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Legal Disclaimer and Disclosures

You are reading a short-biased opinion piece. We will make money if the price of Arlo securities declines. Like any investor, we attempt to maximize potential gains and minimize potential
losses consistent with our risk tolerance on a case-by-case basis. That means that, depending on market conditions, we may fully or partially exit our position at any time for any reason.

» o« » o«

This presentation (the “Report”) is published by Snowcap Advisors UK Ltd (“Snowcap”, “we”, “us” or “our”) for discussion and information purposes only. It sets out Snowcap’s opinions as of
the date of publication. Those opinions are based on publicly available information, including filings made by Arlo Technologies, Inc. (“Arlo” or the “Company”) with the US Securities and
Exchange Commission; online and field research; and our own analysis, estimates and inferences, which are identified as such.

Where the Report characterizes the Company’s disclosures, accounting or business, that characterization is our opinion, formed on the basis set out in the Report. Snowcap makes no
representation that misconduct, fraud or illegality has occurred.

We believe the information in the Report comes from reliable sources, and we have tried to present it accurately. We have not independently verified all of it. The Report is provided “as is”.
We make no representation or warranty, express or implied, as to its accuracy, completeness or timeliness, or as to the results of relying on it. Our opinions may change without notice.
Except as required by law, we have no obligation to update, supplement or correct the Report.

As of the publication date, Snowcap holds a short position in the Company’s securities. It may do so along with or through its members, partners, affiliates, employees and consultants, and
the position may include derivatives referencing those securities. The Third Party (defined below) also holds a short position. Each stands to make significant gains if the price of the
Company'’s securities falls.

In connection with this Report, Snowcap has entered into an agreement with an unaffiliated third party (the “Third Party”). Under that agreement, Snowcap has shared research findings,
analysis, data and conclusions with the Third Party prior to publication. Snowcap is entitled to a share of the Third Party’s trading profits in the Company’s securities, with that compensation
contingent on, and determined by reference to, those profits.

As a result, Snowcap has an indirect economic interest in a fall in the Company’s share price, in addition to any position it holds directly.

You should assume that Snowcap and the Third Party will likely cover all or a substantial part of their positions on or shortly after publication, possibly on the day or within hours of it. They
may do so for risk management, liquidity, cost of borrow, volatility or other reasons. This is not a sign of reduced conviction in our opinions. Some or all of the positions may already be
closed when you read the Report. Snowcap and the Third Party may each buy, sell, cover or otherwise trade the Company’s securities at any time, for any reason, regardless of the views
expressed in the Report. Either may be long, short or neutral at any time. You should not assume any minimum holding period.

Before publication, Snowcap may also share drafts, findings, data or conclusions with the Third Party, our consultants and legal advisers, and members of the media. Some of these persons
may have financial interests in the Company’s securities and may trade before, during or after publication. Their trading may differ from the views in the Report.

The Report relies on company filings, public statements, third-party data and, in some cases, information from former employees and industry experts. Snowcap does not seek, and believes
it has not received, material non-public information from any person under a duty of confidentiality to the Company. Sources may be biased, may have a financial interest, or may hold
grievances against the persons or companies discussed, and you should weigh that possibility. To protect anonymity, we may describe sources by general titles, omit identifying details, or
shorten their statements, without changing their substance. Snowcap may pay sources, including through fixed fees. No payment depends on the content or outcome of the Report.

The Report is not investment, financial, legal, tax or other advice. It is not a recommendation to buy, sell, short or hold any security. It is not an offer to sell, or a solicitation of an offer to buy,
any security. Snowcap is not authorized or regulated by the UK Financial Conduct Authority. It is not registered as an investment adviser with the SEC or any US state. Snowcap owes you
no advisory, fiduciary or other duty. Any view on what a security may be worth is our opinion, not a price target or a prediction of market prices. It does not imply that Snowcap or the Third
Party will hold any position until a given price is reached. Make your own investment decisions, and seek independent professional advice where appropriate.

Except for historical information, the Report contains forward-looking statements, estimates and projections. These are inherently uncertain and may prove wrong because of erroneous
assumptions, imperfect methods or unforeseen events. Actual results may differ materially. There is no assurance that the Company’s securities will trade at any price implied in the Report.
Past performance is not a guide to future performance, and the value of any investment may go down as well as up.

In the United Kingdom, the Report is directed only at persons who are investment professionals within Article 19 of the Financial Services and Markets Act 2000 (Financial Promotion) Order
2005, or high net worth companies, unincorporated associations and similar persons within Article 49 of that Order. No other person in the United Kingdom should rely on it.

Snowcap has not sought or obtained consent from any person to use statements or information in the Report. Their inclusion does not imply that person’s support for our views. Short
extracts from third-party materials are reproduced for the purposes of criticism and review, with attribution. All trademarks and trade names belong to their respective owners.

To the fullest extent permitted by law, neither Snowcap nor its directors, officers, employees, consultants or agents accept liability for any direct, indirect or consequential loss arising from
use of, or reliance on, the Report. Nothing in this disclaimer excludes liability that cannot lawfully be excluded.

This disclaimer is governed by the laws of England and Wales, and the courts of England and Wales have exclusive jurisdiction.



Key Findings (1/3)

»  Arlo sells home security cameras and charges customers as much as $30 a month to use them.
»  Since pivoting to a subscription model in 2020, Arlo has driven its service revenue growth mostly through
Arlo Introduction aggressive price hikes, roughly tripling the price of its subscriptions since 2022. Key to the bull case is the
claim that Ao has sustained healthy service revenue growth over the past year without further price hikes, and
that more are achievable in the future because its churn rate is one of the lowest in the world.

»  Ourinvestigation uncovered a raft of suspicious new promotions on Arlo’s website, which we believe Arlo has
used to stuff service revenues with cheap hardware sales.

»  The promotions essentially offer free 6-month subscriptions, bundled with cheap cameras, some for as little as

. $35. Yet due to a quirk in accounting rules, Aro is required to split the price according to the standalone value

Suspicious Bundle of each part. By our estimate, that means Arlo is booking as much as 70% of the revenue from these sales as
Deals Used to Stuff service revenue. )
: . * Indoing so, we believe Aro is passing off loss-making camera sales as high-margin, recurring service revenue,

Service Revenues_ with creating the impression of growth.

Neg ative Margln »  Since their launch this year, these promotions have consistently ranked among the most popular on Arlo’s

Hardware Sales website.

»  We suspect they are just the tip of the iceberg. Most Arlo cameras come with a one-month free trial, which, on
the same accounting rules, suggests Arlo is booking up to 33% of the upfront price on its cameras as service
revenue. Falling camera prices, rising subscription prices and a shift toward cheaper cameras at retailers such
as Walmart have all pushed that share up, providing a further artificial tailwind behind Arlo’s service revenues.

»  Corroborating this, Arlo’s hardware revenues appear to be inexplicably small. Excluding bulk sales to Verisure,
, we estimate Arlo recognized just $11.5m of retail hardware revenue in Q2.
Arlo’s Hardware *  Notonlyis $11.5m almost implausibly small, but it also appears to have fallen 30% year on year, even though
Revenues Appear the number of Arlo cameras sold through retailers grew 8%. We believe the gap is only explicable by Arlo
- pulling the difference into service revenues.
Inexpllcably Low *  Excluding the bulk sales to Verisure — which are at “cost plus” — Arlo’s gross margins on its retail hardware
sales are likely far more negative than investors realize.

Note: Sellside analysts claim Arlo’s hardware ASPs increased in the past year.



EXECUTIVE SUMMARY

Key Findings (2/3)

Bogus Churn Rate:

May be 2x Higher
than Claimed

(%) Canary in the Coal
Mine: Hidden
Acquisition used to
Prop up Growth

CFO Déja Vu — CalAmp
SaaS Transition Ended
in Collapse

Arlo’s flagship claim is that its churn rate (the share of subscribers who cancel each month) is less than 1.0%,
which it touts as “one of the lowest in the world”.

In our view, this is entirely bogus. Totally missed by analysts, we found that 70%+ of the customers in Arlo’s
churn calculation are not Arlo customers at all. Instead, they are customers of Verisure, a European home alam
company, from which Arlo earns negligible profit by our calculation: just 15 cents of gross profit per user per
month, or almost 100x less than it eams on its own subscribers.

The Verisure accounts — which reveal nothing about Arlo’s own subscribers — churn at just 0.6% a month
because they are locked into multi-year contracts with Verisure. And because they have grown far faster than
Arlo’s own subscribers, the distortion has widened over time, creating the illusion of a churn rate in steady
decline.

Using Arlo’s own published CAC formula and its own disclosures, we estimate true churn among Arlo’s own
customers is ~2% a month, (or 24% a year). That is 100% higher than claimed, and on par with notoriously
unattractive subscription businesses like Peloton.

Worse still, it appears to have deteriorated sharply since the end of 2022 when it was just 1.20%, contradicting
Arlo’s claim that its subscriber base can tolerate future price hikes.

In March this year, Arlo quietly paid $50m to acquire rival camera maker Canary Connect (‘Canary”). Yet it barely
mentioned the deal to investors: no press release, no mention on eamings calls, just an unexplained footnote in
its investor presentation. By contrast, Arlo’s much smaller acquisition of Aloe Care received a dedicated press
release, 4 slides in Arlo’s investor presentation and 12 mentions on eamings calls. Arlo was happy to tout
entering a new vertical, but evidently more coy about buying growth.

Arlo’s SEC filings describe the Canary deal as “not material’. But Canary’s annual recurring revenue was last
publicly pegged at $14m, a large chunk of Arlo’s supposed growth in the last quarter.

We've seen this movie before. Prior to joining Arlo, its CFO led an almost identical shift to subscriptions at
CalAmp, a vehicle-tracking company that filed for bankruptcy in 2024, two years after he left. Arlo’s own press
release announcing his hire effectively said he was being brought in to repeat that playbook.

The parallels are alarming. CalAmp stuffed service revenues with hardware, bought growth through acquisitions,
and inflated its subscriber numbers with users who generated almost no revenue.




EXECUTIVE SUMMARY

Key Findings (3/3)

Shifting KPI
Disclosures Mask
Potential Decline in

Subscribers

Headwinds,
Partnership Walkback,
& Threat from Apple

llusory FCF and
Insider Selling

Arlo tout's subscriber growth of 20%+. Yet this is driven by the negligible profit Verisure users. Ado’s own retail
subscribers appear to have stagnated; growing just 8% in FY25. And the true picture is likely worse in our
opinion because Arlo quietly changed how it counts subscribers last year, moving to — what appears to be —
an expanded definition without disclosing the impact of the change

More recently, in Q2, Arlo withdrew the critical disclosure used by investors to back out its retail subscribers.
We think it speaks volumes that Arlo did not want investors to know its single most important metric.
Meanwhile, Arlo’s app and credit card fees, which the CEQ previously said track subscriber numbers, fell 11%
in Q2.

Our findings come against a backdrop of headwinds. Online forums are filled with customers angered by
years of price hikes.

Partnership promises appear to have been walked back.

Cheaper rivals such as Eufy are taking share. And Apple’s recent entry into home security directly attacks the
middle-premium position that analysts say sets Arlo apart.

Arlo’s free cash flow is largely illusory, flattered by paying staff heavily in stock rather than cash, a cost Arlo
has then had to cover with cash buybacks to offset the dilution.

Insiders have been selling that stock at pace. Since 2022, Arlo’s CEO and CFO have each sold ~70-80% of
their shares.

Arlo’s valuation hinges on the claim that its subscription business is growing 15-20% a year. Stripping out
Canary, our estimated impact from bundle accounting, and growth from low margin Verisure users, we
estimate underlying subscription growth was as little as 1-3% in Q2.

This is potentially catastrophic for the stock, because low-growth hardware companies trade at much lower
multiples, and even SaaS businesses de-rate dramatically once growth falls below 10%.




EXECUTIVE SUMMARY

In our opinion, Arlo’s service revenue growth is

illusory

Arlo Subscription Revenue Growth Bridge (YoY $m) — Q2 2026

$1.2m S0 7

Arlo Reported Bundle
accounting

impact (estimate)

Source: Company Filings. Snowcap analysis

acquisition

Low-margin Non-recurring Snowcap

Partnership engineering Growth
revenue revenue Estimate
(estimate)

(1) Arlo’s retail POS volumes reportedly grew 9% YoY. Assuming constant ASPs that would imply $6.5m of “missing” hardware revenue by our estimate — calculated as Q2 2025 retail hardware revenues ($16.5m) x
POS growth (109%) - retail hardware revenues for Q2 2026 ($11.5m). Canary’s ARR was last publicly pegged at $14m (Lake Street). Other sources suggest this could be higher.



EXECUTIVE SUMMARY

Arlo’s purported growth looks fake in our opinion

Metric Arlo Reported Snowcap
estimate!

ription
SUbSC pt 0 +1 9% YoY ~1% YoY
Revenue
Subscribers +23% Yoy ~(1%) vov
<12% iyr ~24% Iyr
Churn Rate (bestin class and  (has deteriorated

improving) significantly)

(1) Snowcap estimate for underying subscription revenue growth adjusts for our estimate confribution from acquisitions, our estimated contribution from bundle accounting games, lower margin Verisure revenue and
disclosed NRE revenue. See previous slide for bridge. Snowcap estimate for retail subscriber growth based on YoY change in app and credit card processing fees. Chum rate on retail subscribers as estimated by
Snowcap based on Arlo's disclosures.
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INTRODUCTION
Arlo sells home security cameras, charging customers
a subscription fee to use them

EEEEE

No Plan With Plan

- - Live View (No Video CJ 60-Day Video History

“ Recordings)
{£> Smart Activity Zones

_ Basic Motion Detection
"~ Alerts (No Video or Audio)

& Priority Care

® Theft Replacement

() 2-Way Audio

() Siren Activation € Early Warning System

el

| Privacy Zones Basic Person, Animal, Vehicle,
D Routines and Automations Fire & Package Detection

&2, Person & Vehicle Recognition

Event Captions with Video
Search

&2 Custom Detection

Bark, Scream, Glass Break &

“They are literally useless unless you
buy the $200 a year subscription” O e

video storage
@ reddiT Wty @ 24/7 Professional Monitoring

@ 24/7 Emergency Response

© Emergency Response

) Continuous Recording

24/7 Continuous Video
Recording

Source: Arlo.com US, Reddit


https://www.reddit.com/r/homesecurity/comments/1e7xf83/my_review_for_the_arlo_outdoor_security_cameras/
https://www.reddit.com/r/homesecurity/comments/1e7xf83/my_review_for_the_arlo_outdoor_security_cameras/

INTRODUCTION

Since 2022, Arlo has hiked the price of this
subscription dramatically

Arlo put through three back-to-back price hikes between 2023-2025.

Arlo Subscription Pricing
($/month)

Premium

30
‘;ﬁ $29.99

25

20 Plus (multi-camera)

________ $19.99
T s

) < Plus (single camera)
+25% $9.99

+60%
+67%

Source: Ardo.com US, Wayback Machine
Note: Multi-Cam Plus and Premium have both doubled (+100%), whilst Single-Cam Plus has more than tripled (+234%)



INTRODUCTION

Arlo tells investors its subscription business is
healthy and growing ~20% a year...

Subscription Revenues Paid Accounts growing 23% Industry leading churn rate of
growing 19% YoY YoY ~1% per month
Subscription Revenues ($m) Paid Accounts (thsd) Churn Rate (monthly)
. . Paid Account Monthly Churn Rate®
1 9“/@ ‘:YZG?;/; Security Service Ranked as Least Likely to Cancel
arlo™
$93.0 6,303 NETFLIX | zo%

Dssep

“‘we have one of the
" "lowest churn rates of

‘we're deﬁnitely P any consumer
overachieving on subscription service
that metric” - aro con in the world” - aro ceo®

Source: Arlo Q2’26 Investor Presentation
(1) Q2'26 investor call, (2) Wiliam Blair Growth Stock Conference June 2026
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1a. Suspicious Bundle Deals Used to
Stuff Service Revenues with Cheap
Camera Sales




SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

We discovered a raft of new suspicious-looking
promotions on Arlo’s website

These bundle deals offer 6-month subscriptions to Arlo Secure, bundled with cheap

cameras, some for as little as $35.

Arlo “Top Deals”

Sortby: Bestselling -~

[tomeor o ot o rus Rt o s We found the same

FEA
deals on Amazon

Essential Pan Tilt Indoor & Arlo Secure Kit Essential 2 Cam & Arlo Secure Kit Essential & Arlo Secure Kit
Plug-In Powered Camera Plug-In Powered Camera Plug-In Powered Camera 99
. - R $3 4 $66:80 (48% off)
§59:00 $39.99 (save 61'4) SH5-99 $64 99 (Save 64%4) £80.90 $34 .99 (Save 62°4)
1Camera Kit, White 2 Camera Kit, White 1 Camera Kit, White prime

Source: Ao.com US, Amazon
Bundle Price History, Amazon: Price Camel


https://www.amazon.com/Arlo-Essential-Security-Camera-Release/dp/B0FLM66H6L?ref_=ast_sto_dp&th=1
https://camelcamelcamel.com/product/B0FLM66H6L?context=search&tp=6m

SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

In effect, these promotions are giving away
subscriptions for free / at a significant discount

Arlo prices these bundles at little to no markup

to the standalone price of the cameras.

Which is how Arlo promotes the deals

$39.99

mera + 6 Month ription

| 6 MONTHS OF ARLO PLUS
- FEATURES INCLUDED

Essential & Arlo Secure Kit

Plug-In Powered Camera
[tem No. VMC3081L0B-1AZNAS

$89.99 $34.99 (Save 62%)

$34.99

Source: Alo.com US, Amazon, Aro Facebook
Bundle Price History, Amazon: Price Camel

Facebook Promotion for Bundle Deals

Arlo Smart Home & 0
19 June - Q

Why buy one when you can get two...and receive 6 months of

Arlo's Secure Plus Plan &3

Shop the Arlo Essential Plug-In 2-Cam pack for up to 50% off
starting June 23 on Amazon.com

Friday. With the two cam pack,
you can keep an eye on what



https://www.amazon.com/Arlo-Essential-Security-Camera-Release/dp/B0FLM66H6L?ref_=ast_sto_dp&th=1
https://www.facebook.com/watch/?v=1371079194900671
https://camelcamelcamel.com/product/B0FLM66H6L?context=search&tp=6m

SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

Yet due to a quitk in accounting rules, we estimate Atlo
books as much as 60% of the sale as service revenue

Bundle accounting rules stipulate that Arlo must allocate the revenue from these bundles

according to the standalone selling prices of the individual components.

Arlo Accounting Policies Revenue Recognised by Arlo

Snowcap estimate based on Arlo’s accounting policies which stipulate that
bundle revenue is assigned according to relative standalone price.

For these contracts, we account for the promises separately
as individual performance obligations if they are distinct.
....Subscriptions and services that are purchased with certain $3 4,99
hardware products are considered distinct and therefore the
hardware products or subscription and service are treated as
separate performance obligations...After identifying the
separate performance obligations, the transaction price is
allocated to the separate performance obligations on a
relative stand-alone selling price basis. Stand-alone selling q
prices of the premium subscriptions and services are directly

observable from direct sales to end users....

Subscription Revenue

20.99

Standalone Bundle price Product Revenue
$ price % of value allocation
Camera 39.99 40% 14.00
6 month subscription 59.94 60% 20.99
Bundle 99.93 34.99

Source: Company Filings.
Note: See Appendix for calculation



SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

Investors ascribe a high multiple to Arlo’s service
revenues on the belief they are high-margin, and

recurring. This revenue is likely neither.

Investors ascribe a 5.5x multiple to Arlo’s

service revenues and none to hardware
ll-side Revenue Multipl

‘4 LAKE STREET

Price

Estimates ($M) 2024A 2025A 2026E 2027E LEL -

Total Revenue $510.9 5529.3 $591.0 5637.5

Service Revenue 5243.0 $316.4 5380.0 5445.4 ‘. 5.5x
Product Revenue 5267.9 §212.9 5211.0 §192.1 0.0x

Sell-side ascribe zero value to
Arlo’s hardware revenues

Source: Lake Street Capital Markets (May 2026), Company Filings

(1) Former executives corroborate this — claiming that cheaper cameras have lower subscription attach rates.

Revenue from these bundles is negative

margin and unlikely to reoccur.

Reven har risti

O Ao essentially gives away the
subscription for free / at no added cost

0 Likely negative margin

O Customeris much less likely to renew
at the end of the period due to high
subscription cost relative to initial
camera purchase (!



SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

Since their introduction earlier this year, these deals

have consistently ranked among the most popular on
Arlo’s website

Analysis of Historical Deals on Arlo’s Website Arlo Promotional Email

Source: Ado.com US, Wayback Machine, Milled
Note: Essential Bundles were ranked as the best-selling “Complete Security Packages” in the Annual Security Event Sale.

December 2025 June 2026 September 2026 arlo™
Annual Secunty Event Cyber Monday Annual Security Event Top Deals
3 . Za "4 TOP DEALS '
: s Complete peace of mind
$ - ip’yg E"d . starts here.
i ‘ = Protect your home inside & out with Security Kits,
(“ . .. . . .. 006 B‘ up to 64% oftfor a limited time.
000 (60 0 00 000 000 | | (E0) ()T @@m
oo g 8w DEED
00 000 (g0 00 000 (00 D ED
- — o .- ;, — _, S - e m
= = = = . ~ Check in on pets & family.
0 o0 e 66 06 (g0 Peel Haol ol ol Ml ol o



https://milled.com/arlo-pro/protect-more-for-less-V4w0bs-G6LnCRWfs

SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

We suspect Arlo is also booking service revenue from
the 1-month trials it includes with its cameras

Our understanding is that the same accounting rules allow Arlo to book a portion of each

camera sale as service revenue every time it includes a 1-month free trial — which it does
with most of its cameras.

Arlo typically includes a 1-month Arlo Secure trial with its cameras

Enhance Your Protection With a

ArloE tial Ind S ity C
1-Month Secure Plan Included. rioEssentialindoor Security Camera

$1 998 @ orlo| Arlo Video Doorbell 2K (2nd Gen) Wireless
W/ sccure | SYSTEM

Enh : ith or Wired - 1-Cam
nhance you': protection with an 2K HDR head-to-toe video; Front door security;
Early Warning System plan. Package & persgn.detection; Night vision, 2-way

-64% $28°

List Price: $79:99 @

Essential Indoor 3rd Gen
Comes witl ree 1-month trial of an Arlo from $39:99 $29.99
Secure Early Warning System plan, giving you .

amazon

smarter alerts and quicker ways to take action.
Live streaming and basic alerts work without a
subscription.*

@

arlo®

Source: Walmart, Amazon, Ao


https://www.walmart.com/ip/Arlo-Essential-Indoor-Camera-HD-3rd-Gen-Wired-Security-Camera-with-Privacy-Shield-1-Cam-White-VMC2070-1WMNAS/15702110808?classType=REGULAR&athbdg=L1600&adsRedirect=true
http://amazon.com/stores/page/FA34CA02-CA95-4145-8DE9-CFE7A7371BB7?ingress=2&lp_context_asin=B0FJTJZW2V&lp_context_query=arlo%20camera&visitId=6466074c-7d7b-453d-a841-5a02bdb80d2b&store_ref=bl_ast_dp_brandlogo_sto&ref_=ast_bln
https://us.arlo.com/collections/top-deals/products/arlo-essential-indoor-3rd-gen?variant=51299223142719

SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

The impact from this has grown as Arlo’s ASPs have
shifted, further juicing Arlo’s service revenues

On some of its cheapest cameras, we estimate that bundle accounting allows Arlo to book as much

as 30% of the upfront camera sale as service revenue — just from the 1-month subscription trial.

Arlo Camera for Sale at Walmart Arlo’s Shifting ASPs
=e8= Arlo Secure single-camera plan
E?Giﬁf:g:g;g‘giﬁt:zglw;:‘ d? Arlo Essential Indoor Security Camera 'T' _. p}”j:‘:jf'_l‘“‘[ r__el”lr:e”“e per device shipped
$1998
200 L] +100%
/ Subscription price
$7.99 (% per month)
®
$4.99

Standalone Bundle price
$ price % of value  allocation

—\o _27%

Camera 19.98 67% 13.32 $52

1 month trial subscription 999  ((33%) 6.66 | 346 | ardware revenue

Bundle 29.97 T 19.98 U per device shipped
FY23 FY24 FY25

Source: Walmart


https://www.walmart.com/ip/Arlo-Essential-Indoor-Camera-HD-3rd-Gen-Wired-Security-Camera-with-Privacy-Shield-1-Cam-White-VMC2070-1WMNAS/15702110808?classType=REGULAR&athbdg=L1600&adsRedirect=true

SUSPICIOUS BUNDLE DEALS STUFF SERVICE REVENUES

A recent policy change adds to the pattern; giving
Arlo discretion to allocate hardware revenue to
services where it deems the two interrelated

Arlo Addition to Revenue Accounting Policy in FY25

Contracts with multiple performance obligations

Some of our contracts with customers contain multiple promised goods or services, such as hardware products bundled with various subscription, service
and support. For these contracts, we account for the promises separately as individual performance obligations if they are distinct. Performance obligations are
determined to be distinct if they are both capable of being distinct and separately identifiable within the context of the contract. In determining whether performance
obligations meet the criteria for being distinct, we consider a number of factors, such as the degree of interrelation and interdependence between obligations, and
whether or not the goods or services significantly modify or transform other goods or services in the contract. The embedded software in most of the hardware
products is not considered distinct and therefore the combined hardware and incidental software are treated as one performance obligation and recognized at the
point in time when control of product transfers to the customer. Subscriptions and services that are purchased with certain hardware products are considered distinct
and therefore the hardware products or subscription and service are treated as separate performance obligations. In certain cases where subscriptions and services are
enabled only by specific hardware products, we consider the hardware products or subscriptions and services components highly interrelated and interdependent and
not distinct in the context of the arrangement, and therefore treated as one performance obligation and recognize ratably over the subscriptions and services period.

After identifying the separate performance obligations, the transaction price is allocated to the separate performance obligations on a relative stand-alone
selling price basis. Stand-alone selling prices are generally determined based on the prices charged to customers for standalone sales. Stand-alone selling prices of
the hardware products are directly observable from add-on camera and base station sales. Stand-alone selling prices of the premium subscriptions and services are
directly observable from direct sales to end users.

Source: Company Filings.
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1b. Arlo’s Hardware Revenues Appear
Inexplicably Low




HARDWARE REVENUES APPEAR INEXPLICABLY LOW

Stripping out bulk hardware revenues from Verisure,
we estimate Arlo’s retail hardware revenues were just

$11m in Q2

Retail Product Revenues (Snowcap Estimate)

$m Q125 Q225 Q325 Q425 Q126 Q226
Notes

Total Revenue

Total revenue 1191 1294 1395 1413 1504 1559
€@ % from Verisure 36%  34%  36%  23%  40% 40 |© As per largest customer
Total Verisure revenue (A) 42.9 441 50.2 32.2 60.2 62.4 disclosure in Arlo’s 10-Qs /

10-Ks.

Service Revenue

Service revenue ex NRE 68.8 78.2 79.9 85.4 85.1 91.8 , .

@ b from Verisure 13%  12%  12% 1% 129 129 | @ Asof Q425 Arlo disclosed
Verisure service revenue (B) 8.6 9.4 9.6 9.7 10.2 11.0 that 89%" of ARR is from
% growth YoY 17%  20%  19%  17%  18%  17% retail subscribers (87%? as
Product Revenue of Q4'24). For other
Total product revenue 50.2 51.2 59.6 51.9 60.3 62.9 quarters’ we make an
Veri duct A-B 34.2 34.7 40.6 22.4 49.9 1.4 . L .

erisure product revenue (A-B) assumption within this 87-

Implied retail product revenue 16.0 16.5 18.9 29.5 10.3 89% range soIving for 17-
% growth YoY 18% -9% -27% 33% -35% ’

20% YoY growth in Verisure
service revenue.

Source: Company Filings,
(1) Arlo Q4'25 Investor Presentation (2) Arlo Q4'24 Eamings Call “It is important to note that around 87% of the ARR is generated from our retail and direct paid accounts™.



HARDWARE REVENUES APPEAR INEXPLICABLY LOW

Even at face value, this seems inexplicably low

For context, we estimate Arlo booked 4.5x more product revenue from Verisure, which it

claims purchases a roughly equivalent volume of cameras

Q2 2026 — Product Revenues ($m) — Snowcap Estimate

~4 5X —

“There's a lot of
seasonality, but roughly, |
would say 60% is coming
from retail and

direct. When | say direct, |
mean arlo.com type
channels and 40% from
partners.”

— Arlo CEO, June 26

Retail Verisure

Source: Company Filings, Snowcap estimates as per previous slide



HARDWARE REVENUES APPEAR INEXPLICABLY LOW

Retail hardware revenues also appear to have
declined 30% YoY, which makes no sense in our view

This makes no sense given Arlo’s claim that retail POS volumes grew 9% YoY. We see no

explanation for this gap other than a greater share of camera revenue being allocated to services.

Retail Hardware Revenues ($m) Retail POS Volumes
Verisure (estimate)
B Retail (estimate) “Both of these factors resulted in additional retail

70.0 sales with POS or point-of-sale volume,
500 increasing 9% for the first half of 2026 in

' comparison to the same period last year.”
50.0
400 - Arlo Q2 2026 Results Transcript

30.0 ‘
001 o e MY \l Retail product revenues declined ~33%
10.0 l ! I in H1, despite retail POS volumes

growing 9%777

00 e
Q1 25 Q225 Q325 Q425 Q126 Q226

Source: Company Filings.
Note: We do not believe the delta is attributable to a shiftin ASPs. If anything, in Q1 2026 Lake Street Research claimed “p roduct mix shifted towards higher-ASP devices”.



HARDWARE REVENUES APPEAR INEXPLICABLY LOW

Implied gross margins on Arlo’s retail hardware

revenues look implausibly negative

The implied gross margin on these retail hardware sales is also far more negative than it

first appears.

Implied Retail Hardware Gross Margins (Estimate)

1
(2

$m Q125 Q225 Q325 Q425 Q126 Q226
Hardware total
Product revenue 50.2 51.2 59.6 51.9 60.3 62.9
Product gross margin ex tarrif (3.1) (7.1) (10.3) (7.5) (1.7) (7.4)
% -6% -14% -17% -14% -3% -12%
of which Verisure
Verisure product revenue 34.2 34.7 40.6 22.4 49.9 51.4
Product gross margin 3.4 3.5 4.1 2.2 5.0 5.1
% 10% 10% 10% 10% 10% 10%
of which Retail Hardware
Retail hardware revenue 16.0 16.5 18.9 29.5 10.3 11.5
Retail hardware gross margin (6.5) (10.6) (14.4) (9.7) (6.7) (12.5)
% retail hardware gross margin -41% -64% -76% -33% -64% -108%
L ~s65m —

Source: Company Filings,

(1)
)

of

“missing revenue”

Notes

@ Estimate as per previous
calculation

@ \erisure product margin
estimated by assuming a
10% gross margin on
Verisure product revenues
— consistent with it being
described as a “cost plus
markup” arrangement.

Arlo Q4'25 Investor Presentation. Ao Q4'24 Earnings Call “It is important to note that around 87% of the ARR is generated from our retail and direct paid accounts”.
“‘Missing revenue” assumes constant ASPs for retail hardware volumes and POS growth of 8%.




SNOWCAP

2. Bogus Churn Rate: May be 2x Higher
than Claimed




BOGUS CHURN RATE

Arlo tells investors its churn rate 1s less than 1% -
which it claims is “one of the lowest in the world”

Arlo consistently tells investors that its churn This equates to an average customer life of 8
rate is incredibly low; less than 1% per month. years.
Churn Rate (monthly) Arlo Churn Claims
Paid Accoqnt Monthly Churn Rate®
“Our average customer is
orlo” el actually with us for more
S than eight years.”
‘we have one of the lowest — Arlo CEQ®
churn rates of any
consumer subscription
service in the world” 8
1 yrs
— Arlo CEO()

Source: Arlo investor presentation.
(1) William Blair Growth Stock Conference June 2026, (2) Raymond James & Associates Institutional Investors Conference March 2026



BOGUS CHURN RATE

Arlo boasts that its churn rate is particularly
impressive because it does not lock customers into
long term contracts

“We still have world-class churn, even though 75% roughly or more of
our customers are actually on monthly, they can churn any single
month. So, when you look at churn from other companies where they
may have locked their customers into a three-year contract, it's very
different. Ours is a real transparent organic churn rate where others

may be locked into certain contracts.”
Arlo CEO

Source: Raymond James & Associates Institutional Investors Conference March 2025



BOGUS CHURN RATE
Investors — reasonably — believe this is the churn rate
for Arlo’s own subscribers

Arlo reports its chum rate alongside its retail unit Sell-side conflate Arlo's reported churn rate with

economics, leading investors to believe that it is

: retail churn.
a retail number.

Arlo Churn Rate Presentation Sell-side churn references
- -
$18.0 PIPER | SANDLER -
A e O oo $16.0
> $14.0 4%
arlo $15.3 $917 % 5120 c
NETFLIX | 20% — . < : =
2 $10.0
huly Q49/, $229 o iB.O S0 $15.3 $16.4 2%%
— = oo _ 5
Reported Retail Account % oo o
... Chumn Rate Metrics .. $2.0
starz [om% Lviecace $0.0 0%

2022 2023 2024 2025 2026E
mmm Retail ARPU === Quarterlv Churn

(" )PPENHEIMER

Arlo has two forms of ecosystem lock-in with its customers. On the direct-to-consumer
end, it comes from the hardware-to-subscription attach funnel. So far, the company has
been successful with customer retention with over 8-¥ear imelied customer life and low
monthly churn under 1%. On its strategic partner end, the stickiness comes from co-

Source: Arlo Q2'26 Investor Presentation, Piper Sandler, Oppenheimer
Note: The headline churn metric reported by Arlo is a “consodlidated” number. This is different from “retail chum”, which Arl o references elsewhere but does not disclose.



BOGUS CHURN RATE

But buried in an earnings call, Arlo reveals this churn
rate is a “consolidated” number, which means it
includes all of Arlo’s “paid accounts”

This is different from its “retail churn rate” — which
Arlo stopped reporting in 2022 (but still makes

In an earnings call, Arlo revealed that its headline
churn rate is a consolidated number — ie it

. e ; reference to in the footnotes of its investor
includes all “paid accounts”.

presentations).
Consolidated Churn Rate Retail Churn Rate
“‘Our monthly consolidated churn 1.2%
dropped to 1% in the fourth )

Retail Monthly Churn®

quarter’

-Arlo CEO

Investor Presentation Q2’26

Source: Ao Q4'25 Eamings Call, Ado Q2’22 Investor Presentation, Ao Q226 Investor Presentation
Note: The headline churn metric reported by Arlo are a “consolidated” number. This is different from “retail churn’, which Arlo references elsewhere but does not disclose.



BOGUS CHURN RATE

In other words, 70%+ of the customers in Arlo’s
churn calculation are not Arlo customers at all...

Arlo proudly boasts of 6 million+ paid users. But 72% of these paid accounts are from its

partnership users (mostly with Verisure), which earn substantially lower revenue per user.

Arlo Paid Accounts Reported (million) Arlo Paid Accounts Breakdown

Q4-24 Q4-25
Paid Accounts (m) 4.60 5.69
ARR ($m) 257.30 330.50

6,303 Retail Subscribers

% ARR from retail 87.0% 89.0%
ARR from retail ($m) 223.9 294 1
ARPU ($ per month) 12.60 15.30
Retail subscribers (m) 1.48 1.60

Partnership Accounts

Implied partnership accounts (m) 3.12 4.08
% of paid accounts 68% 72%
% of ARR 13% 11%

ARPU ($ per month) 0.89 0.74

Source: Arlo Q2'26 Investor Presentation
Note: Paid account breakdown is calculated based on Ado’s disclosures.



BOGUS CHURN RATE
... they are customers of its partner Verisure — from
which Arlo earns a small, essentially negligible fee

By our estimate Arlo earns ~15¢ of gross profit per partnership user, which is almost 100x

less than what it earns from its own retail subscribers.

Economics per Subscriber ($ per month) Q4-25  Arlo services the Verisure users on a “cost plus”
Based on estimated 20% gross margin for partnership users

Retail / Direct Products are priced at cost plus markup, and
18 . Partnership paid subscriptions and services are billed
16 $15.3 $14.4 based on the number of active cameras
14 ' monthly and are priced at cost plus
15 markup. The transaction price for products
10 and paid subscriptions and services is
8 entirely variable because the consideration is
6 dependent on the actual costs
4
(2) $0_7 $0.15

Revenue Gross Margin

(Estimated)

Source: Company disclosures.
Note: Based on Arlo’s disclosures, we estimate that its partnership service revenues eam a gross margin of approximately 20% . See appendix for calculation. Our workings appear consistent with these services being
priced at cost plus markup.



BOGUS CHURN RATE

The Verisure customers distort Arlo’s headline churn,
because they are locked into long term contracts

Verisure’s churn rates are much lower than Arlo’s — in part because they are typically locked into

multi year contracts. Verisure investor materials cite an annual churn of 7.4% - or 0.62% per month,
which implies the churn on Arlo’s retail accounts is ~2% by our calculation.
Verisure Churn Rate

.
verisure
~14%

0-62% ~12% ~12%
Monthly churn

7.4%

Verisure Other Prosumer Insurance Telco
Group Monitored SaasS
2025 Alarms

Source: Verisure Company Presentation May 2026, Ado William Blair Growth Stock Conference (June 2026)
Note: monthly chum calculated as annual chum/12

Arlo lllustrative Churn Calculation - Snowcap

Monthly %

% of paid Churn
Q4-25 accounts Rate
Verisure / Partnership 72% 0.62%
Retail (Implied) 28% 1.98%
Consolidated Churn 100% 1.00%



BOGUS CHURN RATE
Based on Arlo’s disclosed customer acquisition cost, we
estimate churn rate is nearer 2.0%

Arlo discloses that retail customer acquisition cost was $229 per customer in Q4 2025 -
which it defines as sales and marketing expense less the gross profit it makes on retail

hardware sales. By our calculation, that implies Arlo’s churn rate is in the range of 2.0-
2.5%. Note, this is consistent with our Verisure calculation on the previous slide

Snowcap Retail Churn Calculation - Estimate

$m Q4-25 Q4-25

Low High @ The Verisure hardware
0 Verisure hardware gross margin (snowcap assumption) 5% 10% saIeE are at "cost plus’
markup
Sales and marketing expense 23.1 23.1
(-) Retail gross profit (8.6) (9.7)
Customer acquisition cost 31.7 32.8
(2] per new retail subscriber (reported) 229 229 (2] $ 2 2 9
Implied new retail subscribers (m) 0.14 0.14 Retail CAC 4
(-) growth in retail subscribers (0.04) (0.02)
Replacement subscribers 0.10 0.12
Retail subscribers 1.60 1.60
Implied monthly churn 2.0% 2.5%

Source: Ado Q2’26 Investor Presentation
Note: Ao defines CAC as retail sales and marketing expense less retail product non-GAAP gross profit divided by number of new retail paid subscriber accounts



BOGUS CHURN RATE

Arlo’s churn has significantly worsened on the back
of price hikes — contradicting its own claims

As of 2022, Arlo disclosed that its retail monthly churn was just 1.2%. Since then, we

estimate this has as much as doubled — contradicting Arlo’s key claim that its price hikes
have had no impact on churn rate

Arlo Churn Claims

“So we've raised ARPU by over
50% and have seen no impact on 1.2,
7 ] o
churn
Reatail Monthly Churnt*

—Arlo CEO()

Source: Company Filings. 1) Piper Sandler Conference, September 2025
Note: Ao discloses “LTV calculated as retail ARPU mulfiplied by non-GAAP retail services gross margin divided by retail services chum rate.”



SNOWCAP

3. Canary in the Coal Mine: Hidden
Acquisition Used to Prop up Growth




HIDDEN CANARY ACQUISITION
In March this year, Arlo quietly paid nearly $50m to
acquire its smaller competitor, Canary

Buried in the back of its 10-Q, Arlo revealed that it paid $49 million to acquire Canary

Connect.

Arlo Disclosure of Canary Acquisition nary Pr fferin

Canary Connect, Inc.

On March 11, 2026, we entered into and simultaneously closed an Asset Purchase Agreement with CQ n Q r SeCU rItY
Canary Connect, Inc. (“Canary”), a New York-based Internet of Things (“IoT”) company that designs and Made Sim ple
sells smart home security devices and SaaS solutions. The purpose of this transaction is to expand our
presence in the Al-driven smart home security market. The transaction is accounted for as a business

combination in accordance with ASC 805, Business Combinations. As a result of the transaction, we

obtained control of Canary by obtaining the ability to direct its ongoing operations and to receive

substantially all of the economic benefits associated with Canary.

Cash paid at close $ 36,000

Fixed deferred acquisition consideration 12,907
Total purchase consideration $ 48,907

Source: Company Filings, Canary Connect




HIDDEN CANARY ACQUISITION

Investors likely missed this because Arlo made barely
any mention of it in calls or presentations

Canary’s lack of disclosure compared to the (smaller) Aloe Care acquisition is notable. We

suspect Arlo did not want investors to know that it was paying for growth.

Arlo Disclosure of Canary Acquisition

Canary ($49m)

0 slides

Arlo Disclosure of Aloe Care Acquisition

Aloe Care ($19.5m)

= & les

>

4 dedicated
slides in

i; 3 Searnings .. o e
- j - presentation —

—

No dedicated press release

Arlo A ires Aloe s i Platf to S t
A Delicated pressrelease ™ e

0 mentions in earnings calls

12 mentions in earnings calls

Source: Company Filings, Arlo Q1'26 Investor Presentation

Note: Arlo has paid $14.1m in cash for Aloe Care to date, with uptoa further $25.0m payable as contingent consideration (carried ata fairvalue of $5.4m). Canary was referenced ina footnote in Arlo's investor presentation. Arlo’s Q1 2026 results rel ease referenced ‘the
acquisiions of Aloe Careand Canary”. Aloe referenced by management once ormore ina paragraph counts as 1 mention. A question and/or answer which references Aloe counts as 1 mention. Mentions from Q126 and Q2'26




HIDDEN CANARY ACQUISITION

Arlo’s 10-Q claims the acquisition was “not
material”. Which is misleading in our opinion

Bizarrely, Arlo’s Q2 disclosures state that  Canary’s ARR was last publicly pegged at

Canary’s contribution to its results was “not l1$14m a year. Other sources suggest it could
material” be higher.

Canary Contribution Disclosure External Sources on Canary’s Revenues

_,j/ LAKE STREET

During the six months ended June 28, 2026, Canary And Aloe Add Inorganic ARR Levers — Q2 marks the first full quarter of
C ) lt f t t terial contribution from two acquisitions. Arlo acquired Canary Connect on March 11 for

anary s results ot operations arc not materia $48.9M ($36.0M cash and $12.9M of deferred payments), acquiring a subscriber
and are included within our unaudited condensed book last publicly pegged near $14M in ARR and, more importantly, Canary's bundled

. . . hardware-plus-software retail motion as a lever on attach rates. Aloe Care Health
consolidated financial statements from an

effective date of March 1, 2026. The effect of

this business combination was not material to our Estimated Revenue & Valuation

. e Canary (canary.is)'s estimated annual revenue is currently $24M per year. ()
ﬁnanCIal reSUItS' Therefore’ the aCtual and pro- * Canary (canary.is)'s estimated revenue per employee is $245,000 B
forma results of operations from the acquisition ® Canary (canaryis)'s total funding is $123.8M.

date to June 28, 2026 have not been presented.

Headquarters 132 E 43rd St Ste 552, New York, New Yor...

Phone Number (888) 271-0121

Website www.canary.is

Revenue $31.7 Million

Source: Company Filings, GrowJo Canary Inc, Zoominfo Canary inc, Lake Street Research


https://growjo.com/company/Canary_(canary.is)
https://growjo.com/company/Canary_(canary.is)
https://www.zoominfo.com/c/canary-connect-inc/373406155
https://www.zoominfo.com/c/canary-connect-inc/373406155

SNOWCAP

4. CFO Déja Vu - CalAmp SaaS Transition
Ended in Collapse




CFO DEJA VU: CALAMP

Arlo’s CFO ran an almost identical playbook at his
previous company, CalAmp, which later went bankrupt

Before joining Arlo in 2022, Arlo’s joint CFO and
COO Kurtis Binder served as the CFO of CalAmp

That transition ultimately ended in disaster for CalAmp.
Its stock price has since declined 100%. In 2024 it filed

where he “led” a “similar” transition to a SAAS
for bankruptcy.

model.

" Kurt Binder !;alAmp Sharg P”QQ
W Chief Financial Officer - &rlo Technologies, Inc.

WSJ CalAmp, a Fleet-Tracking Software
Maker, Files for Bankruptcy

Chief Financial Officer

arlo - -
Arlo Technologies, Inc. - Full-time

Sep 2022 - Present - 4 yrs 1 mo

120000

SOFTWARE IS HARD — THE CAUTIONARY TALE OF

rvine, California, United States - On-site

Chief Financial Officer
CalAmp

Jul 2017 - Sep 2022 - 5 yrs 3 mos
rvine, California

Cal/Amp

une 23, 2023 D2D Advisor

120.00

100.00

“Kurt brings extensive experience in...hardware
devices to cloud platforms...SaaS business
models and accelerating subscription revenues.
He led a similar business transition at
CalAmp” - Arlo CEO, 2022

CFO Kurtis Binder
leaves to join Arlo

Jan 2022 Apr 2022 Jul 2022 Oct 2022 Jan 2023 Apr 2023 Jul 2023 Oct 2023 Jan 2024 Apr 2024

& koyfin

Source: Arlo Press Release August 2022, CalAmp website, WS, D2D


https://investor.arlo.com/press-releases/press-release-details/2022/Arlo-Announces-Changes-in-Executive-Leadership-to-Drive-Growth-and-Further-Expand-Services/default.aspx
https://www.wsj.com/articles/calamp-a-fleet-tracking-software-maker-files-for-bankruptcy-18e74f9f
https://digitstodollars.com/2023/06/23/software-is-hard-the-cautionary-tale-of-calamp/

CFO DEJA VU: CALAMP

The parallels between what happened at CalAmp and
our findings on Arlo are deeply concerning

Hardware sales pushed into

subscription revenues

'Y Subscriber numbers inflated by
low ARPU users

Acquisitions masked weak

organic growth

Source: Company Filings

Devices sold with a subscription were often booked in the
subscription segment, even when recognized upfront.

The "Software & Subscription Services" segment also sold and
leased hardware

Only ~48% of subscription segment revenue was actually
recognised over time (FY2023) - i.e., true subscription revenue.

CalAmp’s headline subscriber number conflated fleet software
users, stolen-vehicle-recovery units, school-bus tracking,
international recovery, and hardware customers converted to
subscription contracts. All of which carried very different ARPUs.
~300,000" of CalAmp’s “subscribers” were from its vehicle finance
business. CalAmp earned little recurring revenue from these
‘subscribers”.

Subscriber growth came mainly from buying businesses (LoJack,
Synovia, Tracker UK, LoJack Mexico), not winning customers
Organic additions were a small fraction of reported growth

Much of the acquired value was later written off: $58m gooduwill
impairment in the subscription segment

1) CalAmp reported 1.3m subscribers, but only 1m excluding vehicle finance (FY2021). In 2020, management began winding down LoJack’s US operations, describing it as “predominately a hardware-based offering

that no longer aligns with our core strategy”. Note: Binder left CalAmp in September 2022.




CFO DEJA VU: CALAMP

Déja vu: Arlo investors are being fed the same script
CalAmp investors were prior to its collapse

Arlo — Q226 Earnings

CalAmp Share Price

“Subscription Services revenue “Record subscriptions and
increases 19% year-over-year to services revenue of $93 million,
$41 million, representing a record growing 19% year over year”

60% of total revenue”

“Total S&SS subscribers were “Cumulative paid accounts
1.1 million, a 5% increase from increased to 6.3 million,
the prior quarter and an 11% growing 23.2% year over year.”

increase from a year ago”

“Announced expanded
partnership between Aloe Care
Health and Home Helpers
Home Care”

“Announced a partnership with
vehicle data expert, Noregon”

Source: Cal Amp, Arlo


https://www.calamp.com/press-releases/calamp-reports-fourth-quarter-and-fiscal-year-2022-financial-results/
https://investor.arlo.com/press-releases/press-release-details/2026/Arlo-Reports-Second-Quarter-2026-Results/default.aspx

SNOWCAP

5. Subscriber Decline Masked by KPI
Gymnastics?




SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS

Arlo tells investors its subscriber growth has
surpassed targets in recent quarters

In Q2 2025, Arlo increased its paid account target range from 170-190k per quarter, to 190-230k

per quarter. Since then it has consistently exceeded this target.

Net Subscriber Adds (m)
0-800 ‘increase our estimated ’ V\;ic?c?drstosl <23|81rf?1§2hp:id
paid account range to J L
0.700 190,000 to 230,000 per quarter, well a?ogg ggg
0.600 quarter, reflecting the target range of 1 ’
- gheundering | |5 2000 e
f ”
0.500 performance accounts to 5.4 million.”

0.400 /

0.300 Verisure catch-up

0.200 - - -

Arlo target range
0.100 J J

0.000
Q2-23 Q3-23 Q4-23 Q124 Q224 Q324 Q424 Q125 Q225 Q325 Q425 Q126 Q226

Source: Company Filings, Eamings call transcripts



SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS

This is mostly just partnership users. Arlo’s own
subscribers have stagnated, growing just 8% in FY25

Up until H1-2026, we can use Arlo’s disclosures to back solve for direct retail subscribers. This

shows direct subscriber growth has slowed substantially. Growing just 8% in FY25.

Paid Account Net-Adds (m) Partner / Verisure

Direct

1.80
1.60
1.40 | g
Definition Change
1.20

1.00

0.80

0.60

0.40

0.20

FY22 FY23 Fy24 FY25 H126

Source: Company Filings, Eamings call transcripts



SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS
And the true picture is likely even worse, because direct
subscriber #s were possibly boosted by a definition change

In Q3 2025, Arlo quietly changed how it counts paid accounts. The new definition appears

to be far more generous in our view because it seems to count anyone who paid a
subscription during the period. Not just active subscriptions at the end

Old Paid Account Definition

Cumulative Paid Accounts “Paid accounts are defined as any account
worldwide where a subscription to a paid service is being collected (either by us
or by our customers or channel partners, including Verisure).”

Unclear if this includes customers who

New Paid Account Definition (as of Q3 202 have since churned.
Z—

Cumulative Paid Accounts “Paid accounts at the end of a particular period are
defined as any account worldwide where a subscription-based or otherwise
recurring service fee was collected by Arlo (either directly from a user or from a
partner).”

New definition appears to accommodate bundled
subscriptions

Source: Company Filings




SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS

This also impacts ARR — which is calculated off the
(seemingly more aggressive) paid account nhumber

ARR is meant to be a run-rate metric. We believe Arlo’s new ARR definition is flawed in

and of itself, and is no longer a reflection of Arlo’s run-rate service revenue.

Arlo’s Shifting ARR Definition = Snow Interpretation

Spin off Last month of service revenue (ex prepaid service & NRE) x 12

Q1-23 Last month of service revenue (ex prepaid service &NRE) x 12

Q1-24 Paid subscribers as of the end of the period x ARPU

OREPLM | Expanded definition of paid subscribers at the end of period x ARPU

Source: Company Filings



SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS

In Q2, Arlo suddenly stopped disclosing ARPU — making
it impossible for investors to track direct subscribers

In Q1 this year, Arlo’s paid users were distorted by the acquisition of Canary. Then, in Q2,

Arlo stopped reporting ARPU — stating only that it had “increased”. We think it speaks
volumes that Arlo did not want investors to track its single most important metric.

Implied retail accounts — Snowcap Estimate

$ Q424
ARR 257.3
% of ARR from retail € 87%
ARR from retail 223.9
ARPU 12.6
Implied retail users (m) 1.48

% QoQ growth
Retail net adds (thsd)

Q125
276.4
88%
243.2
13.5
1.50
1.6%
23.2

Q225
316.0
88%
278.1
15.0
1.54
2.7%
41.2

Q325
323.2
88%
284 .4
15.0
1.58
2.3%
35.2

Q425
330.5
89%
294 1
15.3
1.60
1.4%
22.0

Q126 Q226
357.0 365.0
88% 88%
314.2 321.2
15.6 O~}
@ est 7
| 48% 1 77
L7611 77

@ Q1-26 growth driven by Canary acquisition.

@ InQ226, Arlo stopped disclosing ARPU. Why? We assume because it did not want investors to

back out the implied retail user number.

®  %ARR from retail is disclosed as of Q4 2024 and Q4 2025. In other quarters, we make an
assumption in this range solving for 17-20% YoY growth in Verisure service revenues.

Source: Company Filings, Eamings call transcripts

Note: Arlo discloses its % of ARR from retail sporadically. For quarters where Ao did not disclose this, we have made an assumption in this ballpark salving for ~20% YoY Verisure service revenue growth.



SUBSCRIBER DECLINE MASKED BY KPI GYMNASTICS
Arlo’s credit card and app fees - a useful proxy for its
paid subscribers - declined 11% QoQ in Q2

We believe Arlo’s credit card and app processing fees are a useful proxy for its paid

accounts

Paid Subscribers vs Credit Card & App Processing Fees

I “the biggest piece of
Increase 0 OpEXx growth quarter-
+§Q/° over-quarter is credit
card fees on the
(11%) subscription. So as
Fees QQ -
our subscribers grow,
the credit card fees
get a little bigger
every quarter’

- Arlo CEO

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2
FY24 FY24 FY24 FY24 FY25 FY25 FY25 FY25 FY26 FY26

Source: Company Filings, Arlo Raymond James & Associates investor conference December 2025



SNOWCAP

6. Business Headwinds, Partnership
Walkback, and Threat from Apple




BUSINESS HEADWINDS

Internet forums are full of customers angered by
price hikes and deteriorating functionality

more for this privilege. I'm done”

“the move to subscription for quality videos and connectivity is going

‘After about a decade, | have experienced your product go from
very good to [explicit] awful. All the while you charge me more and

r/arlo, May’'26

to break customers and I have hit my break point...l can't see a lot
of people sticking around much longer on the subscription plans at
this rate.”

@ reddit r/arlo, Jan'26 @ reddit rarfo, Jan'26

“I'm done with Arlo also. | have 4
cameras and none of them work.”

Source: Reddit - r/aro

lets me record locally.”

= WA

‘Il be trashing this subscription bait and finding a brand that

“The pricing for [Blink] 2K cameras is MUCH better than Arlo...I think
Arlo’s greed will be their undoing”

@ reddit r/arlo, May’26

r/arlo, Mar'26

“‘Arlo blows. Had them many years ago and
then | found out about EUFY. No fees”
|52 Y rarlo, Mar'26

China white label brand”

@ reddit

“I' have no idea how Arlo is sold like a premium brand in the big
consumer electronic chains, when the whole system feels like a

r/arlo, Feb'26



https://www.reddit.com/r/arlo/
https://www.reddit.com/r/arlo/
https://www.reddit.com/r/arlo/
https://www.reddit.com/r/arlo/
https://www.reddit.com/r/arlo/comments/1t13s7b/well_they_asked_and_i_couldnt_stop_myself_from/
https://www.reddit.com/r/arlo/comments/1rj5e5x/from_1499mo_to_4999mo_is_wild/
https://www.reddit.com/r/arlo/comments/1rj5e5x/from_1499mo_to_4999mo_is_wild/
https://www.reddit.com/r/arlo/comments/1pmfmrq/im_done_finally/
https://www.reddit.com/r/arlo/comments/1pwhxw9/subscription_costs_risingand_im_done/
https://www.reddit.com/r/arlo/comments/1pwhxw9/subscription_costs_risingand_im_done/
https://www.reddit.com/r/arlo/comments/1qescki/well_arlo_you_accomplished_me_switching_to_eufy/
https://www.reddit.com/r/arlo/comments/1qescki/well_arlo_you_accomplished_me_switching_to_eufy/
https://www.reddit.com/r/arlo/comments/1qescki/well_arlo_you_accomplished_me_switching_to_eufy/
https://www.reddit.com/r/arlo/comments/1t0m8i5/comment/ojanpw5/?utm_source=share&utm_medium=web3x&utm_name=web3xcss&utm_term=1&utm_content=share_button

BUSINESS HEADWINDS

Arlo has been accused of using questionable tactics
to push old users onto its new subscription plans

In 2020, Arlo transitioned to its new
business model, requiring new

users to pay for basic features

which had previously been free.

In an attempt to transition the old users
onto new paid plans, Arlo told them

their cameras were at the end of their
life. Which resulted in Arlo being sued.

Yet internet forums suggest Arlo
may still be using underhand tactics

to get old Arlo users off their free
plans.

Free 7-Day Cloud Storage included
with every camera

The Arlo Basic plan
gives you access to
motion- and audio-

triggered recordings
From the past 7 days.
And the plan never

expires!

February 2023

WSJ

The Cameras Worked Fine. Their
Maker Said They Had Reached
Their End of Life.

How long your smart gadgets last isn't up to you

January 2023

ClassAction

Arlo Technologies Falsely
Advertised that Security Camera
Cloud Storage Offer ‘Never
Expires,’ Class Action Alleges

Source: Arlo Basic Plan, Aro.com US, Wayback Machine, WSJ, ClassAction.org, Reddit
Note: Automatic updates have forced users of Legacy Arlo cameras onto free frials of Ao Secure. As a result, some of these users have experienced a subsequent loss of functionality and an inability to revert back to

their pre-existing 7-Day Cloud Storage - Reddit

DO NOT upgrade to Arlo Secure. You
can NOT go back to what you had
before.

“| picked up a 3 pack of Arlo Solar powered cameras
from Costco with the intention of adding them to my
account. This forced my account to "upgrade" to Arlo
secure, causing me to loose several features | use
(Used) daily...when | asked to remove the new camera
and return to the previous system, they informed me
that it's a one way upgrade. NO way back”

M reddit rlarln 2024

"l was enrolled in a free trial when the new app
updated without being asked”

“My app updated automatically and it enrolled me
into the trial as well”

rlarla 2025
“Others and | were forced to change to the new Ul [

and trial”
© reddit Harlosmarthome, Jan'26



https://web.archive.org/web/20200408222446/https:/www.arlo.com/en-us/products/arlo-pro/default.aspx
https://www.wsj.com/tech/personal-tech/the-cameras-worked-fine-their-maker-said-they-had-reached-their-end-of-life-b6fd3036
https://www.classaction.org/news/arlo-technologies-falsely-advertised-that-security-camera-cloud-storage-offer-never-expires-class-action-alleges
https://www.reddit.com/r/arlo/comments/18u57in/do_not_upgrade_to_arlo_secure_you_can_not_go_back/
https://www.reddit.com/r/arlo/comments/18u57in/do_not_upgrade_to_arlo_secure_you_can_not_go_back/
https://www.reddit.com/r/arlo/comments/18u57in/do_not_upgrade_to_arlo_secure_you_can_not_go_back/
https://www.reddit.com/r/arlo/comments/18u57in/do_not_upgrade_to_arlo_secure_you_can_not_go_back/
https://www.reddit.com/r/arlo/comments/1jkwn5a/7_day_free_storage_gone/
https://www.reddit.com/r/arlo/comments/1jkwn5a/7_day_free_storage_gone/
https://www.reddit.com/r/arlo/comments/1jkwn5a/7_day_free_storage_gone/
https://www.reddit.com/r/arlo/comments/1jkwn5a/7_day_free_storage_gone/
https://www.reddit.com/r/arlosmarthome/comments/1n9hhc6/what_you_need_to_know_about_7day_cloud_recording/

BUSINESS HEADWINDS

Arlo recently abandoned an attempt to expand into
the total security market earlier this year

Arlo tells investors it can expand into B2B and Yet Arlo quietly scrapped its “Total Security Packages” offering in
ADT-like segments of the market March’26 — we suspect due to lack of demand.
William Blair Growth Conference — Jun’26
Growth Drivers arle¥ starter @ Essential Video @ Advanced Video @
Total Security Sti:‘tmg at $33/mo* Sti:‘tln at $45/mo* St:"arling at $68/mo*

. Grow B2B Partnerships
(( | Win new strategic partners while growing existing B2B accounts to
™ ' accelerate our indirect paths to consumers and scaled SaaS services.

0% APR With ygriem) 5% APR With aeiem)
$359.64. 07884,

Bundles include

Global Market Estimated @ 2-3x US . Easy Setup

Abandoned March ‘26 =
| pe e 1] i

Smart Security Services  (cor

$16.6B

Security €

with integra
DIY & Professionally
< All-in-One
Installed Security with 8 different detection functions -

Devices. (Consumer,us)

$8.2B

Xp-€ ® pelewis3 sioie| Jusdelpy

Essential Outdoor Camera (2nd Gen) o
with clear video in 1080p High Definition

Video Doorbell
with clear video in 1080p High Definition

© 0 0 ¢

Yard Sign
o cote burgirs ] o

Source: Arlo Total Security, Arlo Presentation — William Blair Growth Conference
Note: Arlo Total Security Packages absent from Arlo’s website since March 2026


https://web.archive.org/web/20251002010806/https:/us.arlo.com/pages/arlototalsecurity
https://s22.q4cdn.com/363130056/files/doc_presentations/2026/06/Investor-Presentation-for-William-Blair-vF2.pdf
https://s22.q4cdn.com/363130056/files/doc_presentations/2026/06/Investor-Presentation-for-William-Blair-vF2.pdf
https://s22.q4cdn.com/363130056/files/doc_presentations/2026/06/Investor-Presentation-for-William-Blair-vF2.pdf
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Former executives anticipate a wave of churn as
cameras approach their end of life

Former Arlo executives claim that typically, churn rate starts “significantly going up” after 5-7 years

as cameras reach their end of life.

Ll L]

IIIUStratlve Llfe- HIGH CHURN LOW CHURN CHURN RISES AGAIN
First 1-2 Years Years 2-5 Years 5-7+

Cyc Ie C h u rn Ch art Customers are still Churn drops substantially as customers Cameras reach end of life

evaluating the product are satisfied, integrated in their smart (5-7 years), leading to
or may not be fully home, and see ongoing value. more cancellations.
committed.
4 % A A

High

Medium

CHURN RATE (%)

Low

(o] 1Year 2 Years 3 Ye&s 4 Years 5-7 rs+
TIME SINCE FIRST\PURCHASE

/ \
‘new busi Stickiest customers Churn rate at its low point - 3 Churn rate “significantly”
neV\’/, UsINess remain, churn rate years into the “new business ramps up as hardware
model” era begins . ; )
2020 declines model” cycle reaches end of life.
2022 2023 2025 - 2027

Source: Expert Call (Former VP) + Generated Visualization
Note: Ao's Chum Rate is based on “New Business Model households only”, starting in 2020. These cameras are at the end of their 5-7 year useful lifecycle



PARTNERSHIP WALKBACK

Arlo seemingly walked back its partnerships potential
in the most recent quarter

Arlo consistently told investors in prior earnings releases that its strategic partnerships would help it

meet and surpass long range targets early. In the most recent quarter, it scrapped this claim and
replaced it with boiler plate language around becoming a “trusted technology brand of choice”.

Arlo’s Press Release Lanquage re Strategic Partnerships

Q2 25 “coupled with our Holiday product launches and announcement of ADT as a strategic
- partner positions Arlo for continuing success”

Q3 25 “expectations regarding our subscription momentum, holiday product launches and
- recent strategic partnerships to position us for continuing success”

Q4 25 “Arlo is the preferred partner in the smart security space and these deals will
- accelerate our momentum towards achieving our long-range targets”

Q1 26 “combined with the scale of our strategic partnerships will provide additional durable
- growth vectors on our path to surpass our long-range targets early”

Q2 26 “catalysts for our strategic partners to make Arlo their trusted technology brand of
- choice for safety and security solutions”

Source: Arlo earnings releases
Note: Ao’s partnerships with Samsung and Comcast are yet to launch, but based on ADT walk back, we have reason to doubt the potential of these partnerships too



PARTNERSHIP WALKBACK

So far, Arlo’s ADT Blu partnership appears to have been
poorly received, and has resorted to heavy discounting

Reviews of ADT Blu describe an
underwhelming user experience, citing
nuMEerous Issues.

ADT Blu has also slashed its prices by 50% just 3

months after launching

ADT Blu Review ADT Blu Discounting

ADT’s New Blu Kit Falls Far CNET

Behind the DIY Competition 50% off select ADT

| found missing features, a malfunctioning app, and more showing the
2026 system wasn't even ready to be released, much less compete with
other DIY security.

& 50
Pros & Cons
© ADT Plus app is buggy
(® Device design is solid
(© Camera setup proved impossible
(® 2K camera resolution is a good upgrade
(© Certain features refused to function
(© Subscriptions starting at $15 are more
expensive than competitors that offer more
(© No Matter support
ADT Blu Doorbell Camera
© A particularly bad customer support View live and recorded video, plus speak
experience to visitors from virtually anywhere.
Batter: y  Weather resistant 2K HDR
Outdoor Night vision 180° view
$54.50 510900

kits and cameras*

ADT Blu Outdoor Camera ADT Blu Indoor Camera

View live video and recorded clips of what  Keep an eye on things you value most.

goes on outside your home. Check in or see how the kids are doing.
Battery  Weather resistant 2K video Wired 2Kvideo Indoor  Night vision
Outdoor Night vision 130° view 130° view

$44.50 38900 $34.50 56900

Source: CNET, ADT Blu
Note: ADT Blu launched in May 2026. Prices as of 26" August 2026. ADT Blu cameras are 2" Generation Arlo cameras with an ADT logo



https://www.cnet.com/home/security/my-test-of-adts-blu-kit-show-how-far-the-longtime-security-company-has-fallen/

BUSINESS HEADWINDS

Arlo under pressure from Eufy and new market

entrants

Arlo customers refer to price hikes and
deteriorating functionality as a reason to
switch to Eufy - which does not require a

subscription

“I have been with Arlo for about 12 yrs. Many of them
paying subscription. The unreliability and the constant
$$% hikes have pushed me out of this system. | have

moved to Eufy and so far, I'm liking it at ton!”

@ reddit t/arlo, Jun'26

‘Eufy cameras are a great alternative. No subscription
fee. One time cost as it should be. Nothing is perfect but
these work better than Arlo ever did.”

@ reddit

r/ario, Oct'25

‘Deceitful and predatory business practices is the only
thing you'll get dealing with Arlo. Check out Eufy. No
subscription required. Their Camera system was
cheaper to purchase then buying a year of Aro cloud

storage”
@ reddit

I/arlo, Mar'26

Source: Google Trends, Reddit, Walmart

Eufy’s google search popularity has
dwarfed Arlo’s in recent months

Google Trends

120 -

Arlo

100 -

80 1

60

40 A

20 A

Eufy

Walmart is littered with
cheap home security

2005 2010 2015

2020 2025

alternatives to Arlo
0 E B (| I
o B . ;&EE. " _——



https://www.reddit.com/r/arlo/comments/1rj5e5x/comment/o8avnt8/?utm_source=share&utm_medium=web3x&utm_name=web3xcss&utm_term=1&utm_content=share_button
https://www.reddit.com/r/arlo/comments/1rj5e5x/comment/o8avnt8/?utm_source=share&utm_medium=web3x&utm_name=web3xcss&utm_term=1&utm_content=share_button
https://www.reddit.com/r/arlo/comments/1rj5e5x/comment/o8avnt8/?utm_source=share&utm_medium=web3x&utm_name=web3xcss&utm_term=1&utm_content=share_button
https://www.reddit.com/r/arlo/comments/1rj5e5x/comment/o8avnt8/?utm_source=share&utm_medium=web3x&utm_name=web3xcss&utm_term=1&utm_content=share_button
https://www.reddit.com/r/arlo/comments/1p9d4o7/arlo_is_a_complete_waste_of_time_and_money_ceo/
https://www.reddit.com/r/arlo/comments/1u8ciw0/done_and_goodbye/
https://www.reddit.com/r/arlo/comments/1u8ciw0/done_and_goodbye/
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Apple’s entry into the home security market directly
threatens Arlo’s premium positioning

Arlo’s USP was historically that its cameras looked and felt more premium than competitors’. On

this basis, we believe Apple’s entry is particularly devastating to Arlo.

CNET October 13, 2026, 1:45 pm ET

Apple Just Declared War on
Smart Home Security

Starting this December, Apple's unleashing its own version of the smart
home. We saw what's in store with our own eyes.

Apple’s “Home Collection” directly competes with Arlo’s
more expensive, “higher end”, cameras. These are Arlo’s
most valuable subscribers

#Home Collection

| |
. 4 .
LG Indoor Cam Plugin L6V er
$199.95

$24995 $299.95 $399.95

Q2 2026 Earnings Call

“our higher end products, so call it
Pro — Arlo Pro and Arlo Ultra...Those
are the types of users that tend to
subscribe to a higher tier plan”

-Arlo CEO

Source: CNET, Apple

Note: Alo's USP according to Oppenheimer (May 2026): “Compared with low-cost competitors, ARLO appears better positioned on brand quality, installed-base monetization, and service credibility.”



https://www.cnet.com/home/smart-home/apple-just-declared-war-on-smart-home-security/
https://www.apple.com/shop/home/accessories/apple-home-collection

SNOWCAP

7. Free Cash Flow Propped Up by Stock-
Based Comp, Which Executives Have
Been Aggressively Dumping




FREE CASH FLOW & INSIDER SELLING

Arlo’s free cash flow is illusory in our view, because it
hinges on large stock-based comp awards

Arlo spends most of its free cash flow buying back the shares it issues to staff, yet its share count is still up
27% since 2021.

Free Cash Flow ($m)

Trailing 12-Months

80.0

60.0

40.0

20.0

0.0

-20.0

-40.0

-60.0

-80.0

-100.0

-120.0

FCF Reported
/v

Q122 Q222 Q322 Q422 Q1

Q223 Q323 Q4 Q224 Q324 Q424

FCF (-) Stock-
based Comp

Source: Company Filings.
Adjusted to exclude impact of ~$8m tariff refund in Q2'26. Shares outstanding have increased ~27% since January 2021



FREE CASH FLOW & INSIDER SELLING

...which insiders have been selling; Arlo’s CEO and
CFO have sold 70%+ of their stock since 2022

Since 2022, Arlo’s CEO has sold ~5.6m shares and its CFO ~1.7m — roughly 70% - 80% of their total
shareholdings. No executive has bought on the open market since Nov-22.

Shares Sold by Key Execs Insider Purchases & Sales
Vs Shares owned today Vs share price
- o |
5 8 | ! Shares sold since 2022 Closing Price @ Purchase  @Sale
=7 . Shares owned as of Oct-2026 oo

) -
- 15.00

10.00

Matthew McRae Kurt Binder Brian Busse
CEO CFO GC

Source: Quiver Quant


https://www.quiverquant.com/stock/ARLO/insiders/

SNOWCAP

Appendix
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SERVICE REVENUES INFLATED BY BUNDLE ACCOUNTING GAMES

Select Examples of Bundle Deals and Estimated Accounting Impact

Standalone Price

Total

Hardware + Perceived Revenue

Retailer Camera Kit U IO Arlo Secure Hardware  Subscription Cost of Arlo Services  booked as
Subscription

(%)

included Bundle Secure

arlo.com Essential Pan Tilt Indoor 6 Months $39.99 $34.99 $59.94 $5.00 $14.74 $25.25 63%

arlo.com Essential Cam 6 Months $3499 $39.99 $59.94 -$5.00 $14.00 $20.99 60%
arlo.com Essential Cam x2 6 Months $64.99 $64.99 $119.94 Free $22.84 $42.15 65%
Amazon  Cssential Fzgngg)t Indoor2K - s tonths  $39.98  $34.99  $50.94  $499  $1474 $2524  63%
Amazon Essential Cam 6 Months $3499 $35.98 $59.94 -$099 $13.12 $21.87 62%
Amazon Essential Cam x2 6 Months $64.99 $54.99 $119.94 $10.00 $2043 $44.56 69%
Walmart CSsentil O“?(f;g)ZK (rdGen. 4 yionth  $3599 $3599  $9.99 Free  $2817 $7.82  22%
Walmart Cssential '”d2°0°2r5';D (BrdGen.yionth $19.98  $19.98 $9.99 Free  $1332  $6.66  33%
Walmart ~ CSsential P(azr(‘);'s'; IndoorHD 4 vionth §2498  $24.98 $9.99 Free  $17.84 $7.44  29%

Source: Arlo.com US, Amazon, Walmart
Note: Arlo.com deals on 20" October 2026. Amazon and Walmart deals on August 26 2026. Subscription cost calculated as Number of Months x Monthly Cost (Single Camera: $9.99, Multi-Camera: $19.99)



VERISURE USERS DISTORT PAID USERS & CHURN RATE

Verisure service margin calculation

Service Gross Margin Calculation

Q1-25 Q2-25 Q3-25 Q4-25

Service Revenue

Retail 60.2 68.8 70.4 75.7
Verisure 8.6 9.4 9.6 9.7
NRE 4.0
Gross Margin

@ Retai 92%  94%  94%  94%
Verisure 20% 20% 20% 20%

@ N\RE 50%
Gross Profit
Retail 55.4 64.7 66.1 711
Verisure 1.7 1.9 1.9 1.9
NRE 2.0
Implied Gross Profit 57.1 66.5 68.1 75.1
Gross Profit reported 57.2 66.4 68.0 75.1
Delta (0.1) 0.2 0.0 (0.0)

@ Snowcap assumption. NRE revenue is described as lower margin.
@ % of service revenue and gross margin as disclosed in Q4’24 and Q4'25. Other quarters are Snowcap assumptions

Source: Arlo disclosures



ARLO’S CONFUSING DISCLOSURES

KPIs for Arlo’s core subscription business are
inconsistently reported and often outdated

KPIs for Arlo’s retail business reported in investors presentations are outdated and
infrequently updated.

Arlo retail business KPIs as disclosed in quarterly presentations

Q4-25 Presentation Q1-26 Presentation Q2-26 Presentation
Outstanding Unit Economics Q1-26 investor presentation Outstanding Unit Economics
Retail Accounts = 89% of ARR . X Rootal Accounts = B8% of ARR
contains Q4-25 metrics???
$15.3 $917 515.3 $15.3 $917
Retail ARPU @ Retail LTV Retall ARPU (1 Retail LTV @ Flatad AR 1 Fogtad LTV &
94% $229
| Not updated Not updated

4.0x

Source: Arlo investor presentations
Note: On its Q1-2026 earnings call, Arlo stated that “ARPU in the quarter was $15.60”.



GOVERNANCE CONCERNS: VIZIO

CEO and CFO both worked together at Vizio, which
was embroiled in controversy over user data

In 2017 Vizio agreed to pay $2.2m to settle FTC and New Jersey charges that it collected TV

viewing data without consent. We make no allegation that either executive was involved.

This is notable because

Arlo CEO and CFO Vizio Work History Vizio User Data Controversy one of Arlo’s key claims
is that it is the
Switzerland of home

Matthew McRae E E security cameras
CEQ of Arlo

Chief Technology Officer & Head of Marketing

TV maker unlawfully tracked

Aug 2008 - Aug 2017 -9 yrs 1 mo

rvine, California Vi eWing habits

(® 7 February 2017

TV maker Vizio has agreed to pay out $2.2m in order to settle allegations it
unlawfully collected viewing data on its customers.

8 Kurt Binder
Chief Financial Officer - Arlo Technologies, Inc. The US Federal Trade Commission said the company’s smart TV technology
had captured data on what was being viewed on screen and transmitted it to
Vice President / Chief Financial Officer the firm’s servers.
VIZIO VIZIO
Apr 2010 - Jul 2017 - 7 yrs 4 mos The data was sold to third parties, the FTC said.

vine Califormi
vine, Califormia The FTC said the data collection began in February 2014 and affected around
11 million televisions.

Source: Linkedin, BBC
Note: When Binder joined Arlo in 2022, Arlo explicily referenced “data monetization” as one of the key areas ofits business in which Binder had extensive experience.


https://www.bbc.co.uk/news/technology-38889975
https://investor.arlo.com/press-releases/press-release-details/2022/Arlo-Announces-Changes-in-Executive-Leadership-to-Drive-Growth-and-Further-Expand-Services/default.aspx
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