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Overview of FT Partners

Financial Technology Partners ("FT Partners") was founded in 2001 and is the only investment banking firm focused exclusively on FinTech
FT Partners regularly publishes research highlighting the most important transactions, trends and insights impacting the global Financial

Technology landscape. Our unique insight into FinTech is a direct result of executing hundreds of transactions in the sector combined with over
15 years of exclusive focus on Financial Technology
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Payments CEO Interview: Shift4 Payments

Shift4 Payments Overview

Company Overview

Sy Shift4

PAYMENTS

CEO: Jared Isaacman
Headquarters: Allentown, PA
Founded: 1999

+ Shift4 Payments is the leader in secure payment processing
solutions, powering the top point-of-sale and software providers
across numerous verticals, including Food & Beverage, Hospitality,
Lodging, Gaming, Retail, and e-Commerce

* The Company helps merchants of any size — with a specialization
in Food and Beverage and Hospitality — manage all their
commerce needs from business management to payments
processing and much, much more

 Shift4's portfolio includes Harbortouch, Restaurant Manager,
POSiTouch and Future POS software brands, as well as over 300
additional software integrations in virtually every industry

Selected Financing and Acquisition History

Size
Date ($ mm) Headline
Lighthouse Network (formerly Harbortouch) acquires
11/30/17 na payment gateway Shift4 Corp. and rebrands company as
Shift4 Payments
Searchlight Capital partners with Jared Isaacman,
06/01/16 na Founder and CEO of Harbortouch, for a significant

investment in next phase of growth

Source: Company website, FT Partners Proprietary Transaction Database
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Products & Services Overview

Shift4 Payments serves over 185,000 Merchants and
7,000 Distribution Partners
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Interview with Jared Isaacman

Jared Isaacman is the founder and CEO of Shift4 Payments, the leader in secure payment
processing solutions. Isaacman started the company in 1999 from the basement of his family’s house
when he was only 16 years old. With the help of his father and business partner, he built the
company into an industry-leading payments technology company with over 850 employees. Over
the past three years, Isaacman has orchestrated nearly a billion dollars’ worth of strategic
transactions that have resulted in the dramatic growth of the organization. The company has been
ranked on the “Inc. 500/5000" list of fastest growing private companies in the U.S. six times,
including two consecutive years in the top 20. Isaacman has been recognized as one of the country’s
leading entrepreneurs by various media outlets including The Today Show, ABC News, Bloomberg,
Businessweek, and Inc. Magazine. In 2018, he was recognized by the Electronic Transactions
Association as a “Forty Under 40" honoree for his contributions to the financial technology industry.
In 2006, Isaacman was included on Inc. Magazine’s “30 Under 30" list of top entrepreneurs in the
country. He has been named as a finalist for Ernst & Young'’s Entrepreneur of the Year Award three
times and is the youngest person ever named to the authoritative list of industry leaders by the
credit card industry’s leading publication, The Green Sheet.

&y Shift4
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Jared Isaacman

Chief Executive Officer

The business has evolved quite a bit over the last few years following several

transformative acquisitions. Can you tell us about the evolution from United Bank
Card to Shift4 Payments?

m 2018 WINNER United Bank Card was founded in 1999 and grew its roots as a traditional merchant acquirer. During
VENDOR AWARDS OF EXCELLENCE these earlier years, we differentiated ourselves by developing partner-centric technology systems to
Electronic Payments/Financing attract a large indirect sales force. We leveraged this technology and an “in-house” philosophy to our

operational processes, in order to provide a better experience to these sales partners. Those initiatives,
along with a number of compelling marketing programs, like the industry’s first “Free Terminal”
program in 2004, fueled considerable growth. While our portfolio was growing during the mid-2000s,
the acquiring market was also becoming highly competitive. We also took notice of the emergence of
e-commerce and how disruptive it could be to traditional brick and mortar retail merchants. It became
2018 WINNER apparent t.hat in order to attract new customers ar.1d retair] existing clients our strategy would haye to
evolve. Shift4 Corp has a rich history in payments innovation that was running on a parallel timeline to

that of UBC and one that | had been aware of for the many decades that we have both been in
Software business.

m VENDOR AWARDS OF EXCELLENCE

Continued on next page



Interview with Jared Isaacman (cont.)
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“In 2008...
Harbortouch
pioneered the
integrated POS Saa$S
model by providing
customers with an
integrated payment
and POS solution at
no upfront cost,
inclusive of all of the
hardware, software,
installation, training,
and 24/7 customer
service.”

Payments CEO Interview: Shift4 Payments

& Shift4

PAYMENTS

Exclusive CEO Interview - Jared Isaacman

Continued from prior page

In 2008, we began retooling the organization to become a technology company focusing on point of
sale systems with bundled integrated payments. We called this product offering Harbortouch. To make
this product successful among our existing sales partners and merchant base, it was critical that it be
turn-key. We invested heavily in the belief that our products needed to solve complex merchant needs
“out of the box” and that in-house development, deployment, provisioning and service were critical.
Our goal was to become a one-stop-shop for POS and payments. By 2011, the Harbortouch product
had become a staple of our business and we decided to fully embrace POS by launching our “Free
POS"” program and rebranding the entire company around the now very successful Harbortouch POS
product.

As a result, Harbortouch pioneered the integrated POS SaaS model by providing customers with an
integrated payment and POS solution at no upfront cost, inclusive of all of the hardware, software,
installation, training, and 24/7 customer service. In exchange, merchants agreed to multi-year service
contracts — which covers mainly hardware replacement and software support, and of course a
commitment to process transactions with Harbortouch. This solution was extremely empowering to our
sales partners, enabling ISOs to compete effectively against traditional POS resellers. During the latter
part of this decade, business management software continued to proliferate the merchant landscape,
although integrated payments was not very common.

In 2014, we accepted our first outside investment from Prospect Capital in order to fund our newest
growth strategies. We then acquired MSI Merchant Services, Inc. in a $250M transaction and continued
to invest heavily in our software development and operational capabilities. In April 2016, Searchlight
Capital Partners acquired Prospect Capital’s equity position. Searchlight is a global private equity firm
with a well-diversified portfolio and we felt that they could help us institutionalize what had become one
of the largest POS providers in the country. From the beginning, Searchlight agreed with our views on
always being a disruptive innovator. They continue to be an exceptionally supportive partner, providing
us with the latitude to make evolutionary decisions with respect to how we are positioning the
organization in the market.

Continued on next page
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Interview with Jared Isaacman (cont.)

oy Shift4 Exclusive CEO Interview - Jared Isaacman

PAYMENTS

Continued from prior page

In further expansion of our POS software and integrated payments strategy, Harbortouch undertook a

series of transformative acquisitions between August and November of 2017. These transactions
” included five companies specializing in the areas of POS software, payment processing and transaction

Our game p’an security. Three of the acquisitions, namely Restaurant Manager, Future POS, and POSitouch, were
revolves heavi’y independent software vendors that over the last two decades developed a strong reputation amongst
around harmonizin the food and beverage merchant and dealer communities. The objective was to unlock the payment
g processing potential within their tens of thousands of POS software merchants, as well as empower their

and simplifying sophisticated resellers with the same tools and pricing power that fuels Harbortouch'’s success. This
complex technology decision has enabled us to transform the traditional ISV revenue model from upfront software license

sales to a bundled payments model that offers ongoing revenue streams.

and payment services ’ . ’ . ’ ’ .
that would otherwise We also acquired Shift4 Corporation, a well establlshed family run ’busme’ss that grew into one Qf thg

. largest and most respected secure payment processing platforms in the industry. Shift4 specialized in
be prowded by providing security and processing solutions to hundreds of software vendors and their customers, which
mu’t,'p’e third-party included of tens of thousands of merchants. They also had deep expertise in two verticals that we
vendors. into a believe strongly in: Food & Beverage and Hospitality.

/4
streamlined solution
that merchants of all

sizes will embrace. ” What is the current vision for Shift4?

We agreed on the need to preserve our product brands, but also centralize our resources under a
common organization. Shift4 Payments was established to serve this role.

In general, over our eighteen-year history, we experienced continued growth and success by
combining the power of payments and technology. That is not going to change. Our game plan
revolves heavily around harmonizing and simplifying complex technology and payment services that
would otherwise be provided by multiple third-party vendors, into a streamlined solution that
merchants of all sizes will embrace.

Continued on next page
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“Our acquisition
strategy was
relatively simple and
straightforward:
Identify excellent
brands with great
products and mature
distribution networks;
and then empower
those companies by
integrating our best
of breed payment
capabilities and scaled
client service
infrastructure.”

Payments CEO Interview: Shift4 Payments

& Shift4

PAYMENTS

Exclusive CEO Interview - Jared Isaacman

Continued from prior page

For example, today’s food and beverage industry merchants are forced to deal with a complex,
unfederated network of third-party online ordering (Grubhub, UberEats, Doordash, etc.), reservation
(OpenTable), reputation management, scheduling, and payroll solutions. Shift4 technology enables our
sales partners to provide a turnkey integrated POS solution that also delivers a seamless integration to
all of these critical 3rd party applications - thereby increasing the merchant’s satisfaction with Shift4’s
product and payment processing services and ensuring the competitiveness of our distribution
partners.

Can you tell us some more details about your recent acquisitions?

Our acquisition strategy was relatively simple and straightforward: Identify excellent brands with great
products and mature distribution networks; and then empower those companies by integrating our
best of breed payment capabilities and scaled client service infrastructure. These were all
entrepreneurial companies that had a proven track record for generating sales. Similar to our free
terminal and free POS approaches in the past, we were able to supercharge production within our
recently acquired POS brands by offering free software licenses for customers who signed up for
integrated payment processing. Software license costs remained the same (or slightly less) for
customers that only wanted POS software without payments.

We took a similar approach for new Shift4 gateway clients, waiving gateway fees for customers that
sign up for full payment processing with Shift4. In essence, we were able to dramatically improve the
value proposition for merchants considering the purchase of either our acquired software brands or any
of the software brands that had already integrated to Shift4 by tying payments revenue to the purchase
of software.

There were two other benefits to this approach: (1) Giving merchants a single point of contact for their
entire business management ecosystem would further improve the customer experience (as we had
seen with Harbortouch) and extend our relationship with them. (2) We were able to create an all-star
team of software development talent by combining the unique characteristics of each software
company that should benefit our organization well into the future.



Interview with Jared Isaacman (cont.)

& Shift4

PAYMENTS

“"We differentiate
ourselves by having a
compressive approach
towards our
integration strategy.
To provide the best
experience to our
customers we manage
the entire lifecycle of
their payment
relationship.”

Payments CEO Interview: Shift4 Payments

& Shift4

PAYMENTS

Exclusive CEO Interview - Jared Isaacman

How is Shift4 disrupting the integrated point-of-sale (IPOS) market?

The power of recurring payments revenue is no surprise to anyone. The benefits of combining POS
software with payments have become universally accepted across our industry. While Harbortouch
may have been among the first to take this approach, there are now many others who are using this
model. Companies like Toast and Aloha are all embracing IPOS. We differentiate ourselves by having a
compressive approach towards our integration strategy. To provide the best experience to our
customers we manage the entire lifecycle of their payment relationship. This goes beyond simply
providing software that can process payments and into areas like ever-evolving security enhancements
and free EMV terminals with a lifetime warranty. This strategy, which has already proven quite
successful, will continue to benefit our merchants and our sales partners by reducing costs and
eliminating confusing communication and service dependencies with multiple third-parties. Ultimately,
this means a better product at lower costs with higher customer satisfaction.

How do you compare with pure-play POS software vendors?

POS is a competitive market and we see a lot of great software providers out there. We believe that, as
with any industry, the need for new features by customers and the changing technology landscape will
promote competition for quite some time. Our POS software development talent is as strong as any in
the industry but we take a wider approach to addressing the needs of running a business. By
incorporating POS with concepts like truly integrated payments, robust productivity reporting, easy
reconciliation to bank deposits, and the integration of essential third-party applications we can deliver
value to the customer multiple ways. The perpetual nature of payments revenue allows us to continue
to invest in each of these areas and grow with our customers. Our 7 thousand distribution partners
work with us because we can deliver proprietarily owned POS software / hardware products fully
integrated to our vertically owned payments solutions, while our 300+ 3rd party ISV partners work with
us because of our best-in-class payment processing capabilities and operational excellence with deep
expertise in the F&B and hospitality sectors.
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“Every major
payments company in
2018 should be asking
themselves — what
makes the phone
ring? And if the
answer is simply
‘because we are really
good at processing
credit card
transactions’, then
there is a real
problem.”

Payments CEO Interview: Shift4 Payments

& Shift4

PAYMENTS

Exclusive CEO Interview - Jared Isaacman

How do you differentiate from the larger incumbents in the space?

One way, and it is a testament to Searchlight, is that we are a far more agile organization then the
larger, competitive incumbents. We carefully developed a focused M&A strategy, assessed dozens of
opportunities expressing that strategy, and finally focused on five proprietarily sourced acquisitions
that closed in near tandem. We then dramatically changed their revenue models to the benefit of their
customers and sales partners.

| do not think those larger competitors are afforded that type of flexibility or possess that kind of
agility. This matters immensely when trying to deliver value in a constantly evolving landscape.

Our “in-house” mentality has seen us invest in the areas of software and product development,
operations, and universal support (including customer service, hardware, software and payments) and
levels that resemble software or product companies as opposed to payment processors.

Additionally, we have observed most of the larger payment processors embracing simpler, less
sophisticated “semi-integrated” POS strategies that contribute minimal value to the overall product or
service offering. Every major payments company in 2018 should be asking themselves — what makes
the phone ring? And if the answer is simply “because we are really good at processing credit card
transactions”, then there is a real problem. Similarly, it is also a real problem if you ask those same
companies, “what makes you great at integrated payments” and their response is, “we have an
excellent APL"

What are the biggest threats you see in the market?

Disruption can come in many forms and we are certainly no strangers to it. Our approach with
Harbortouch and now our other POS Software brands, was disruptive to both the payment and
software industries.

Honestly, the biggest threats are probably coming from those that have not yet fully entered into the
integrated payment market but have embraced the value of data. Of course, | am referring to Apple,
Amazon, and Google. It is certainly possible these tech giants could extract revenue in ways that make
payment processing margins look less significant.

Continued on next page
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“With over 7 million
merchants and nearly
half a trillion dollars in
processing volume,
[the SMB food and
beverage and
hospitality markets
are] undoubtedly one
of the largest
opportunities that we
are uniquely
positioned to
addressed.”

Payments CEO Interview: Shift4 Payments

& Shift4

PAYMENTS

Exclusive CEO Interview - Jared Isaacman

Continued from prior page

At Shift4, we are no strangers to the value of data. Both how it can benefit our customers and
potentially disrupt the revenue model of any industry. In many ways, we already serve as a “data
aggregator” for our customers, by integrating numerous business processes and many third-party
applications into our POS products in order to maintain our status as the “system of record” for a
merchant. We know that this is an area that will require constant focus to stay competitive.

Is there an opportunity to expand beyond Food & Beverage into other verticals?

Our model of vertically integrating software products and payment processing has required us to invest
heavily into core competencies that stretch from innovation and engineering to operational support.
These competencies are leverageable into many different verticals. Our acquisition of Shift4 was of an
already trusted payment technology provider to over 300 major software providers in virtually every
industry vertical (retail, hotel/lodging, B2B, golf/recreation, etc.). As a result, we are already well
positioned to support integrated payment growth in numerous markets.

That being said, we are also very comfortable servicing our already large portion of the SMB food and
beverage and hospitality markets and continuing to win market share. With over 7 million merchants
and nearly half a trillion dollars in processing volume, it is undoubtedly one of the largest opportunities
that we are uniquely positioned to addressed.

What'’s the long-term vision for Shift4? What opportunities do you see in the
payments space that others may be missing?

Apart from executing on our current technology, service and growth game plan, | want to make sure
we are a well-oiled machine internally from an operational perspective. We will continue to find room
for improvement throughout the organization as well as explore ways to continue to deliver a superior
value proposition to our existing and future customers.

To your second question, | guess you will have to wait and see...
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Ground-Breaking Payments Transactions Pioneered by FT Partners

Financial Technology Partners LP
FTP Securities LLC

cardconnect.

inits sale to

First Data.

for total consideration of approximately

$ 750,000,000

AL

The Only hvostmont Bk
Forusad Exchisivaly on Financisl Tochnology

Landmark transaction
following successful sale
of CardConnect to a
SPAC only a year earlier

Financial Technology Partners LP
FTP Securities LLC

s pleased to ole as

% CUSTOM
gaods  HOUSE
i

in its sale to

UNION

for total

$ 370,000,000

AL

sh consickeration of approximately

The Oty bwestmont ik
Focusod Exchisioly an Financal Tochnokgy

First sale of an “International
Payments Specialist” to a pure-

play consumer remittance
provider

Financial Technology Partners LP
FTP Securities LLC

s role &
vison 0

s please
stategic and

Heartland

in its sale to

9 globalpayments
- 4

for total consideration of

$ 4,500,000,000

The Only hvostmont Bink
Forusod Exchisivaly on Financisl Tochnology

Largest U.S. strategic
merchant acquiring
acquisition in over the
last decade

Financial Technology PartnersLP
FTP Securities LLC

s pleased 1o
as sole swategic and fir

CAYAN

inits 100% cash sale to

TSYS

for total consideration of appreximately

$1,050,000,000

rofe

Tha Only ivestment Bk
Focusod Echusivoly on Financisl Tachnology

Highly successful outcome

following long-term advisory

relationship through initial
recap, rebranding and
multiple acquisitions

Financial Technology Partners LP
FTP Securities LLC

w role a5
or 10

& pleased to
sole srategic and

72 MARQETA

in its minority financing led by

VISA

with participation from

ey S g gy

coumrece visruris SINORTH

for total consideration of

$ 25,000,000

Tha Oniy invastmant Bank
Focusad Exclusiroly on Francal Technology

Significant capital raise
for next gen processor
serving commerce
startups and disruptors

Financial Technology Partners LP
FTP Securities LLC

& pleased 1o amnounce is excl
sole srategic

e role as
or 10

»{ MERCURY"

SILVERLAKE

for avalue upto

$ 900,000,000

The Oty bwestmont ik
Focusod Exchisioly an Financal Tochnokgy

First large-scale
transaction for an
integrated merchant
acquirer

Financial Technology Partners LP
FTP Securities LLC

sumup*

FINANGIAL
TEC

The Only ivestmont Bink
Focusod Exclusivoly an Financisl Tochnology

Groundbreaking
strategic round for early
stage European
payments company

Financial Technology Partners LP
FTP Securities LLC

& pleased to
sole strateq

VERUS

i its sale fo

sage

for cash consideration of gpproximately

$ 325,000,000

TECHNOL

Tho iy bmverstraont Bark
Focusod Exclusivoly on Francal Technokgy

First sale of a U.S.
merchant acquirer to an
international software
company; became Sage
Payments

Financial Technology Partners LP
FTP Securities LLC

s pleased to annaunce s exc]
sole srategic and fnaneial act

card

inits sale to

Tha Oniy hvastmant Bink
Focusod Exchisivoly on Fancsl Tachnology

First sale of a payments
company to an
established social media
company

Financial Technology Partners LP
FTP Securities LLC

inits sale to

Y¥ The Royal Bank
AR of Scotland

for cash consideration of approximately

$ 525,000,000

FINANCIAL

Tho Only kwostmont link
Focusod Exclusivoly on Financial Technology

First sale of a U.S.
merchant acquirer to a
large international
financial institution;
became Worldpay U.S.



FT Partners - Focused Exclusively on FinTech

Advisor of Choice for Merchant Acquirers / Payment Processors

Numerous
prominent
merchant
acquirers have
trusted

FT Partners to
advise them on
their most
strategic
transactions

(1) TSYSQ1'18 10-Q
(2) TSYS 2016 10-K

Selected FT Partners

Transaction Value

Deals Noted Seller Buyer Date ($ in mm) Research Profile
s 12C Worldline 05/2018 $2,800
CentralPayment.) TSYS 04/2018 g40
PRIORITY MI Acquisitions, Inc ~ 02/2018 1,000
CAYAN TSYS 12/2017 1,050
Planet FINTRAX 10/2017 250
(W Bluepay First Data. 10/2017 760
GPIVOTAL NOVACAP D @ sisomesess  09/2017 430
nets FRIEDMAN. 09/2017 5,300
nmi FP 09/2017 NA
2 worldpay vantiv 07/2017 11,680
sage Payment Solutions GTCR 06/2017 260
cardconnect. First Data. 05/2017 750
e NorthAmericar 05/2017 NA
Central Paym_e_ntj T BYS 02/2017 700?
ngww SEARCH@ 06/2016 NA
cardconnect. o SO 03/2016 438
@= TRANSFIRST" TSYS 01/2016 2,350
Heartland Ejglouauoamems 12/2015 4,300


https://otp.tools.investis.com/clients/us/total_system_service2/SEC/sec-show.aspx?Type=html&FilingId=12738923&Cik=0000721683
http://otp.investis.com/clients/us/total_system_service/SEC/sec-show.aspx?Type=html&FilingId=11880297&CIK=0000721683&Index=10000
http://finte.ch/2qtnP9w
http://finte.ch/2r42I9f
http://finte.ch/2rlamRp
http://finte.ch/2nBJsBH
http://finte.ch/1WwA5Pr
http://finte.ch/1p3gVSO
http://finte.ch/1m1spnX
http://finte.ch/hpy43bn
http://finte.ch/2sPJE05
http://finte.ch/2eJBdOl
https://www.ftpartners.com/docs/FTPartnersProfile-NetsAcquisition.pdf
http://finte.ch/2xBff8Y
http://finte.ch/2yNfKQx
http://finte.ch/Cayan_TSYS
http://finte.ch/2h4g3fM
http://finte.ch/Priority
https://finte.ch/CPAY840
https://finte.ch/SIX

FT Partners - Focused Exclusively on FinTech

Advisor of Choice for Merchant Acquirers / Payment Processors (cont.)

Numerous
prominent
merchant
acquirers have
trusted

FT Partners to
advise them on
their most
strategic
transactions

(1) ISYS 2016 10-K
(2) ISYS 2012 10-K

Selected FT Partners

Transaction Value

Deals Noted Seller Buyer Date ($ in mm) Research Profile
g &% Direct Connect R 01/2015 NA | ViEw
securefnet’ 2 worldpay 11/2014 NA
@= TRANSFIRST’ V uista 10/2014 1,500 [ view |
% FIRST AMERICAN TEACHERS" 07/2014 $700
P4{ MERCURY" vantiv 05/2014 1,650 | ViEW |
Ami Great Hil " =3
CentralPayment.) TBYS 03/2014 250
PayPros galob«'pavmems 01/2014 420
ISSRTRL 2 worldpay 09/2013 NA [ view |
nMi & Bregasagemount 09/2013 200
@ BluePay [ ssoctates 09/2013 NA
@ vantiv 07/2013 163
Pﬁv. TBYS 11/2012 135 [ view |
&5 vantiv 10/2012 361
' ‘ ACC EI_EF\’AT-E.lD- gg]obalpayments 08/2012 413
CentralPayment.) TBYS 08/2012 110 @
7| et celo 07/2012 670
CAYAN T RATEENON 07/2012 NA [ view |

(fka Merchant Warehouse)


http://www.ftpartners.com/transactions/century
http://www.ftpartners.com/views/media/transactions/FTPartners_Profile_NMI.pdf
http://www.ftpartners.com/views/media/transactions/FTPartners_Profile_ProPay_TSYS.pdf
http://www.ftpartners.com/views/media/transactions/FTPartners_Profile_MerchantWarehouse.pdf
http://www.ftpartners.com/transactions/nmi2
http://www.ftpartners.com/views/media/transactions/FT_Partners_Profile_Vantiv_Acquires_Mercury_Payment_Systems.pdf
http://www.ftpartners.com/views/media/transactions/FT Partners Profile-Vista Equity Partners Acquires TransFirst.pdf
http://otp.investis.com/clients/us/total_system_service/SEC/sec-show.aspx?Type=html&FilingId=11880297&CIK=0000721683&Index=10000
http://www.ftpartners.com/transactions/directconnect

FT Partners - Focused Exclusively on FinTech

Award-Winning Investment Banking Franchise Focused on Superior Client Results

P
Lendlit 2018 + 2018 Top Investment Bank in FinTech
lnstituﬁonal 2017 * Ranked #1 Most Influential Executive on Institutional Investor’s FinTech 35 List
nvestor 2015 - 2016 + Steve MclLaughlin Ranked Top 5 on Institutional Investor’s FinTech 35 List
Institutional Im{eStor » Consecutively Ranked (2006, 2007 and 2008) among the Top Bankers on Institutional Investor’s
Annual Ranking 2006 - 2008 “Online Finance 40"
o The Information 2016 * Ranked #2 Top Technology Investment Banker on The Information’s “Silicon Valley’s Most
Popular Dealmakers”
» Investment Banker of the Year - 2017
+ Investment Banking Firm of the Year - 2016
2015 - 2017 + Cross Border Deal of the Year - 2016
* Dealmaker of the Year - 2015
+ Technology Deal of the Year - 2015
« Equity Financing Deal of the Year - 2014
2017 *  Professional Services Deal of the Year, Above $100 mm - 2014
-2004 » Dealmaker of the Year - 2012
ANNUAL AWARDS 2010 - 2014 «  Professional Services Deal of the Year, Above $100 mm - 2012

* Boutique Investment Bank of the Year - 2011

m + Deal of the Decade — 2011
* Upper Middle Market Deal of the Year, Above $500 mm - 2010

| « T Services Deal of the Year, Below $500 mm - 2010
» Cross-Border Deal of the Year, Below $500 mm - 2010

M&A Advisor + Dealmaker of the Year - Steve McLaughlin - 2007
Awards + Business to Business Services Deal of the Year - 2007
2004 - 2007 + Computer and Information Technology Deal of the Year, Above $100 mm - 2007

» Financial Services Deal of the Year, Above $100 mm - 2007
* Investment Bank of the Year — 2004

4; « Equity Financing Dealmaker of the Year — Steve McLaughlin — 2008
A * Information Technology Deal of the Year - 2008
Middle Market 2006 - 2008 *  Financial Services Deal of the Year — 2008

Financing Awards « Financing Professional of the Year — Steve McLaughlin - 2006



FT Partners - Focused Exclusively on FinTech
The FT Partners Senior Banker Team

Name / Position Prior Background Experience / Education Years of Experience

Steve McLaughlin

Formerly with Goldman Sachs in New York and San Francisco from 1995-2002

oldman Former Co-Head of Goldman Sachs’ Financial Technology Group (#1 market
Founder, CEO and ga(‘ns share) 9 P 23
Managing Partner Wharton M.B.A.
] i i
Larry Furlong ggmlgan I;g;rgzr(l))gzmh Goldman Sachs in New York, London and Los Angeles from 22
Managing Director Wharton M.B.A.
. % Formerly award winning Equity Research Analyst at Merrill Lynch, J.P. Morgan
Greg Smith Merrill Lynch and Hambrecht & Quist 22
Managing Director JPMoroan 20+ years of experience covering FinTech as both an Analyst and Investment
S Banker
Formerly Managing Director and Head of FIG M&A at Alvarez & Marsal
Osman Khan Alé 15+ years FIG deal, consulting and assurance experience at PwC 21
Managing Director Mo 40 Under 40 M&A Advisor Award Winner in 2013
pwc LSE (BSc w/Honors), MBS (MBA w/Distinction), ICAEW (FCA)
Formerly Global Head of Strategy at First Data
o
Steve Stout J.PMOI’DEI.H Formerly Led J.P. Morgan Payments Investment Banking Practice 20
Managing Director Former Equity Research Analyst on #1 ranked team at UBS
9ng First Data Former Economist at the Federal Reserve Bank
Mike Nelson f////z Formerly head of FinTech M&A at SunTrust Robinson Humphrey, began
. . = investment banking career at Piper Jaffray 18
Managing Director SUNTRUST Kellogg M.B.A.
Tim Wolfe oldman Formerly with Goldman Sachs from 2000-2002
Saed 40 Under 40 M&A Advisor Award Winner 2013 16
Managing Director Harvard M.B.A.
Kate Crespo . Formerly with Raymond Jame;’ Technolpgy & Services investment banking
RAYMOND JAMES 12+ years of FinTech transaction execution experience 16
Managing Director Dartmouth M.B.A.
Timm Schipporeit Morgan Stanley Formerly with Morgan Stanley as Senior Executive Director of European
. ) = Index Technology Investment Banking Team in London 15
Managing Director = Ventures Formerly a Venture and Growth Investor focused on FinTech at Index Ventures
; 20+ years experience executing / implementing financial and
Andrew McLaughlin . y P g/1mp 9
g DG'OItte operational strategy 12

Managing Director

Formerly with Deloitte Consulting



