
A\ \

\ W

€ >

Short term effects dominate - 6 months Time

Sales activation / Short-term sales uplifts ' Brand-building / Long-term sales growth

Source: Les Binet and Peter Field, Media in Focus: Marketing Effectiveness in the Digital Era, IPA, (Figure 02)

n7



We have developed a robust measurement toolset across each ’
stage of the funnel

Brand Tracker* (awareness, salience, consideration)
Awareness, Salience, Experimentation (platform brand lift studies)

and Consideration . . _
Social Listening Tool (sentiment, comments)

Share of Search* (comparison to competitors)

Market Demand

Branded Search Query Volume* (YOY comparison)

Attribution* (bounce rates, time on site, pageviews)

Contextualized Customer Behaviors (quality of visit)

Attribution* (assistance, lag to conversion)
MMM* (modeled impact of channel)

Experimentation* (platform conversion lift studies, incrementality testing)

* Main toolsets, the rest provide supplemental details

18



¢ vista.

How we will drive
financial returns in Vista



Focus on post-advertising LTV has shifted bookings, margin & VGP g

FY18 FY22 FY18 FY22 FY18 FY22 FY18 FY22
% of FY22 Umeor [ oot Connop [ o o0 e oo [ o
Croorene N g e I Y A Y B I YA
% Variable R R R o o ] o
Gy Rl e W e i O et M W el
Decline with
pandemic
329 M impacts,
¥ $321M pullback on
Variable Gross discounting
Profit ($M)
$210 M
$160M  $161M $144 M
120 M
I I I B |
Business Cards & Photo & Marketing Signage
Stationery Consumer Materials

Merchandise

Note: Does not include VVCS, Webs, 99Designs, VistaCreate, Depositphotos, or Partner Bookings from Offers, Services, Products and Referrals. Other bookings and VGP include facemasks and design services. All

amounts in USD translated at currency rates stated in the non-GAAP reconciliation at ir.cimpress.com.

FY18 FY22  FY18 FY22
110% / N%: | 4% [ 8% |
| 48 %/ 47%: | 83%[ 73 %

72M $75 M

$67M $ s

PPAG Packaging &
Labels

FY18 FY22

______________

______________

Decline
coinciding with
pause on cross-

selling during
transition from
legacy SMB
website product
to the Vista x
Wix partnership

$35 M $26 M

Digital

FY18 FY22  FY18 FY22
' 1%/ 1% 1 100 %/100 %
r=--===="7=7=7=77 : r=--=====7==77 1
L NM [ MM 69% [ 68%
$957 Mg 053
Other Total
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FY22 Vista growth investments 4

Past Vista Growth Investments
(FCF impact at midpoint of estimate, $M USD)

$140
B | TV-based advertising
B Product development and marketing
$120 . . .
B Expansion of production & IT capacity
B Post-acquisition investment in 99designs and VistaCreate
$100 Other
$80
$60
$40 e
$20
$0

FY19 TTM Feb20 FY21 FY22
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[ ] (] [ ]
Expectations for Vista margins
| s P2 | frisofvmdives | Oopscwtomforfuwe

Constant-currency
revenue growth

Gross margin %

Ad spend as
% of revenue

Opex as
% of revenue

EBITDA margin %

Capital expenditures
as % of revenue

9%

60%

22%

20%

21%

2%

5%

57%

17%

29%

13%

1%

More economically rational ad spend; focus on tech migration with
limited experience improvement and new product
introduction; pandemic impact

Pandemic and acquisition effects on mix; input costs up

Improved per customer economics

Rebuilt financial rigor and improved efficiency of performance
channels

Underinvestment in key areas in FY18 and deep growth investments

in FY22 before delivery of commensurate returns

Combination of the above but significantly impacted by extent of
increased growth investments

Improved efficiency utilization of Cimpress network during lower
growth period

v

Recent investments expected to accelerate revenue growth post-

. migration with sustained higher rates of growth vs FY22 over next

several years

Pricing improvements targeted at $20M+ vs FY22 exit rate

Annualizing H2 FY22 cost increases weighs on FY23 margin; impact
of pricing and customer experience improvements offset that over
time

New products and services likely to dilute gross margin but with
higher LTV (e.g. PPAG, digital)

Ad spend as % of revenue to remain similar to FY22 % levels in future
years but will vary quarterly based on intensity of mid/upper funnel

Declining as % of revenue over time due to opex leverage with
revenue growing faster than opex as investments drive returns. FY23
burdened by annualized impact of FY22 hiring

FY23 H1: pressure from FY22 exit rate of cost increases and
investment levels

FY23 H2: improvement as revenue growth outpaces cost increases

Medium-term: Expect significant margin expansion in FY24 and
FY25; EBITDA $ levels exceeding historical highs

Expect similar levels (1-2% range) as growth increases with continued
leverage from Cimpress network



The expert design and marketing partner for small business
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Capital
Allocation

Sean Quinn
EVP & Chief Financial Officer
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Results by component: Vista

Discretionary growth investments weighing on profit and cash flow; expected to drive returns in future years

Revenue ($M) Revenue growth (%)

— — Reported Revenue Growth Organic Constant-Currency Revenue Growth

$1,499 $1,508 $1,515
$],346 $‘|1337 $1,428
o,
1% ) - co,
N/A §\& ——_———
9% —~ N% ===
3 ——— % %
-10%
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
Segment EBITDA ($M) & margin (%) Unlevered free cash flow ($M)
$363
$310 $3550 $319 $313 $335 $335

N/A

FY2017 Fy2018 FY2019 FY2020 FY2021 FY2022 Fy2017 Fy2018 FYy2019 FY2020 Fy2021 FY2022

( .> Clm ress Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense.
p Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Results by component: Upload & Print

Strong year for these businesses as they recover from the pandemic and leverage the strength of Cimpress

Revenue ($M) Revenue growth (%)

Organic Constant-Currency Revenue Growth

$730 $769 $692 $696 $856 —— — Reported Revenue Growth

-~
-7% -7%
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
Component EBITDA ($M) & margin (%) Unlevered free cash flow ($M)
$125 $112

FY2017 FYy2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022

‘ .> Clm ress Upload & Print results combine the segment results of PrintBrothers and The Print Group. Component EBITDA includes share-based compensation expense while unlevered free cash flow
p excludes share-based compensation expense. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Results by component: National Pen

Revenue ($M) Revenue growth (%)
$333 $348 $342 — — Reported Revenue Growth Organic Constant-Currency Revenue Growth
$299 $314
5% 5% 9%
$13 /A /A o . = 1%
7% -14% o
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
Segment EBITDA ($M) & margin (%) Unlevered free cash flow ($M)
$29 $24

$27

$22
$10 - $10
v - -

$05)

FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FYy2017 Fy2018 FY2019 FY2020 FY2021 FY2022

. National Pen was acquired Q3 FY2017, Reported revenue growth in FY2018 was 196% and organic constant-currency was 20%.
<0> ClmpreSS Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense.
Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Results by component: BuildASign

Revenue ($M) Revenue growth (%)
$174 $182 — — Organic Constant-Currency Revenue Growth
$140 $153
13%
9%
e —_— T~ -
N/A N/A N/A N/A N/A ~ \O%
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
Component EBITDA ($M) & margin (%) Unlevered free cash flow ($M)
$22
N/A N/A N/A N/A
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022

BuildASign is part of our “All Other Businesses” segment and was acquired on October 1, 2018. FY20I19 figures based on pro-forma view as if we owned it for the full fiscal year. Component EBITDA includes share-based

<.> Clmpress compensation expense while unlevered free cash flow excludes share-based compensation expense. Reported revenue growth for FY2020 was 42%, due to the partial period of revenue included in our FY2019 results.
BuildASign made an acquisition during Q4 FY21 and results are included in the revenue chart as of acquisition date but excluded from organic constant-currency revenue growth. Please see reconciliation of non-GAAP financial
measures at ir.cimpress.com.



Results by component: Early-stage businesses!

Revenue ($M)

Revenue growth (%)

Organic Constant-Currency Revenue Growth

$28 $28 53%
$24
$21 $18 28%
8% 13%
N/A
=18%
N/A
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
Component EBITDA ($M) & margin (%) Unlevered free cash flow ($M)
N/A N/A
$(8)
8) $(13) $(14) $12)
12
$02 -29% -33% -33%
$(22)
-79% $(40)
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
TAll periods presented exclude the impact of Albumprinter which we divested in Q1 FY20I18. @

<0> Clmpress Early-stage businesses are part of our “All Other Businesses” segment. Component EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based
compensation expense. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Revenue

Record revenue in 2022 as each segment recovered to be near or above pre-pandemic levels

Revenue ($M) & reported revenue growth (%) Organic constant-currency revenue growth (%)

22%
$2,888

13%

-11%

A\ 0% N
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(0) C|mpress Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Profitability

Vista profit weighed by significant growth investment; strong profit result in other segments

GAAP operating income ($M)

$158 $164

$(46)
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(0) C|mpress Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.

Adjusted EBITDA ($M)

$145
$117
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$387

$326
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Cash flow

Cash flow strong despite heavy investments

Cash flow from operations ($M) Adjusted free cash flow & cash interest ($M)

= Adjusted FCF - Cash interest related to borrowing
338
$331 %

$265
$242 $247
$220

$192

$160 $165 157
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(0) C|mpress Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



FY2022 Steady-state free cash flow estimate

In USD $M
($8) pro forma M&A / NCI impact
($19) pro-forma impact of non-steady-state working capital change
$17 impact of technology migration activities and Ukraine response
$14 impact of current-year restructuring activity
($12) gain on early settlement of derivatives
$98
—,.
($8)
$100
Adjusted Free Cash Cash Interest Adjustments to
Flow Expense normalize UFCF

(0) C|mpress Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.

$203

$190

Normalized Pro- Range estimate of
Forma UFCF investments not
needed for steady
state

$363 - $393

SSFCF Range



Historical SSFCF estimates

$485
$430 —
$385 — $435 $393
$351 $340 $340 $400 N
R
$300
$271 $290
$210
FY15 FY1o6 FY17 FY18 FY19 TTM Feb 2020 FY22

In USD, millions

(.) C|mpress SSFCF estimates not provided for FY2020 or FY202] due to pandemic uncertainty. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.



Net debt and share count

Net cash (debt)! ($M) Share count (M)

Weighted average diluted shares outstanding (2)
$237 ——— Shares outstanding at June 30

45.0

167
30167 sci89) 39.0

31.7

§§27'8 265 263

$(601

$(795)
$(857)
$(1,001)
$(1,378)
$(1,379
$(1,437) ( )
QN < b > \6 \o <1 > 2 o o 7
10 Q Q Q Q ) §) §) §) or Q o A\ N1 «b A e} A0 1 el ) 8 N >
I S L L 2 L R S I N T CaPNC YU SO SR L e S ~
I Net (debt) is defined as the sum of our credit facility debt, senior unsecured notes and other debt less cash, cash equivalents, and marketable securities (current and non-current). @

(0> C|mpress 2 Weighted average shares outstanding for FY2017, FY2021, and FY2022 represent the number of shares we would have reported if we recorded a profit instead of a loss that year. The basic
weighted shares outstanding we reported those years was 31.3M and 26.0M, respectively.



Historical net leverage ratio

Historical net leverage ratio
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History of M&A returns

« About half of Cimpress FY22 revenue and EBITDA was from businesses we have acquired and subsequently grown

« The charts below show larger businesses we have owned at least three years

Total Consideration FY22 Metrics vs TTM Metrics at Acquisition (M) Return measures

Revenue Adj. EBITDA

€ 761 €636M C lati
Upload & Print - EBI?QAU ative

20714 - 2017 €509M

(with subsequent vertical-
integration tuck-ins)

87% Average UFCF
Conversion!

$94M Cumulative

National Pen EBITDA
$211M
2016 91% Average UFCF
Conversion!

Ad). EBITDA $114M Cumulative

BuildASign $31 EBITDA
2

2018 $20
(with tuck-in in 2021) $288M - 83% Average UFCF

Conversion!
TTM @ acq FY22 TTM @ acq FY22 a

. Upload & Print and BuildASign consideration and results include immaterial tuck-in acquisitions made through FY22. Note Revenue, EBITDA and UFCF are consolidated results, but there is non-controlling interest in our
<’> ClmpreSS PrintBrothers segment (part of Upload & Print; ~12%). Adjusted EBITDA is burdened by cash value of SBC; FCF excludes it. Unlevered free cash flow defined as adj. consolidated EBTIDA less capex, cash taxes, adj. change in
working capital (excluding interest), and other reconciling items. ? Average UFCF conversion is FY21+FY22 UFCF divided by FY21+FY22 EBITDA to mitigate unusual working capital swings.



Example M&A synergies

f \ Examples of Realized Synergies
Near-term
synergies: BuildASign procurement synergies on shipping, printing equipment, &
| - cost reductions and materials: ~$5.5M per year, recognized immediately after acquisition and
" continuity benefits grows with scale
é fgfﬁﬁfﬂfgfﬂen ; BuildASign tax synergies recognized at Cimpress level: ~$17M since acquisition
« Strategic tax planning
k J « National Pen annual savings from migrating contact centers to Tunisia and
Jamaica: $8.5M
\ » National Pen significantly grew technology and graphics services teams in
Medium-term India at a pace it would not have been able to in legacy talent markets
synergies:
: Aggzsliofrofgé%iég /éa/e”f The Print Group. second largest business has decreased 3rd party fulfillment
graph,cs services, w by 70% by better leveraging capacity and capabilities of the group
back-office support The Print Group FY22 benefits from fulfilling for other Cimpress businesses:

* Access to MCP APIs ~$25M in revenue

\ Cross-Business Revenue Enabled by MCP!

(Longer—term

synergies: m Cross-business revenue ex masks  ®Facemasks
« Leverage strengths of
Cimpress network for

rapid NPI, lower g

production costs,

faster customer 3

delivery, improved $35 $47 $59
k capex efficiency )

2018 2019 2020 2021 2022

(0) cimpress TFY2021 increase was heavily influenced by mask-related transactions.



Evolution of organic growth investments

Estimated net impact of investments on free cash flow at midpoint

Vista Upload & Print

$123

$18
FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022
National Pen All Other Businesses
$42 $42 $49
$26 $29 $28
$13 12 $13
$- $- $- 2 $7 $7 $10 $
FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022
MCP Other Central Investments
$14 $27 $24 $22 $25 $28 - $24 $14
Sy EEY R R BRCY e 5 s %5 % w
o o —
FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021 FY2022

(0) C|mpress *FY2020 is the investment for the trailing-twelve-month period ended February 28, 2020.



Capital allocation priorities

« We continue to believe the number one thing we can do to maximize per share value is to
execute successfully against our plans for Vista's transformation; our other businesses are
performing well and do not require significant growth investment on a relative basis

« We've received varying feedback from shareholders and debtholders recently about capital
allocation advocating share repurchases, debt repurchases or de-levering

« We regularly evaluate each, but to date have biased toward protecting and building liquidity

<> cImpress



Current supply chain environment accentuates Cimpress
advantages relative to smaller competitors

Materials Shipping Costs
FY22 COGS - ~
o Market cost for as a % of revenue (52%) ¢ Market cost for
paper up 37% Y/Y shipping up 8% Y/Y
e Cimpress cost for VAt o Cimpress cost for
paper up 32% Y/Y in 15% Shipping shipping up 2% Y/Y
FY22 (mostly in H2)* 7% N in FY22 (ex. volume)/

Third-Party Suppliers $1.5B COGS Labor & Utlilities
Highly competitive - Cimpress costs up in
fulfiller network via line with market
access to our own inflation

materials, freight &
equipment pricing

. * Source: Fastmarkets RIS/
<’> Clmpress ** Source: Transportationinsight, Parcel Rate Outlook 2021



Outlook

As of September 13, 2022

« With Q4 FY22 earnings and in annual letter, we provided guidance for FY23 and beyond. We
reiterate the guidance:

 Qutside Vista, we expect further revenue, EBITDA and cash flow growth in the years ahead

* In Vista, annualizing increased investments and cost inflation from FY22 will pressure
EBITDA margins in H1 FY23, but we expect to exit FY23 on path to higher EBITDA growth
and margin expansion in FY24 and FY25

« On consolidated level, we expect to surpass historical high levels of adjusted EBITDA In
FY25 with continued strong free cash flow conversion

« Of course, there are macro variables that could impact this expectation, and we will be ready
to react quickly if so

 Quarter to date for Q1 FY23, consolidated constant-currency revenue growth is above 10%

<> cImpress
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