Underappreciated business
transformation

N\\ 1,
7N

Symmetry Invest A/S
04.02.202



Disclaimer

This report is written by Symmetry Invest A/S. The report is based on research, financial statements,
intervisws, field research, analyst reports etc. The report includes the opinions of Symmetry Invest A/S. This
are our own opinions. Symmetry do no assure for any correctness written in this report as there could be
material miscalculations, mistyping’s etc. The research is often done on a 6-18-maonth basis before
publishing. This report should in no way be seen as a buy, hold or sell recommendation of the company.
Symmetry Invest A/S are an authorized alternative investment firm [FAIF) by Danish regulatory authorities.
We are not authorized as an investment advisor and as such this research should in no way be interpreted as
investmeant advice but as journalistic research and our own reasoning for owning the stock. Symmetry are in
no way responsible for any losses incurred on investments based on this report. Readers of this report
should interpret that Symmetry Invest A/S are holding shares in the company by the time of publishing this
report. Symmetry commits not to trade in the stock in 72 hours following publishing (according to the
timastamped in the report). After that, Symmetry Invest A/S keeps the right to buy or sell the stock without
any further notifications about it. Our target price for the stock could change materially causad by factors
either in or out of company control. We are not obligated to issue a new report or any notification should or
target price change.

This report is released to the following persons:

- This report is released on our company website www_symmetry.dk

- The report is passed through to fellow fund managers or investment advisors around the world as it
is normal for investment managers to share ideas with 2ach other

- Thereport is sent to subscribers to Symmetrys quarterly newslstter registered on our website.

Symmetry Invest A/S operates under the FAIF regulation and can only do marketing of our fund to Danish
FAIF accredited investors. As such, this repert should in no way be interpretad as marketing for Symmetry
Invast A/S.

In some cases, Symmetry will issue a follow up report on material new information about the company. But
are in no way cbligated to so.

Investment in stocks includes risk of loss of capital and we always recommend others to consult with an
authorized investment advisor before doing investments.

Pictures and other material in this report could be protected by Copyright and cannot be redistributed.

Symmetry are not receiving payments from any company mentioned in this report beside our return on
stock ownership in companies mentioned.



ABOUT SYMMETRY INVEST

Global long/short equity fund
Regulated by danish FSA
Investing in underfollowed
companies with structural growth
run by founder CEQO’s

21,3 % annual return since inception

Find us on www.symmetry.dk

aa@symmetry.dk

Founder and CED
Andreas Aaen
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WHY BELIEVE? OUR TRACK RECORD

WE ONLY PUBLISH A FEW IDEAS PER YEAR

Long term investors in our best ideas
As we only do a few new ideas per
year we can focus on quality over
quantity.

6 ideas published in 2019-2020

Open
Piteco 5
Quartix 300
Where Food 7,6
Comes From
Naked Wines 318
Protector Forsikring 38
Gaming Innovation 7,5
Group
Average

Current
11,2
450
13,8

730
63
12,5

Dividend
0,3

9,2

0

0
0
0

Months
20

14
10

9
7
3

1-day-return
1,4%

1,1%

12,9%

11,9%
3,8%
19,9%

8,5%

NOW WE HAVE A NEW IDEA WITH > EQUAL RETURNS

Return
130,0%
53,1%
81,6%

129,6%
65,8%
66,7%

87,8%

IRR
64,8%
44,0%

105,2%

203,6%
138,4%
677,8%

205,6%



Franklin Covey (FC)

FC (NYSE)

FC trades at a single digit forward
FCF multiple

We think FC has 3-4x upside over
the next 2-4 years.

FC has undergone an attractive
business transformation

The current runway for growth is
significant and the management
team is alligned and well
positioned to take advantage of it.

2021 2022 2023 2024
EBITDA 22.476 33.755 50.147 65.979
EBITDA growth 50% 49% 32%
EBITDA margin 9,8% 12,9% 17,1% 20,3%
Net cash 20.000 44700 83.400 134.500
Free cash flow 15.900 24.700 38.700 51.100
Enterprise value 327.100 318.300 304.300 291.900
EV/FCF 20,6 12,9 7.9 57
FCF yield 4,9% 7,8% 12,7% 17,5%




Revenue + EBIT
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Winning in our Market Space

Executing key strategic initiatives
Driving high levels of customer loyalty

Improving the performance of sales
people and teams

N2\

—> Creating a culture of high trust

—> Ensuring enough ready-now leaders at
all levels

—> Developing technical skills and
personal effectiveness at all
levels of the organization



Most Impactful Thought Leadership
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Strategic Moat #2: Flexibility at Scale

Digital — On-Demand:

J 21 languages

= On demand digital content

LiveClicks Desirable delivery
. . i \/ modalities
Microlearning:
= Hour long training courses Implementation
) services
Live — In-Person:
®  Conference room training sessions / Coaching and
delivery services
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Live — Virtual:
= Video conferencing with instructor / E\:ﬁ?;l:;?: ;or
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MNORTH AMERICA ANNUAL AAP RECURING REVENUE RATE

.....

APP CLIENTS (US/CANADA) WITH MULTI-YEAR
CONTRACTS AS OF YEAR-END
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CLIENT PARTNER RAMP*
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*See Client Partner ramp definition in Appendix.

- 10 20% 90% Total

New Passes = Add-On Services Renevue Renewal Revenue
- $300,000 $60,000 $360,000
~ 2 $300,000 $114,000 $270,000 $684,000
3 $300,000 $162,600 $513,000 $975,600
4 $300,000 $206,340 $731,700 $1,238,040
5 $300,000 $245,706 $928,530 $1,474,236

EEOEE SRR W HE B G e e
8 5300000 $341,720 $1,408,508 $2,050,318
9 $300,000 $367,548 $1,537,739 $2,205,286
| 10 300,000 $390,793 $1,653,965 $2,344,758




Lifetime Customer Value

(U.S./Canada/Government) Average AAP

Price

Sticky Annual High Gross
Revenue Margins*
Retention

Services
Attachment Rate




First among those is that we're helping our clients to successfully address some of their most
important and infractable organizational challenges. During the third quarter, our clients
wrestled through the same historic challenges that each of us here on this call experienced.
They moved large populations of employees from their office or school fo remote work
environments. They narrowed focus to the few crifical must-do activities, offen with fewer
resources than they had pre-pandemic. They had to figure out how to generate sales and retain
customers in an extremely difficult selling environment. They had fo address culture. And to the
extent they had deficiencies in their culture, those get amplified in times like these. And most
recently, most every one of our clients is very proactvely focused and thoughtfully addressing
diversity, inclusion and bias within their orgamization.

The strength of this value proposition, including the fact that the price per user
decreases as the pass-holding population increases, is causing many of our clients right
now to Talre the decision to consolidate providers and double down with Franklin
Covey',



We help organizations improve engagement,
discipline, culture and execution for
measurable business outcomes

ag,

Customers value outcomes,
have budgets, and seek out
premium content

DISTRIBUTION

Market Opportunity for Expansion
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Just to say that, first, the market for organizational performance in which we play is huge and
expanding. Almost everyone -- when you think about it. almost every organization’s largest
investment is in its peaple. Its collective investment is in its people. And therefore, its biggest
opportunity for organizational performance improvement mast often lies in increasing the
collective performance of its people. In pursuit of this improvement, it's estimated that
organizations globally spend more than $90 billion on outsourced learning and development
solutions and services. They spend an additional approximately $220 billion for their learning
and development staff and for infernal content development. And then in addition to learning
and development, there are countless additional billions spent on consulting and other
perfarmance initiatives outside the learning and development spend. Sg there's a lof of money,
effort and time spent on this topic.26




Three business model transitions

After investing significantly in the business, FranklinCovey has retired
more than 10.6M shares at a value of $147M.

Bought
3.9M shares
$53.4M

Bought
3.0M shares
$28.3M

Bought

3.7M shares

$65.4M
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Siveatir Nam Value of Shares Held % Of Shares Outstanding #Shares Change in £ of Shares % Change in # of Shares This Holding as % of Firm's Heldings \nvestor Type
M) Held Held Held Held Portfalio Date : P
BlackRock Institutional Trust Company, N.A. 16,3 USS 6,56 % 920.835 14.313 1,58 % 2 20020 Investment Advisor
Pembroke Management Ltd. 119US5 480 % 673.221 (1.679) (0,25 %) 093 % 209.20 [nvestment Advisor
Investment Advisor/Hedge
The Vanguard Group, Inc. 11,6 USS 4,65% 652173 53.611 896 % E 26920 Fund fiicd
Investment Advisor/Hedge
Dimensional Fund Advisors, L.E. 109 USS 437 % 613.756 (9.814) (1,57 %) E 20920 —_— fHedg
I Whitman (Robert A) 14,0 UsS 399% 560.648 64.408 12,98 % 99,40 % 11121 Individual Investor I
Punch & A iates | tment | tment Ad Hed
s e 84US$ 535% 470708 (2.369) (0,50 %) 072% 29920 b e
Management, Inc. Fund
McNamara (Donald J) 9,6 USS 313% 439.029 - - 100,00 % 29.11.20 Individual Investor
B —— 7,1 Us$ 285% 400.028 : 010% 29.9.20 Pension Fund
System
Investment Advisor/Hedge
Rice Hall James & Associates, LLC 6,7 USS 2,68 % 376.497 54.702 17,00 % 0,27 % 29920 Fuind fHedg
Fidelity M t&R hC
&yﬂgemeimewpa—"y 50U8% 236% 331.725 (187.385) (36,10 %) - 29.9.20 Investment Advisor
==
I Knowledge Capital investment Group 10,5USS 232% 325.897 (2.486.908) (8841 %) 100,00 % 81219 Corporation I
BofA Global Research (US) 43 USS 1.72% 242.071 (12.693) (4,98 %) - 20920 Research Firm
I Peterson (Joel Clinton). 51U8s5 1,64% 230.429 - - 51,76 % 20.11.20 Individual Investor
Investment Advisor/Hedge
State Street Global Advisors (US) 40UsS 162% 227213 (3.244) (141 %) E 26920 ik 7Hea
Renaissance Technologies LLC 40USS 1,60 % 224703 (59.500) (20,94 %) - 29.9.20 Hedge Fund
Investment Advisor/Hedge
Silvercrest Asset Management Group LLC 3,6 USS 144% 201.676 61.583 4396 % 0,03 % 20920 Fisd e
Covey (Michael Sean Merrill) 44USS 143% 200.634 (301) (0,15 %) 100,00 % 20.11.20 Individual Investor
Investment Advisor/Hedge
Federated Hermes MDTALLC 3,5U8$ 142% 199.355 60.634 4371 % 0,07 % 26920 Fund fiiedp
Investment Advisor/Hedge
BlackRock Financial Management, Inc. 34USS 137 % 192.327 (92) (0,05 %) 2 20020 Fifd fHedg
I Young (Stephen D) 42 UsS 1,36 % 190.789 (27.877) (12,75 %) 100,00 % 2011.20 Individual Investor I




All Acess Pass

Growing subscription business

Winning because it has great client
proposition.

From nothing in FY15 to close to 100
mio. $

Scale economics

Becoming the de-facto choise

APP SUBSCRIPTION REVENLE
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The second point related to the value proposition. Our chents tell us that not only are our
solutions and fiexibility important to them but that All Access Pass and Leader in Me customer
value propositions are equally compeliing. As shown on Siide 24, and we've reviewed these
before, but | think it's helpful to just review them again here. Each All Access Pass client
receives the following. They received, one, full -- a full collection of our best-in-class content and
solutions. And of course, point two, that's available in all modalities, very, very important right
now, which allows them to deliver in virtually any segment of ime and on any device. And third,
all of this is available in more than 20 languages now worldwide, [ think the number is actually
21, and at an addition - and at no additional cost fo them, included in that offering is access fo
an expert - the services of an expert implementation specialist who works to ensure that the
clients are able fo achieve the progress that they're seeking. And then finally, all of this is
offered at a price per person trained that is equal to or less than the typical cost of
training one person in one content area in just a single modality.®



All Acess Pass - Add-on

Sticky add-on sales

70,00%
60,00%

= 50-60 % attachement rate

40,00%

= Configuration, on-site facilitators etc. i
30,00%

= Upsale + higher retention




. Global Reach and Distribution
International

High margin royalty/franchise model

International partners pay a 15 % royalty
to FC

International still early in AAP adoption =

O Direct Office

harder h |t by COVld ‘ * H International Partner
,i‘ © Education-Specific Partner
. . . [} Not Assigned
FC invest in infrastructure to support —— )
license partners and help them grow —
International Licensees Segment —
—

: : : In i foreign locati h d h directl d office, ini d Iti i
License income is + 50 % EBITDA e e s Py S e
margin income even at low scale operations for the periods indicated (in thousands):

Year Ended % of Year Ended % of
i . . August 31, 2020 Sales Aupust 31, 2019 Sales Change
Significant opportunity Sales $8.451 1000 $12.896 1000 $(4445)
Cost of sales 1,772 210 2,665 20.7 (893}
Graoss profit 6,679 79.0 10,231 793 (3:552)
SG&A expenses 4,273 50.6 4,159 32.3 114

Adjusted EBITDA 52,406 284 I s EﬁZ I 47.0 $(3,666)




Education

A mixed bag

Include a strong subscription business

Includes international royalty on
education

Leader-In-Me content is really strong.
Yet to find perfect LTV/CAC adoption
Constrained School budgets

Dependence on charity grants

$30,0
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$10,0

$5,0

$0,0

LEADER IN ME SUBSCRIPTION REVENUE

$23,9
$21,0
$15,6
$10,4
. .
FY16 FY17 FY18 FY19 FY20

How Schools Around the World Are
Inspiring Greatness, One Child at a Time

New York Times Bestselling Authors

Stephen R.Covey - Sean Covey
Muriel Summers - David K. Hatch




VALUATION

AAP alone worth double the current share price

Net cash balance sheet
Growing revenue with positive FCF
We value segments individually

Fair value multiples implies significant
upside

2021 2022 2023 2024
AAP subscription 74 88 106 120
AAP add-on 37 44 58 60
Licensee royalty 12 15 18 20
Education 38 42 45 50
Legacy 67 73 71 75
Total revenue 228 262 293 325
EBITDA 22,4 33,7 50,1 65,9
EBITDA margin 9,8% 12,9% 17,1% 20,3%
AAP (8x) 592 704 848 960
AAP add-on (4x) 148 176 212 240
License royalty (10x) 120 150 180 200
Education (3x) 114 126 135 150
Legacy (1x) 67 79 71 75
Total valuation 1.041 1.229 1.446 1.625
Net cash 20 45 83 135
Net valuation 1.061 1.274 1.529 1.760
Shares out 13,9 13,9 13,9 13,9
Per share 76,3 91,6 110,0 126,6
Upside to current 205% 267% 340% 406%

price




VALUATION

FCF multiples support higher price

Unlike most subscription business FC can
be valued using a FCF multiple

We see high FCF growt rates for many
years

Using declining multiples on FCF still
implies significant upside

2021 2022 2023 2024
EBITDA 22,4 33,7 50,1 65,9
Capex -7,5 -8 -8,4 -8,8
Deferred revenue chance 10 10 10 10
Lease payments -3 -3 -3 -3
Tax payments -1 -2 -3 -5
Stock-based comp. -5 -6 -7 -8
Free cash flow 15,9 24,7 38,7 51,1
Free cash flow growth 55% 57% 32%
T Fair FCF multiple 50 40 30 25
Per share valuation 58,6 74,3 89,5 101,6
s Upside to current price 135% 197% 258% 306%




