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Disclaimer

You must read the following before continuing. The following applies to this presentation, the oral presentation of this information in this document by Global-e Online Ltd. (“Global-e” or the “Company”) or any person on behalf of the Company, and any
question-and-answer session that follows any oral presentation. In accessing this presentation, you agree to be bound by the following terms and conditions. This presentation may not be reproduced, redistributed, published or passed on to any other person,
directly or indirectly, in whole or in part, for any purpose. The presentation is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state, country or jurisdiction where such distribution
or use would be contrary to law or regulation or which would require any registration or licensing within such jurisdiction. This presentation does not constitute or form part of, and should not be construed as an offer or the solicitation of an offer to subscribe for
or purchase securities of the Company, and nothing contained therein shall form the basis or be relied on in connection with any contract or commitment whatsoever. Sales and offers to sell securities will only be made in accordance with the U.S. Securities Act of
1933, as amended, and applicable U.S. Securities and Exchange Commission (“SEC") regulations, including the written prospectus requirements. This presentation contains forward-looking statements within the meaning of the Private Securities Litigation Reform
Act of 1995.

All statements contained in this presentation that do not relate to matters of historical fact should be considered forward-looking statements, including, without limitation, statements regarding our future results of operations and financial position, including our
non-GAAP gross profit and non-GAAP gross margin, Adjusted EBITDA and Adjusted EBITDA margin, free cash flow expectations, our business strategy and plans, the growth of our business and opportunity, developments, as well as statements that include the
words “expect,” “intend,” “plan,” “believe,” “project,” “forecast,” “estimate,” “may,” “should,” “anticipate” and similar statements of a future or forward-looking nature. These forward-looking statements are based on management's current expectations. These
statements are neither promises nor guarantees, but involve known and unknown risks, uncertainties and other important factors that may cause actual results, performance or achievements to be materially different from any future results, performance or
achievements expressed or implied by the forward-looking statements, including, but not limited to: our ability to retain existing, and attract new merchants, our ability to anticipate merchant needs or develop or integrate new functionality or enhance our existing
platforms to meet those needs, our ability to implement and use artificial intelligence and machine learning technologies successfully, our ability to compete in our industry, our reliance on third-parties, including our ability to realize the benefits of any strategic
alliances, joint ventures, or partnership arrangements and to integrate our platforms with third-party platforms, our ability to develop or maintain the functionality of our platforms, including real or perceived errors, failures, vulnerabilities, or bugs in our platforms,
our ability to manage our growth and manage expansion into additional markets, our ability to accommodate increased volumes during peak seasons and events, our ability to effectively expand our marketing and sales capabilities, our ability to operate
internationally, our reliance on third-party services, including third-party providers of cross-docking services and third-party data centers, in our platforms and services and harm to our reputation by our merchants’ or third-party service providers’ unethical
business practice, regulatory requirements and additional fees related to payment transactions through our eCommerce platforms could be costly and difficult to comply with, our business's reliance on the personal importation model, our ability to securely store
personal information of merchants and shoppers, fluctuations in the exchange rate of foreign currencies has impacted and could continue to impact our results of operations, our ability to offer high quality support, our ability to expand the number of merchants
using our platforms and increase our GMV and to enhance our reputation and awareness of our platforms, our ability to adapt to emerging or evolving regulatory developments, changing laws, regulations, standards and technological changes related to privacy,
data protection, data security and machine learning technology and generative artificial intelligence evolves, our role in the fulfilment chain of the merchants, which may cause third parties to confuse us with the merchants, our ability to establish and protect
intellectual property rights, and our use of open-source software which may pose particular risks to our proprietary software technologies, our dependency on our executive officers and other key employees and our ability to hire and retain skilled key personnel,
including our ability to enforce non-compete agreements we enter into with our employees, global events or conditions in individual markets such as financial and credit market fluctuations, war, climate change, and macroeconomic events, and the other
important factors discussed under the caption “Risk Factors” in our annual report on Form 20-F filed with the SEC on March 28, 2024, as such factors may be updated from time to time in our other filings with the SEC (including in our upcoming Form 20-F with
respect to the fiscal year ended December 31, 2024) which are accessible on the SEC's website at www.sec.gov. In addition, we operate in a very competitive and rapidly changing environment. New risks emerge from time to time. It is not possible for our
management to predict all risks, nor can we assess the impact of all factors on our business or the extent to which any factor, or combination of factors, may cause actual results to differ materially from those contained in any forward-looking statements that we
may make. In light of these risks, uncertainties and assumptions, the forward-looking events and circumstances discussed in this presentation are inherently uncertain and may not occur, and actual results could differ materially and adversely from those
anticipated or implied in the forward-looking statements. Accordingly, you should not rely upon forward-looking statements as predictions of future events. In addition, the forward-looking statements made in this presentation relate only to events or information
as of the date on which the statements are made in this presentation. Except as required by law, we undertake no obligation to update or revise publicly any forward-looking statements, whether as a result of new information, future events or otherwise, after the
date on which the statements are made or to reflect the occurrence of unanticipated events. Unless otherwise indicated, information contained in this presentation concerning our industry, competitive position and the markets in which we operate is based on
information from independent industry and research organizations, other third-party sources and management estimates. Management estimates are derived from publicly available information released by independent industry analysts and other third-party
sources, as well as data from our internal research, and are based on assumptions made by us upon reviewing such data, and our experience in, and knowledge of, such industry and markets, which we believe to be reasonable. In addition, projections,
assumptions and estimates of the future performance of the industry in which we operate, and our future performance are necessarily subject to uncertainty and risk due to a variety of factors, including those described above. These and other factors could cause
results to differ materially from those expressed in the estimates made by independent parties and by us. We are not able to provide a reconciliation of Adjusted EBITDA to operating profit (loss), the nearest comparable GAAP measure, and Adjusted EBITDA
margin guidance for future periods, because certain items that are excluded from Adjusted EBITDA and Adjusted EBITDA margin cannot be reasonably predicted or are not in our control. We are also not able to provide a reconciliation of free cash flow guidance
for future periods to net cash provided by operating activities, the nearest comparable GAAP measure, because certain items that are reflected in free cash flow cannot be reasonably predicted or are not in our control. In addition, we are also not able to provide a
reconciliation of non-GAAP gross profit and non-GAAP gross margin for future periods to gross profit, the nearest comparable GAAP measure, because certain items that are reflected in non-GAAP gross margin cannot be reasonably predicted or are not in our
control.

In particular, in the case of adjusted EBITDA and adjusted EBITDA Margin, we are unable to forecast the timing or magnitude of share based compensation, depreciation and amortization, commercial agreement asset amortization, amortization of acquired
intangibles, and merger related contingent consideration, in the case of free cash flow, we are unable to forecast purchase of property and equipment, and in the case of non-GAAP gross profit and non-GAAP gross margin, we are unable to forecast amortization

of acquired intangibles included in cost of revenue, in each case, as applicable without unreasonable efforts, and these items could significantly impact, either individually or in the aggregate, GAAP measures in the future.
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The trademarks included herein are the property of the owners thereof and are used for reference purposes only. Such use should not be construed as an endorsement of the products or services of the Company.
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Opening Remarks
Global-e Vision and Roadmap

Product and Technology
Go To Market

Break

Partnership with Global-e
for Global Growth

Financial Strategy

Q&A

Amir Schlachet, CEO

Yehiam Shinder, CTO
Nir Debbi, President

Michelle Wasserman
SVP, GM International, Figs

Dan ElImoznino
Chief Web Officer, KITH
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CEO, North America, Global-e
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Global-e Vision and Roadmap

Amir Schlachet
CEO

Global~
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Global eCommerce is massive and growing;
Steadily gaining traction out of total retail sales

Global retail eCommerce growth

Retail Ecommerce Sales Worldwide, 2021-2027
trillions, % change, and % of total retail sales

$7.956
$7.405

$6.862

2021 2022 2023 2024 2025 2026 2027
M Retail ecommerce sales [l % change [ % of total retail sales

Note: includes products or services ordered using the internet, regardless of the method of
paymeant or fulfilment; excludes travel and event tickets, payments such as bill pay, toxas, or
money transfers, restaurant sales, food services and drinking place sales, gambling and
ather vice goods salas

Source: Insider Intelligence | eMarketer Forecast, Jan 2024

284586 Insider Intalligence | eMarketer

Retail eCommerce growth - USA

Estimated Quarterly U.S. Retail E-commerce Sales as a Percent of Total Quarterly Retail Sales:
1* Quarter 2015 - 3" Quarter 2024

Percent of Total
18.0

10 10 1Q 1Q 1Q 1Q 1Q 1Q 10 10
2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
| e Not Adjusted === = Adjusted|

Long term trend continues following the
'‘COVID blip" and 2022 normalization

Globale
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. . Regulation _
Demand Site interaction Payments & compliance International

generation & naVigation currencies (GDPR, GPSR, ) fraUd Shlpplng

e

Local
language . Returns

o B4l @ o

Product display Taxes & Local tax Tax Post sale
pricing & discovery duties registrations reclaim service

y,

Global~
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Expanding eCommerce to one market is painful

Language

NL

ENG

Currency Payments
®
X6 =
P PayPal
Klarna.
i

Shipping

=5

=) 7/ 4

=l i o ——

=1
to—o

¥ dpd

Duties / Taxes

TAX
?' %|

N
€
R~

... as is maintaining operations in arapidly
changing environment ...

4= Tariff changes and De Minimis (Feb/Mar-25)

‘ ' VAT registration threshold cut (May-25)

Local European registration requirements for
international merchants (I0SS, GDPR, GPSR)

‘*' HST reduction, Nova Scotia (May-25)

£ E-invoicing regulation (Nov-25)

-
+ O
& Globale_~
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Sample of VAT updates (24-25)




Global D2C expansion is nearly impossible
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Global&

Payments Shipping Duties / Taxes

@%@ Currency

Language
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Brands are not realizing the
true potential of D2C
global eCommerce

Global



Global-e provides a smart end-to-end platform
powering better global eCommerce

Increased Localized,
Conversion, Seamless

Reduced Shopping
Complexity Experience

Globale
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We simplify Global eCommerce for merchants

() O

Single integration for
better Global eCommerce

e e e e . Global-e's leading eCommerce enablement solution
©
®® ;

Global
I) platform @) Data Security @ Open APl Integrations
@ G, Single End-to-End Platform
©
®
Payment Providers
Currency and hedging
OOe®® Fulfillment and Returns
?@) Fraud Management
Demand generation
— Trade compliance
@ Duty and tax management
% Best Practices and Know-how

Globale
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Delivering ‘out of the box’ deep localization capabilities

and services

AN (%)

Local messaging Local
per market pricing
30+ languages 100+ currencies
% :
Multiple shipping Easy local
options returns

20+ providers

——]

. ©)

Local payment
methods

150+ payment
methods

Payment fraud
management
Zero risk

/]
TAX

Y

Local import D&T
calculated and guaranteed
170+ markets

Ao

Ll
&

Local market know-how
and insights
Act Local

Globale
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Coupled with unique ‘Smart Insights’ for merchants,
driving higher conversion rates

setter results and ), More customers and Per market optimization

conversion transactions

O O = Market proposition

_ " .
+40% 4 >25M >ZB : Uni -econom|cs

A Profit pools
CVR uplift »~ GIObale Transactions Sessions

c t i i argi ore oun
> 2 0 0 > 1 4 0 0 ountry %Sales AoV T&D  gubsidy coefficient coefficient
I
1 i

‘ . == Ei“n;eddom 321% $311 HF $106 -341% 311%
A Markets Clients
( B+l conada 26.6% $314  PF -S59 -18.8% 15.8%
? B3 Australia 8.8% $274 F  -sa6 -16.9% 13.9%
. . Ireland (Republic
More data and Ins|ghts I I of) 3.9% $244 IF -$93 -38.3% 35.3%
H Switzerland 3.1% $429 HF -582 -19.2% 16.2%
Duty Returns Pricing
strategies pricing coefficients
Duty Shipping Conversion rate
thresholds flat rates benchmarks

Globale

INVESTOR DAY 2025



Creating a seamless local shopper experience

Local messaging Local pricing Guaranteed landed cost

ALLSAINTS
=5 -
< < <
I HARICEEL £ OrderSummary e
s . e . { \ / \ / U O S " ausem
L5 ZF | ATEBRITITS CenTEET: L b
- BAMTOEEWY
o BIELIBINLEH OER cz
o Fru T Y PEICENERCEREE
FELTHEZIAL Items total CA$ 579.00
Shipping CA$ 0.00
Taxes CA$ 75.27
AUS 1,065.00 CHF 827.00 MEX$ 14,100.00 TOTAL CA$ 654.27

The total amount you pay includes all applicable customs duties & taxes. We guarantee
no additional charges on delivery.

Easy returns

Local payment options

Multiple local shipping options

MARKS & SPENCER nisa
o
VERSACE =
N

Please enter yourbiling adaress “RequiedField  Please selector adda delivery address ORDER SRR Rl

First Name « ‘ © Default (same as billing address) ‘ G'Obale

VERSACE TAG BOWLING SHOULDER
LastName - (O Collection Points | Free Bad

RETURN YOUR ORDER
e

CUANTITY: 1
TOTAL: §51,680

Email - O Add an alternative delivery address

PAYMENT

Country France v

Address Line 1 -
PAYMENT METHOD.

Address Line 2 Gredit or Dabt
[ wisa @

City /Suburb +
O PayPal PayPal

O sonr

Zip / Postcode «

Mobile Phone £.0.00450/8050

SHIPPING METHOD

Please select your delivery method () GrabPay s GrobPay

‘ @ Free Standard Courier 4t07 business days ‘ GI I 8
O enes O trintay = OI )a

O s o INVESTOR DAY 2025




It's been an amazing journey so far

FAST ADJ. EBITDA *
GMV REVENUES GROWTH NDR / GDR MARGIN FCF
>125% /
$6,340m $942m >25% o >20% >189m
>95%
2025e 2025e 2025e Avg. 2021 - 2024 2025e 2025e

Growth and Profitability at Scale

* Free Cash Flow is expected to be above annual Adjusted EBITDA

Globale
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MARKS & SPENCER

VICTORIA'S
SECRET

Glossier.

OFIGS
GOOD AMERICAN

LLBean

MONTBLANC®

g% SPORTY & RICH
” ¢ ] Good Health Starts Here.

ALLSAINTS

MICHAEL KORS

Hemneds

GIVENCHY

FEWTY BEAUTY
BY RIHANNA

KENZO

PPPPP

cult gaia
" LEDGER
A=L
COLE HAAN

ANINE BING

MARC JACOBS

' MATTEL CREATIONS

NOBULL

Ludlus-

alo
logitech (=
TORRID

LONGCHAMP

PPPPP

e@fsh\b‘lo store

BANG & OLUFSEN
WINDSOr

Il VUuori

G‘dl\ds
HUGO BOSS
KITH

TRUE CLASSIC

We Are The Chosen Partner for Many of
The World’'s Most Iconic Brands

AIME LEON DORE

ZADIG &VOLTAIRE

TORY @ BURCH
LANDS’ END
KARL LAGERFELD

Frank&Eileen

ssssssssssssssssssss

Desigual.

1Zieizi

JAMES PERSE

CELINE

F13g

HOBONICHI

GARATER

ami

alexandre mattiussi

SKIPeS

RALPH LAUREN
VERSACE

Clanks.

Proenza Schouler

SUUNTO

PACSUN

TAG

\UES

VINCE.

MANOLO BLAHNIK

Reformation

Jabra oM

X
PAUL & SHARK

TOM FORD

w VIZAROING
D

ana luisa

Onitsuka

FRAME

MOTHER



Our success-based business model puts merchants first
Helping our merchants to grow their business drives our business

GMV ($,m) Revenue ($,m)

8.2x |

Growth

6.8x

Growth

2020 2021 2022 2023 2024 2025E 2020 2021 2022 2023 2024 2025E

Globale
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Source: Company information, 2025 based on company guidance



Merchant-first focus through re-investment in our platform ...
Investing more in R&D to continue growing our merchants’ and our business

R&D spend ($,m)

R&D Spend

105 7X

Growth 2020-2025F

2020 2021 2022 2023 2024

Globale

Source: Company information. INVESTOR DAY 2025




... While constantly improving our efficiency

Adjusted EBITDA ($,m)

9% 13% 12% 16% 19% 20%
nere . Adj. EBITDA
14.5x 7 1,100 bps
03 Growth 2020-2025F
49
32
13

Source: Company information (non GAAP) GIObale /

Note: 2025F represents the midpoint of the guidance range of $179m - $199m. INVESTOR DAY 2025




The drivers of
our platform’s
success

N

Y
X



Global-e is a unique global eCommerce enabler

Constantly evolving our comprehensive technology platform
and embedded suite of end-to-end service solutions

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

@) Data Security @ Open API Integrations

& Single End-to-End Platform

ll \
- Global-e’s leading eCommerce enablement solution |
i i = Insights & Demand Local Market Post-sale Subbort i i
A Optimization Generation Know-How PP o
BER N S @, B
E ! % Localized Risk Trade Localized i i
i i < Messaging Browsing Management Compliance Checkout Logistics H i

Globale

Source: Company information INVESTOR DAY 2025




Propelled by our diverse and growing ecosystem
of technology and service partners

Payment Providers

gworldpay adyen
d-local st"pe Klarna.

@ toss payments
amazon pay @ Checkout.com

NN
P

Shipping and Returns

(

ﬁ dpd  swissposts

r—=) 7/ A EVRI
—b-- -————
EXPRESS @ Gls 21
o%g,
UNITED STATES Australia I
\ B postaL service Fe&x ‘ ) Post S °
pring

o eP0st aramex .gPurosator ~

ﬁ chronopost %dmark global

~ ~

Value Added Services

N > s
\_/AdScale o

HDC_

Global-e's leading eCommerce enablement solution

@% Al &ML @) Data Security @ Open APl Integrations

G, Single End-to-End Platform

Fraud Management

' F9RTER

Y #: JUSTT -
N\~

eCommerce Platforms

‘jﬁCOMMERCE () shopify
|

m COMMERCE Iy, commercetools

centra
M UlMagento'  <u b Hybris

‘ % PrestaSho ‘ o
S PowiX ¢
S SMOPMETE  SCAVLE® e

Support Tools

" Qlik@ Trello »yalara
K 1 : salesforce 1‘1 -

zendesk marketing cloud
™

Globale
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Merchant-first focus through continuous product innovation
Removing barriers, simplifying operations, propelling merchant sales

Al Bl & Self-Service
Risk Management Product classification Live view
. Multilingual CS bot Qlik Cloud embedded
Fraud engine Product categorization _
Payments FX Hedging tool Translations | el R
Parcel protection O
Payment re-routes I
Local acquiring 35+ markets 1 :
150 local payment options : I
10 payment gateways I .
: Omni-Channel Platform
: : | BOPIS Multi Local
: I Ship-To-Shop Digital goods
I : Split orders Channels (Managed
@) —)— X . Return in shop Markets)
! o Regulation &
Logistics Trade Compliance
Demand Direct injection GDPR, GSPR
. Consolidated returns Local e-invoicing schemes
Generation Enhanced returns portal Trade agreements
Global agency services External returns portal AP Tariff updates
Managed services 20+ carrier integrations Country restrictions

Borderfree.com BYOL Guaranteed landed cost GIObale /)

INVESTOR DAY 2025



Fast growing enterprise merchant base and top tier accounts

Merchant count Merchants over
(Enterprise) $1m in revenues
137
1,404
3.2x 4.3x
Growth 1,036 Growth
75
442
32

2020 2022 2024 2020 2022 2024

Globale
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Source: Company information.



Expanding our platform capabilities from cross-border into
multi-local and entering new verticals

Multi-local growth trend Consumer electronics growth trend

15%

4.3%

>100x >67X
$ Growth 8.6% $ Growth
1.1% 0.3%
$8. $4M
2020 2024 2025E 2020 2025E
mm GMV  =—Share of total (%) mm GMV  ===Share of total (%)

Globale

Source: Company information, 2025E estimations based on Jan-Feb 2025 data INVESTOR DAY 2025




$1.1Tn

Global cross-border
B2C eCommerce sales

AN .Globale,
‘.'___‘J-.N\iESToBDAv2025

L =




$6.3Tn

Total online
retail sales (~50% D2C)

"4 -
A Nig
..}

o
e

.Global©, _~

.,.‘JN\{ESTOB DAY 2025




Our rapid growth yields a unique combination of ‘economies of scale’
and ‘economies of skill’ ...
Driving better optimizations and best practice models

Visits per year Merchant count

(Enterprise)
3.2x
6.7x
X B
[ ] 4
T i a 2020 2024
ransactions per year A GIObaIe
| N g A
5. 6x N A + Thousands on
Managed Markets

o b g

2020 2024

Globale

Source: Company information Note: Data as of December 31, 2020, 31 December ,2024 INVESTOR DAY 2025




... continuously driving a competitive flywheel effect

More data driven smart insights and
localization capabilities

¢
0

More data and Improved
enhanced global conversion for
recanc Globale
0 OoDa merchants
More sales from Increased
existing merchants; performance

More merchants for merchants

for Global-e

Globale
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Multi-dimensional growth strategy over
near- and long-term

Grow with B Acquire Geographic Expand Value Added Managed B2B
our merchant additional & vertical channel Services Markets expansion
base merchants expansion partnerships




\CYAELCEWEVE

& Aclear leader in global eCommerce enablement, serving a massive
and growing global eCommerce market

&~ We drive revenue growth for our merchants through a fully aligned
business model that puts merchants first

Continuous innovation on a highly scalable end-to-end platform

Q

Growing scale generating a unique data asset and driving

Q

competitive flywheel effects

Q

Compelling financial profile - profitable and scalable

Q

Multiple identitied growth opportunities in near- and long-term

Global~ _
2025



Product and Technology

Yehiam Shinder
CT1O

Global~




Leader across multiple dimensions:
scale, platform, performance and innovation

SCALE PLATFORM
>2b  >120b 100% >300
Visits a year API calls a year Cloud delivered Third parties integrated

via open APls
Global&
PERFORMANCE 2024 INNOVATION
~99.98% >15k >50% 542
Uptime(" API calls per second at peak Of employees work in R&D Product releases

Globale
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Merchant-first focus through reinvestment in our platform
A diverse and growing global R&D team across 9 sites worldwide

R&D sites (core, implementations, solutions) R&D expenses ($,m)

4 . am

4 -

2021 3 5X
R&D FTEs -

w 616
3.2X 30
]
2021 2024 2021 2024

Globale

INVESTOR DAY 2025

Source: Company information, 2025 based on company guidance




GI b I Our pillars of scalability,
0 a innovation, security, and
team excellence

-~ T T -~ T T -~

O B . xx

”

CONTINUOUS
ROBUST & HIGH-
INNOVATION OF ENDTO-END
SCALABLE PERFORMING
TECHNOLOGY & | . SECURITY & TRUST
ARCHITECTURE )4l TEAM




J

Global&

ROBUST &
SCALABLE
ARCHITECTURE

- OO0

Empowering Global Trade:
Our pillars of scalability,
innovation, security, and
team excellence

| KKK

4‘ :
'_;,
CONTINUOUS . e
INNOVATION OF & ENDTO-END SR ORMNG [
TECHNOLOGY.& {. SECURITY & TRUST | £E AA
PRODUCT oY B
’ "
NN

e Tem
Fr T4
Wl
1
am




Robust & scalable architecture

8X oX 4.5X

API Calls Total Products Orders
2020 2024

Globale
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100% cloud delivered, highly scalable, resilient architecture

" 100% multi-tenant cloud servers and networking Highly scalable load capacity
infrastructure
) ) ) Thread
" Cloudflare for static content delivery and dynamic optimizations
content acceleration Cart N N
optimizations \
" Can be easily scaled to support virtually any load Qo ot
> ache \
E optimizations : <
" Significant redundancy embedded 5 S
o \
g Encryption |
" Current capacity >20x average daily load J optimizations
" Fully functional disaster recovery in a separated
data center for both Public and PCl environments 2020 to 2024

| System capacity for orders per minute (on current scale)
Peak orders per minute

B Orders per minute monthly average

Globale
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Robust & scalable architecture

PRODUCT FEATURES

APls

&..;*A

CORE CAPABILITIES

/

Number of
merchants

Localized Checkout
Payment Gateways
Payment Methods

Shipping
Integrations

Order Creation
Return
Dispatch Notification

Checkout

Payments
Fulfillment

>1400

Direct

Price Engine
Duties & Taxes
Email Templates
Localization
Return Portal

Gift Cards
Refund
Tracking Events

Communication
Fraud
Data

-

CLOUDFLARE PostgreSQL

kubernetes

Built for High-Volume, Multi-lenant Global Operations

Thousands of
indirect

= Tracking Portal

= Catalog
Management

Shipping
Documents

=  Security
= Catalog

e &

redis docker

db
&Bkatka 3%




Highly scalable connectivity platform built for seamless
experiences and deep ecosystem integration

________________
~~~~~~~
-
-~ S

Fulfillment and returns

-~ \\\ _m»ar2 . TRAKPAK i£3#:Spring man
v .
’ SIKY, APG L’/ UNITED STATES
Merchan t or ',/ AN MET o s tandmark global B rostat service
4
31 party environment / ‘ A =M Oeos oramex i colissimo
ODa %
CTT T T T T T T | /! V. dpd i chronopost
FTTTToT l / \
| | Front |
|
I | end i .
i ‘-’: Payment providers
| )
! | worldpay amazonpay adyen
I
. : Global© Kiama. P PayPal vantiv. smart2pay
I 1
| . Module — . ~ tri
! | ingenico d:local & Frstpata Stripe
I | Back | qump :
I I
end
I -
1 |
I -
| I
o __________ I
————————————————— \ 4
\
. \ ™, Fraud management
commerce cloud £COMMERCE QShopify WIX \\\\ ,”, F@RTER
\ 7’
D vegertc WOO waios), SCAYLE
PRESTASHOP  SAP Hybris [¥)  '/isualsoft TSl el

S~ -
S~ -
~~~~~~
_____________

Globale
centra SHOPLINE

INVESTOR DAY 2025



Merchants acknowledge Global-e’s technical agility and
committed teams

“l found Global-e to be the smartest ?... Throughout the build, Global-e successfully
and most versatile MoR.We stood up supported our multi-category and complex product
the world in the craziest and fastest range, ensuring a smooth transition.....deliver a
project of my career..... Global-e stable, high-performing platform within our
dug the trenches with us and have six-month timeline. Working with Global-e was
been amazing partners.” seamless, with exceptional support from both

their local and global teams.”

Jonah Staw, Andreas Efstathiou,
President, Head Of Global Chief Information Officer
Direct eCommerce

logitech ‘l'lw\)wds

Globale
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Jor POCUST S INNOVATION OF
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Empowering Global Trade:
Our pillars of scalability,
innovation, security, and
team excellence

; HIGH-
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b SECURITY & TRUST TEAM




Product co-development & innovation driven with merchant
needs in mind, combining multiple input sources

Output

Swift, efficient, innovation

Input

= Merchant interviews and
business requests

» Bulk deployment
across platforms

= Partner ecosystem and

industry standards
INqustry s = Scalability and security at

the core of development
process

= Market analysis and
Internal roadmap

= External advisors and

4
4
Y,
Y,
4
7
1
I
i

I

F

| |
[ ]
[ |
[ ]
[ |
i
. . i
leading consultancies [

|

|

Globale
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Merchant-first focus through product innovation
Few examples of developments

Bl & Self-Service

Live view

Al

Risk management Product classification
Fraud er‘lgine g I\/Iultilingual CS bot

FX Hedging tool Product categorization

Qlik Cloud embedded

. : ‘n :
Payments Parcel protection I = 0N Y
Payment re-routes I
Local acquiring 35+ markets :
150 local payment options I
10 payment gateways
Omni-channel Platform
1
I BOPIS Multi Local
| Ship-To-Shop Digital goods
I Split orders Channels
—) . Return in sho Managed Markets
O— ~ ' Regulation & g (BZB J )
I ° ° °
Logistics Trade Compliance
Demand Direct injection GDPR, GSPR
. Consolidated returns Local e-invoicing schemes
Generation Enhanced returns portal Trade agreements
Global agency services External returns portal API Tariff updates
Managed services 20+ carrier integrations Country restrictions
Borderfree.com BYOL Guaranteed landed cost

Globale

INVESTOR DAY 2025
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Continuous innovation of technology and product

Artificial intelligence (Al) example

Customer Support Assistant s X

Q Search answers

@ Hello, welcome to our Help Center, how can | help
you today?

| can assist you with order tracking, address

F> updates, returns, and many other topics—let's get
B J G started!

-
Delivery & Shipping Returns & Refunds Order Issues

Payments & Prices Product & Stock Account & Websit:

Popular Questions
D How can | return an item?

D Where is My Order?

Hi| 7T
D Do you deliver to my country/location? ( b W

y using this chat, you agre our Privacy Polic
D How much will it cost to ship to my country/location? GI I Ie »

INVESTOR DAY 2025




Continuous innovation of technology and product

Omni-channel example

AAAAAAAAAAAAAAAAAAAA h v TCIDSRRID A

SIZES 10 TO 30

BOPIS enables shoppers to choose
one of the merchant’s physical stores
as the location for the order pickup,
with multiple advantages:

lllllllllllllllllllllllllllll

ltems total CAS 69.23
= Usage of local store inventory
= Cost management © s
= |mmediate replacements Billing Address Delivery Address

@ ooooooooooooooo

FFFFFFFFFF

* [ncreasefootfall @& =

nnnnnnnnnnnnnnnnnnnnnnn

||||||

Globale
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Self Service Analytics

Sales Dashboard - Performance analysis

Main KPlIs

Heatmap:
Sales by
destination

Sales
trends

Dynamic
table

Global #%  Payment Merchants Orders
Seloct Merchant
Doases | (@ & 0 x
Sales
Mpate v Destination Country Currency
~sale ® Browsing sessions @O Site CVR% @
£24.75M 6.22M 3.24%
N 6%

Net Sales By Destination Country

\ 28,546,990

8

' \3*,"w

il, Netsale 1l, Orders il Aov
™ ) i}
26 0ec 2024 €302
25 Dec 2024 £301M
20M
oM
Jul Aug Sep Oct Nov Dec
Month v
ChartExploration Destination country Net sale Aov
Q Totals. 9234733 183,562,378
Country name 136 363
Destination Country
e Country name 136 363
AOV Country name 1326 363
Orders
Country name 136 363
Net Sales Share %

Configuration

System Store Orders

Here will be explanation about
what

AoV ©
£124.3

6%

% Orders By AOV Class

Analytics | (2)

Last update Date: 29 Jul, 2024
Orders ©
216,257

6%

AOV interval

75.00%
50.00%
25.00%
0.00%
0-100 100-200 200-300 300-400 00+
Ju2023 — w2024 | Hide Comparison
Feb Mar Apr May Jun
Orders Net Sales Share %Refunds
3,980,444 % “2%
580 4% %
25939 2% 26%
678 7% 14%
s162 37% 75%

= sheets

Live View - Track today’s performance

Store Orders @

Dashisoards Paymmert Merchants Orders Configuration

Trise @ . — i)
£26,432 :

Main KPlIs

Live per
country

;A Mowo
Tap Count neactions Armount Top Countries Transactions Count #r Top Sold Products To P
~d States United Statos Audio Tour d t
U - .= pro ucts
Promicr League Font
T France
Op T Arsenal Adidas 24005 The S arina

Arsonal Adidas 2405 Ho. 2 units

countries ases -

M Transactions Armount

Transaction
per hour




Global&

I ROBUST &
| | SCALABLE
/' ARCHITECTURE

CONTINUOUS
INNOVATION OF
TECHNOLOGY &

PRODUCT

Empowering Global Trade:
Our pillars of scalability,
innovation, security, and
team excellence

¥
| : HIGH-
- ENDTO-END ,
' PERFORMING
,j SECURITY & TRUST A |
of | %




() OPENVPN

Al

CLOUDFLARE

| 4
Y4 AKEYLESS

1e: Sentra

CLOUD
INFRASTRUCTURE

Holistic approach to security

LOCAL
ENDPOINT

PERCEPTION
POINT

@ Coralogix

kandii %€
‘§§b

CROWDSTRIKE

% okta orca netskope

Qi e [ Office 365

N

STANDARDS
AND TESTING

Major standards
include:

Continuous
penetration
testing

SECURE
SOFTWARE
DEVELOPMENT

Adheres to an
SSDLC framework
Continuous code scans
Periodic security audits

[armica]  pynt

Global©~

2025



Global&

Empowering Global Trade:

Our pillars of scalability,
innovation, security, and
team excellence

a7 - e — ' =
N 10 OO i G = ok k
I = = =
CONTINUOUS | 5
i . INNOVATIONOF {© = ENDTO-END | hiGH-
AR TECHNOLOGY.& || SECURITY & TRUST | PERFORMING
¥ ARCHITECTURE RO CT o TEAM
\\\ — = =

4
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Engineering growth

ONONO,
AIala

~200

+300%

OO
QO
Q000
AAa

O

OO0
Aa
000
AAala

~6

-

4 sites 9 sites
! I ,
2021 2024

Globale
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Hiring the best talent and cultivating it
Onboarding Guild

rrrrrrr Domains’ group --------.
[ 4
dh
GM
[ 4 [ 4
dh [
TL TL

e ——— o Domair: group o Domains.' group
&
GM GM
[ | [ ] [ ] [ ]
ah dah ah [
TL TL TL TL
AT TN ETTEN 6T
Y Y C Y ) Y
[ QA | e QA ------ . QA oo [heeees QA ------
‘0 030 OViifo 010 O
FC ) irr ] i
o O o O O O o O
] rr ) ir
N dev dev - - dev dev
subdomain bdom ubdomai bdomai

9 &' &5 &’ | g T v G5, GitHub
= ; = i v | t CURSOR P Copilot

rele: QA QA LT productior i
3
,,,,,,,,,,,,,,,,,,,,,,,,,
1 ___ Jenki Buildrel ndidat _ sani
--------------------------------------------------------------------- N

__________________________

Al tools and training

. ChatGPT

— 2 TelE By 2027 at least 50% of Global-e
- L code will be generated by Al

Globale
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Key Takeaways

<

K

K

Highly scalable platform developed by diverse,
experienced, agile teams

Technology deeply immersed into wider ecosystem

Al driving efficiency as well as advanced merchant
and consumer experiences

Robust approach to security and data privacy

Continuous innovation of technology and product

Global~ _
2025



Go To Market

Nir Debbi
President

Global~




- Our merchants’ GMV growth has .

/ outpaced overall eCommerce E
4 ' ' | \.
e \
4 \
/ \
b \
: \
, 1
I . :
: I
; I
“\ x ¢
\ yo
\ /
A%, ¥y
N Y
- \\ " Annual Global-e eCommerce & _ /
' \ g growth as a multiple of overall = : /(
Source: eMarketer, companyahalysis . - Global ecomme.rce grOWth each'_Qf i ; / "
- / \ . \
Rounded to the nearest whole & the last four yea_rs ; R -, /




Multi layer GTM engine propelling our growth
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Multi layer GTM engine propelling our growth
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, .
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1
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Expanded our global operations to support merchants in

more than 30 geographies worldwide

EUROPE
Germany - - Italy
Denmark *Czech
Switzerland « —— Austria
Netherlands ¢y Croatia
Belgium oy
NORTH AMERICA Brahles """"" «Poland
Canada {21121111 UK.  ~ *Sweden
Spain « - +Hungary
USK L LI HE! Ireland « —o Greece
: . -+ Romania
rrrrr - Bulgaria
i Finland
: MIDDLE EAST
A— * Egypt
Portugal 3 gmenlie i EE - Israel
Moraceo +— g s . +SaudiArabia
o WUAE

South Africa + &
B Existing Merchants Presence

Binn process

Source: Company information as of Jan 2025

ASIA

China

-~

*Indonesia
——+Singapore
~—+Hong Kong
—-oTaiwan
——Philippines
—-» South Korea
-+Japan

o

OCEANIA

‘ Australia

Globale
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Win new business
dm)

@/&‘;&
\&/

Channel
partners

Streamlined and automated lead generation
process for direct sales

kg

Direct

<\Sa;es

1 Lead Sourcing & List Building 2

Creating initial leads through multiple automation tools and sources to Uploading new leads data into our sales CRM and enriching
identify and build lists of ICPs based on specific criteria prospects relevant matrix

Fine tune lists by applying attributes that are relevant to Global-e such as
international %, visits growth, PPC spend - indicating the potential

& puno saesoce [V (AR (RS [ - |
| Other Executives at (!) Newell Brands, Inc.
Joelle Robertson x =
Director of eCommerce Digital Marketing
Company Company Domains In HubSpot Q Signals 4 Employ.. Annual_ eCommerce Team Member (non leader) Name Title Phone Number *
- - CEOQ, Appliances & Cookware Division
s CEO & President
= = a
= [KEA QPP =243 (o] > 10,000 >1B s Chief Procuremen Offcer & v ()
- ‘Segment President, Global Writing & Baby Divisions
| Zara SO0 +14 (2] > 10,000 >1B SVP ot Informason Technology & CIO
Global J 9. Baby Division
Incoming traffic VP of U
@ LEGo HEMD )R 7 B N ) ) _— R0 TR D
International Visits : T e ey
- P of Res velopment, Applian wa
© Pandora = e L] o +11 B ] on Lists VP of Information Services, Coleman Company
Traffic outside VP of Enterprise Procurement Sourced Finished Goods.
PUMA SE . iiviaicon #’é Unlted Klngdom B Comorate Social Resnonsibility
p - of: 4w Notonz
Interational Visits More than 30K 1 Tags Traffic to laperla.com by country ®
mo O] On desktop
PPC Spend 3D
p = United States 39.00% ~sa=
52 United Kingdom 13.64% ~4194%
More than $35K
_— Lh ltaly 7.43% ~4037%
b
. . e il France 4.95% ~2as%

w Germany 4.59% ~47.59%
Globale

INVESTOR DAY 2025



Win new business

Q.0
\&/
Channel
partners

Real-time company signals & buying intent
allows efficient prioritization of leads

3 Data driven outreach

Using tools to track relevant company signals like funding, Tailor the approach to
new technology implementations, change in growth trends, the opportunity size and
Key employee changes, etc. probability to win

for an optimized outreach (for Enterprise)

RECEMTSICNALS TOTAL ENROLLED Automated REPLY RATE @ Ta i Iored
595 Sequences 8% approach

Garmin launches Beta Update 22.24.
News signals Today + Add

o) Garmin Ltd. showed intent in the last week on 2
of your topics

Any strategy news Taday & Contact Details dll Scoring | (@) Signals EALO TOTHLENROULED CFENRATE CUCKRATE LY RATE U S| n g a UtO m at' on tO (6] | S
Garmin launches Fenix 7 Beta Version 20.21. " & AI tO ma p releva nt
ecosystem partner for

4 days ago e Jack Williamson High Past Champion  intent Step 1: Automated emal Subject: Globale X Company: Name
Company receives investment like venti Director of Sales Operations

Garmin Corporation launches tactix 8, the latest

version of tactical smartwatch series. Eeector Step 2: Automated email Hi'Contact: First name B 3% . .
1week ago | d d
Any company challenges news | hope allis welll | wanted to reach out because after reviewing your site, | noticed that although you ta Iore Ire Ct or
Hera Med Ltd. partners with Garmin. Sten 3: Automated | are shipping internationally, you are not offering landed costs or key payment methods for international %
1 week ago 9 ZahinMeys High New Executive ep 3: Automated emal consumers (i.e: Kiarna, wechat, iDeal, AliPay efc.). Ch ann el pa rtn er
Any growth news Director of Market Expansion
i : Director Global-e powers the international experience of over 400+ merchants such as: Cult Gaia, Marc p p h
Additional signals on: "
€ Step 4: Automated email Jacobs, Reformation, KITH, Forever 21, Michael Kors, Cole Haan... etc 5% a roac

fGrowth |
Any leadership news On average, brands that partner with Global-e increase their sales by 58% because:
Nienolta ik Localization - 150+ payment methods, guaranteed landing costs and 100+ currencies

a Rene Wells
View all signals Director of Reve g + Shipping - Competitive shipping rates, transit time and handling of intemational retums
Any news

Director « Knowledge - We have a dedicated team that offer key insights for 220+ markets all over the world

Are you available to hop on a quick introduction call this week with my VP of Sales?

Best,
Deal: Deal owner

Specific business case

presentation GIObale

INVESTOR DAY 2025
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Coupled with a powerful and growing channel ;
partner network extending our reach @

Media
agencies
3PLs and

carriers

@
&/

Channel
partners

Contracts signed by origin - 2024

Inbound
9%

Outbound
29%
|

Partnership
62%

Lead
consultants
& advisors

System

Integrators

(Sl's)

Globale

Source: Company information INVESTOR DAY 2025




Win new business

K N
:& ()
Dfict /

Long lasting strategic partnerships with
leading providers in the ecosystem

@@

MY
\  Channel
partners

() shopify "/ A

Entering our 5% year of strategic partnership Entering our 10 year of strategic
for both Enterprise (3P) and Managed Markets partnership, providing Global-e with
(1P), providing Global-e with access to millions access to relevant DHL clients as well as

of Shopify merchants preferred service and shipping rates

Globale
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Taking a proactive sales approach at points in time where

international trade becomes more complex
Recent outreach with the latest ongoing tariff changes

FEB 2025 March 2025

Import |.=<-:'-es Update gi= | ImportFess Update only #= | Suspend revision of de = Double the 10% =
and revision of de = | forCN (Suspend MX, CA) ™= | Minimis (CN, MX, CA) — forCNto 20% —

Import Fees d=
Update MX, CA —

Minimis (CN, MX, CA) usA USA USA USA USA
March 2024 OCTOBER 2024

H o, — I H '
Duties of 25% on VAT ! Customs = ! Import Fees
COO USA certain HS Canada update THAILAND , Fee update SAUDIARABIA 1 update AUSTRALIA
JULY 2024 Hi S@
Import Fees @ Quick heads-up on the latest U.S. tariff changes that could impact your business: /77/0/@ ’
Update , _ , 3 @/)7

NEW ZEALAND Though partially suspended for now, products from Canada/Mexico may still face a 25% additional duty and e/ PHILIPPINES
China/Hong Kong have an extra 10% duty on top of the 10% that went into effect in February 2025. Sky News -
JUNE 2024 Trump Tariff update
VAT ° The EU may be next, with reciprocal tariffs and removal of the $800 De Minimis on the way. o
Update . .
VIETNAM At Global-e, we're proactively supporting our merchants by: SWITZERLAND

Instantly updating our duties and taxes calculator at checkout to ensure accurate collection and remittance
Providing tailored recommendations on pricing strategies to limit conversion impact

Working closely with shipping partners and brokers to make sure all shipments clear without delays
Offering real-time updates and hands-on support

Let me know if you want to chat more about how we can help you stay ahead of this! Globale /'

INVESTOR DAY 2025
S EE@E s



Win new business

The combination of efficient direct sales, our |
widening channel partnerships and Geo'’s expansion L@/
propelling our new bookings growth ... N

New Enterprise GMV signed ($m)

Key Initiatives

* Expanded the sales team within
current and new Geo's

2020

* Increased funnel conversion
utilizing tools and Al

* Expanded our partner
management teams

2024 1,106

* Boosted # of channel partners

ecosystem
\. J

Globale
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¥ N TORRID
VICTORIA’S
SECRET
logitech Clarks. HOBBS
©
socur JONES ROAD EQUESTRIAN SHHONNIJOY
) .
DISSH DKNY D3 arm Ploaser Evg/x

Globale
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... across a diverse base of merchant =
verticals and brands ... °

Q.0
\E%/
Channel
partners

2024 GMV by Vertical Segments 2024 GMV by Brand Type
Mixed
Beauty & Sports & Fitness _ Others 6%
Cosmetics 3% 2%
39 Reseller
Toys, 21%
Hobbies &
Gifts
6%
Consumer
Electronics
10%
Apparel &
Accessories
55%
Retailers
21%

Own brand
73%

Globale

S :C inf ti fJan 2025
ource: Company information as of Jan INVESTOR DAY 2025




Multi layer GTM engine propelling our growth

- -~
- -
- =~

// \\
/ \
/ \
I/ ) \\
/ , 4 \
’l A b \\
! 4 . \
7 /7 \\ \
4
/ y Grow our Land end Value added N\ \
! .
i ; merchants expand services \ \
1
'l " ‘\ ‘\
ll K L \
' ! \ 1
| ! \ 1
:'; -
| . . 1 1
: a Win new business ! !
1 1
"' '\ : ;
|\ \‘ I’ I’
\‘ \\ / \ I, ',
! \ o @) ' ]
y \ o o : /
\\ \\ \D/ II, ,I,
\ \ . ’ 1
N Direct Channel K
U

1

| . sales partners , ,
N, 7 Globale
Source: Company /nformatlop\ \\ il ,,'/ INVESTOR DAY 2025




Experienced Global Customer Success expert teams
bringing our insights and best practices to our merchants

Tailoring merchants’

offerings from onboarding

for better CVR and
Profitability

= Messaging

= Price coefficients

=  Duty proposition

= Shipping proposition

= Return proposition

Country

e United
==l==  Kingdom

B+ canada

Australia

I Ireland
(Republic of)

n Switzerland

v Outbound shipping

SHIFFING TYPE PER COUNTRIES

% Sales

32.1%

26.6%

8.8%

3.9%

3.1%

PricrityPost SET COUNTRIES
Express SET COUNTRIES
Standard SET COUNTRIES
ExpressPlus SET COUNTRIE
TrackedPostToPickuplocation  SET COLNTRIES

FREE SHIPRING

Offer free shipping

Best Practice

28 count

AQV

$3N

$314

$274

$244

$429

ries of 28

T&D

HF

PF

HF

HF

HF

Final unit Margin before Country coefficient
subsidy coefficient
£1 -34.1% 311%
-£3 -18.8% 15.8%
-£13 -16.9% 13.9%
-£9 -38.3% 35.3%
-£12 -19.2% 16.2%
v Inbound shipping (returns)
SHIPRING TYPE PER COUNTRIES
Express SET COUNTRIES 28 countries of 28
PriorityPost SET COUNTRIES 14 countries of 16
Standard SET COUNTRIES 13 countries of 13
RETURMN OFFER
Choose return offer Best Practice -
RETURM RATE
Return rate per country [opticnal] SET RATE PER COUNTRY

Globale
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Delivering significant uplift in
international traffic sales conversion
after beginning to use our platform.

-40%

Typical uplift in international
traffic conversion after
beginning to use our
platform

Source: Company information as of Jan-2025



Data models crunching merchant's trading patterns over time
generating insights to optimize sales conversion

Multiple data Peer group Analytics Define “gold Uncover growth
sources analysis engines ( standard” [ opportunities

Country data (D&T,
Buying habits, .
uying habits = Identify merchants

Payments..)
with high optimization
p Distill common potential and/or growth
rarric . .
success factors marketing potential
Winning strategies Identif o
y » Shipping D one
Bucinoss per market opportunities - T . Op:mlze proplosmon
model/vertical within existing lanes
. = Strategy 9
Peer group best Sub perform{ng = Pricing GIObaIe
group markets within » Recommend new lanes
o ficient practices and merchant = Services
ricing coetiicients comparison group = Returns to add to Global-e
Markets for platform operated

expansion

markets

Proposition (delivery,
D&T, returns)

= Growth marketing

Conversion in
Browsing & Checkout

.

J o J

Globale

INVESTOR DAY 2025
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Coupled with our Merchant-first focus on-going product innovation

Al Bl & Self-Service
. Product classification Live view
Risk management Multilingual CS bot Qlik Cloud embedded
Fraud engine Product categorization _
Payments FX Hedging tool Translations I >

Parcel protection
Payment re-routes

Local acquiring 35+ markets
150 local payment options
10 payment gateways

____.qg

Omni-channel Platform

: BOPIS Multi Local
| Ship-To-Shop Digital goods
I ! Split orders Channels
Q —O— - ) Return in shop (Managed Markets)
. Regulation &
Logistics Trade Compliance
Demand Direct injection GDPR, GSPR
. Consolidated returns Local e-invoicing schemes
Generation Enhanced returns portal Trade agreements
Global agency services External returns portal AP Tariff updates
Managed services 20+ carrier integrations Country restrictions
Borderfree.com BYOL Guaranteed landed cost
3B2C

Globale
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Driving accelerated growth for our merchants over the years

Annual GMV per Active Merchant Cohort

Increased conversion
~4x
» average cohort growth
Upsell to additional lanes since inception

‘

2019 2020 2021 2022 2023 2024
m2019 m 2020 2021 m 2022 2023 2024

Globale
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Making our merchants Global-e brand ambassadors ...

+77% +130%

International International
online orders Revenue

+138% +113%

International International
online orders online revenue

MARC JACOBS

+264% +262% +108% +170%

International International y International International
online orders online revenue online orders online revenue

+57% +55%

International International
online orders online revenue

+116% +151%

ST AGNI International International

online orders online revenue

Globale

Source: Company information Jan 2025 INVESTOR DAY 2025



... driving further expansion within large merchants A
and groups 25 )

Operated
Markets 8 21 23 25

qﬁ%\qs ® @ @ @ @ @ J

2021 2022 2023 2024 2025-coming soon
%% M Elf:;ifi: Kurkdjian
MARC LOEWE - P
JACOBS RIMOWA %} JEAN PATOU A
Group PIRN K EMILIO PUCCI ants VUARNET
brands T e CELINE BVLGARI KIZNZO A4
® C C C C L L ®

LVMH 2018 2020 2021 2022 2023 2024

Globale
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Continuously driving a competitive flywheel effect ...

More data driven smart insights and
localization capabilities

More data and

h d alobal Improved
enhanced gioba conversion for
presence merchants
More sales from Increased
existing merchants; performance

More merchants for merchants

for Global-e

Globale
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... and reinforcing our sustainable long-term competitive
advantages

ai A8 o7 =

= ToT
Global-e In-house D2C Alternative cross- Online branded
border solutions marketplaces

Global scale

Local know-how and
data advantage

Comprehensive end-to-end
solution

Financial stability and
audit standards

Global efficient Demand
Generation capabilities

20000




Multi layer GTM engine propelling our growth

New business models

Grow within our base

. =V |
Grow our Land end Value added
merchants expand services

: Win new business

Channel
partners

’
4 ’

/ Globalg _~

Source: Company information \\ N /’/ ,'/ INVESTOR DAY 2025




Borderfree.com

Powerful demand generation initiative launched in Q4 2024, driving international
traffic to our brands in multiple destinations with a guaranteed affiliate ROI

BORDERFRE& MOTHER'S DAY BRANDS WOMEN MEN SALE 8 [

y

'
MOthGI’ S Registered shoppers internal

Da T() marketing database:
PiCSII{S g >2M registered users

and growing

You're gonna.LOVE this!

Globale

INVESTOR DAY 2025




Borderfree.com
Strong results are coming since the initial launch in November 2024

Get 5% Cashback on Every Purchase, on Top of Brand Deals!
BRANDS BLOG  ABOUT BORDERFRE&
SPECIALOFFERS ~ NEW  BESTSELLERS WOMEN ~ MEN  JEWELRY & ACCESSORIES  BEAUTY  LIFESTYLE
[ 1
A 4 y
Q LdY- 3
SN

WAl the Winter SaleSdin QF
Uplo 80% Off A

~2.5M ~0.5M >2.5%
Visits Visits of Revenue -y

to Borderfree.com to Brand's websites Avg. for Borderfree
participating merchants

@) Q @ New Arrivals | Best Sellers

+10% +170K Worldwide <

Of Revenue New Subscribers Exposure
For Top Performing Brands within period Sales in +100 markets - e e 1 .
attributed to Borderfree a1 ;:;lhnnﬂlsshearsequ\andl GEL-QUANTUM KINETIC Black Double Breasted Coat :I:"etlwh\tellsSmpedox(md
$135.00 $265:66 $285.00 $465:66 $265.00 $446:66 $42.00 $136-60

Globale
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Borderfree.com

Initial case studies already emerging

Frank&Eileen

FIFTEENTH ANNIVERSARY

The Definition of California Cool

V2 UV . UV o

14% OF 4% Borderfree
FRANK & EILEEN HIGHER AOV generated Orders
GMV from Borderfree from
Attributed to traffic 25 COUNTRIES

Borderfree

marketing activities

NOVEMBER - DECEMBER 2024

BORDERFRE&

GLOBAL BESTSELLERS

‘The Edit That Always Delivers

NEW
FRANK AND EILEEN

1.
AL
The Intersection Of Luxury & Performance

Vo UV o WY o N

6.7% OF 29% Borderfree
APLGMV HIGHER AOV generated Orders
Attributed to from Borderfree from
traffic 21 COUNTRIES

Borderfree
marketing activities

NOVEMBER - DECEMBER 2024

YOUR NEXT MOVE
STARTS HERE.

‘ : V..'w
- @ B

Lightweight, powerful, unstoppable

Globale
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Shopify Managed Markets unlocks a vast TAM opportunity

OBR
With Managed Markets, Global-e's
services are now natively available
within Shopify to merchants of all sizes

Significant milestones achieved with
just 18 months since launch:

T

= <71-day average onboarding time
>10,000 merchants transacted
RSO EGIONAL SELLING >175 inbound countries

Know whiich products are resiricted from salke in cartain regions, and why, with Managsd
Markets i Hatications i ndax ikering,

R e o Close collaboration with Shopify to expand

]
S Ly adoption in the US and broaden the reach
-y m/ to many more outbound countries

Globale
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Multi-local
50x volume growth in multi-local, expected to cross 15% of volume in 2025

Share of multi local trend

15%

1.1%
$8.5Mm

2020 2024 2025RR

B GMV ==Share of total (%) Global&

INVESTOR DAY 2025




Global Business-to-Business eCommerce
Potential for the next wave of cross-border growth

The B2B E-Commerce Market was valued at ~$20 Trillion in 2024

Huge potential over time building and leveraging around our capabilities
to support B2B at scale (freight forwarding, IOR, formal clearance) ...

Globale
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Key Takeaways

<

<

Q

Q

K

Highly efficient S&M team and approach achieving <9
months payback across multiple Geo’s

Channel partnerships with mutually beneficial interests
extend our reach - over 60% of new GMV bookings

Multiple levers for growth across new and existing
brands - 4x cohort growth over time

Data-driven consultative approach identifies opportunities and
Increases sales conversion

New horizons to accelerate our growth and TAM
Borderfree.com, Managed Markets, B2B ...

Global~ _
2025
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Globale R T
INVESTOR DAY 2025 oot :" . o °
Global-e : A Partnership e :
for Global Growth it 2hs05400 255555555

Michelle Wasserman Dan ElImoznino Matthew Merrilees
Senior Vice President, Chief Web Officer Chief Executive Officer,
GM International North America

OFIGS KITH Global©




Financial Strategy

Ofer Koren
CFO

Global~




Why own Global-e?

Large growth
potential

Multiple growth levers to
build share in large and
growing TAMs and
capture new markets

Diverse customer
base
Expanding customer base

across industries, regions,
and company sizes

Strong financial
performance

Track record of strong
execution, with durable
revenue growth,
improving profitability,
and significant cash
generation

A unique opportunity in eCommerce enablement

Globale
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We have a track-record
of strong execution -
we have reached

Pre-IPO

Q4/2024
or Su rpassed LT target
our long-term IPO i
financial targets Ad. £8IT0A

Global~
Note: Rounded to the near whole number 2025



IPO

TAM $736bn TAM

GMV $774m GMV
Revenue $136m Revenue
Non-GAAP ° Non-GAAP
GP margin Rags GP margin

Adj. EBITDA margin 9% Adj. EBITDA margin

Free Cash Flow $29m Free Cash Flow

) . Note: Based on 2025 guidance, free cash flow assumed to be equal
Note: Based on 2020 figures or above Adjusted EBITDA, TAM is based on internal estimations. All GIObale /
figures are rounded to the nearest whole number
INVESTOR DAY 2025
B



Demand for our services translates into rapid growth

GMV ($m)

6,340

5 ? % ’ 4,858

GMV
CAGR
3,557 8 2X
2450 Growth 2020-2025F
1,449
774

Globale

Note: 2025F represents the midpoint of the guidance range of $6,190m - $6,490m. INVESTOR DAY 2025




High growth and strong retention of merchants

>120% >97%

Net Dollar Retention Gross Dollar Retention
152%
130% 127% 123% 98% 98% 97% 97%
2021 2022 2023 2024 2021 2022 2023 20241

12024 figures represent NDR and GDR adjusted for the negative impact of the out of the ordinary bankruptcy of Ted Baker and by several

Borderfree merchants that chose not to re-platform to the Global-e platform. NDR and GDR including the out of the ordinary churn for 2024 GI b Ie
was119% and 93.5%, respectively. ODa e
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Highly and increasingly diversified business

Top 10 Merchants Outbound markets Inbound markets
% of GMV % of GMV % of GMV
$4,858 1%

22%

25%

$774
MEX
07 IRL NL
2% 9 FR
2020 2024 2020 2024 3%
4%
B Top 10 Merchants Other m UK ® North America M Europe Other

Source: Company information GIObale d
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Revenue growth

Revenue ($m)

942

Revenue

6.8x

Growth 2020-2025F

47% ° -
CAGR
. 570

409

245
136

2020 2021 2022 2023 2024 2025F

Note: 2025F represents the midpoint of the guidance range of $6,190m - $6,490m. GIObaIe/

Source: Company information INVESTOR DAY 2025




Two robust and interrelated revenue pillars

GMV Revenue Gross Profit
>50% Operations ~30%
Fulfillment Fulfillment
Carrier
Costs
~15%
Implied Take Rate Platform
Costs
<50% ~70%
Service Service
Fees Payme.nt Fees
Processing

Globale

INVESTOR DAY 2025

Source: Company information. figures based on 2024 results.




Expanding gross margins driven by
scale efficiencies and optimization

Non-GAAP Gross Margin

46.4%

42.9%
41.1%

37.3%

31.9%

2020 2021 2022 2023 2024

Non-GAAP Gross Margin

+1,450bps

Margin Expansion
2020-2024

Globale
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Global-e

IS running on a
super-efficient
business model

A combination of economies
of scale and economies of skill

A multi-tenant platform,
enhancements and upgrades
to the platform benefit all
merchants

Efficient go-to-market
leveraging the growing
recognition and channel
partnerships

Disciplined cost management




As we scale, our efficiency continues to improve

Adjusted EBITDA ($,m)

9% 13% 12% 16% 19% 20%
Margin
189 d'
72% 2 Adj. EBITDA
CAGR
g 14.5x
2o Growth 2020-2025F

32
13

2020 2021 2022 2023 2024 2025F

Globale
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Translating into strong free cash flow generation

Free Cash Flow ($,m)

21% 5% 20% 19% 22%

Margin
167 Free Cash Flow
55% !
R 5.8x
o Growth 2020-2024
29
13

2020 2021 2022 2023 2024

Globale
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Robust growth algorithm

Value added
services

Additional TAM
- Managed Markets
-B2B

Contribution of
new merchants
Growing from year to year

Merchants onboarded N

in base year ”

- Conversion uplift
- Annualization

Existing Merchants
- Same store sales
- Land & expand

Globale
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Financial framework - 4-year plan

USD millions FY2024 Long-Term target FY 2025-2028 guidance
GMV 4,858 GMV growth YoY% High 20's - Low 30's
Revenue 752.8 Revenue growth YoY% Mid 20's
Non-GAAP Gross margin 46.4% Non-GAAP Gross margin High 40's
Adjusted EBITDA margin 18.7% Adjusted EBITDA margin Low/Mid 20's
Free Cash Flow margin 22.2% Free cash flow margin Mid/High 20's

Global©

INVESTOR DAY 2025
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We expect to generate over

$1 billion of free cash flow
in 2025-2028

Global~
2025



Capital allocation focused on growth and product expansion

Reinvest in Inorganic growth Share repurchase
organic growth

Highest priority is to Complementary product In consideration, timing
propel our organic growth offerings and capabilities and volume TBD
through continued to accelerate time-to-

reinvestment in our market and acquire

platform and GTM external expertise

Globale
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Key Takeaways

& We have a strong track record of delivering on our business and financial

objectives

& We are well positioned to continue driving efficient growth and

long-term value

Q

We continue to prioritize top-line growth and further expansion

Q

While continuing to optimize our efficient business model

Q

We expect to generate over $1 billion in free cash flow in 2025-2028

Global~ _
2025
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THANK YOU

Globale

INVESTOR DAY 2025

www.global-e.com
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Key Performance Metrics and Non-GAAP Financial Measures

This presentation, and the accompanying oral presentation, may include certain financial measures and key performance measures, not presented in accordance with the generally accepted
accounting principles in the United States ("GAAP”), including Adjusted EBITDA, Adjusted EBITDA margin, non-GAAP gross profit, non-GAAP gross margin, and free cash flow, as well as
operating metrics, including Gross Merchandise Value or GMV, Net Dollar Retention on NDR, and Global Dollar Retention or GDPR. We define each of our non-GAAP measures of financial
performance, as the respective GAAP balances shown in the above tables, adjusted for, as applicable, depreciation and amortization, share-based compensation, commercial agreement asset
amortization, amortization of acquired intangibles, and merger related contingent consideration. We define non-GAAP gross profit as gross profit adjusted for amortization of acquired
intangibles. Non-GAAP gross margin is calculated as Non-GAAP gross profit divided by revenues. We use free cash flow as a liquidity measure and define it as net cash provided by operating
activities less purchase of property and equipment. We define GMV or Gross Merchandise Value as the combined amount we collect from the shopper and the merchant for all components of a
given transaction, including products, duties and taxes and shipping. The aforementioned key performance indicators and non-GAAP financial measures are used, in conjunction with GAAP
measures, by Global-e’'s management and board of directors to assess our performance, including the preparation of Global-e's annual operating budget and quarterly forecasts, for financial and
operational decision-making, to evaluate the effectiveness of Global-e's business strategies, and as a means to evaluate period-to-period comparisons. These measures are frequently used by
analysts, investors and other interested parties to evaluate companies in Global-e's industry. We believe that these non-GAAP financial measures are appropriate measures of operating
performance because they remove the impact of certain items that we believe do not directly reflect our core operations, and permit investors to view performance using the same tools that we
use to budget, forecast, make operating and strategic decisions, and evaluate historical performance. Free cash flow should not be used as an alternative to, or superior to, net cash from
operating activities. In addition, Adjusted EBITDA, Adjusted EBITDA margin, non-GAAP gross profit, non-GAAP gross margin, as well as operating metrics, including GMV, should not be
considered in isolation, as an alternative to, or superior to net profit (loss), revenue, cash flows or other performance measure derived in accordance with GAAP. These metrics are frequently used
by analysts, investors and other interested parties to evaluate companies in our industry. Management believes that the presentation of non-GAAP metrics is an appropriate measure of operating
performance because they eliminate the impact of expenses that do not relate directly to the performance of our underlying business. These non-GAAP metrics should not be construed as an
inference that our future results will be unaffected by unusual or other items. Additionally, Adjusted EBITDA and other non-GAAP metrics used herein are not intended to be a measure of free
cash flow for management's discretionary use, as they do not reflect our tax payments and certain other cash costs that may recur in the future, including, among other things, cash requirements
for costs to replace assets being depreciated and amortized. Management compensates for these limitations by relying on our GAAP results in addition to using Adjusted EBITDA and other non-
GAAP metrics as supplemental measures of our performance. Our measures of Adjusted EBITDA, free cash flow, non-GAAP gross profit and other non-GAAP metrics used herein are not
necessarily comparable to similarly titled captions of other companies due to different methods of calculation. See the tables below regarding reconciliations of these non-GAAP financial
measures to the most directly comparable GAAP measures. These financial measures are not measures of financial performance in accordance with GAAP and may exclude items that are
significant in understanding and assessing the Company'’s financial results. Therefore, these measures should not be considered in isolation, as an alternative to, or superior to net loss or other
measures of profitability, liquidity or performance under GAAP. You should be aware that the Company’s presentation of these measures may not be comparable to similarly titled measures used
by other companies, which may be defined and calculated differently. See the appendix for a reconciliation of these non-GAAP measures to the most directly comparable GAAP measure. We are
not able to provide a reconciliation of non-GAAP financial measures guidance, including Adjusted EBITDA margin, for future periods, because certain items that are excluded from non-GAAP
financial measures cannot be reasonably predicted or are not in our control. We are also not able to provide a reconciliation of free cash flow guidance for future periods to net cash from
operating activities. In addition, we are also not able to provide a reconciliation of non-GAAP gross profit and non-GAAP gross margin for future periods to gross profit. In particular, we are
unable to forecast the timing or magnitude of share based compensation, depreciation and amortization, commercial agreement asset amortization, amortization of acquired intangibles, and
merger related contingent consideration, in the case of free cash flow, we are unable to forecast purchase of property and equipment, and in the case of non-GAAP gross profit and non-GAAP
gross margin, we are unable to forecast amortization of acquired intangibles included in cost of revenue, in each case, as applicable without unreasonable efforts, and these items could

significantly impact, either individually or in the aggregate, GAAP measures in the future.
Globale ~
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Definitions

(1) Gross Merchandise Value ("GMV") is defined as the combined amount we collect from the shopper and the merchant for all components of a
given transaction, including products, duties and taxes and shipping

(2) Net Dollar Retention ("NDR") rate for a given period is calculated by dividing the GMV in that period by the GMV in the comparable period in
the prior year, in each case, from merchants that processed transactions on our platforms in the earlier of the two periods. Our Net Dollar
Retention Rate therefore includes the effect on GMV of any merchant renewals, expansion, contraction and churn but excludes the effect of
revenue from merchants that contributed to our GMV in the current period but not in the earlier period.

(3) Gross Dollar Retention ("GDR") - to calculate the Gross Dollar Retention Rate for a particular quarter, we first calculate the total seasonality
adjusted annualized GMV for that quarter. We then calculate the value of GMV from any merchants who discontinued their use of our platform
during that quarter, or churned, based on their total GMV from the four quarters preceding such quarter, which we refer to as churned GMV. We
then divide (a) the churned GMV by (b) the total seasonality adjusted annualized GMV to calculate the percentage churn for that quarter. Gross
Dollar Retention Rate for a particular year is calculated by aggregating the percentage churn of the four quarters within that year and subtracting
the result from 100%.

(4) Non-GAAP Gross Profit and Non-GAAP Gross Margin is defined as gross profit adjusted for amortization of acquired intangibles.
(5) Adjusted EBITDA is a non-GAAP financial metric and defined as operating profit (loss) adjusted for depreciation and amortization, stock-
based compensation expenses, commercial agreements amortization, amortization of acquired intangibles, merger related contingent

consideration, acquisition related expenses and secondary offering costs.

(6) Free Cash Flow and Free Cash Flow Margin is defined as net cash provided (used) by operating activities adjusted for purchase of property

and equipment
Global©e ~
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Reconciliation of Non-GAAP financial measures
Non-GAAP Gross Profit

(USD in millions) FY-21 FY-22 FY-23

Gross profit 43.5 91.4 158.2 233.6 3394

Amortization of acquired intangibles included

: 0 0 9.7 11.2 10.0
in cost of revenue

Non-GAAP gross profit 43.5 91.4 167.9 244.8 349.4
Non-GAAP gross margin 31.9% 37.3% 41.0% 42.9% 46.4%

Globale
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Reconciliation of Non-GAAP financial measures
Adjusted EBITDA

(USD in millions)

Operating profit (loss) 8,413 (65,658) (189,324) (137,059) (67,928)
Stock-based compensation
Cost of revenue 10 85 262 639 929
Research and development 507 4,192 21,970 26,266 17,291
Selling and marketing 442 1,287 3,877 4 259 5,836
General and administrative 2,997 6,437 12,800 13,796 15,102
Depreciation and amortization 235 331 1,585 1,788 2,131
Commercial agreement asset amortization 0 84,298 149,047 150,451 148,594
Amortization of acquired intangibles 0 0 27,833 20,434 18,812
Secondary offering cost 0 879 0 0 0
Merger related contingent consideration 0 0 12,161 12,161 0
Merger and acquisition related costs 0 573 8,492 0 0
Adjusted EBITDA 12,604 32,424 48,703 92,735 140,767
Adjusted EBITDA margin 9.2% 13.2% 11.9% 16.3% 18.7%

Globale
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Reconciliation of Non-GAAP financial measures
Free cash flow

(USD in millions)

Net cash provided (used) in operating activities 29,350 15,478 89,328 108,222 169,393
Purchases of property and equipment (456) (2,883) (8,352) (1,741) (2,335)
Non-GAAP gross profit 28,894 12,595 80,976 106,481 167,058
Non-GAAP gross margin 21.2% 5.1% 19.8% 18.7% 22.2%

Globale
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THANK YOU
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