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Disclaimer

Safe Harbor
Non-GAAP Financial Measures

To supplement our financial results presented in accordance with US GAAP, this presentation includes the following
measures defined by the Securities and Exchange Commission as non-GAAP financial measures: earnings before
interest, tax, depreciation and amortization (EBITDA); adjusted EBITDA; non-GAAP net income; non-GAAP diluted
Earnings per share (EPS) and Free Cash Flow (FCF). EBITDA is calculated as earnings before interest, tax, depreciation
and amortization, where interest includes unwinding of the discount rate for contingent liabilities. Prior year amounts were
amended accordingly. Non-GAAP net income and non-GAAP EPS exclude stock-based compensation expense,
amortization of fair value adjustments to intangible assets and impairment thereof and other acquisitions related costs that
may include changes in the fair value of contingent consideration liabilities. Non-GAAP diluted EPS are calculated as
non-GAAP net income divided by weighted average number of diluted shares. Free Cash Flow is calculated as operating
cash flow less capital expenditure which consists of purchases of property, plant and equipment and intangible assets as
defined in the cash flow statement.

We adjust our non-GAAP financial measures to exclude stock based compensation, because it is a non-cash expense.
We also adjust our non-GAAP financial measures to exclude the change in fair value of contingent consideration,
because we believe these expenses are not indicative of what we consider to be normal course of operations. Our non-
GAAP financial measures are adjusted to exclude amortization of purchased intangible assets in order to allow
management and investors to evaluate our results from operating activities as if these assets have been developed
internally rather than acquired in a business combination. Finally, we adjust our non-GAAP financial measures to exclude
acquisition-related costs, which comprise payments to consulting firms as well as fees paid upon successful completion of
acquisition; as well as certain incentive payments for members of management of the acquired companies as provided for
in the acquisition agreements. These payments are based on performance of the acquired businesses and are classified
as part of management compensation rather than part of purchase consideration. These costs vary with the size and
complexity of each acquisition and are generally inconsistent in amount and frequency, and therefore, we believe that
they may not be indicative of the size and volume of future acquisition-related costs.

We provide these non-GAAP financial measures because we believe that they present a better measure of our core
business and management uses them internally to evaluate our ongoing performance. Accordingly, we believe that these
non-GAAP measures are useful to investors in enhancing and understanding of our operating performance. These non-
GAAP measures should be considered in addition to, and not as a substitute for, comparable US GAAP measures. The
non-GAAP results and a full reconciliation between US GAAP and non-GAAP results are provided in the tables at the end
of the press release issued by the Company on February 13, 2018.

Forward-Looking Statements

In addition to historical information, this presentation contains "forward-looking statements" within the meaning of the
Private Securities Litigation Reform Act of 1995, Section 27A of the Securities Act of 1933, and Section 21E of the
Securities Exchange Act of 1934. These forward-looking statements include information about possible or assumed future
results of our business and financial condition, as well as the results of operations, liquidity, plans and objectives. In some
cases, you can identify forward-looking statements by terminology such as "believe," "may," "estimate," "continue,”
"anticipate,""i 'should," "plan," "expect," "predict," "potential,” or the negative of these terms or other similar

intend,
expressions. These statements include, but are not limited to, statements regarding: the persistence and intensification of
competition in the IT industry; the future growth of spending in IT services outsourcing generally and in each of our
industry verticals, application outsourcing and custom application development and offshore research and development
services; the level of growth of demand for our services from our clients; the level of increase in revenues from our new
clients; seasonal trends and the budget and work cycles of our clients; general economic and business conditions in our
locations, including geopolitical instability and social, economic or political uncertainties, particularly in Russia and
Ukraine, and any potential sanctions, restrictions or responses to such conditions imposed by some of the locations in
which we operate; the levels of our concentration of revenues by vertical, geography, by client and by type of contract in
the future; the expected timing of the increase in our corporate tax rate, or actual increases to our effective tax rate which
we may experience from time to time; our expectations with respect to the proportion of our fixed price contracts; our
expectation that we will be able to integrate and manage the companies we acquire and that our acquisitions will yield the
benefits we envision; the demands we expect our rapid growth to place on our management and infrastructure; the
sufficiency of our current cash, cash flow from operations, and lines of credit to meet our anticipated cash needs; the high
proportion of our cost of services comprised of personnel salaries; our plans to introduce new products for commercial
resale and licensing in addition to providing services; our anticipated joint venture with one of our clients; and our
continued financial relationship with IBS Group Holding limited and its subsidiaries including expectations for the
provision and purchase of services and purchase and lease of equipment; and other factors discussed under the heading
"Risk Factors" in the Annual Report on Form 20-F for the year ended March 31, 2017 and other documents filed with or
furnished to the Securities and Exchange Commission. Except as required by law, we undertake no obligation to publicly
update any forward-looking statements for any reason after the date of this presentation whether as a result of new
information, future events or otherwise.

The trademarks included in this presentation are the property of the owners thereof and are used for reference purposes
only. Such use should not be construed as an endorsement of the products or services of Luxoft Holding, Inc.

Unless otherwise stated, all data in this presentation is as of December 31, 2017.
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Investor Day Agenda
Presentations 1:00pm-3:30pm

Q&A 3:30pm-4:30pm
Tracy Krumme Introduction
Dmitry Loschinin Intro & Company Overview
Sachin Lawande Keynote Speaker, Visteon CEO
Alwin Bakkenes Automotive
Roman Trachtenberg Financial Services

Break and Demo Presentations

Sam Mantle Digital Enterprise
Vasiliy Suvorov Blockchain Discussion
Evgeny Fetisov Financial Outlook
Dmitry, Evgeny, Sachin, & all others Q&A

4:30 — 5:30pm Cocktail Reception
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Luxoft at a Glance n

Global Leader in Innovative Tech Consulting, IT Services & SW Development Driving significant
outcomes for clients

NORTH WESTERN CENTRAL
EUROPE AND EASTERN
13,090 DEEP INDUSTRY
Employees Worldwide We understand
280+ your problems
Active Clients, FY18
>50% from Fortune 500 AGILE
Flexible & efficient go-to-
! market & engagement
$907M model
Revenue FY’18E
0 TOP ENGINEERING
~23% .Ml TALENT
4-Year Top-Line CAGR LS AND FACTEE Deep domain experience

across the globe

STRONG GLOBAL DELIVERY PLATFORM
Continents Countries Cities .0

Delivering High Quality Innovation at Scale

PARTNERSHIP
APPROACH
Strong client relationships

%%
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7
Transforming the Business to Align with Changing Markets .
>

Shift from traditional
engineering services
to digital engagements

Financial Services
Significant growth fueled Headwinds

Core client-centric
challenges

by Top Core Accounts

Establish v Diversification frc_)m Focus on Tier 1 &
- 70% of revenue from Expand Upon consulting & | @ [) 'nvestmentBanking to Tier 2 banks, and
. Current Offerings system other areas of Capital geographic
Capltal Markets . ir?tegration arm A Markets expansion

(Financial Services)

- 80% revenue from Diversify Build new & grow Focus on areas with “ Restructure
u isting High i i i > business & Invest
Top 5 Accounts Revenue & Grow ®  existing Hig high tech disruption N

; : in 3 Lines of
HPAS Potential Accounts (Automotive) Business
- Focus on Account
Management I - Digital m Strategy m Artificial Intelligence m Platforms
. P nvest in Digita
- Limited Digital . = Cloud m Blockchain m Partnerships
Investment

Reduced client concentration, expanded industry expertise, & enhanced digital offerings
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Strengthening Sales, Marketing & Digital Capabilities

2016 Current

General purpose marketing Enable sales and marketing with targeted tools
Little emphasis on B2B B2B a primary focus aligned at LOB level
Disconnected sales organization New executive leadership and 2x salesforce
Account management focus Growth and share gain focus

Horizontal offerings Digital opportunities across LOBs
Fragmented Centers of Excellence Silos eliminated — digital first agenda
Investments in. Digital
Engineering emphasis Digital emphasis
Unfocused approach Emphasis on scalable digital business
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Significant Progress to Date

Key Success Factor

Improved Client
Concentration &
Revenue
Diversification

HPA Growth

More
Balanced
Portfolio

Improved Employee
Productivity

Increased Global
Scale

FY2016 FY2018
529, of revenue from Top 2 33%

’ 18% ~37%

HPA accounts total revenue

69% BEHENGEIRSEIVITIES 55% _

11% Revenue Contribution 17% -

20% 28 NG
9,239 Rev per engineer: 11,055 Rev per engineer:
engineers $76K engineers $85K

Countries Cities Countries Cities
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Improved Client Portfolio

Revenue ($) 2016 2018

Total Clients 183 282

<5M 169 250
5-15M 8 22
15-30M 3 5
30-70M 1 3
>70M 2 2

Grew client base by over 50% in 2 years



Fiscal 2018 In-Line with Transformation Efforts

Strong Growth Across Growth of High-Potential

Revenue Growth : :
Lines Of Business Accounts (HPASs)

786

Revenue
21 65

FY’15 FY’'16 FY'17 FY’18

Growth
55 FY18/17

39% revenue growth HPA revenue

FINANCIAL contribution

SERVICES ex- Top Two

AUelepd  439% revenue growth
Revenue

ex- Top Two

DIGITAL 0
ieslladlll 2300 revenue growth

FY14 FY15 FY1& FY17 FY18

FY'15 FY'16 FY17 FY*18

Further progress despite impact of select client challenges
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M&A Delivering Strategic Value & Strengthen Offerings

Feb 2015

excelion

Results:

v Top Two global Murex partner

v Vendor Solutions & Technical
Consulting

v EBITDA margin +6% in a year,
Accele/ated revenue growth >
20% Y/IY

INTRE[TT) Jan 2017

GIFTWEAR BERVICEE AND PRODUCTE

Results:

* Budget cuts & changes at key
telecom client impacted growth

v Effective deal structuring
limited total transaction cost
paid due to earn-out

12

- ) PELAGICORE

SYMTAVISION Feb 2016 .‘ ‘- Jul 2016 Experience Change Sep 2016

Results:
v Core of Autonomous Drive practice
v Expand footprint with new OEMs

v 2-3% of Auto revenue in FY2017;
Expect 15-20% in FY2019

Results:

v Core for Digital Cockpit

v Thought leader & innovative
partner of OEMs & Tier 1s

v'High quality leadership team
leading Automotive business

Results:

* Weaker than expected growth due
to downsizing at large client

v Foundation for new Healthcare &
Life Sciences business

v Effective deal structure limited
total transaction cost paid due

to earn-out
deriviT Aug 2017 LDFOrts Sep 2017 FY2019 & beyond
Results: Results: v Targeted, bolt-on acquisitions

v"Wealth mgmt core experience to boost core offerings

v"Avalog core banking solution

v Consolidated leading global

ition in M -~ :
position in Murex v'Combining deep subject

v India/APAC delivery footprint expertise matter expertise and thought
expansion facilitates new wins v Synergies with deriviT APAC leadership with Luxoft’s
platform

scalable global platform

Attractive average IRR of 25% for M&A transactions
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Strong Management Team Across the Globe

Luxoft Company

DMITRY LOSCHININ
Chief Executive Officer

f‘ Sl Global COO Organization

| 2\ MICHAEL FRIEDLAND

-

‘m Global COO

L
'ﬂ'-m

CFO Organization

EVGENY FETISOV
Chief Financial Officer

YURI ELKIN
MD, Head of Luxoft Digital

- NI
Luxoft Digital ﬁ

Global Services

: J

GRIGORY KAUZOV
VP, Global Services

A

v

y [T
ROMAN TRACHTENBERG
Global Head of Financial Services

Automotive Business

ALWIN BAKKENES
MD, Head of Automotive

Digital Enterprise

SAMUEL MANTLE
MD, Head of Digital Enterprise

BRIGHT MINDS
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2019: Building a Solid Foundation

Continued
Transformation

Making necessary changes to
ensure future growth

Continued
Investment in
Digital Offerings

Strengthen
Sales &
Marketing

Drive margin
expansion

Optimize
cost structure

— Medium-Term Goals —

Recognized leader in
Digital space

Double size of new
business

EBITDA
margin of 17%

Reduce SG&A as % of
Revenue by 3%
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Building a Stronger Luxoft

+ Focus on high growth areas with significant technology disruption
+ Well defined strategy and purpose for each of the business segments

¢ Clear accountability to mid-term goals & strong, well aligned
management team

+ Strengthening sales & marketing

+ Continued investment in Digital offerings to ensure leadership
position

Driving improved execution and operational efficiency

We are setting ourselves up to succeed in 2020 and beyond
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Auto Electronics Trends — Supplier Perspective
Luxoft Investor Day

Sachin Lawande, President and CEO
May 31, 2018

Visteon



Visteon Corporation Visteon

Conn Leading supplier of cockpit electronics and autonomous driving
systems to carmakers across the world

alll iii 6

$3.15B annual sales 10,000 employees 18 countries

m" = 19 manufacturing locations % 18 technical centers

Total shareholder returns of ~160% from 2015 —

2017:
.llII

Significantly outperformed peer group and S&P 500




Slowing Vehicle Production Growth Environment Visteon

Global Light Vehicle Production

R ~1% CAGR
~29% CA

_3.5% CAGR

China market to
mature

2010 2017 2021 2025

» Growth from recovery following 2009 downturn is running out of steam in mature markets
» World’s largest market, China, is slowing down after approaching 30M units
* Market growth to steadily decrease to ~1% CAGR in outer years

Supplier revenue growth will depend on product portfolio and content per vehicle

Source: April 2018 IHS data, Visteon estimates



Key Trends in Automotive

Autonomous

Connected

Electric

Visteon

Shared

* Industry evolving from
Level 1 and 2 to higher
levels of automated driving

Sensor fusion and neural
networks emerging as key
new technologies

Level 3 expected to launch
by 2020

» Cloud and streaming

content for navigation and
media

HTMLS5 and Android
emerging as key
technologies

Most new cars to be
connected by 2020

» Battery EVs expected to

grow quickly as prices
decrease

EV development takes
priority with all automotive
manufacturers

China mandate for 12% of
passenger vehicles sold by
2020

* Ride and car sharing to
grow, especially in urban
areas

Cloud tech giants and
carmakers to compete for
share of this market

~10% of miles traveled by
2025

Autonomous and connected car are key trends for technology suppliers



Unique Challenges of Automotive Electronics Visteon

Electronic Control Unit (ECU)

MOST/Ethernet/CAN I I
Driver Info —
--------------

Camera Wire
CAN/TTCAN
Vastly different requirements for software
Safety Forward Collision Adaptive » Latest consumer electronics features for Driver Info
Warning Cruise Control

______________ _ e » Fast and reliable object detection and classification for Safety
Brake by * Precise real-time messaging for Powertrain
Wire
TTCAN/Flexray | i » Different software operating systems and frameworks
* AutoSAR, QNX, Linux, Android, Graphics, Al

: ngine ﬁ er « MOST, CAN, Ethernet, etc. network technologies
Powe rtral n Eugtro\ Maﬁagenzent g
-------------- B « Rapid growth in number of ECUs

w + 30-150 ECUs in cars today ... and growing
CAN/LIN Large software code base

. » 100+ million lines of code in premium cars
Body/Chassis « More than any consumer electronics device

Automotive electronics is the most complex system built for consumer use




Key Domains of Automotive Electronics Visteon

Domain Function/Product

o S S S S S N

Instrument Cluster, Infotainment, Head-Up Display,
Center Information Display, Telematics

Driver Info

ABS Braking, Forward Collision Warning, Lane Departure

Safet
y Warning, Rear Camera, E-Call, V2V/V2X, Autonomous Driving

- —,

N -

Body/Chassis

Powertrain

Driver info and safety are faster growing domains within automotive electronics




ECU Consolidation in Automotive Electronics

Active Gabin
Misa Auto-Dimming - windshied
Supression Rlrras ‘Wiper Corlis
Driver :
Wooe/Dela Intarior || Aleriness Irstrument CO C k p I t A DAS /
innen! Systerr ., Cem \ Ligatag f ronftoring /- Cluster Highl Wsken Controller
Cahin Ervronment Contre s\ \ | II Jl."l Head-L'p Displsy Safety A D
Sty Mul'.:gl.\lnull\\\ Aubag Degloyrrant Conlgller | Controller
Lane Canlion—____ /r"-:zpﬁ\-\'-‘ Frant Lighting \ ?
Adaptivs Cruss Contrel
C«nmumauc Sraking
_——— Elealric Pover Sleeding
. —— Elsatroic Theottle Gontrs
i‘* Idla StopiStart
Remate Keyless Entry / AN
Transmissian Lane Napartura QED-N Body Chassis
B Carrol Warning -
Pasking System | Engine Centrola Controller Controller
Ekectronic Stasility Seat Foeltion Blingspast DERC
Carirol Canirol Datectizn VI S te 0 n

Focus Markets

Consolidation of ECUs into domain controllers

: Reduces cost, weight and power consumption
ECUs in car
Leverages silicon and software innovations

Visteon

Market Growth

(Units in millions) 14.2

Exponential Growth
of Cockpit
Controllers3

Visteon launched industry-first cockpit domain
controller on Mercedes-Benz A-Class in Q1 2018

Integrated domain controllers replacing individual ECUs




Key Trends in Driver Info Visteon

2015 2020 2023

Analog Cluster Digital Cluster Integrated Digital Cluster and Display Audio

From analog meter to all-digital cluster

AM/FM Radio Display Audio

Integrated cockpit domain controller
From AM/FM radio to connected infotainment powered by single ECU

Single integrated ECU powering all cockpit electronics instead of multiple discrete ECUs




Growth of Driver Info Market Visteon

Growth of Instrument Clusters Growth of Infotainment Growth of Driver Info
105.7M 105.7
Units M
95.1M 95.1M $50B 8%
Units o) Unit;
L :
Embedded 30% 35%
Infotainment $34B
Hybrid | 5161 :
0 Display | L5\
Audio
Analo
g
2017 2022 2017 2022 2017 2022

[

Hybrid and all-digital clusters growing faster while analog clusters decrease
Display Audio is fastest growing segment of infotainment
Increase in ASP drives higher growth of Driver Info market

Digital clusters and connected infotainment driving growth in driver info market




Evolution of Safety Features

Autonomous Driving Market Roadmap

L1 L2 L4
Adaptive Cruise
SeI'ETE Control (ACC) Ml Acc with LKA
Highway Highway
F Lane Keeping Pilot Pilot
Driving Assist (LKA)
Advanced
Emergency
Braking
Traffic Jam . . Autopilot
= Change Cny A
. Assist
Side/
Rear Cross Traffic
Alert
i Valet Parking
Parkin Parallel Park Parking Assist

2020

Visteon

Autonomous Driving Market by Features

(Dollars in billions)

$32.4

Highway Pilot
Traffic Jam Pilot
Adaptive Cruise
Control

Parking Assist
Self Parking

Blind Spot Detection

Driver Monitoring
Night Vision
Lane Departure Warning

2017 2019 2021 2023 2025

Data Source: Roland Berger, July 2016

Level 3 autonomous systems expected to launch starting in 2020




Key Challenge — Increasing Reliance on Software

Software
Content

Medium

Basic Buttons/Controls Combiner HUD

Segment LCD Instrument Cluster

AM/FM Radio
Analog Instrument Cluster

Windscreen HUD

Visteon

Drivers of Software Complexity

Convergence of automotive cockpit
and consumer electronics

Increasing pace of new feature
introduction in cockpit

Transition to cockpit domain
controllers

Evolution to Level 3 autonomous
driving features require new
software technologies

High cost of field updates for error
correction

Software competence is critical to automotive suppliers’ future



Implications for Suppliers in Auto 2.0

Shift from systems
integrator to IP creator

» Technology cycles compressing
rapidly

» Focus on core areas of
technology

» Develop differentiated IP in
focus areas

0110
0001 o

011011

Transform into software
technology company

» Cultural mindset change across
the whole organization

» Changes required for business
and engineering processes

» Core set of software platforms
instead of point solutions

Visteon

Develop software talent
globally

» Compete with industry and

other tech companies for talent

» Build global footprint to tap into

worldwide talent pool

» Develop strategic partnerships

with like-minded software
services companies

Auto suppliers will need to transform into software companies




Visteon Product and Technology Strategy Visteon

Complete Product Portfolio Core Technology Platforms

dicCre

IYEYYY)

DO R S &

Instrument ~ Head-up Cockpit  Infotainment Displays Connectivity Self-driving
clusters displays computer

T

phQenix

e sMmartcere

(@) drivecQre

L~

» Focus on Driver Info and Safety domains
+ Software platforms drive innovation across all products
 Global engineering footprint supported by key strategic partners

Only pure-play in Driver Info and Safety technologies for automotive




In Conclusion...

Auto industry is going through a significant transformation with multiple,
simultaneous trends — ACES

Auto electronics suppliers will have to adapt to new challenges to thrive
in the new environment

Business is evolving from primarily hardware to software, which in turn
will drive consolidation of the supplier base

Significant growth opportunities for suppliers that can make the transition

Visteon

successfully to software oriented business
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Automotivé = p— N -
Business Update &

Alwin Bakkenes
Managing Director, Automotive

BRIGHT MINDS £, LXFT
SHARP SOLUTIONS | < |$J)‘OFT

NYSE



31

ELECTRIFICATION

SHARING ECONOMY AUTONOMY
- | ' | <= B e y
= , P IRl } ¢ 8 ! v '1‘,;, :
b :




We co-create smart solutions
that empower our clients to make the
transition to sustainable mobility.

LUXOFT ...concom

32



O

Personal Digital
Lifestyle

Dlgltal Cockpit
Best-in-class UX Design Team
» Reference Platforms for Digital Cockpit
» Software House with Scaled Agile Delivery Model
* Founding member of SDL consortium




Autonomy

True Eaith 0
NEW CRDER

Autonomous Drive

System Architecture & Network Design

Large scale integration of autonomous technologies for Tier-1 suppliers
Highly Automated Data Annotation (HADA) & Validation

Safety Critical System Design

34




Sharing
Economy

Connected Mobility

» Support Car Makers to make the transition from UX to CX
* Integrating Intelligent assistants into vehicle applications
» Telematics, Diagnostics & Cyber Security




Digitizing Automotive

The Foundations of Our Business

CO-CREATION OF TECHNOLOGY TRUSTED DEPLOYMENT PARTNER TO EXCELLENCE & PARTNERSHIPS
PLATFORMS PUT TECHNOLOGY ON THE ROAD

Automotive Reference Platform »  Software House based on blueprints Long term, strategic relationships

Development ] .
> Scaled Agile Project Reference Model Trust and Transparency

Technology partners and co-invests .
> Fast scaling potential both on-site and Aligned objectives
such as Qt Automotive Suite

near-shore ) : .
Business model evolution to align

Industry initiatives such as

with new challenges
AUTOSAR, GENIVI, ...

LUXOFT




Enabling Car Makers to Become Software Companies

OEM

Services
(Ul SW, Design, Middleware)
A
(I;/U)‘OFT OEM
Production SW . | Software
~ Software Integration

(Architecture, Reference (Ul Framework, Innovations)

Platforms, Process
excellence, Integration)

3 party
IP & Services

(e.g. Navigation SDK, Speech
SDK, etc...)

ECU Manufacturing
Tier-1s
Platform SW
(e.g. BSP, Hypervisor
Platform,etc..)
@+ BACKGROUND & OBJECTIVES (O APPROACH
* Today, many vendors bring multiple technology stacks + Scaled Agile Project Reference Model
+ Enabling OEMs to take control of the Software that . Co-Created Reference Platforms

powers their digital strategy

«  Trusted Deployment part with ability to scale and transparent

* Save cost and improve innovation through re-use business model



Automotive at a Glance

HARMAN
et

+6 OEM Clients +6 Tier-1 Clients

Valeo

DAIMLER .

REVENUE DEVELOPMENT

($ million)
+43%

41%

27%

73% 159
111

FY’13 FY’14 FY’15 FY’16 FY’17 FY’18
Number  OEM 1 1 1 4 9 15
of Clients  Tier1 3 3 5 6 12 18

Our strengths

Deep industry & technology know-how

Focused on high-value segments of
business

Co-creation and Deployment partner
Top-tier customer base

Global delivery centers

Effective Integration of M&As
Independent partner to OEMs & Tier-1s

Our next steps

+ Scale geographical footprint & client

base

+ Scale up new accounts with extended

offerings

« Establish industry-wide reference

platforms with partners

A
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MBUX — The Benchmark in
User Experiences

‘ CHALLENGE

iV ACHIEVEMENTS

BERLIN (100+)

Design & Develop the best User-Experience (UX) in the industry Software House
for future SW
In-source development of Ul Software to the OEM development

Ensure long-term innovation with eco-system of partners

Co-creation of the SW Platform on which MBUX is build

Scaling a large project team to implement and deliver
complete #MBUX software on behalf of Daimler

TechCrunch: ”If you’d have told me a week ago that one of
my favorite things from CES would be an automaker’s
infotainment software, I'd have laughed, but here we are.”

Software House using Scaled Agile way of working enabling
integration of 3" party innovations for coming product
generations

Stuttgart (100+)
Software house
for MBUX
production SW

KIEV (100+)
Scaling for on-
site
development




=0 _ Deployment Partner
Autonomous Technologies

CHALLENGE

« Valeo is a leader in Development of Autonomous Drive

sensor technology — receiving a PACE award for first Mexico (50+)

production LIDAR system. Delivering
projects to North
* Support the deployment of the Valeo innovations into its American Clients

OEM customer portfolio

iV ACHIEVEMENTS

» Technical & Domain know-how for vehicle integration
software in OEM architectures

« Established a strong delivery team of over 200 engineers in f
less than one year

« Delivery in multiple programs to clients on multiple T -
continents, aligned to customer footprint

Project Geography

Europe (100+)
Platform
development,
deployment of

Russia (120+)
Platform
development,
customer
projects

.0




Connecting Customers to
Your Brand — From UX to CX

‘ CHALLENGE

+ Enable car makers to take ownership of the customer
journey for mobility services

+ Enable real-time analysis of customer journey gain- and
pain points

iV SOLUTION

+  PEGA and Luxoft have invested in an end to end mobility platform

+ Combining the Luxoft PELUX Reference platform with the PEGA
platform

« Solution works across all channels: in-car, mobile, point of sale,
web, etc...

*  PEGA Al powered next-best action enables optimal automation &
customer interaction

« Luxoft Digital is a PEGA deployment partner




Executing On Our Strategic Goals

Growth Strategy

JIL Growing the newly opened accounts
Y 4= Geographical expansion in Americas and JAPAC

~»Im  Grow our share of the OEM business with our unique offering

€ New client acquisition through technology partners
A
» ¢ Expand offering for Mobility Services for future growth

f.

Selective M&A focusing on unique skills & services

Objective

Establish ourselves as the
leading software development
company empowering the
mobility revolution

®

Continued 35%+
organic growth
with sustained margins

A
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Managing Director, Financial Service:
Luxoft Holding, Inc
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Scale of execution

44

Accelerating global business in Capital Markets and beyond

Our Business at a Glance

Strategic
focus on

We specialize in Capital Markets and Investment Banking
front office technology, and are one of the most recognized
and largest companies in the field

$5-25M

accounts

Experts in capital markets:

. . every assets class
e)‘cellcn majority of products
en e every functional area of the front
. b and middle office
Vlrtusa adopted service strategies
Accelerating Business Outcomes WU
'l' e Cognizant " ) "
TATA Technology excellence ability to

I y recruit and deploy senior talent
nms globally

@ Mindtree  WIPRO

Welcome to possible

Technology excellence ability to

HC'- recruit and deploy senior talent
globally

Pricing excelian
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Accelerating global business in Capital Markets and beyond
Our Business at a Glance

We specialize in Capital Markets and Investment Banking
front office technology, and are one of the most recognized
and largest companies in the field

2003 2012
= - 2017 .
2011 2016 Strategic
focus on

Outsourced Software IB Technology Consulting Capital Markets Digital $ 5 25M
Development Partner & Integration Specialist Transformation Partner =

+ Acquisition of DerivIT, accounts
consolidation of global Murex
market

+ Acquisition of Unafortis, entry
in to Wealth Management &
Private Banking

+ Acquisition of Excelian, System
Implementation Services

+ Launch of Markets
consulting offering

Tier 1 Global i
+ Expansion into Tier 2 segment !

Investment Banks

Consulting presence in Europe,
North America, Australia
CEE Centric Delivery

Consulting presence in NA, UK,
Western Europe, Developed Asia
Delivery hubs in CEE & India

3 UBS  peutsche Bank uarForus. derivIT . IiCln

45 LUNGET FINAKCIAL SERVICTS

CEE Centric Delivery

ecelian

LUXOFT FINANCIAL SERVICES
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Acceler_ating global business in Capital Markets and beyond
Capital Markets Ecosystem

¢ Capital Markets is a massive industry ¢ Value in the ecosystem is shifting:
(~ 700B rev. in 2017), expected growth & Buy side firms move center stage (~ 10% growth) as investment
rate of 2-3% banks pull back (~5% decline)

¢ Technology is at the core, digital & Emergence of specialized IB’s (predominantly in advisory, M&A)
capabilities & automation critical to the ¢ Rise of markets franchises within Regional / National Banks
future market success & Cost mutualization, and the rise of FMUs

The Value Migration Continues to Prevail Industry revenues ($billions)
544 624 656

= [nvestment banks ]
226 = Custodians Shaping Future
= Buy-side firms Business Model

Other

GLOBAL 20 — 30 banks
BOUTIQUES 3 —our clients
5 buy side clients

of revenues in FY18
(3::33;) 13% (excluding Top2)

REGIONAL 50 - 75 banks
SPECIALISTS 17 — our clients

UNIVERSAL 10 - 15 banks

Revenues doubled in FY18 SUPERBANKS 8 - our clients

Specialization

26 (5%) 42 (7%) 44 (7%)
2006 2015 2016 M
A
46 Sources: BCG analysis "Global Capital Markets 2017: Mastering the Value Migration” @\Cellan

(https:/Aww.bcg.com/publications/2017) HMEET FINAREILL SEREES
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Accelerating global business in Capital Markets and beyond
Asset Management & Wealth Management

High growth industry, AUM expected to
grow 7-10% (Fastest growth in APAC and
Champion
operational
efficiency

Innovation
in offering
product mix
& markets
Direct Direct to
Market Access consumer
FMU

brand building

us)
@ Margin compression (~8%), is pressure is
expected to accelerate:
¢ Shift to passive investment strategies
+ Proliferation of low fee products / Industry
¢ Paying more for alpha, less for beta response has
¢ Push for transparency by consumers | :
& regulators (RDR, MIFIDII) ‘ . USSR |
‘\ Impact on

technology

High growth industry (AUM growth
9 of 7% in 2016), but growth is expected
to slow and structural industry
challenges will persist:
¢ Squeezed trading and
managed account fee levels

Wealth ¢ GenX and Millennials. .

Mgmt Digital generation 75 - 100 f| I'IMS in Excelian focus regions,

& Compliance costs, regulation with IT t rtina r rrina annual ndin
(DOL), de-offshoring budgets supporting recurring annual spending

of 5IM + in our service segment

excelian

. LUNCET FINANCIAL SIRVECTES




Accelerating global business in Capital Markets and beyond

el o : : Value at stake from
Digital Opportunity: Next Generation Architecture
9 PP y Digital stands @ 20-

30% in P&L
Improvements*

wmEmEny
Lt e,
. .
o .
. ‘e
o 0
. 0
0
0 0
o
.
.
.
.

Foundational
Direct Cost

CLLEr
P fre,
. .
. .
.
. ‘e
K 0
. 0
0
0
.
.
.
.
.
.
.

Digital
Platform

annnn .
Lennt e, JUCTTT YT
. . . .
o . o .
. S * 2
3 - * »,
0 N - »
> 3 4 .
* .‘ *
. >
[ ]
. .
.
. -L
H
H
H

Business

Enterprise aules Application
Data Platform

vy ge®
o2,
. L

DIGITAL

Cost Digital Enablement Digital SIMPLIFICATION &
Reductions Capabilities REPLATFORMING
¢ Cloud Modularity/ Micro ¢ Digital engagement
¢ Devops NggreRSe(;llj;(i:rie Services ¢ Product innovation
¢ Open Source i Cross Assets ¢ New service models
P MuIStL;g?ptnel Applications as a
B REGULATORY
«a',BIG
«“®para
9 -
Acarso MooDy'’s PN
Murex” avaloq analyTics 4.E 7%

excelian
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Financial Services is a Virtual Data Industry

YVJ'A

a

Knowledge is the differentiator .
excelian

IIIIIIIIIIIIIIIIIIIIIII




Digital Consulting
Data is Now

Financial Thereis a Data
Services is a
data industry

data explosion
relevant to FS
Investors

capability is the
differentiator

Data acquisition
goes beyond
warehousing
exhaust data

Positions

excelian

LUXOFT FINANCIAL SERVICES



Digital Consulting

Machine Learning is Next Al Curated Knowledge & Intelligence

ST T T T Ty T TR TR T T T L TR T T T T R LT LT e T LT T LI TR T LI T ST T L R I T L T TR T T TR T e TR NI Y ER I

Semantically Structured Sentiment Analysed Ontologically Modelled
@ et | Topic Related Topics
VIEW/ADD :
DELETE Driverless Cars Y % % W sy Car Companies Automotive
Driverless Hybrids
Knowledge Collection Topic & Topic B
Auto Enriching Topic C
% N[ N Auto Enriching
F\ Salt Enriching A8
é& Collection Contents Related Collections HRach
% Colaction Activity Timelne Knowladge Typas m g m m
¢ - Company Proflle
- i Pt PerimepeRs, ke i T Mriviises  Drivedss Drivediss Rkt
@ = P oy An ochrolony  lranaper  Ameal Masnines
:‘ ] e People Prafiles
G __|.:I - w Koy e ks, My LR
& =
- 4= @ Upcoming Meetings Collaction A Colléclion B Golléction € Golaction D
CI_ g R, Curructions stieud s
=
Investment Information
=
] ":| - w Lt I with et Lkevices = =|| =|| =
7] == P
Publien = Meicgora BZ [RZ ¥ B [l
c: I.:_ m Praopla on i3 move. \E g
[ Market Opportunitie= =
:f_ .._EI R h [ — o ication & Gollaborati (g\
Sharing I:r: 2]
H Irve: rch
& — | s @ et e Seratehpad
Wnicht . "IZI =] =] =
Manitor =i - % Company News
= sonce Holss & dsas & Inslent
(& H= e Gommaniary Insianis esags
Anuly‘;o

Technology is required to process data real-time (humans
can’t do this anymore) this includes ML, for example using
NLP to shred news articles

.
R
e . S = ) (0 < (6§
behaviours

collections, enrich and share high value insights to user based on i LUXOFT FINANCIAL SERVICES




Digital Consulting
Alternative Prwate ®

The Future is Virtual Assistants & Community Data Data

Structu red .
Data

@ TRINITY | Virtual Assistant

| have noticed long term market
sentiment on XYZ is negative and
racant news article suggests slowing
market in China which is their primary
market; while ABC has momentum,
oood sentiment and earnings

prediction. | g
holding in XYZ by 50% and increasing
haiding in ABC. This change should
also lower volatility. This is in line with
the portfolio. Would you like me to
place the orders now or defer?

’ | u H¥ investment Bk
m v . . Ay Strategies S8

I have placed market orders to sell
9800 shares of XYZ

excelian

LUXOFT FINANCIAL SERVICES




Accelerating global business in Capital Markets and beyond

Execution On Strategic Goals*: FY19

*Qutside Top Two

¢ APAC > 45%

ACCELERATE SALES .
¢ North America > 40%

Strategic

¢ Investment Banking: >20 %YOY focus on
DIVERSIFY CLIENT BASE ¢ Asset Managers: >35 % YOY $5-256M
¢ Wealth Managers: >30 %YOY
accounts
GROW DIGITAL, 4 Core Banking: >50 %YOY

CONSULTING & PLATFORMS ¢ Digital & Consulting: > 40 %YOY

MAINTAIN QUALITY & CUSTOMER SATISFACTION

REVENUE SHARE DYNAMICS, $M Revenue FY’15 Medium to Iong term gI’OWth

485 514.6 $20 MM+ 2 0 .
; +6.1% rate > 25% (outside of top2)
v voy | (488%) s voy U0 $10MM-$20 MM 1

$5 MM - $10 MM 2

445.8

0.1% YoY 5% Yo $1 MM - $5 MM 8 @ > 30.% expected growt’h
Less then $1MM 57 outside of Top-2 in FY’19
70
FY'16 FY'17 FY'18 @:Ce“(]n

53 u TOp'z u Other LUNGET FINARCIAL SERVICTS
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Positioned at the Forefront of the Digital Agenda

Digital Transformation is a Key CEO Priority across all industries, enabling:

o New business models
o New employee & customer engagement
o  New products and services

Digital Opportunity
LA ARG spending in 2017

17.8% CAGR over 2016

$2.0 Trillion K%Y

2 h in revenue from Digital products and services
X Growt compared to traditional product portfolio

75% of total IT spend allocated towards 3rd Platform
0 Technologies and Services

Our Value Proposition

Great execution engine and reputation with
enterprise clients

Domain knowledge enables us to speak our
clients language

Agility to quickly design and implement complex
solutions to transform businesses

Ability to navigate the legacy environments and
integrate new digital technologies and solutions
at scale

We are well placed to help clients navigate their Digital Journey

A
BRIGHT MINDS .
SHARP soLuTIONs | € |-¢’>~0FT




Digital Enterprise — Our Transformational Journey

GENERAL SOFTWARE SERVICES + OUTSOURCING

Strong but generic offering

Siloed teams

Decreasing margins

No longer enough to stay above the commaodity
line

*
*
*
*

NETWORKS

MANUFACTURING & LOGISTICS

TRAVEL & HOSPITALITY

AGRICULTURE & FOOD

HEALTHCARE & LIFE SCIENCES*

MEDIA & COMMUNICATIONS**

*Insys acquisition .
**|ntropro acquisition .

TRANSORMATION
OF DIGITAL
ENTERPRISE
BUSINESS

18

Elimination of low margin staffing
Reduction of legacy of generic engineering
Invest in domain specific knowledge and sales
Increase of design + advisory services

S7

FOCUSED DIGITAL SOLUTIONS ADDRESSING
KEY INDUSTRY TRENDS + OPPORTUNITIES
+ Differentiating solutions
¢ Improved marginality

¢ Drive sustainable growth
momentum

One Digital Enterprise Organization

*  Industry practices

* Dedicated sales & account
management

*  Focus on digital agenda

ENABLED BY TECHNOLOGY BLUEPRINTS & DIGITAL
ACCELERATORS

n
»

“19

A
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Path to Success

We will repeat the success story
of the Automotive business by:

¢ Established market presence
through large accounts

+ Focus on digital trends

Leveraging key knowledge of existing

accounts + domains

(1) SoftBank ‘@ Expedia

Increasing industry knowledge +
exposure

» Sales + Marketing
* Subject Matter Experts
» Consulting + Advisory capability

Continued investment in broad
technology capabilities + innovation
engine

aws  Jppian A

DIGITAL ENTERPRISE

LUXOFT DIGITAL

*

Systematic review of
digital opportunities
across each industry

Prioritization of areas of
greatest opportunity

Development of industry
solutions & common
technology accelerators

A
BRIGHT MINDS .
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Our Methodology

We have the domain + technology capabilities to view digital opportunities & challenges from client perspective

* We approach the development of solutions
through the following lenses:

'CONNECT WITH
YOUR CUSTOMERS

CONNECT
YOUR WORKFORCE

v
___/
. »
CONNECT CONNECTED,
#/YOUR OPERATIONS PRODUCTS & SERVICES
. . v /

#

*

Our technology accelerators can be applied to digital solutions
across industries

- Key enabler of our agility & replicability of success
BLUEPRINT EXAMPLE

EDGE TO CLOUD

SENSORS/DEVICES EDGE/FOG CLOUD

Cloud Native
Software

Gateway <€ => Components
(Configure vs
Acceleration Network Develop)
Stream Data + Pre-process « Collect
* Interact « Analyze
« Buffer * Learn
« Coordinate
Primitive Limited Intelligence Full Intelligence
Milliseconds Milliseconds to seconds Seconds to hours

TO PEPPER

AND CONNECTED CAR

FROM RETAIL

4

I

g
=Y

A
BRIGHT MINDS .
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Industry Practice Framework LUXOFT SERVICES

Blueprints for Healthcare & Life Sciences CJELOPMENT & MAINTE),
Y € HEALTHCARE & LIFESIENCE

INDUSTRY SOLUTIONS

Evidence-Based Medicine — Applying
data to patient care profiles in order to
come to an accurate diagnosis faster and

CON NE&[ more efficiently.
YOUR WORKFORCE

. ,

LUXOFT DIGITAL

TECHNOLOGY BLUEPRINTS
& ACCELERATORS

Eligibility, Benefits Explanation & Claims
Adjudication — Improving the experience
between payers and members related to

; = explanation of benefits (EOB, submitted
CONNECT claims for services, and out-of-pocket

YOUOR OPERATION /[l

Ecosystem Interoperability — Empowering
p patients and enabling trusted exchange of

Y 4 data and products to support new oncology
business models. Adopting a more patient
centric approach in Pharmaceutical and
Life Sciences companies

‘NNECT WITH
YOUR CUSTOMERS

e

&

A

Healthcare 3.0 — Using 10T, machine vision
: - and Al to provide new types of health care
CONNECTED ~  sewvice
PRODUCT &SERVICES )
| / BRIGHT MINDS .,
SHARP soLuTioNs | € |:9>~0FT
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Scalable Digital Solutions

CONNECT CONNECT CONNECT WITH CONNECTED
YOUR WORKFORCE YOUR OPERATIONS YOUR CUSTOMERS PRODUCTS & SERVICES

Intelligent Dialog Predictive Maintenance Pepper — Receptionist Precision Agriculture:
Framework for Field for transportation fleet Robot the future of farming
Support Services




Executing on Our Strategy

2018 is a transition year where we are
repositioning our business & market value
proposition

Investment in capabilities to enable sustainable
growth in higher margin digital business

- Domain focused sales force with global reach
- Domain expertise to share our digital solutions

- Technology depth to ensure agility, high quality
+ replicable services

DIGITAL ENTERPRISE

191
117 | 115 | 116 | 126

Revenue Growth

* Flat growth in FY19

* 15-20% growth in
mid-term

* Margin expansion

FY'13 FY14 FY15 FY16 FY’17
($ million)

¢ Our industry footprint, client base, & reputation is strong

¢ Our technical capabilities are excellent

+ The market potential & addressable opportunities are within reach

FY’'18 Mid-term goal

A
BRIGHT MINDS .
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¥

Vasiliy Suvorov

VP, Technology Strategy
Luxoft Holding, Inc

‘ - 00406 400 i
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We Help Our Customers Change the World

ecelian

DIGITAL
SEOEY AUTOMOTIVE

FINANCIAL ENTERPRISE
SERVICES

CONNECT CONNECT WITH
YOUR WORKFORCE YOUR CUSTOMERS

LUXOFT DIGITAL STRATEGY BLUEPRINTS PARTNERSHIPS

We enable
monumental changes
to established business patterns through

the application of innovative technology coNNECT CONNECTED
#OUR OPERATIONS PRODUCTS & SERVICES
® ¢/ - e / >

A
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Luxoft Digital Transformation — 3 Component Architecture

STRATEGY/DIGITAL PRODUCT DESIGN

* Identify and prove new customer value via Workshops,
Market and Competitors Research, UX Modeling, Rapid
POV / POC Development

* Methodologies: Design Thinking and similar methods

EMERGING TECHNOLOGIES
E2E

» Advisory (selection), Acceleration (PoC) and
Implementation (Delivery) services around major new CU stomer
transformative blocks of technologies: Cloud, Blockchain / EX p er | ence
DLT, Big Data / Al / Deep Learning / Data Science

DIGITAL PLATFORMS

* Advisory (selection), Acceleration (PoC) and
Implementation (Delivery) services around partner and
specialist platforms such as BPM, CRM, RPA and
Decisioning

A
BRIGHT MINDS .
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Tailwinds from Strong Macro Trends

MARKET CAGR
LEADING EDGE
ah Blockchain S e
@) Artificial Intelligence O ——
21%* o Our portfo“o Of
technologies is
ESTABLISHED .
well aligned

),  DevOps 18%™* coeam
8. DataAnalytics 12%" oz

with the trends

INDUSTRY DRIVEN

X Internet-of-Things 222%™ orrmem

N
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Blockchain Practice

We have recognized the potential early

“IDC expects blockchain spending to grow at a robust pace over the
2016-2021 forecast period with a five-year compound annual growth
rate (CAGR) of 81.2% and total spending of $9.7 billion in 2021.”

24 JAN 2018

& invested in vision supported by Blueprints, Alliances &
Partnerships

Luxoft is profiled in Gartner’s “Guide for Blockchain Consulting and
Prove-of-Concept Development Services”
March 2018

B Overstock talks the most about blockchain
P Mentions of “blockchain” Q1'13 - Q4'17

Number of mentions

. "®overstock

CLUXOFT

——— i Broadridge

—

4 Nasdaq

lockehain SOURCE: 1M, blockenar block
® i reseacc ® sourcerwon @

B2 CBINSIGHTS

DIFFERENTIATORS

Platform Agnostic

Early Adopters

Members of Alliances
Accelerators / Blueprints

Integrated Approach — Integrating with Cloud and loT

Scalable — Nearshore Dev Team

BLUEPRINTS

Blockchain Loyalty

Decentralized Identity (Corda)

BPM Adapter Framework

e-Voting Solution

Smart Cities / loT Configuration Management

PARTNERSHIPS

@Chain  c-rda aWs oo

ALLIANCES/COMMUNITIES

Founding Member
N

1C) Crypto Valley

~

BRIGHT MINDS
SHARP SOLUTIONS

VR X:XRI = BLOCKCHANGERS
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Distributed Ledger Technology Adoption — Luxoft View on Trends
We got it mostly right in 2016!

PROJECTS Fin Svcs, Insurance,
Logistics, Automotive

POCS Fin Svcs,
Insurance

Travel,
Energy, Pharma

EXPERIMENTS Travel, Automotive,
Energy, Pharma, Healthcare

2017 2018 2019 2020

FIRST DEPLOYMENTS STANDARDIZATION / CONVERGENCE MAINSTREAM

A
BRIGHT MINDS .
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Making Inroads with Clients on Blockchain Projects

DELIVERED / ACTIVE

PROSPECTING

#e-Government

#Healthcare & #Smart City / #Leadlng.
: Blockchain
Insurance Wireless loT
Startup
Blockchain technology DLT consulting & Partnering with
consulting and a pilot development for a blockchain software
for a large Healthcare secured and technology companies

trusted update of to develop solutions

Smart Ci enabling decentralized
mart City governance across

networks various industries

services company in
North America

DLT-based e-Voting
PoC development for
e-Government

#Pharma : #Media
#Decentralized # ovalt

Identity oyalty

DLT consulting & Technology evaluation
prototyping for a multi- for a DLT based
national Pharma loyalty program in

Entertainment
DLT strategy for
personalized medicine
process and identity
management,
architecture design
and technology
selection

A
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Customer Engagement Methodology

From PoC to Scalable Deployment

0 Ideation o Acceleration o Development o Support
o Modernization

* 4C Mapping « MVP
* PoC Scoping * Integration
Concept Backlog » Tech Lab * On-Boarding
E2E | Application Incubation Production Development Managed Service & Support
LIFECYCLE ' o
[ Rapid Prototyping Development, Testing, Deployment Maintenance, Support, and Change Requests
3 b ':.mmdt: 1 Releases
q nt 3
« Business Cases g
* Litmus Test ° ° 9 000 0 . 2
Client Checkins / Reviews =
mnm EEE
meE EER
EEE
Days Weeks Months Years
Whiteboards & Coffee Design, Research, User Test Develop, Integrate, Harden, Deploy Develop, Integrate, Harden, Deploy

Solution Accelerator

A
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Key Takeaways

Luxoft is focusing on the combination of deep technology
knowledge & business relevance

+ Digital Disruption is accelerating & things will change

+ Sustainable high growth opportunities come from adoption of disrupting
technologies

+ Deep technical expertise and ability to guide customer is a big differentiator
+ Agile, “fast time to value” engagement approach is very important

+  Successful Digital Transformation pilots will lead to sustainable, high growth
business engagements

Leveraging the CORE - Innovation at Scale Capability

BRIGHT MINDS
SHARP SOLUTIONS

A
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Evgeny Fetisov

CFO, Luxoft Holding, Inc
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Creating Shareholder Value - Going Forward

Profitable revenue growth

Build a Sustainable & Leading Cost Structure

Free Cash Flow Generation

BRIGHT MINDS ,
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Revenue Growth in FY15 - FY18

» Luxoft showed solid top line growth in FY15-FY18 (CAGR +20%)
In FY19, Luxoft expects at least 20% revenue growth ex. Top-2

Revenue Growth: FY15 - FY18

mUSD

CAGR +20.3%
'!%3:2’ +20.8% | ‘!El:!’ ;

FY15 FY16 FY17 FY18

786

Revenue Growth excl. TOP-2 clients: FY15 - FY18

Organic growth ex. @ @
Top-2

Total growth ex. Top-2 ,—@—;

mUSD

Expected
revenue
growth ex.
Top-2
In FY19

ﬁ®—¢

FY15 FY16

FY18




Relaunching High-Speed Organic Growth

Financial Services growth

—
Total CAGR +14% ' M rop2 M ex ToP2
N

Total growth
target of 8%

®
X
-
(a

2
4_

mEan!

Ex. TOP-2
growth target
of 25%

FY15 FY16 FY17 FY18 Mid-term target

Automotive growth

—
CAGR +40% "

(a2 Growth tar
43% get
—@ @
Lm-_“_n_n

UsD

FY15 FY16 FY17 FY18 Mid-term target

Digital Enterprise growth

=

N @ + | . ; Growth target

| Qg‘@ * | of 20%
116 126 191 =

mUSD

FY15 FY16 FY17 FY18 Mid-term target

Luxoft mid-term
organic growth
targetis 17.5%

A
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Continued De-Risking of Client Concentration

+ TOP-1 concentration to reach 10% of revenue in the mid-term

+ Financial Services less than 50%, Automotive — over 25%

100% 100% 100%

FY15 FY18 Mid-term target
| Digital Enterprise B rutomotive I Financial Services A
BRIGHT MINDS v
SHARP SOLUTIONS <|:}'>~°FT



Margins History and Guidance

» Medium-term Gross Margin Target is 37% and EBITDA 17%

Gross Margin, EBITDA and SG&A dynamics

a=Qum GM, % e=Q== SG&A as % of revenue @=Q== odj. EBITDA margin, %
42.4% 43.5% 417%
39.5% ——n
37.4% | 37%+ |
26.4% 27.2% 26.6% _—
0,

24.1% 24.8% o 12250 !
07 ~ —= m
o0——o0

ot
0 0 —_———
18.3% 19.0% 19.0% 17.0% 1'>17.0% |
14.8% s

FY14 FY15 FY16 FY17 FY18 Mid-term

target

Anchor* clients % share

®Anchor* clients as % of revenue B Other clients

FY14 FY15 FY16 FY17 FY18
Note: * Anchor clients: DB, UBS, Harman, Avaya, Boeing

Mid-term target

What affected Luxoft’s margins in FY17 - FY18:

¢ Decreasing share of high-margin anchor clients from 72%
in FY14 to 42% in FY18
¢ Growth of consulting business

¢ Continuing investments into  other
Sales, R&D, Digital practices + M&A
¢ Utilization impact of DB

portfolio  growth:

Why Gross Margin shall be stable:

Non-anchor portfolio is achieving enough scale to compensate
negative GM,% trend:
¢ Scale of Automotive business brings higher margins
¢ Investments represents less % of revenue
¢ Portfolio rebalancing towards higher margin
digital services
¢ Utilization is back to normal

Why EBITDA margin will improve:

All-company cost optimization program, affecting:
¢ Back-office expenses
¢ SOP
¢ CAPEX



P Luxoft focuses on the company-wide cost optimization program to support margin recovery

Actively Managing Costs to Drive Margin Improvement

SG&A and other cost improvements in the mid-term Cost optimization will be mainly driven by:

Bl sGsA as % of Revenue SG&A

¢ Implementation of business-centric approach for all core
services

(o eon)

+0.8% -0.6%
AL a7
* Marketing & Sales functions transformation

¢ Reduction of non-billable staff share in total headcount

¢ Processes improvement and digitalization

FY’16 FY17 FY18 Mid-term target

| SOP as % of Revenue

2.7% 3.7% 3.2% 2.0%

FY’16 FY17 FY18 Mid-term target

SOP

¢ SOP expenses are targeted at around FY18 levels in absolute
terms leading to the decline as a percent of revenue

Bl CAPEX as % of Revenue CAPEX

, 15%
’ D ¥
5% 3.0% 9
S0 2.8% 2.0%

FY’16 FY17 FY18 Mid-term target

¢ Implementation of unified vendor policy

¢ Purchase process optimization using enhanced
benchmarking

A
BRIGHT MINDS .
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Luxoft’s Capital Allocation Policy

» Balanced approach to utilize free cash generated by business

Capital allocation policy

Business Return to shareholders

Capital A Working

expenditures capital Mergers & Acquisitions Dividends Share buybacks

Tuck-in M&As $60m for 2 years due to
to complement / Not in current plans + Attractive valuation
add missing expertise .« Offset SOP dilution

2.5-3% AWC ~ 2%
of Revenue | of Revenue

A
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FCF and Working Capital m

P Normalization of cash flows began in Q3-Q4 FY18 and will complete in FY19

I FCF =—@— WC as % of LTM Revenue
21.5%

20.6%

19.1%

18.5%

17.1% 16.8% 16.4% 16.3% 16.5%

14.9%
a
[%0)
o]
E
29
_Ex [ o |
) mm ey |
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Looking Ahead into FY2019 | Targeted Initiatives

¢ Rebuilding investor confidence through:

¢ Consistent performance of three business units with accelerating
organic growth rate

¢ Continuing diversification of customer geographies and industries
portfolio

¢ Optimization of cost structure to drive margin improvement
¢ Focus on FCF and working capital improvements
¢ Returning cash to shareholders

¢ Focus on EPS growth

Taking right steps to maximize shareholder value
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83
Q1 FY19 Guidance .

» Margins are planned for sequential improvement after bottoming out in Q1 FY19
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FY19 focus on:

* Rebalancing of client portfolio, driving
higher margin business

* All-company overhead costs
optimization
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