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Disclaimer

This presentation and the information contained herein have been prepared by and is the sole responsibility of Gjensidige Forsikring ASA (the "Company"). Such information is being provided to you solely
for your information and may not be reproduced, retransmitted, further distributed to any other person or published, in whole or in part, for any purpose. Failure to comply with this restriction may
constitute a violation of applicable securities laws. The information and opinions presented herein are based on general information gathered at the time of writing and are therefore subject to change
without notice. The Company assumes no obligations to update or correct any of the information set out herein.

These materials may contain statements about future events and expectations that are forward-looking statements. Any statement in these materials that is not a statement of historical fact including,
without limitation, those regarding the Company’s financial position, business strategy, plans and objectives of management for future operations is a forward-looking statement that involves known and
unknown risks, uncertainties and other factors which may cause our actual results, performance or achievements of the Company to be materially different from any future results, performance or
achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on numerous assumptions regarding the Company's present and future business
strategies and the environment in which the Company will operate in the future. The Company assumes no obligations to update the forward-looking statements contained herein to reflect actual results,
changes in assumptions or changes in factors affecting these statements.

This presentation does not constitute or form part of, and is not prepared or made in connection with, an offer or invitation to sell, or any solicitation of any offer to subscribe for or purchase any securities
and nothing contained herein shall form the basis of any contract or commitment whatsoever. No reliance may be placed for any purposes whatsoever on the information contained in this presentation or
on its completeness, accuracy or fairness. The information in this presentation is subject to verification, completion and change. The contents of this presentation have not been independently verified.
While the Company relies on information obtained from sources believed to be reliable, it does not guarantee its accuracy or completeness. Accordingly, no representation or warranty, express or implied, is
made or given by or on behalf of the Company or any of its owners, directors, officers or employees or any other person as to the accuracy, completeness or fairness of the information or opinions contained
in this presentation. None of the Company, its affiliates or any of their respective advisors or representatives or any other person shall have any liability whatsoever (in negligence or otherwise) for any loss
howsoever arising from any use of this presentation or its contents or otherwise arising in connection with the presentation. The Company's securities have not been and will not be registered under the US
Securities Act of 1933, as amended (the "US Securities Act"), and are offered and sold only outside the United States in accordance with an exemption from registration provided by Regulation S of the US
Securities Act.

This presentation should not form the basis of any investment decision. Investors and prospective investors in securities of any issuer mentioned herein are required to make their own independent
investigation and appraisal of the business and financial condition of such company and the nature of the securities. Any decision to purchase securities in the context of a proposed offering of securities, if
any, should be made solely on the basis of information contained in any offering documents published in relation to such an offering. For further information about the Company, reference is made to public
disclosures made by the Company, such as filings made with the Oslo Stock Exchange, periodic reports and other materials available on the Company's web pages.

Gjensidige Forsikring provides alternative performance measures (APMs) in the financial reports, in addition to the financial figures prepared in accordance with the International Financial Reporting
Standards (IFRS). The measures are not defined in IFRS (International Financial Report Standards) and are not necessarily directly comparable to other companies’ performance measures. The APMs are not
intended to be a substitute for, or superior to, any IFRS measures of performance, but have been included to provide insight into Gjensidige’s performance and represent important measures for how
management governs the Group and its business activities. Key figures that are regulated by IFRS or other legislation, as well as non-financial information, are not regarded as APMs. Gjensidige's APMs are
presented in the quarterly report and presentation. All APMs are presented with comparable figures for earlier periods. The APMs have generally been used consistently over time. Definitions and
calculations can be found at www.gjensidige.com.
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Introduction

Today's topic:
Private property insurance

A significant product with an attractive potential

Insurance revenue, Gjensidige Group!

Other
Travel 9 %
\ Property,
Property Property \Commercial
Private + Sweden
33 %

This presentation contains alternative performance measures (APMs). APMs are described on www.gjensidige.com/investor-
relations/reports-and-presentations
DR12 mths. Q2 2025. Excl. the Baltics.




Introduction

Key to success - understand and act on changing customer

needs and expectations

Consistently enhancing customer experience

and loyalty

Strong
insurance
offering

partnersh

Increased customer
loyalty and better
risk selection and -

pricing

Deeper customer
insight and
enhanced customer
experience

Value-adding
services developed
in-house or via

ips

Increased

interaction

frequency

Support safe and comfortable living
Create incentives for sustainable choices

Gjensidige Forsikring Group



Introduction ‘D

Property, Private Norway, Q2 2025: Continued positive effect of
implemented pricing measures

Property, Private Norway Claims for property insurance volatile in nature

- « High weather exposure, with increasing incident frequency
Claims frequency

Q2'25/Q2'24:-18.1 % (Q2 2024 impacted by fires)

expected - reflected in pricing strategy

« Susceptibility to stochastic factors such as fires
Claims inflation (repair cost) .

Inflation shown signs of stabilisation - ongoing pricing
Q2'25/Q2'24: +4.0% measures moderated
Expectation for next 12-18 months: 3-5 %

Gradual effect on profitability as policies are

Implementing targeted measures .
P gtarg renewed and premium earned

.

Average premiums continue to rise significantly

Average premium in force, per unit Insurance revenue R12 //

« EndQ2'25/end Q2'24: +14.5 %
* Ongoing pricing measures moderated but still high at

+14.5% from July 2025

Property, Private Norway

.
.
°®
.
.
o®
®
°®
.
.

Incurred claims R12

2017 2018 2019 2020 2021 2022 2023 2024 2025 2026
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Introduction

Continued focus on improving profitability

Strong growth momentum sustained
Focus on ongoing measures and good cost control
Solid capital position

Good trajectory to deliver on financial targets

Annual financial targets

Metric 2025 2026
Combined ratio <84% <82%
Cost ratio <14% ~13%
Return on equity >22% >24%
Solvency ratio 140-190% 140-190%
Insurance service result

- Group >NOK 7.5bn
- Denmark >DKK 750m

Gjensidige Forsikring Group 7
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Seizing opportunities in
property insurance

High-value customers

Gjensidige's home insurance customers show
strong loyalty, hold multiple policies, and
contribute significantly to revenue.

Strong position across the housing journey
Gjensidige has a broad presence across the
housing journey, from property transactions to
long-term homeownership.

Unlocking further potential in private property
insurance

Strengthening Gjensidige's role in property
transactions

Scaling smart services
Supporting customers during the living phase




Seizing opportunities in property insurance

Homes are of substantial importance to customers

The majority of homes are owned Real estate is a core asset High spend on maintenance
and upgrades?
Type of occupancy? Type of private assets?
Owned Rented Real estate Other assets

Norway 23% 40% Norway:
~NOK 94 bn
Denmark:
~NOK 84 bn
Denmark 41% 45%

D Statistics Norway / Denmark: Housing stock
2 Norges Bank - Financial Stability Reports & Investment Management / Danmarks Nationalbank - Financial Statistics and Credit Register Guidelines o o
3) Statistics Norway - Housing Conditions / Huseierne - Bokostnadsindeks 2024/ Statistics Denmark - Census of Housing 2025 Gjensidige Forsikring Group 10



Seizing opportunities in property insurance ‘D

Steady revenue growth with recent acceleration driven by pricing

Total market revenue from private property insurance (BNOK)? Key ongoing trends shaping demand

CAGR — ~8% ¥ «  Shift from single-unit to multi-unit housing
4% ¥
— « Demographic shifts, including population

4 growth, more individuals living alone, and an

21

69
6
59 60 , o
56 18 aging population drive demand for contents
insurance

> * Growing demand for climate-related home

22 insurance coverage
19 19 1 . .
* Rising demand for property transaction
insurance
24 26 26 27 29
2020 2021 2022 2023 2024
@ Norway Denmark Sweden

D Sources: Finans Norge Statistikk (NO), Svensk Férsékring (SE), F&P (DK). Portfolio premiums for NO and SE; gross earned premiums for DK. FX rate as of 16.06.2025. Gjensidige Forsikring Group 11



Seizing opportunities in property insurance

Home insurance customers represent a strategically important
and high-value core segment with further potential...

Attractive features of home insurance customers in Gjensidige: broader in profile, higher in revenue and very loyal

Average # of insurance policies Average insurance revenue Average tenure (# of years)
compared to other insurance holders compared to other insurance holders compared to other insurance holders

@ Norway

Denmark

Gjensidige Forsikring Group 12



Seizing opportunities in property insurance

... which will be tapped into by focusing on key moments
across the entire housing journey

O ©® o ) ') %) O © o0

Condition Insure Maximise Insure Assume Home Insure Damage  Alarm
report sale value purchase ownership onboarding property  prevention
I I I
Sell Buy O
Documentation
Live O

Maintenance

0 0 0 0 0 O O

Mitigate  Carry out Finance Improve ener Apply Plan
Dama_ge rigk renoa/ation renovation I21°(12iceieer1ce = for approval ~ renovation
repair y

Investing to strengthen
Gjensidige's position in the
transaction phase

Scaling sensor and alarm
services to attract new
customers and increase loyalty

Supporting traditional
insurance with services
that strengthen customer

relationships during the
living phase

Gjensidige Forsikring Group 13



Investing to strengthen
Gjensidige’s position in the
transaction phase



Seizing opportunities in property insurance ‘D

The transaction insurance market is a sizeable and increasingly
attractive market, supported by changed legislation in Norway

Norway Denmark
# annual property 100 000 # annual property 85 000
sales (second hand sales (second hand
market) market)
Transactions W't Transactions involving t WUt
involving home seller _ i change of ownership _ :
. With Without
:I'ransz?ctlons 60% 40%
involving home
buyer insurance
» Sizeable market: home seller insurance amounted to * Sizeable market: change of ownership insurance amounted
~NOK 2 bn in 2024 and expected to grow to ~NOK 2.5 bn to ~DKK 0.8 bn in 2024 and expected to be stable over time

over time « Distribution model: Sold through real estate agents through

« Distribution model: Sold exclusively through real estate multiple insurance providers and directly to buyers. Buyers'
agents with designated insurance providers choice is not contingent on the real estate agent.

Source: Eierskifteforsikring og boligkjeperforsikring - Forbrukerforbundet Gjensidige Forsikring Group 15



Seizing opportunities in property insurance

Buysure further strengthens Gjensidige’s position in Norway

Norway

Denmark

Gjensidiges home seller insurance

Strong national coverage, including in rural
areas with local brokers

Strong brand recognition

Comprehensive coverage offering extensive
legal protection

Efficient and professional claims handling
driving customer satisfaction

Value from Buysure

Increasing Gjensidige's market share by ~20%
and annual run rate of seller insurance to
~NOK 700m

Expanding value proposition to include home
buyers

High share of apartment buyers (~70%) in areas
where Gjensidige has lower market presence

Enabling cross-selling of standard non-life
insurance to over 40,000 customers annually

Seamless collaboration between real estate brokers, building surveyors, and Gjensidige

Access to 70% of the property transaction market through broker partnerships

Highly automated and real-time processes ensure efficiency and scalability

Continuous focus on cross selling and upselling + value adding services

0

ed Strategic potential

v" Enables access to

customers at a key

decision-making event

v" Natural entry point for
offering both core

insurance products
(e.g., house, car, life

and health) and

additional offerings,

supporting increased

customer retention

and engagement

v Synergies and

scalability both in
product development

and process

optimalisation across

geographies

Gjensidige Forsikring Group
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Seizing opportunities in property insurance

0

By scaling relevant services, Gjensidige is well positioned to
capture additional value in the property re-sale market...

Maksimer Boliglog
0 0 0 0 0 0
Maximise Home
value onboarding
I I
Sell Buy

0

0

0

0

0

0

_______________

S —

S —

Maksimer
Upgrade of sellers’ homes before listing

» Strengthens distribution through
and for real estate agents and
captures value early in the
transaction

* Increases Gjensidige's relevance
for both real estate agents and
home sellers

BoligLog

Tailored home maintenance and repair
plan for buyers.

« Offers condition insights, expert
tips, and access to trusted
contractors

+ Mitigates claims

* Drives loyalty and cross-sales

Gjensidige Forsikring Group 17



Seizing opportunities in property insurance ‘D

...and the same goes for the new build market

Befaringseksperten

_______________

Certified inspectors assist buyers in
identifying deficiencies and ensuring
standards in new built properties

Befaringsekspert

0 0 0 0 0 0 0 0 0

Assume

: * Price guarantee: no fee if repair
ownership

costs are lower than inspection

S ——

| | charges

Sell Buy * 98% of inspections revealed
defects exceeding inspection
charges

Live » Professional, data-driven
assessment of risk - reducing
potential for future claims

* Cross selling success

* Oneinthree customers acquired
‘D ‘D ‘0 ‘D ‘D insurance products during the
pilot phase

Gjensidige Forsikring Group 18



Scaling sensor and alarm services
to attract new customers and
increase loyalty



Seizing opportunities in property insurance

Redefining property insurance with Hus Smart

Increasing revenue, mitigating claims and enhancing customer loyalty

i « Market expansion through reaching new segments
Targeting customers without alarm systems who are
seeking fire and water sensors solutions

S + Claims mitigation through proactive risk management
Early detection of potential damage

= » Operational efficiency by leveraging REDGO
ALARM infrastructure
Utilising alarm center and response capabilities

» Cross-selling potential through bundled offerings
Home buyer insurance packages improve reach and
conversion

» Brand strengthening by enhancing customer
engagement
Frequent interactions keep Gjensidige top of mind

» Scalable growth

: e | _ . Extending services to holiday homes and apartments
Hus Smart - protection and seamless claims handling

Combining home insurance with smart sensor-based alarm
technology. Detects water leaks, fire, and burglary, with 24/7
emergency response Gjensidige Forsikring Group

20



Seizing opportunities in property insurance

Improved overview of risk landscape enables Al-driven
pricing and new preventive products and services ”

Current risk data sources New sources to risk data that
(not exhaustive) Gjensidige now has access to

< Climate and geo-data > < Owner profile > < Water and fire sensors

< Flood data > < Construction year > < Moisture [ temperature sensor

< Landslide data > < Size > < Occupancy sensor
< Wind exposure > < Roof type > < Burglary alarm

< Regional loss ratios > < Building type > < Other in-home sensors

< Occupancy type >

NI NI NP NI N




Supporting traditional insurance
with services that strengthen
customer relationships during the
living phase



Seizing opportunities in property insurance

Home transactions are seen as the strategic entry point
to the home customer across industries...

__________

Boligselger Ejerskifte Maksimer Boligkjoper Befaringsekspert Boliglog Hus Smart

|
0 0 0 0 0 0 i 0 0 0

Condition Insure Maximise Insure Assume Home Insure Damage  Alarm
report sale value purchase ownership onboarding property | prevention
I 7 [
Sell Buy O
Documentation
Live O
Maintenance
Mitigrate | Energikalkulatoren
0 0 ) O (p) O 53
iti i Apply an
Damage Mitigate  Carry out Finance Improve energy :
repaigr risk renovation renovation efficiency for approval  renovation

Gjensidige Forsikring Group
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Seizing opportunities in property insurance

... however - we spend most of our lives in the homes
we already own

Boligselger Ejers{ Boligkjoper Befaringseksper’lI Hus Smart
1
0 q O 0 I b () 0
Condition Ins Insure Assume i Insure Damage  Alarm
report sq purchase ownership | property | prevention
I I [
Sell Buy O
Documentation
Live O
Maintenance
Mitigrate | Energikalkulatoren
0 0 0 O (p) O PCID
Mitigate Carryout  Finance  Improve energy Apply an.
Draerggﬁe risk renovation renovation efficiency for approval  renovation

Gjensidige Forsikring Group 24



Seizing opportunities in property insurance

0

We invest significantly every year in maintaining and improving

our homes - and in services that keep them running

Boligselger Ejers Boligkjeper Befaringsq Hus Smart
1
0 q¢ O 0O O 0 0
Condition Ins Insure Assun  Insure Damage  Alarm
report sd purchase owner{ property | prevention
I I I
Sell Buy O
Documentation
Live O
Maintenance
Mitigrate | Energikalkulatoren
0 O O O O O PP
Mitigate  Carry out Finance  Improve energy Apply an.
Draénggig%e risk renovation renovation efficiency for approval  renovation

D Huseierne - Bokostnadsindeks 2024
2 Finance Norway - Skadestatistikk 2023
3) Statistics Norway - Survey of consumer expenditure

Norway

4\ [0] ¢
90bn

Annual spend on
renovation and
maintenancel

(0] ¢
12.6bn

home-related
insurance claims
payments?

>NOK
10bn

spent on home
safety?

7 years

average home
tenure?

Gjensidige Forsikring Group 25



Seizing opportunities in property insurance ‘D

Services supporting homeowners to protect, improve,
and sustain property value throughout the living phase

Maksimer

________________

Planning to expand to support

Maksimer | )
| homeowners - enabling smarter home
‘D ‘D ‘l') ‘D «) ‘D ‘l') ‘D ‘D : upgrades through Gjensidige's partner
o : network
Maximise ,
value )
T D e — ’ Energikalkulatoren
Sell Provides advise, financing, and
implementation of measures to improve
energy efficiency in private homes, in
Live collaboration with strategic partners
Mitigrate | Energikalkulatoren Mitigrate
‘l') ‘l') «) ‘D ‘D Al-powgred platform that analyse_s _
Mitigate Carry out Finance e ETE properties and offers preventive |n5|gh'ts
el cereEen  rensvEtien efficiency for long-term home safety and adaptation

Gjensidige Forsikring Group 26



Seizing opportunities in
property insurance

 Home insurance customers represent significant
value

« With a strong position across the housing journey,
Gjensidige supports customers from purchase to
ownership

* Further potential is being unlocked as Gjensidige
scales smart services and deepens support during
the living phase
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Navigating climate
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Navigating climate risk with
insight

* Harnessing analytics for climate resilience
Advanced analytics and risk modelling are used to
assess and forecast climate-related risks such as fires
and extreme weather — driving smarter, data-
informed decisions.

 Driving strategic climate adaptation
Deep climate insight is combined with damage
prevention expertise to proactively reduce long-term
exposure and strengthen sustainability.

* Empowering customers
Delivering tailored risk solutions and strategic
guidance — helping them navigate an increasingly
complex and evolving risk landscape.




Navigating climate risk with insight

Managing volatility in property insurance from fires
and weather events

Advanced risk price modelling

Coverages for risk premium

C Fire ) o

C Indoor water )
( Qutdoor water

Water, fire, wind
and weather-
(Other natural perils) related damage

C Extra coverages ) @

( Other Other
types of damage

Weather-related damages increasing in intensity and volatility as
expected, and projected to continue

Claims frequency, property insurance Example:
Gjensidige, Norway

storm ‘Hans'’

2015 16 17 18 19 20 21 22 23 24 2025
— Monthly — 12-month moving average (12MMA) 12MMA +/- 2pp

« Weather-related events (water, fire, wind) cause most property damage
« Damage frequency is volatile and rising, driven by climate change

* Leveraging Gjensidige's rich data allows for precise risk pricing and differentiation

Gjensidige Forsikring Group 30



Navigating climate risk with insight

Climate change is gradually affecting the risk landscape

Rising compensation for water damage following
rainfall...

< 4000 | Compensation for water and freeze damage!

2

o

P

§3,000 ® \Water ©Freeze .
N

fa000 | . e .
% 2,000 .

3 o o .

E O o PR— S ® -

g 1,000 @y P =

v

S

= 0

2008 2010 2012 2014 2016 2018 2020 2022 2024

Water damage is increasing in Norway. A similar trend is observed in
Denmark, where storm surges are considered a major challenge.

...highlights the growing need to strengthen society’s
resilience

. Required shift in society’s resilience lllustrative figure

4
Current Future
resilience required

= level resilience level

£ 5

0

@©

0

(@]

S .

L Current climate

Future climate
[ >

Precipitation per event

While weather patterns vary, the long-term trend clearly reflects a gradual
effect of climate change. This development increases the risk of surpassing
society’s damage threshold—that is, our collective capacity to manage the
total damage on buildings, property, and critical infrastructure.

Adapting to climate change Damage prevention is crucial
N\

through advanced risk modelling

D Finance Norway, non-natural perils related weather related water damages, Norway

for a sustainable society

Supporting customers in
managing climate risks through
Al-driven guidance and tailored
solutions

Gjensidige Forsikring Group 31



Navigating climate risk with insight ‘D

Adapting to climate change through advanced risk modelling

Ensuring the right price level and differentiation through Forecasting weather-related damage using a granular
high-precision models and frequent model recalibration risk structure, based on extensive claims data and
research

Advanced risk price modelling

. . . 70 Building-specific risk
Examples of attributes Coverage for risk premium N

Construction

@ Climatological risk

; ® Topographic risk '
Roof type Ilirts > oPeE b xS |
>85% ® Regional risk : T~
Indoor water N _
Age C ) ® Base risk SENIR

Outdoor water Water, fire, wind
COther natural penls) damage » Top-tier risk premium models based on extensive claims data
and a wide range of customer, building, and geographic
Geography attributes
Demography C Extra coverages > * Water risk scoring model developed with research partners to
reflect expected climate change impacts
C DI > Other types of « Scaling proven pricing practices across all our geographies in

+++ damage the Nordics

Gjensidige Forsikring Group 32



Navigating climate risk with insight

Damage prevention is crucial for a sustainable society

Over time
A
National
authorities
Level Municipalities
of
impact
Suppliers
v Customers
Immediate

Supporting national authorities, municipalities and
suppliers in preventing damages and strengthening
societal resilience. Key contributions include:

* Sharinginsights and data for better decision-making

* Collaborating on land-use planning and infrastructure
maintenance, especially in flood-prone areas

» Partnering with researchers and suppliers to
develop innovative solutions that reduce risk

* Working proactively to prevent
damage is key to protecting
people, property and environment

Examples

f; Finans Norge Through «Finans Norge» Gjensidige
contributes with damage data to

.3 provide better descision-making
2 A % support, e.g. for NVE
Assisted Bodg Municipality in
identifying the climate considerations

and measures that need to be taken
boda

KOMMUNE when developing a new district.

Klima 2050 project examined how to

reduce climate-related risks. Damage

reports will help guide future urban
SINTEE plannlpg and construction, especially

regarding stormwater management

S, /= == Details on next slide

v

a whole, with strategic efforts at all levels ensuring that these benefits are realised?

Qﬁg Investing in prevention has the potential to deliver a sixfold return for society as @
ool

1 Menon Economics and The Norwegian Geotechnical Institute

Gjensidige Forsikring Group 33



Navigating climate risk with insight

Supporting customers in managing climate risks through Al-driven
guidance and tailored solutions

1 » 1 Understand the risk Very high C N 2 Proactive action
Customers gain a clear Me:i:i: _ = § % creates shared value
I understanding of their Lowrisk | & § Z T ‘
climate risks. No risk | & @ o E 1
4 Stronger rebuilding This property 2 Personalised advice .Co.n tlnugusly turn!ng
o - can experience . . insights into practical
Building resilience for extreme Offering tailored, action.
future events - amounts of practical recommend- 2
supporting safer, rainfall, up dations to reduce risks,
climate-ready to 67mmin such as improving Integrating risk prevention
communities. 24 hours. drainage or using into operations for mutual

The marked areas on the map show where water
accumulates on this property during an extreme rainfall.

Within the next 24 hours,
very heavy rainfall (58 mm)
is expected on your
property. Click the link to
see projected water routes,
and specific steps you
should take now.

Click the link to see

3 Timely alerts
Early warnings during severe weather help
customers act quickly and effectively.

natural water
pathways.

I
s

benefit.
3

Rising climate risks make
differentiated pricing a

stronger incentive for
damage prevention

Gjensidige Forsikring Group 34



Navigating climate risk
with insight

* Harnessing analytics for climate resilience
» Driving strategic climate adaptation

 Empowering customers




Gjensidige ‘D

Thank you

Analyst Day 2025
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