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1 — Introduction to Fingeste | Who We Are

We are... Our Approach...

* anindependent, partner-managed M&A advisory  Competent execution with in-depth industry
firm Experience

* specialized in supporting and executing midcap e Internationally focused
transactions, fundraising, turnaround,
transaction-related services, and Portuguese * Project lead at partner level

market entry to investors with customized services

* Individual approaches and optimized solution

 comprehensive in advising throughout the entire
transaction process Why...

* dedicated to our clients’ success, acting with
agility and customer driven, with hands-on
approach

Fingeste» 7\



1 — Introduction to Fingeste | Team

Investment Bankers with experience as former senior executives managing companies, leading senior teams, with responsible
for the bottom line. Previous experience in Private Equity, Finance, Consulting Services, Banking and Operation in several sectors

Carlos Carvalho

Managing Partner

Former CEO / CFO

20 years in Investment Banking

Former Director Grp Precision, Entreposto
Former Consultant and board member
MBA, INSEAD Alumni

Miguel Lopes

* Partner, Former Executive Director of
several Companies
* + 35 years in Board Level roles, MBA

-
L@
‘;J' UCP, NOVA

Rui Madeira Nuno Madeira

* Partner, * Partner, Former Executive Siemens
®* Former banks board member Ericsson

* +15 years M&A, Telecom, Negotiations * +15 years M&A, Telecom, Negotiations
[ )

ISEG, INSEAD, AESE Business School * MBA ISCTE, UNOVA,

José Neves de Almeida Eunice Marques

* Associate, Former Managing Partner at
Haitong Bank

* + 35years in M&A and Private Equity

®* Manager & Marketing Officer
* Former Executive at Restruturar
* ISEG

Fingeste» 27\



1 — Introduction to Fingeste | Expertise

Infrastructure &
Construction

Mechanical
Engineering

Chemicals &
Commodities

Energy, Environment
& Recycling

Buy Side Advising Services to Buyers & Investors

Software &
Internet

Consumer Goods &
FMCG

Financial Services

Industry 4.0 &

Automation

Pharma &
Healthcare

Electronics &
Telecommunications

Transport & Logistics

Fingeste has broad industry expertise

We advise both strategic and financial buyers on their
(inter)national M&A activities in various industries.
Examples:

€]
Fingeste »
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1 — Introduction to Fingeste | Why

* The reasons Why Companies and Investors need us are many and varied
* We are flexible and designed for the long term relationship addressing several scenarios in Client life cycle

Succession Buy and Build

arrangements

Minority
holding

Partial sale

Special

situation Leaseback

Fingeste» 27\ 6



1 — Introduction to Fingeste | Why

* We assist companies with succession arrangements, partial sales

* and the implementation of growth strategies.

Succession

Reason « Succession arrangements
far family businesses
* Reorganization of
shareholder structures

Method * Financing with equity and bank
funds
+ Share acquisition with
management involvement (MBO
[ MBI)
* Flexible re-investment options
for existing shareholders

Type of investment Maijority shareholdings

Partial sale

Partial realization of the

shareholders’ assets
Reorganization of shareholder

structures

Financing with equity and bank
funds

Share acquisition
Re-investment and investment
by managers

Also possible in several stages

Both maijority and minority
shareholdings

Growth

« Financing growth — organic and
inorganic

» Equity financing

« (Capital increase

+ Silent partnership / mezzanine
capital (with conversion option)

« Buy-back of the investment by
the company is possible

* Minority shareholdings
« Silent partner

Fingeste» 27\



1 — Introduction to Fingeste | Why

* For the implementation of a buy and build strategy, for spin-offs
* and in special situations, we are an experienced partner.

Reason

Method

Type of
investment

Buy and Build

Growth through acquisitions
Development of new
business fields
Geographical expansion

Equity financing
Capital increase
Silent partnership / mezzanine
capital (with conversion option)

Both majority and minority
shareholdings
Silent partner

Spin-off

* Divestment of business units
« Strategic realignment of

corporate groups

* Financing through equity and

bank funds

+ Share acquisition
* Investment by managers

* Majority shareholdings

Special situations

Corporate reorganization
Insolvency scenarios
Restructuring of liabilities

Share purchase
Equity financing
Capital increase
Silent partnership / mezzanine
capital (with conversion option)

Both majority and minority
shareholdings
Silent partner

€]
Fingeste »
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1 —Intr
oductio i
n to Fingeste | Global Alli
iance

FINGESTE i
is a long-standi
anding me
mber of the international
al network
M&A W
orldwide
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1 — Introduction to Fingeste | Global Alliance www.m-a-worldwide.com

* Leading mid-market M&A Advisory
* Finding worldwide the best possible solution

Fingeste» 27\ 10


http://www.m-a-worldwide.com/
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2 — Track record | Transactions

current deals (examples) - more than 50 transactions & fundraising successfully closed. Buy and Sell Side

ALAINAFFLELOU

Paris, France
has acquired 35% of
optivisao

Portuguese optical retail chain leader with +280
stores

Amount: Undisclosed

The transaction was, on behalf of the
buyer, and advised by

Fingesie »

Sector: Retail

Service: MEA

VETERNITY

Lyon, France

has acquired 100% of

PerPETuate

Portuguese PET Crematory leader with +20
stores

Amount: Undisclosed

The transaction was, on behalf of the
buyer, and advised by

Finoeste »

Sector: Retail
Service: M&A

m

Porto, Portugal

Fundraising with Equity and Hybrid instruments
to support international expansion and new
plant production. Minority Stake

3 .. Growth
g Partners
Capital

Amount: Undisclosed

The transaction was, on behalf of the
Seller, and advised by

Fingeste »

Agrifood Industry
e: Equity

!total specific solutions

Nieuwegein, Holland

has acquired 70% of

-~
edulBox

Portuguese IT Company leader in Digital
Education

Amount: Undisclosed

The transaction was, on behalf of the
buyer, and advised by

Finoeste»

Londen, UK

has acquired 90% of

ROBC@RK

Portuguese IT Company producing Cork
materials for isolation

Amount: Undisclosed

The transaction was, on behalf of the
buyer, and advised by

Leesburg, USA

Expands to Iberian Market becoming the
market leader in Portugal on 5 years with a Buy
& Build and Organic strategy

Amount: Undisclosed

The transaction was, on behalf of the
buyer, and advised by

electrofer
Leiria, Portugal

Fundraising with Equity to conclude a
Turnaround operation. Majority Stake

S

Amount: Undisclosed

The transaction was, on behalf of the
Seller, and advised by

Fingeste »

Sector: Metal-mechanic and Automobile Industry

Service: Equity

Leiria, Portugal

Expansion with acquisition in the centre or
Portugal

HOLON

Amount: Undisclosed

The transaction was, on behalf of the
Seller, and advised by

Finoeste »

Sector: Health & Retail
Service: MEA

REPUBLICA
PORTUGUESA

Organize a Tender of Assets Operation

- F
o
<
AIRPORT

Amount: Undisclosed

The process was, on behalf of the
seller, and advised by

Fingeste » Fingeste» Fingeste >
Sector: Industry Sector: Automobile, Mobility, Retall Sector: Aerospace, logistics
Service: MBA Service: M8A, Equity, Debt Service: M&A
- 2 Excellent=
gz SETLININGS g8 xcellent=
fﬁ.('.\‘. ’ﬂ =N optica
R » Lson P
& Montijo, Portugal
Hehon, Porlugal Share deal to the international player
Debt Fundraising Worldwide leader operating with 11 branches

&
BPI oo 5 Cotabane gz
[/4) Montepio MiIIenniLL_Jm

!

Amount: Undisclosed

The transaction was, on behalf of the
Seller, and advised by

.
Fingeste»

Sector: Hotel & Hospitality

Service: Debt

across 4 continents, delivering multi-million-euro
projects in more than 50 countries.

& Santander
Amount: Undisclosed

The transaction was, on behalf of the
Seller, and advised by

Fingeste »

Sector: Industry

Service: Debt Fundraising

ALAINAFFLELOU

Amount: Undisclosed

The transaction was, on behalf of the
seller, and advised by

Finoeste»

Sector: Retall
Service: M&EA

Fingeste» 27\
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M&A
//A WORLDWIDE

Convention and Roadshow with investors

Peter Feher
Hungary

IMsA

Intemational Mergers & Acquisition
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M&A Worldwide

Intemational Mergers & Acquisition



April 13-14, 2023 // A\ %%Aﬁ LDWIDE

39TH M&A WORLDWIDE CONVENTION
BEST PRACTICES FOR M&A ADVISORS AND CLIENTS




IM&A //A\ CAVSC()AI;LDWIDE

Phases of the M&A Process

Selection & Final Negotiations

Signing the Mandate ] ] )
Intelligence Structuring & Closing

Preparation & Qualification &

Planning / \ Refinement/ \Due Diligence/
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Negotiations by a

Distress Fund Manager

Intemational Mergers & Acquisition
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A true win-win situation

Intemational Mergers & Acquisition
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Major change between
1955 and 1985

Intemational Mergers & Acquisition



M&A
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Intemational Mergers & Acquisition IVl & A Wo r I d w I d e

Accelerating Growth in Technology

First 3D Chip @
i 23D Movies
Google Driverless Car ©
@ iPad

o
YouTube @ Facebook

C Google
Hybrid Cars &
@ DvDs

Cell Phones @
TN
Windows ©
& Apple Macintosh
M5-DOS &
2 Wordprecessor
Microprocessor o

Man on Moon o

Light
. Bulb  Car
Printing Press Telescope Steam Engine _ __ o I
| e ——————————— | Telegraph TE!Ephm&

1400 1450 1500 1550 1600 1630 1700 1¥50 1800 1850 1500 1950 2000 2030

LEGACY RESEARCH GROUP
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Dangers of M&A Activities

Intemational Mergers & Acquisition
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39th M&A WORLDWIDE CONVENTION

Budapest, 2023

IMsA

Intemational Mergers & Acquisition
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Jacques Jetten

Intemational Mergers & Acquisition
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Number of Deals

Number of
Professionals

2022 ANNUAL FIGURES

510

13B
“{3u

462

Total Deal
Value

Average Size
Deal




MEA
/,. WORLDWIDE

Annual Number of Total

=-1-11

Deals over
last 5 years

Average Deal Size

25.59

16.88
9 83 —m
Q 54 7.63 g.10
I I I i

2017 2018 2019 2020 2021 2iee

2017 2018 2019 2020 202l




/’X C‘V%ARLDWIDE

Total Deal Value (M€)

transactions s
over last 5§

Total Transaction

Value Per Member
(average)
384
273
111 I II II| II
2017 2018 2019 2020 2021 2022 I

2017 2018 2019 2020 ci2l clcee




/7 \ Wokiowine

39th M&A WORLDWIDE CONVENTION

Budapest, 2023

IMsA

Intemational Mergers & Acquisition
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Creating Value with M&A

Panel Discussion

Moderated by Peter Feher

IM:A

Intemational Mergers & Acquisition



IMsA

Intemational Mergers & Acquisition

N o U A e

Wolfgang Steuernagel, from Germany ﬁﬁ
Doug Robbins, from Canada ‘t}

Carlos Carvalho, from Portugal

Maurice Koopmans, from the Netherlands _@_
Piotr Kucharczyk, from Poland

Isabella Zuo, from China E

Arthur Keleti, from Bangkok &

/’\

M&A
WORLDWIDE



IM&A //A\ CAV%AI;LDWIDE

Intemational Mergers & Acquisition

Isabella Zuo

Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans

Will buy or sell side mandates increase
in the next five years?

.‘ ‘\‘.
W e

Arthur Keleti



N

Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans

What industries are ||
most M&A activities |

//A\ CAV%AI\QLDWIDE

Isabella Zuo

cely to see the

N the near future?
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Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans Isabella Zuo

What part does Al currently play in
your daily work?

ot 7 7/ /o -
’ y 4 = // #
Is . y
/‘Al 3

Arthur Keleti
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Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans

Isabella Zuo

Will there be more consolidation due
to the automation of target searches?




IM&A //A\ CAV%AI\QLDWIDE

Intemational Mergers & Acquisition

X'
Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans

Isabella Zuo

Will new technologies improve Due
diligence procedures?
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X'
Wolfgang Steuernagel Doug Robbins Carlos Carvalho Maurice Koopmans

Isabella Zuo

Will potential buyers have to take
additional risk when M&A processes are
automated?
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39th M&A WORLDWIDE CONVENTION

Budapest, 2023

IMsA

Intemational Mergers & Acquisition



IS BANKING
REALLY IT?

AND SHOULD IT BE?



Ode to The Banker ...

MACRO e BACK OFFICE REGULATORY
MARKETS
TREASURY COMPETITORS
PRODUCT MIX LIQUIDITY
PROFITABILITY COMPLIANCE
PORTFOLIOS
CUSTOMERS CAPITAL ADEQUACY FINTECH
BRANCHES
SKILLS
APIS CLOUD
EMBEDDED AI AND ML
MICROSERVICES ON PREM PEOPLE
STACK
BLOCKCHAIN APPLICATIONS
COMPOSABLE ARCHITECTURES BACKEND
IT SEC TECHNOLOGY LEGACY MIDDLEWARE
FRONT-END

... Making Money Out of IT



The

landscape is
promising ...

but not
getting any
easler

= ABLEMENTS
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roooics 2884 co

Fintech

stripe checkout

$wamupt BBANDS @ circon  Thunes

250 B>

" »iripple pinelobs

Volonté &

Digital banking

Cryptocurrency

cedor OW 4 Razorpoy
SoltPay ba ance Alrwolles

[ JEE

ot 4 FINIX

Revolut NS @ PrimeTr

FALCONX ©

cé ~o ma X csinnsinss [ Pireniocns @ MoonPoy

ti1monzo @0 o

@ v ogl Varo TALOS © stanx

Klar N2e Leoss GEMINI

Accounting & Investing &
finance trading
Orurgaber e infrastructure

anb DRIVE
.v'.‘ 1s

tpatts auUpvest Alpaca

Core banking & infrastructure

o ancmnse W Solar o NYMEL O T
zeta unit deserve

MX  Cloar Bank AMOUNT %

JUM_ ralse 8 O waws

FLLIFTIC
rorsen %+ TRM

ConDCX Ao

Financial
services
automation
QP
UF\QO"( MYPERLCIHINCE

Real estate & )

mortgage s

(A QurtoAndae Fiyhomes ey

belono Pacaso

wmopdocs G H

J motwocs @ Divvy Valon

Payroll & deel

R benefits

Vetoory bo
mollie Coptivate
Mwemune ©
Oyster A Pawheel
Nayyo €

Q romote i) otoenic

d)] dorwm gudeline

BNPL & Capital markets
credit
cards

)

Petal ..k

Klarna. ¥ Consumer lending
vesh T BRATE I

uplift  tobby ®

5 © Happy Maney
otome £ g A Anyiin

Fraud prevention
& compliance
ALLOY Cvaniaae
Sigret yd 2" Huvvurta
it Prove 8 srre R T

FORTER  weril

Insurance ETHCS
¥ Troctobie O 7chra
VOUCH Acen © Ladder MonyPets

SHIFT Oc.wo«-.«uu»« @ soveme

ey digit wefox Policygenius @

Note: Companies are private as of 9/12/22. FTX was removed after declaring bankruptcy on 11/11/2022

Asset management
CAIS Alpha

Corporate cards & ‘%
expense management . sibase
tribal tide €y srenoann
CABrex MWMESH ramp £ yokoy
Payhawk ~JEEVES JUNI Qonto

APITOLIS Digital Asset

Trumid coro] CGenesis LIOUDITY EREEEER Capita

Business lending

Fundbos cro —vive

Poiz2cedn Konftic P pipe

Retail investing & wealth
management @ wess  Betterment

4 Wearstront [ "

D woren & ww Yieldstreet ®publiccom seass

o\ wakdd ¥ Flink

Mobile wallets
& remittances
© Crpper
.
PIEPT © wirsdariey
D & Costeor @ toss

bok “2*olon




Market Movers Abound

TRADITIONAL
BANKS

BUSINESS NEEDS

A legacy bank with a full-service model
which wants to reap as much ofthe
functionality of a holistic core banking
product as possible - including product
processing, internalworkflows and
digital front-end.

ABLEMENTS SOLUTION

Oracle Banking's 30+ product modules
covers all universal banking needs

Customization of yourexisting product
set-up is easy and fast

Our well-tested migration methodology
is safe from failure

SLAs and our combined forces guarantee
yoursafe operation

NEOBANKS

BUSINESS NEEDS

Launched asa new entity or a digital
spin-off of a legacy bank, theaim isto
have all customers, and user-facing
systems developed intemallywhile
having peace of mind regarding the core

system.
ABLEMENTS SOLUTION

The scalability of ABLEMENTS allows you
to startsmall and then grow
exponentially

TCO ofthe projectisforecasted precisely
forsound planning

Integration layersto cloud based
services are available

You can use ABLEMENTS as the
foundation of your whole architecture

. TEA Ly
. S E..

FINTECHS

BUSINESS NEEDS

From digital wallets, to payment
providers, as well as a hostof other
solutions, serving niche markets with
niche products that require a simple but
customized solution to provide fastand
UNique CUStomeEr Service.

ABLEMENTS SOLUTION

Special requirements can be
implemented within ABLEMENTS

Innovation stream always givesyou the
latesttechnologies

Oracle Banking's modularity means that
only the required software components
are used

PSD2 and API integration makes it easy
to connéectto any of your or third-party
services

EMIs

BUSINESS NEEDS

Electronic Money Institutions (EMIs) start
from scratch with a disruptive business
model butaim for the stars. Low upfront
costand quick startare essential,
achieved by using most of the built-in
functionality of a core system.

ABLEMENTS SOLUTION

Industry standard products ready to go
within weeks

Paymentintegrationisalready donein
major markets

Predictable coststhat grow as you grow
the business

Service levels shifted on the fly to meet
your needs asyou scale

" No matter what markets you want to approach, ABLEMENTS has the solution for you. ,,

* ABLEMENTS



The Core Banking Solution Dilemma

: : o s TRANDITIONAL CORE
Nimble Next Gens with Distributed BANIANG SVETEMS
Complexity or

Traditional Tool Sets with In-Built _ e . .
« Wide functionality covering the entire

Com pIEXIty range of banking services - a toolset
for everything that you need

« Developed over decades

« Robust systems with stable, reliable
operative history

NEXT-GEN CLOUD-BASED CORE
BANKING SYSTEMS

+ Cloud native
+ Lightweight systems
* Answers composability

« Native microservices build

Too complex to operate and use

Too many features that you
don't need

Lack of composability and
modules

Slower time to market

Costly to operate and build
expertise

Limited functionality

Questionable operative
history and scale

Requires orchestration layers

Entirely new banking skill set
need required to build



Olg=1d[=

Banking Foundations

Digital First Product Philosophy - Componentized Digital Experience,
Digital Engagement and Product Processor Layer Processor Layer

At all three layers of the architecture, Oracle Banking allows you to build

EXPERIENCES & DIGITAL SERVICES

your product and service portfolio by picking and choosing the
components that you need.

MARKET/
ENTERPRISE
SYSTEM

SWIFT

SEPA

Correspondent
Banks

Market Feeds

CRM

GOVERNANCE,
RISK &
COMPILANCE Tailor User Experience Mobility Open API
Risk Dashboards/Widgets Templates Originations
Management
EXPERIENCES ENGAGEMENT
Financial =
Crime KYC & On-boarding Account Opening Deposit Processes Payments Dashboards
Trade Processes Loan Origination Facilities Origination Credit Management
Compliance 8 = - = -
Dashboards, Queues, Checklists, Documents, Business Rules, Alerts, Reminders, SLAs/KPIs, Activity Analysis
BUSINESS PRODUCT PROCESSORS
INSIGHY i Retail Lt | C te L & T & Capital
Accounts, Deposit, O/D, : ail Loans;, : orporate Loans reasury & Capita Ligidity Management
CLStomer Nostro Accounts ERRER S Mortgages fragetaance Syndication Market & Virtual Accounts
Insight
Limits & Collaterals
Capital
Management
General/Product Ledger &Product Accounting
Finance & ClientInformation
Performance
pasRE et Security Management

* ABLEMENTS




The Infrastructure Dilemma

Who drives? 1/The On-Prem solution 2| The Cloud Solution

el cfase, you ”er tothilld gxplertise =With Control, ownership and safe relations with + Scalable, ahead of the curve and safe from an SLA,

on-prem, fundamental technological and regulators all in your hands availability, security and network perspective

operative expertise is needed as well as control,

with cloud at least control expertise is needed « Scalability and keeping ahead of the curve + Operated for you so you do not need to build your
happens in larger steps, with larger investments own expertise, especially at various levels of the

The fundamental guestion is how able and PP g P g ; Stk P P y

willing you are to build levels of expertise - « Skills sets must be hired or bought on market,

keeping in mind that a financial institution need with related issues and orchestration to handle +  May be more difficult for regulators to swallow

not be an expert at everything Need to think about the full stack yourself, « 1f you do not control the cloud, your expenses will
including infra, availability, security, network, go out of control as well

: s etc.
While keeping costs down...

With on prem your costs are capped,
uncontrolled with cloud and the sky is the limit

Time to realize that you need strong technical
and control skills for both on prem and cloud

ABLEMENTS - Bringing You Technical,
Architectural, Operative and Control
Expertise for Peace of Mind

* ABLEMENTS




omplete Cloud Infrastructure Capabilities

DEVELOPER
SERVICES

</>

LOW CODE
APEX, Digital Assistant

5

APPDEV
Visual Builder Studio, GraalVM,
Helidon, SQL Developer, Shell,
APis/CLI/SDKs/Docs

ol
1(10)o
AN

Infrastructure as CODE
Visual Builder Studio,
GraalVM, Helidon,SQL
Developer, Shell,
APIs/CLI/SDKs/Docs

* ABLEMENTS

30 + COMMERCIAL

APPLICATION ANALYTICS
Q 0=0
K 53 ) Q
O=—A
SERVERLESS APP INTEGRATION BUSINESS & INDUSTRY 5aas BUSINESS ANALYTICS
Event, Functions, API Gateway Integration Cloud, Workflow. ERP, HCM. SCM, Sales, Analytics Cloud. Fusion
Notifications, Email Delivery Marketing, Service, Vertical Analytics
Industry
DATA & Al DATABASE
1501
1l £o) € o
S oo
BIG DATA AISERVICES MESSAGING ORACLE DATABASE DISTRIBUTED & OSS DBs

Big Data, Data Flow, Data
Integration. Data Catalog,
Golden Gate

Data Science, Text Analytics,
Anomaly Detection

Streaming. Queueing,
Service Connector

ATP, ADW, DBCSVM/BM,
JSON, Dedicated, Exadata,
Exadata C@C

NoSQL, MySQL, Postgres,
Search Indexing, Distributed
Cache

CORE INFRASTUCTURE

2,
88

COMPUTE CONTAINERS
Bare metal, VM, CPUs, GPUs, Containers, Kubemetes,
HPC Service Mesh, Registry

OS, VMWARE
Autonomous Linux, OS Mgmt
Service, Marketplace

(D> 0.6;0

STORAGE NETWORKING
NVMe, Elock, File, Object. VLC LB, Service Gateway, FC,
Archive, Data Transfer VPN, Cluster Networking

REGONS [/ GOV REGIONS / CLOUD@COSTUMER

GOVERNANCE &
ADMINISTATION

o5

CLOUD OPS
IAM. Compartments, Tagging
Console, Cost Advisor

&

SECURITY
Cloud Guard, Security Zenes,
Vault, KMS, Data Safe. DDoS,
‘I‘\"AF

Pad

o -

OBSERVABILITY
Monitoring. Logging. Logging
Analytics, Notifications,
Events, Operation Insights,
APM., Management Cloud




The Service Dilemma

Choosing Your Battles

At the end of the day, businesses should build
capabilities and armies if need be wherever they
want to win the competitive battle. For banks
this could be finance and product driven,
customer experience driven, or IT driven. We
argue that core banking is not a core
competence - other battle grounds should be
chosen for winning.

The Ideal Partner

Your ideal partner would provide you with
deeper expertise that you can reach on the
market, all leveraged and packaged in ways that
are accessible to your - in terms of time, service
level and cost. Leveraging off their market
experiences, these services should be bestin
class, without the usual supplier lock-in issues.

Accept no compromise - banking nativity
packaged for your consumption.

* ABLEMENTS

1|Building Your Own
Market Expertise

In house control and security without third
party reliance

Potential advantage if deep resources are
built in market movement

May not be most efficient and cheap, coming
with a host of agency issues

Expertise |level may be lower for a long time
than for a deeply involved supplier

2/ Relying On Others

Common solution to outsource for efficiency
and cost

Deeper and wider knowledge by supplier
allows freeing of resources for other
strategical areas

Outside reliance can bring a host of supplier
management issues

Supplier changes and lock-in can be costly on
the organization




A Banking Native Solution

I Z Scalable I (QS From 1 USD / account I G} R34DY in 24 hours 6% Full service

Solutions Technology Expertise

+ Oracle Banking suite + Leveragethe advantages of * We provide you all one-off services
application familywith over Oracle Cloud to onboard our solution
30 modules « ABLEMENTS fully services the + ABLEMENTS includes all recurring

+ Architectureis modularand whole cloud stack services to keep your core running
builton microservices + We maximize benefits, with + We bring you deep skill sets for

» ABLEMENTS optimizes the no investment need from efficiency and fastertime to
whole solution for you your side market.

ABLEMENTS bundles a full-scale, top-tech core banking “O Banks [ition i th
system with the leading enterprise cloud infrastructure S OEEET S OUEION 5= Ot OOCE

platform, along with skills to implement, upgrade and we like to call it banking native.

drive your entire stack. i

* ABLEMENTS
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From trained model to inference

Model training Inference
with existing data to new data

Input: * * * * \H

= Existing data .
= Pattern
= Target variable

Learning:
= Feature extraction *
= (Classification

=

(dog )

"cat" ’

f smartmergercox



Machine learning vs. deep learning

1.000.000.000 (10°) = 1 GB
1.000.000.000.000.000 (10*°) = 200 Petabytes: all printed material

Machinelearning Deep learning

(o] (o]
Amount of Data Small to large amount of data L@ E E
structured data
and data type Required standard hardware / data base i O‘I_g

= Mathematical logic, statistic, stochastic
A|go rithm = Logic known and trained by humans

= Humans can understand classification
= Human can interpret the results

= Runtime from minutes to hours

= Bigdata
= Structured data and unstructured data
= Required neural networks / big data bases

Neuronal networks (like human brains)
Feature extraction and classification black box
Human may not be able to understand logic

= Runtime weeks to month

Image recognition

Use cases * recommendations 003/, ((‘ ))) 3 9 . ic
= dicti 0% %o = Speech recognition
predictions ‘o @E.%a : A

= visualizations = Autonomous driving

Mo

975

:’ smartmergercow




Imprima: The Al based data room

Simprima | PR A

O %)
7 Bl owou
1 Bl orou
7 Bl owou
7 Bl owox
[ B orox

v 1 B3 0301
. o | 03.03:1
I o JEELE
[ Bl o3ou
(1 BBl o303
[ Bl osoa
[ Bl oeou
[0 BBl 040214

03.01.03 Lease Agreement F

Lease Agreement Rev: 133250

Lessor: Blue Sky Rentals
Lessee: ABC Industrials Co,, Ltd.
Address: c unit, 4th floor

Tel: +49(0)40 36 47 26 31
In accordance with related laws and regulations, both parties have reached agreement on
the following:

1. The premises to be leased

The lessor leases a leasehold with a total area of about 30,165 square meters to the lessee,
including a three-story building of mik powder and milk tablet workshops with an area of
13,365 square meters, a two-story building of liquid milk workshop , and a three-story
building of warehouses.

2.Lease term

The lease term is S years, starting from September 1, 2019 untill August 31, 2024, The
rental price is €30,000 per calendar month.Twelve months before the end of the term, with
the lessee’s propsal and the lessor's consent, both parties will sign a new lease contract
about the leasehold. Only after the lessor has corrected its action according to the
construction standard stated in the attachment of the contract, can the construction be
resumed. The loss brought by the delay should be undertaken by the lessor. Party A should
strictly follow the charts provided by party B to construct. The charts will be an

Lease Agreement M ——

Lessor
Al Blue Sky Rentals

Lessee

Al ABC Industrials Co,.Ltd

Start Date

Al September 1, 2019

End Date

Al August 31,2024

Address

Al Cunit, 4th Floor,
Vancouverstrale 215,
Hamburg Industrial Park
206173

Telephone No

Al +49(0)4036 47 2631

Area

Al 30,165 Sq Metres

Price

Al €30.000 PCM

:; smartmergercox




SEALK: Deal sourcing supported by Al

“UCSEATLK

&l DASHBOARD

Q' RECOMMENDATIONS

# MY SEALX

:’ smartmergercc.

TARGET & BIDDER LIST

FILTERS

RECOMMENDED COMPANIES

' PANDORA  mas

N Unvted Wotes

SONY  me

& supon
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M&A 4.0 Platform

smart M&A Apps

smart M&A
platform

Secure connect

Parties / Data

:’ smartmergercou

s s enaas e ol Ty

@ a8 o 8 6




What is digitalization and what is it not?

The conversion of products
todigitalformat adthe
concomitant inventions
that ensue.

Digitalization

The innovation of business models
and processes that exploit digital
(business) opportunities, e.g.
throughdigital platforms
providing value creating eco-
systems based on data-driven
services.

https://sloanreview.mit.edu/article/digital-transformation-on-purpose/

f smartmergercc.

Digital
Transformation
The fundamental change of
economies, institutions and
societies through digital
diffusion application of digital

technologies and disruptive
business models.
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No.1 European Virtual Data Room Provider

A

Selected clients

experience combined with local MOVENS
14 yea S European expertise CAPITAL

lfll,.,

GrantThornton
ENTREA CAPITAL o EY

. [ | Attorneys mazars

pwec

& /)

completed transactions

(Baldacci

SaFank

Enterprise Investors

120 000 + users worldwide

Recognized by customers and the industry

. o WINNER \‘O’I Ereg:‘g:fef \\\',’ \,:,’ Premium \\:,’ [
\ are X [l Hi 1op
O 2 Y =P = ] Y Usability 3z PROPTECH
) S % ‘\ /" ‘.\ 2019 n,«.w:u:/" g )
- et o » Awarded by Finances -

countries around the world served
(Europe, Asia, South America, USA)

fordatagroup.com 39th M&A Worldwide Convention




AVATA

fordatagroup.com

Reports prepared by FORDATA

CEE Expert Report

the edition with experts from
the CEE market

analysis of market activities
and conditions under one -
each time different —
umbrella topic that best
grasps what is going on in the
local economies

#M&AIndexPoland Report

the dynamics of the Polish M&A
market

description of the most
interesting transactions

the frequency of using the
Virtual Data Room tool in M&A
transactions in Poland

39th M&A Worldwide Convention



Game plan:

01. , Beyond M&A”, alternative use cases for VDR
02. VDR in Cybersecurity industry

03. Compliance - GDPR and other regulations

04. Al in VDR, for a long and good time?

05. What’s next?

WWW. fordatagroup.com 39th M&A Worldwide Convention



01. Beyond M&A

* Fundraising e Board meetings

» Life Science * Government & Infrastructre

» Real Estate e Secure document repository

e Audit » Wherever secure file sharing is needed

WWW. fordatagroup.com - 39th M&A Worldwide Convention



02.

WWW.

fordatagroup.com

Cybersecurity

According to a report by Cybersecurity Ventures, global cybersecurity

spending exceeded S1 trillion between 2017 and 2021.

The battle between attackers and defenders is asymmetric, and the

defenders need to win every time, while the attackers only need to

win once. As a result, the cybersecurity industry will always be in a

state of constant evolution and adaptation.

39th M&A Worldwide Convention



Statistics

S4.35 million

$10.10 million

22 billion

Source:

The global average total cost of a data
breach in 2022

The healthcare industry experiencing the
highest average total cost per breach

This is how many records have been
exposed as a result of over 4,100 publicly
disclosed data breaches in 2021

,Cost of a data breach 2022”, Report IBM; 2021 Year End Report: Data Breach

QuickView

fordatagroup.com

The increased investment in cybersecurity has
driven businesses and advisers to adopt more
secure solutions for managing their sensitive

information, with Virtual Data Rooms playing a

critical role in this trend.

39th M&A Worldwide Convention



03.

WWW. fordatagroup.com

Compliance

e General Data Protection Regulation (GDPR)
e Financial Supervision Authority
e MIFID, MAR

e other regulations

39th M&A Worldwide Convention



04.

WWW.

fordatagroup.com

Al - for a long and
good time?

* Al powered Redaction tool * Language translation
e Al Powered contract analysis - spot red [The ma.rkejc for Al-powered language
flags translation is expected to grow from $1.5

billion in 2018 to $9.7 billion by 2024]

e Smart summaries of legal documents

: , o Data analysis and insights
e Document indexing and search

e Security and fraud prevention

39th M&A Worldwide Convention



. | — threats:

e Discrimination
e Autonomy

» Global security

WWW. fordatagroup.com - 39th M&A Worldwide Convention



05. What’s next?

o Affective Al

o Chat GPT
[Global customerservice Al market is expected to grow at a compound
annual growth rate of 34.7% from 2020 to 2027, reaching a market size of
$24.6 billion by 2027.]

¢ Cloud technology

"Artificial intelligence (Al) is whatever hasn't been done yet"

[Larry Tesler, computer scientist]

WWW. fordatagroup.com - 39th M&A Worldwide Convention
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TOO MANY TOOLS
INCREASE THE NOISE
LEVEL

Thousands of software
call for attention and
action

loT and industry 4.0
increase the digital
overload

WORKFORCE COGNITION STRUGGLES TO
KEEP UP

- VR eases it up -

WORFORCE COGNITION
STUGGLES, BLOCKING
EXECUTION

Context changes and
noise level blocks
comprehension

The last mile of
execution is wasted in
the struggle

*The Harris Poll: Yoh Workforce Trends Survey 2020

COMPLEXITY
INCREASES THE SKILL
LEVELS REQUIRED

Supervisory tasks still
require on presence
resources

Complexity of contexts
requires higher skilled
labor

SOLUTIONS ARE
ADRESSING ONLY PART
OF THE PROBLEM

Digital twin solutions
address standalone
problems

Enterprise 3D
struggles to find the
ROI

,68% of employed
Americans face challenges
with their workplace
software technology” *

,More than 1 in 3

employed Americans say
too many software are
among the biggest
challenges they face” *



3D VR IN VALUATION:
IT technology capability can impact company valuation in several ways

Competitive Advantage: Companies with strong 3D VR technology capabilities may have a competitive advantage over their peers They

can leverage technology to streamline operations, automate processes, and gain insights from data analytics, among other things.

Market Opportunity: 3D VR technology has the potential to disrupt various industries, such as logistics,
manufacturing, military industry and education, by using immersive and interactive technoIogie5"=anmac,wi“;l -
Perations

Scalability and Flexibility: IT technology capabilities can also influence a = — . R - |
company's ability to scale its operations and adapt to changing business needs. L‘"‘ ua' 2 e - > f
- l[elle]le
- ' aalll o il P
Cost Efficiency: Effective IT technology capabilities can lead to cost savings sss5 1l ssest e |ors

through automation, process optimization, and improved resource allocation.

Customer Engagement and Experience: 3D VR technology can offer unique and
immersive experiences to customers, leading to increased engagement and satisfaction.

Innovation and Growth: VR also enables companies to innovate and develop new operation models, driving revenue growth.
Those Companies are better positioned to adapt to changing market dynamics and capitalize on emerging trends.




TOTAL AVAILABLE MARKET

Global XR market by 2030

Within the global XR market the digital twin
segment's size will witness 50%+ CAGR
between 2020 and 2030

B2B XR solutions

B2B solutions will include training,
simulation, product development and
process improvements.

375

BILLION USD

Source: PwC “Seeing Is believing” report, 2019

FOCUSING ON THE ENTERPRISE DIGITAL TWIN AND XR MARKETS

SERVICEABLE AVAILABLE MARKET

30

BILLION USD

OBTAINABLE MARKET

Digital Twin and Industrial

XR market

NW MAXWHERE
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Remote monitoring
Actionable information

Real-time data
See your whole operations at once

Different systems
Dynamic entities handled
IoT message/second

integrated
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MANUFACTURING DIGITAL
TWIN SOLUTIONS
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Accepting Offers

Instead of Selling Businesses

Using Communications Effectively

B /

% | &
2 ROBBINEX




An Intermediary

A good Intermediary doesn’t sell,
they positions themselves to just

ACCEPT orders from qualified &
educated clients!

< ROBBINEX




What does Life After Business really

mean for the seller and his family?

This Photo by Unknown Author & Bcensed under CC BY-SA-NC



°
Business Fundamentals

8 Planning
Fundamental
needs that
must be

aligned

e —
< ROBBINEX




Case Study # 1

Industrial Service Company
* Revenue 3,750,000
* Profit - zip

* Dumb question why would a
54 year old want to sell.....



— T‘i\ )\ -
4 ~ ) | \/J g r 4
Wl JN\ INA Y p A

Foundry
* Revenue S6M
* Profit - zip

* Quick Question
Why do you need a valuation? -
“You don’t need to know”




Case Study # 3

Father/Son
Farm Implement Distributor

* Decided to Sell
* Simple question ...

why don’t you turn it
over to your son?



Garment Manufacturer (85 Employees)

* Revenue $10M (lost $250,000)

* Wanted to turn over to daughters
Ages 19 and 21

Simple question why?......



Case Study #5

A Small Conglomerate of 6
Different Dealerships

 Wanted just one valued

* Why not all the
dealerships?

uthor is licensed under CC BY-ND
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Tenet is a recently established advisory firm set up by ex-KPMG CIS
partners with extensive experience

/7 FOCUS ON UH T . = UNIQUE

. ] : =i Q
>/ INTERNATIONAL - - = ° OPPORTUNITIES
CLIENTS ; 6 &
Tenet companies provide services - ey W Tenet experts have unique understanding
to clients outside of Russia. Client base -, : PSR EEE of all Russia related issues, including
is focused on International companies I B regulatory, while based outside of Russia
and on non-Russian situations. ! e .
, Tenet has an agreement for cooperation

Tenet is able to serve the clients in any ‘ o with Kept Russia (ex-KPMG CIS), and is
jurisdiction, there are no any significant K /7 S - able to work in alliance with Kept when

geographical restrictions. a7 v |- and if needed.

TEAM IS BASED
OUTSIDE OF
Tenet was established by ex-KPMG CIS
partners following the exit of KPMG RUSSIA TENET M‘EEINEET G :
International from Russia and CIS in mid Tenet companies are registered, Advisors iddle East onsult
2022. operate, have offices and bank (Serbia) (UAE) (Kazakhstan)
With partners and staff with significant rpprbnaddibean A A
experience in CIS market and other : z LONU J5F AS U )er
emerging markets Tenet companies Tenet client facing teams are based L LI
are able to provide an extensive services in those locations where Tenet Advisory Tax and Legal
similar to typical Big-4 suite offices are. Currently Tenet professionals professionals

of services and more. employs about 100 staff.




Overview of Tenet services

gf FULL SCOPE Mergers and @ Financial, Tax, Legal E Equity / debt
OF SERVICES acquisitions (M&A) \¢ due diligence l_ fund raising

p,

o ) - =]
\/\/ . —)le  Deal Debt
Ifjz= @
g vaksmton 2=l Strategy E restructuring

»

@2 HCE Financial 0 Integration SEN°
y =0 : 55 . (57);
/. = modelling 8 and separation oW Umaround
M
Tenet provides a full suite of financial »
afv',sozv services typical for large offices /7 IP&data Legal o Technology
of Big 4 companies. ss  protection services &%,  and digital consulting
Contrary to Big 4, Tenet, being a truly
independent advisory house, and having
no audit arm, has much less potential
conflicts of interests and regulatory
restr'i‘cﬁw?dns and is atf:le nt:: engage into 0= Transfer \ﬁ/ — jo—) @ Tax
muc ler range of situations, across == s aao :
the World. ==1 pricing I~ =) structuring
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