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Important Information

Thiis imvestor presemation (this “presentation”) isfor informational purposesoniy and does not constitute an offer to sell, a soficitation of an offer to buy, or a recommendation to purchase
anyequity, dete or other finandal instruments of GTY Technclogy Holdings Inc. (the “Company”) or thetarg et companies described herein {collectively, the “Targets™) or any of the
Company's or the Targets' affiliaes. Thisp ion hasb ed 1o assist parties ir ing their own evaluation withrespect to the proposed business combination (the “Business
Combination”), ascomemplaed in thetransaction dooun ents [the “Transaction Doouments™), of the Company andthe Targets and for no other purpese. It is not imended to form the basis
of any investment decisionor any other dectson in respect of the Busines Combénation. The information con@ined hereindees not purpor to be alkindusive. The data comained herein is
derivedirom various internal and externalsources, No represantation is made a5 1o the reasonablensscof the assumptions made w ithinor the accuracy or completeness of 8y projections
ormodeling o amyother information comained herein, Any damon past performance of modaling comained hersin is not anindication 2s 1o future performance, TheCompany andthe
Targets assumnenoobligation to in ioninthispresentation,

Important Information About the Business Combination and Where to Find it

Inconnectionwith the BusinessCombination, a new iy formedwholly owned subsidiary of the Company will file a Registration Statement on Form S-4, whichwill includea preliminany proay
statement, prospectus of the Company. Thetomparr.'willmal!adeflnrtwepro:vsmem !m‘pmspectus and other relevant documentsto its shareholders. The Company’s shareholders and

other interested persons are advised to read. when the ¥ proxy fprospectus and the A thereto and the definitive proxy statement/prospectus
and d P by therein filed in ion with the Busi [« ion, as these r riaks will contain important information about the Targets, the

G and the Busi Comblnation. When ava T proecy statement/ prospectus and other relevant matesialsfor the Business Combination will be mailedto
sharehoiders of theCompary 35of & record dateto beesablished for voting onthe Busingss Combination. Shareholders will slsobe ableto oixaincopies ofthe prafiminary proxy
s1avement/ prospectus, the definitive proxy i =y 5 and ather doc led withthe SECthat will be incorporaned by referencethergin, without charge, once availibie, at
the SEC's web steat www.sec.gov, or by directing arequest to: GTY Technology Holdings Inc., 1180 North TownCenter Drive, Suite 100, Las Vegas, Nevada 89144, Antention: Harry L You,
[702) 545-2898.

Historical and Projected Financial Information

The historical financial information contained herein hasnot been prepared inaccordancewith generally accepted acoounting principles [ “GAAR"), hasnot beenaudited, revi ewed, comgiled
of been subject 1o any procedunes by any | ndependent auditors and acusl histericalfinancial information could differ materialy from the informaton contained hersin

The presentation containg financial forecams, including Annual Recurring Reverue [“ARR"} [defined as anmualized comracted recurring revenue ofthe last monthof the pericd, which
includesfeesfrom software subscriptions, récurring licenses, maintenance contracts and payments, and exciudes perpetunllicense and service agreements), revenue, grossprofit, EBIT
[definedas netincome, plus interes expenseand incometaxes), EBMDA (defined EBIT plus depreciation and amortimtion expense), net income, free cash flow, andunlevered free cash flow
[defined as EBTDA = Cash Taxes= Increase in Net Working Capital+ Increase in Deferred Revenue= Capital Expenditures) for calendar years 2018-2021. These finandal foremstswere
prepared in gocdfaith by the Company and the Targets on a basisbelievedto bereasanable. Such financial forecass have not been preparad inconformitywithiGAAR. Neither the
Company's nor the Targets' independent auditors have audited, reviewed, compiied or performed any procedureswith respect to the projections for the purpose of thelr inclusion inthis
presentation, and accordingly, noneof them expressed an aipinion nor provided any other form of assurance w ithrespect thareto for the purpeseof this ion. Th CTIONS &Te
for il lustrative purpeses only and shouldnot bere lied upon as being necessrily |rd|:x e of furweresults. Certainof the above-menticned projected informationhas been provided for the
purposesof providing cormparisons with historical data. The and bying the prospective financil infonmation Bré inharanthy uncemain and are subject to awide
variety of significant busingss, conomic and competitive risks and uncertainties that could cause actual results to differ materially from those comaned inthe prospective financial
information. Accordingly, theére canbé no assurance that the prospective résults aré indicative of future pérformance of the combaned company after the BusinessCombination or that scual
resultswil not ditfer materially from those presented in the prospective financial information. Inciusion of the prospective financialinformation inthis Presentation should not be regarded
as a representation by any personthat the resulis contained in the prospect ive financial information will be achieved.
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Important Information (Cont’d)

Forward-Looking Statements

Thiis presentation includes “forward-looking statem ents™withinthe m eaning of the “safe harbor® provisions of the Private Securities Litigation Reform Act of 1995, The Company’s and each
Target's actual results may differ from their expectations, estimates and projections and consequently, you should not re ly on these forwand looking statements as predictions of future
events. Words suchas "expect,” “estimate,” “project,” “budget,” “forecast,” “anticipate,” “intend,” “plan,” “may,” “will,” “could,” “should,” “beleves,” “predicis,” “potential” “continue,*
and simiiy expressionsare intendad to identify such forward- looking statements. These forward-looking statements indude, withaut lim itation, the Company's and the Targets’ expectations.
with respact to future performance and anticipated financial | mpact of the Business Combination, the satisfaction ofthe gl osing conditions to the Busines Combination and thetiming ofthe
completion ofthe Busines Combination. These forward-looking STatements involve Significant fisks and uncenainties that could Caise the aousl results 1o differ materialy from the
expected results. Most of these facnors afe outside the Company’s and the Tangets’ control and ans difficull 1o predict. Facnors that may cause such differences include, but aremot limitsd 1!
[1) the occurrence of Bny event, change or other Cirtumstances that could g ive rise to the termingtion of any of the Transaction Documents of could otheénw st causethe Busingss
Combinationto failto close: (2) the outcome of any legal proceedings that may be instituted against the Company or a Target following the anncuncement of the Transaction Documentsand
the Busines Combination; (3) the inability to complete the Busness Combination, induding duete failure to obtain approval of the shareholders of the Company or other cond itionsto
clasing inthe Trarsaction Documents; (4) the receipt of an unsolicited offer from ancther party for analternative businesstransaction that could i nterferew ithth e Business Combination; (5)
the inability to obtainor maintainthe |igting of the shares of commaon stock of the pest-acquisitioncompany on The Nasdag Stock Market follewing thie Business Combination; (6] the risk that
the Busines Combinatkon disrupts current plans and operations as a resuit of the announcement and consummation ofthe Busines Combination; (T) the ability to recognize the antidpated
benefitsof a BusinessCombination, which may be affected by, among other things, competition, the abdlity ef the combined company to grow andmanag e growth profitabily and reinits
keyemployees; (£) costs related o the Business Combination: () changes in applcable i2wsor reguiations; (10) the possibility that a Target or thecombined company may be adversaly
affectedby other economic, busines, and/or competitive factors: and [11) other risks and uncertaintiesindicated from timeta time inthe proxy sttement relating tothe Busnes:
Combination, including those under “Risk Factors™ thergin, and inthe Company’s other filings withthe SEC. The Company cautions that the foregoing lis of factors B not exclusie, The
Company cautions readers not 1o plce undue reliance upon any forward-looking statements, which speak only as of the datemade. The Company doesnot undertake or accept any
obligation or undertaking to relese publcly any updates or revisions to any forward-locking statements to reflect any change in its expectations or anychange inevents, conditions or
circumsmncesen whichany such satement is based.

Participants in the Solicitation

The Compary and its directors and executive offcers may be desmed pamicipants in the solication of proaxdesfromthe Sshareholders itk tothe Business Combination A
lisz of the names of those directors and executive officers and a dexription of their intereas inthe Campany is contaned | nthe Company’'s annual report an Form 10-K for the fisgal year
ended December 31, 2017, which was filedwiththe SEC and &5 svailable free of changs atthe SECSweb S8 31 wiiw, S&C gav, or by directing & request 1o GTY Technology Holdings Inc., 1180
Nerth Tewn Cemer Drive, Suite 100, LasVegas, Nevada B5142, Attention: Harry L. You, (702) $45-289E. Add tionalinform ation regarding the interests of such participants will be containedin
thé prowy statement/prospéctus for the BusinessCombination when available.

The Targets and their directors and executive officers may also be desmed to be participants inthe soliciation of proxies from theshare holders of the Company in connaction withthe
Busines Combination. A lis of the names of such directors and executive officersand information regarding ther interests in the BusinessCombinationwill be induded intheproxy
stavement, prospectustor the BusinessCombinationwhen available.

Mo Offer or Solicitation

This presentation shall net consitute a solicitation of a proxy, consent or suwtherization withrespect to any securities or inrespect of the Business Combinations, This presentation shall also
netconstitute an offer o sell or the solicitation of an offer to buy any securities, nor shall there be any sale of sequrities in any states or jurisdictions inwhich such offer, solicitation or sale
would be unlawful prior to registration or qualification under the securities laws of any such jurisdiction. Mo offering of securities shall be made except by means of a prospectus meeting the
requirementsof section 10 of the SecuritiesAct, or an exemptiontherefrom.

Industry and Market Data

In this presantation werelyon and refer to i nformation and STELSt s regarnd ing Market participants in the sactors inwhich the Targets compete and other industry data. We obminedthis
information and statistics from third-party seurces, including re ports by market research firms.
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Transaction Overview

GTY is creating the leading public sector Saa$ company that will offer a cloud-based suite of solutions for North American
state and local governments

*  GTY Technology Holdings Inc. (NASDAQ: “GTYH"; "GTYHU"; "GTYHW") has entered into definitive agreements to combine with Bonfire Interactive
Ltd. (“Bonfire”); CityBase, Inc. (“CityBase”); eCivis, Inc. (“eCivis"); Open Counter Enterprises Inc. (“"OpenCounter”); Questica Inc. ("Questica™); and
Sherpa Government Solutions (“Sherpa”) (collectively, the “Transaction™)

. Immediately upon closing of the Transaction, NewCo will have sixwholly owned subsidiaries in some of the fastest growing segments in the
Government Technology sector, including payrments, budgeting, permitting, procurement, and grants management

. Payments engine with “digital city hall” interface between government constituents, publicschools, hospitals, utilities, and vendors
*  Provenmanagement team

+  Steve Rohleder, former Accenture COO and Group CEO for Health and Public Service Operating Group ($5bn+ revenue segment), will be
Chalrman and CEO of NewCo

*  Harry You, former CFO of Accenture and Oracle, CEO of BearingPoint (formerly KPMG Consulting), and Executive Vice President of EMC leading
carporate strategy and MEA, will be CFO of NewCo

*  Dan Lauderback, former Accenture Group CTO of Health and Public Service Operating Group and a founding Senior Managing Director of
Accenture Digital, will be CO0 of NewCo

. A5 GTY's other two sponsers, loe Tucei and Bill Green will leverage their decades of unigue operational experience, vast industry network, and
publicsector expertise to unlock the Company's significant potential after Transaction close

*  Investmentand transaction highlights
*  Expectedtobea high growth company with expanding gross profit margins targeting a large and highly fragmented addressable market
. Expectedto be profitable in the second half of 2019 = unigue among recent IPO high-growth software peers
*  Initial enterprisevalue of approximately 5560 million and equity value of $797 million

*+  Cleancapital structure at close: intend to seek warrantholder approval to amend the warrant agreement to provide for the exchange of all
18.4 million public warrants for $1.35/warrant, and all 8.7mm sponsorwarrants for $0.75/warrant

*  Attractive purchase valuation at 7.4x 2019€ revenue of 376 million* —a discount to peers with flexibility to leverage capital for other growth
opportunities

+  Confidence in continued growth potential of the combined publicentity

. Existing owners of the six companies willown approximately 14% of the combined company; current GTY shareholders will own approximately
a5

*  $237mm of cash to balance sheetto fund additional organic and inorganic growth opportunities which are readily available and accretive
Mote: Al figures assurmne zero redemptions from cashin trust by GTY shareholders. Actual resuls may differ maserially.

5 (1] Includes5i0mmef projeced GTY reverue synargies.
2] Assumingne redempticnsby GTY pubbesharshakiers
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1. Executive Summary
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Today’s Agenda

*+ What Are We Doing?
*  Why Public Sector Now?
* Financial Overview

* Investment Highlights
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What Are We Doing?

Cur Investment Thesis

* GTY is creating a new wave SaaS/Cloud software company “NewCo” for North American State & Local
Governments

*  Will serve 5 of the fastest growing IT opportunities in the market

*  Expected to be a high growth company (138% of projected 2019 revenue growth) with expanding gross
profit margins, targeting a large and highly fragmented addressable market

*  Serving a massive and underpenetrated market

* 3 Winning Investment Themes: Cloud solution, payments, and a platform for the functions of the public
sector

* Highly Recurring Revenue Model: ~80% of projected 2019 total company revenue
* Early path to profitability and free cash flow(!) breakeven by 2019
* Attractive valuation compared to recent high-growth software IPOs and vertical software peers

* Multiple organic and inorganic greenfield growth opportunities to drive long-term shareholder value

Mote: All figures represent Hen-GAAF, unsuditedfinancials. Actusl audited GAAP resuls miy differmaverially Financisl forecastsfor calendar years 20182021 maychange upon furtherdusdiligenca.
See “Important Information” on pages 1.2,
(1] Unlevered free cah flow is defined aSEBITDA - Cash Taxes—Increase inNetWomking Capitl + Increasein Deferred Revenue— Capital Expenditires
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Why Public Sector Now?

Attractive Public Sector Fundamentals
* The digital transformation journey has begun

*  Large market: $100bn+ state and local IT spending ($30-540bn™ of which is software)
+  Extremely fragmented — no company with more than 10% market share in key verticals'
* Constituents increasingly demanding more of their governments
+  Experience: modernized and on-demand
+  Productivity and efficiency: revenue generation and cost savings
« Safety:infrastructure and services enablement
*  Only 5% of government operations are on the cloud

« Atthe local level, vendors with cloud solutions for cities, counties, and towns are seeing double-digit growth ratesin
their $aas subscriptions'

e ~70% of ITbudgets support legacy systems!!
2018E North American Market Opportunity

@

State and Local Counties™ Municipalities' Law Enforcement Annual Payments From Licenses, Public Schoal
Gavernment Agencies™ Permits, Fines, Services Fees, and Districts!¥
Tech Spend'® Property Tax in a Tier-One City'
Special Flows Through Government States'™ IT Procurements by Utilities Software Federal Grants to
Districts™! Procurement Department Annualiy'®! State and Local Market'*! State and Local
Governments' Governments {2016)'4

Seipree: (1) Managementenimmes 2] "Undemmnding Claud Adoption in Government,” Garmer, ups /v EBrtnes, com/Bmarervith gannes undermanding-loud-sdoptisn-ingovernman
[3] Source: “US Govemment Sector Tech Spending Trends, 2017 To 2018%, Fomester Research, inc., Februany8, 2017. Figunes based on constant currency. (8] U.3. Census Buneau, Buresu of J ustios Smtistics,
Cengrestional Research Service, US Gelogical Survey, Maragement amsmanes.
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NewCo Vision: The Digital City Hall and Payments Platform
SaaS/Cloud

For Low Cost Operation and Data Gathering
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NewCo is Well-Positioned to Lead the Digital Transformation

[ eirvease

Payments

Constituant

Experience () OpenCounter

Regulation/
Permitting

,QOumtim
-
SHERPA

Budgeting/

Transparency

&4 Bonfire

Procurement

Qc'CIWS

Grants
Management
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Current Industry State

Multiple businesses serving one clientbase
for payments. There are 1,000+ constituent
activities in a jurisdiction

Complexity leads to increased rates of
nencompliance and constituent frustrations

Disorganized offlinespreadsheets, disparate
systemsand laborintensive process

Trillions of $ per yearof public procurement
decisions are stillmade offline

Disparate tools and spreadsheets leading to
$100 billion of waste, fraud, and abuse, and
over$144 billion inimproper payments

The NewCo Solution

Digital services, weband mobile
payments, and payment kiosks

Automating and simplifying the
permitting process

Unified performance management
and agile budgeting solutions

Intelligent procurement software
aggregating supplierdataand
streamlining the decision-making
process

Medern platformto maximize grant
resources, improve fiscal health, and
pursue and properly manage 51
trillion in grants available annually
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Digital Town Hall

Building the digital town hall of the future today, with an integrated suite of capabilities

felcame to my.tndy.qov all

INDIANAPOLIS

Services
* Payproperty taxes
* Paytraffic / parking
ticket
* Apply for Homestead
Deduction
— * View deduction
Popular Services application status

ot * Request a public record
1 g -
i =

aEEte
[EFprs——— [ ———— PR a—

& MARION COUNTY

Link to see all services
and full capabilities

ERangh Thep Mailing Addinas b
Wous Progerty Tas Bill

[ ciTyBAsE
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Solving Future Problems Today for our Client Base

O OpenCounter

User-friendly software to guide applicants
through complex permitting and licensing

procedures
Product Demo
i
8
(S}

Solutions Offered

* Lowering costs for stateand
local governments and their
constituents

* Improving constituent
experience and transparency

* Bringing accuracy and velocity
to traditionally complex,
manual processes

& Questica

Budgeting software, performance
management and transparency and data
visualization solutions

Product Demo

.@;I Questica

[ —

&5 Bonfire

Cloud-based collaborative eSourcing platform
that helps procurement teams find, select,
and manage suppliers

Product Demo

2
@eClVls

Cloud-based grants management system for
state, local, and tribal governments

Product Demo
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Wide Customer Base Across States, Cities, and Public Agencies

Payments Regulation [ Permitting  Budgeting / Transparency Procurement Grants Management
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NewCo Centers of Excellence

Regional hubs create a national provider with scaled operations and capabilities

Chicago, IL

San Francisco, CA

Austin, TX

NewCo
Headquarters
e

i =

¥

Los Angeles, CA pi
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.;

NewCo

Proj 12019 Fi ial
ARR: $86mm
Revenue: ST6mm
Recurring Mix: T9%
Revenue Growth: 138%
Gross Margin: 72%
EBIT Margin: {7%)
UFCF Margin: (0%)

Headcoumt!!

Employees: 338
R&D: 98
S&M: 84

13 [1]Projecsed 2018 Centers of Excellence House R&D, S&M, and Operational Leadership
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NewCo Leadership

Executive Leadership with Deep Operating and Financial Experience

Stephen Rohleder
Chairmanand CEOQ

>
S
accenture APOGEE

Dan Lauderback

Chief Financial Officer Chief Operating Officer
accenture BearingPoint. acceniure
EMC  MorganStanley

ORACLE

e 18 Years as

o any L or GFD Accentur artner

Pubiic 0 Ipera
Highly experienced CTO and General Counsel to be announc

Operating and Product Leadership with Decades of Public Sector Experience

Carter Glatt

SVP, Corporate Development
s @ BARCLAYS

GTY TECHNOLOGY

Strategic M&A an

Corry Flatt Michael Duffy lames Ha loel Mahoney T Parass David Farrell

Procureiment Payments Grants Regul?ti-on! Budgeting Budgeting
Management Permitting / Transparency [ Transparency

Fubi
Expe

6 Years Expai
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Secror P i Public Sector Public Sector Public Secn

Experiance: B Years Expenence: 17 Years EXparianc

20 Years
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Experienced Board of Directors

High Quality Board of Directors with key experts to help realize the NewCo vision

Stephen Rohleder
Chairman
Q,‘_\‘ Bill Green
s

‘}’ Director

Joe Tucci

Director

3
Harry You
. Director
%l Randy Cowen
>

Director

Paul Dacier

Director

Charles Wert

Director

* Previously served as CEO of Health and Public Service and Global COO at

Accenture
Serves as an advisory board member of Kony

Previously served as CEO and Chairman of the Board of Accenture
Serves as a Director of 5&P Global, Dell, and Pivotal Software
Previously served as a Director of EMC and Inovalon

Previously served as CEQ, Chairman, and President of EMC
Serves as a Director of Paychex and Motorola Solutions
Previously served as a Director of VMware

Previously served as EVP of Strategy and M&A with EMC, CEQ/CFO of
BearingPoint, CFO of Oracle, and CFO of Accenture
Previpusly served as Director of Oracle Japan

Previously served as the Global Head of Technology and Operations, Co-Chief
Administrative Office and CI0 of Goldman Sachs

Serves as a Director of Solace

Previously served as Director of EMC and Pivotal Software

Previously served as EVP and General Counsel of EMC
Serves as Vice Chairman of the Board of AerCap
Previously President of the Boston Bar Association

Previously served as President and CEO of Evercore Trust

Previously served as Vice Chairman and Director of Evercore Trust

Also served as EVP and Senior Trust Officer of US Trust Company NA for over 20
years
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Baseline Consolidated NewCo Financial Forecast

Strong Growth with Expanding Margins and Cash Flow

(Al figures Non-GAAP ax. SBC) Year Ending December 31, 1 Long.Term
HE8E 019 g )2 Target
ARR 516 534 5§86 $138 5202
(%) Growth - 85% 157% 50% 46%
Revenue 522 $32 576 5124 $186
(%) Growth - 43% 138% 64% 50%
Gross Profit $14 520 $55 $96 $147
(%) Margin 63% 6d% T2% 7% 7a% B0% - 85%
S&M Expense $5 59 s21 331 543
(%6) Mangin 23% 28% 28% 25% 23% 20% - 25%
R&D Expense 36 39 $16 522 $32
(%) Margin 29% 20% 21% 18% 17% 10% - 15%
G&A Expense 59 512 1 526 538
(%) Margin 40% 39% 28% 21% 20% 10% - 15%
EBIT (87) (511) (55) 516 532
(%) Margin (32%) (34%) (7%) 13% 17% 0%+
Unlevared FCF™ ($5) (510) (50) 526 543
(%) Margin (24%) (31%) (0%) 21% 23%
Commentary I

* TheBaseline Consolidated Forecast represents GTY's view of an achievable baseline operating plan
+ The planis informed by the aggregate of the individual standalonabusiness unit forecasts, adjusted by NewCo management based on assassments of
revenue visibilities, backlogs, business momentum, platforminvestments and potentialintegration, and public company operating costs, net of

synergies

+  Projections for 2019 - 2021 include an estimated $10mm of annual revenue synergies; there are ~5110mm+ total potential revenuesynergies from

cross-sell opportunities

+  85%+ of projected 2018 revenue has been either recognized or booked

*  Mearly 70% of projected 2019 revenue (excluding synergies) has been booked oris considered high probability based on existing pipeline
Hove: 2007 historiod results s uraLdied and werenot prepared inaccordance with GAAP, Acousl suckind GAAR nesults may differ miteriaty, Firarcisl forecastfor calendar years 2016-2021 ware

prepaned uling unsuditéd, nen-GAAP hishorical financial i

) wid iy

1 & Amortization Numbers may notadd rotom b dueto rounding.

(1] WUnlevered free cash flowis defined a3EBITDA - Cash Taxes—Increase in NetWorking Capitl + Increasein Defermed Revenue=Capital Expenditures.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm

rihér due dilipence See "lmponant Infarmation” on pages 1-2. EBIT inchudes 5 1-2mm estimated Depréciation
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Annual Recurring Revenue Walk

Strong recurring revenue base with deep pipeline for growth

@
? @ §11

——— s ==
) ($1)
|
2018E ARR ARR from New ARR from Upsell Lot ARR from Churn Assumed Synergies 2019E ARR

Customers

Highly visible sales pipeline, with ARR from new customers primarily driven by Procurement (~25% of new ARR), Payments (~50%),

and Grants Management (~15%)

- Procurement quota-camrying reps increasing ~60%, expected to double customer base from ~300 to ~600 by end of 2019; segment is currenthy
sales capacity constrained. ARR also benefits from mix shift to larger accounts

* In Payments, large contracts with Chicago and San Francisco expected to ramp, resulting in multiple new municipal agency opportunities(™;
Chicago has 42 potential “customers / agencies” for expansion. San Francisco comes online in Q4 2018

= Grants Management is actively moving upmarket and has identified ~450 of higher Annual Contract Value ("ACV") customer opporiunities in
2019, with assumed conversion rate of ~35% (vs. ~50% in 2017 and ~60% in 2018)

° ARR from upselling existing customers primarily driven by Grants Management {~70% of upsell ARR), Permitting (~15%), and

_) Procurement (~15%)

«  Grants Management upsell of additional modules and new Allocate software focused on larger customers — driving ~45% increase in ACV for
existing customers in 2019 — continues to move the product up market

+ Permitting transitionad to new modular product in 2019 for easier upsell - driving estimated 30%+ ACY increase for existing customers

+ Procurement product has seen steady ACY increases driven by upsell and new contracts: ~50% growth in 2017, ~45% in 2018, and estimating
~37% in 2019; expecting continued ramp over time. Upsell is expected to deliver ~15% of ACV uplift te existing customers in 2019

o Lost ARR from churn primarily driven by targeted transition in customer base for Grants Management product
I Grants Management is strategically shifting focus to larger customers, especially with new products like Allocate, generating meaningfully
higher ACW (=3x that of 2017} and actively phasing out smaller, lower ACV customers
= Grants Management ARR added from new custemers and upsell is expected to be ~14x the ARR lost due to chum

o Cross-selling synergies expected to drive ~$11 million in incremental ARR in 2019
.JJ = Total cross-sell opportunity estimated to be ~5110 million based on 2018E ACV - does not include additional opportunity from existing
customer base ACV increases in 2019
Mote: Al fipures represent projections that are unaudited ard nonGAAP. Actual sudited GAAP resuts may diffar mater ally. Financialforecasts for 2008 - 2019 were praparad using unaudited non-GAAP
hiztorical infermation and may change upon further due diigence.
17  See"Imp ion” on pages 1-2. maynat addto totals due torounding
[1] An agency withing city i considened 8 unigue PEymen T cumomer,

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 18/99
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Cross-Selling Synergies Represent $110M+ Opportunity

Significant cross-selling synergies provide additional outlet for organic growth

Current ~1,500
Customer Base

Other :
Lizi

33 4%

Siate _-
Gov
1%

Municipal
51%

Customer Type as
% Total Customers

2% I:"’ Healtheare

Immediate
Cross-Sell Potential

~1,500 Customers

'l

~6,800
Potential New Connections

&3

~$16,500
Weighted Average ACV!

1 >5110 Million I

Cross-Sell Opportunity J

Cross-Sell
Opportunity Sources

Budgeting /
Transparency
8%

Permitting

" Payments
38% '

Cross-Sell Revenue as
% Total Opportunity

15 {1} Based on 2018E ending average custamer ACV, cakulated 2 ACV by Product x Customer Opportunities Per Prodict [ Total Opportunities. ACV signiicartsy varies depending on product anea, contract

langth, customer size, and other factors.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Overview of Business Unit KPl Metrics — 2018E

Frstenont Pemsie o) | Homliy | S
D eed 114% 134% 96%(") 113% 118%2
ARR ($m) $5m $10m $8m $2m $8m
— 100% NA 90% 89% 1%
ot et e 100% 92% 90% 89% 43%
Customer Count 301 358 474 53 716

Mote: Financial forecastsfor 2018 were prepaned using urasudited, non-GAAP historical information and may change upon furthar dus diligance.
See “Impenant Information” on pages 1-2.

19 1} Impacted by transition to higher-ACY customer d tobe net negative churn by 2018,
2} Includesimpactof acquiskionmade in June 2017,

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 20/99
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Capital Can Create Significant Upside Beyond Baseline Plan

€) Platform Expansion
S

‘eor 1 Meer 7

*  Creating Digital City Hall for
~30 additional cities

*  Potential expansion into
international markets

Year 2 Year 7
Revenue 5120 5120
%) CAGR -

G Sales Expansion
—

e 1 Yeor 7

*  Expansion across most
business units

*  QOpportunities in
international markets

Year 2 Year 7
Revenue 133 $218
(%) CAGR 10%

@ Adjacent Business
= 2

B
Areas

Mustrative
initio!
lnvestment

$1s

e iear 7
Parking [ transit
Utilities

Year 2 Year T
Revenue §100 §161
%) CAGR 0%

| @ strategicM&A
=
‘6‘»?{5 s -

| illustrative

:

i Investment

N i v v e

$50 350

“viear 1 Year 2 oo T

* Disaster response [
emergencies

*  Scholarships

* Legacy portals

* Dataand tactical acquisitions

Year 2 Year 7
Revenue $i7 5109
%) CAGR 46%

v—i

87% Total Implied IRR and 56.6bN incremental enterprise value'®! from future growth initiatives

Note: Illustrative framework. Does not imply actual projections.
I1RE caloulated asincramarsal @ntarprise valug in Year 7 over initisl investmant
1] Assumes325EV Year 7 Unlewered Net Income Multiple assuming 30% long-term contributionmargin [except platform expansion, which assumes 1009 long-term contribution marginjand a 24% ta

20 raca apgiadto Year 7inmemental revanua.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Summary Investment Highlights

Attractive market with key secular tailwinds

* 5$30-540 billion'!! of underpenetrated and fragmented state and local government software market opportunity in Nerth America
* Public sector software is anchored in legacy systems, with 95% of IT budgets spent on on-premises software

* Demographic transition in public sector personnel: key moment to transition to 5aaS model

* Constituents demanding digital transformation and a new consumer experience

Compelling standalone products with benefit of belonging to broader platform solution

* Suite of modem software solutions offering multiple growth engines, cross-selling opportunities, and launching points into state and
local governments' digital transformation journeys

* Creation of a platform to add and integrate additional functionalities to serve diverse and rapidly changing customer demands
* Diverse and prominent existing client base of ~1,500 public organizations

Combination of GTY and individual company management teams highlights thought leadership in public sectorseftware

* Experienced NewCo management team with decades of collective public service and information technology experience

* Individual company founders to remain deeply engaged with their businesses

High-growth recurring revenue model with short path to profitability

* High growth, highly predictable business model: ~80% projected 2019 recurring revenue

* Short and clear path to profitability; projected to be approximately cash flow positive by the end of 2019

* World-class sponsors with key system integrator and enterprise relationships

* Attractive valuation at a meaningful discount to market comparables

* Significant balance sheet cash of 5237mmf*! and no long-term debt, to fund further synergistic acquisitions

Mete: Actusl results may differ materially,
[1) Managementestimates.
2 [i] ASSUMEsIRToredemptonsfram Caah i trua by GTY sharehaiders

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 22/99
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2. Attractive Market with Secular Tailwinds

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2.htm 23/99
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The Complex Layers of Government

)
Q WEBSITE &% WORD OF MOUTH @ PREVIOUS EXPERIENCE
|

| ' E

L J
[ [ |
B o o= o a o a i
[ | a [

Il |
v

A 4
AGENCIES (40+) — :g:h:.cqu ‘\- — :g:h:l&i ‘\- — AGENCIES (40+)
—= =
DATABASE DATABASE

t : S
1

i .
. . .
EI ORDINANCE El ORDINANCE E‘ ORDINANCE E] ORDINANCE ORDINANCES
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Government Software Today

A local government operates like dozens of separate businesses. Each agency
has its own technology and means of engaging the public.

®
® ®

P !
&P =

Inconsistent Customer Service red Budgeting Lost Funding Opportunities and
and Slow Permitting and Agency Data Isolated Purchasing Decisions

24
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State and Local Government Software is at an Inflection Point...

... Driven by secular tailwinds, technological innovations, and acceleration to
the cloud, creating massive opportunities for new vendors.

Macro Trends Plagued by Legacy Pain Points
|
Driving governments’ digital transformation | | & E )
*  Budget constraints raising need for better ROI —— @ %
*  Demographic shift in government workforce Underinvestment in Not Mot Fragmented
New Technology Intelligent Scalable
. Budgells shifting from capital expenditures to operating 1/3 of Strongrelionce  Lacking cloud  “Patchwork”
expenditures State IT systems are onoffine  infrastructure for  solutions for
old and broken'!) spreadsheets  scalability ond multiple
*  Constituents pushing for more real-time and transparent security departments
data .

Migration to the Cloud
e ”*”* @ @¥\

Optimizing back-office processes, reducing * Less than 5% of government operations are on the cloud
3 M N 1 {]
costs, and improving constituent experiences today'®!
m * Over half of state governments have either formal or
’
(A T B informal cloud-first strategies'®
- ,
LJE 4’ - il
- == * At the local level, vendors with cloud solutions for cities,
. counties, and towns are seeing double-digit growth rates
S883 Mobilicy Ana leT in their Saa$ :uhscriptinns"

[1) Source: *Data Suggesis Ore-Third of State T Systemsare DId and Broken,” Bovernment Technology. bitp: fwwe. govtech com b/ DatsSuggests-OneThird-of St ateT-Systems-are-Oid-ard Broke r heml
(2] $aurce; “Undamsmnding Clowd Adepticn in Govarnmars,” Garmar. hapsfwww gartrar.com /smamensishgarmarn lundarmand ng-cieud-adeption-in-gewarnmant f
25 (3] Source: "US Govemment Sector Tech Spending Trends, 2017 Te 20187, Fomester Resesrch, Inc., Februbny 8, 2017
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GTY Investment Thesis

26

Digital transformatien, the next technological wave
*  Bringing cutting-edgetechnology to an underserved industry vertical
. Legacy ERP and other systems are ripe for disruption and long overdue for a massive upgrade
*  Theshiftto the Saas/Cloud is just beginning in many vertical markets, presenting a large, untapped opportunity
. Enthusiasticearly adopters and customer success could drive multiplier effect
Potential for hyper growth
*  Cloudsolutionsthat offer pricing flexibility and better ROIs
. Efficient implementationand fast adoption of solutions
+  Capableofthwarting adverse demographictrends
Investment “alpha” / best-of-breed
. One of the next superior growth areas for enterprise Saas/Cloud
*+  Companieswith cutting edge solutions that are current explosively growing
. Characteristics of a paymenits business, a platform, and a $aas/Cloud offering {Triple Crown of tech investing)
Large and underpenetrated market (in the low single digits)
* Attack a massive and underpenetrated TAM comprising a sizable portionof the U.S. GDP
Early path to profitability
*  Signalslong-term, and potentially compelling, value-add to customers
First mover advantage
*  Mootherintegrated payment, Saas/Coud, next-gen vendor in the public sector
. Virtuous circle of new customer confidence to work with a publicly transparent, wellcapitalized entity
Clear customer cost and revenue leverage
+  Simple and compelling purchase for customers
. Applicability for customers of all sizes
Inorganic as well as organic growth potential
. Willconsider deployment of cash on attractive tuck-in acquisitions

+  Cross-sellopportunities and other synergies will generate avalue for the whole that is greater than the sumof its parts

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Massive and Expanding Market Opportunity

. i X i o (3)
2018E Morth American Market Opportunity 24 Statesand 1 City Would Rank in the U.S.
1. Walmart 5500 Tinais 575 Indiana 539
@ UEI] 'E o California 5322 Michigan 571 Arizona s33
) Hew Jersey 565
State and Local Counties' Municipalities®! 2 ExonMobil 244 8. ORACLE 338
Gavernment 2 .
Tech Spend!! & ‘ 5228 % (intel o Wiscansin 537
Massachusetts 560 )
. @ —— - o Cork >
-—
3 = 5151 Horth Carclina $55
= ATET 19 g 534
Special Flows Through Government Pracurement States'! @
Districts'® Department Annually' Taxas 5144 57. 552
Missauri 533
15. COSTCO 5128 58, @ $52
24, 533
18,000+ 18| @ 5122 Virginia 552
L o 833
s < 22 Alphabet s MWaohingon st
Law Enforcement  Annual Payments From Licenses, Permits,  public School e 531
eglsl Fines, Services Fees. and Proj Taxin a istrictst “
Agencies i c’rr\ri“m Districtst PR s01 Georgia 546
Colorada 531
z0. ¥ Microsoft $s0 66, ri s44
: 98 [Demme 531
@ @ @ e - e = = .
s Alabama 531
1T Procurements by Utilities schvare Eaderal Grants bo Florida 588 72 ﬂ 542
ﬁsuneanu Loc:: Market' s e Ll
IR Governments [2016)% Ohio 578 Maryland 543 0 oy 530

Source: [1) Scurce: "US Gowemmaent Sector Tech Spending Trends, 2017 To 200E°, Fomester Research, Inc,, February 8, 2017, Figures bazsed onconstant curnency. (2 U.5. Cenzus Bure sy, Bureau of Justice
27 Statistics, Congrassiona | Rasearch Sanvice, US Gealogical Survey, managemantamimams. [3) Fortune 500company listing as of 2018, Stave Rankings calculated using tomml tax revenue dag [FY 2018) from
the US Census Bureau. New York Cityrevenue calculsted using FY 2019 budget information from WYC gov. Numbers arein billionsof dallars.
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The Time is Right...

= One primary citizen interface

*  Unified technology

*  Shared repository of data

*  Streamlined workflow

*  Capitalize on new technologies to replace legacy
*  Legacyproducts use decades-old technology stacks; modern programming languages are better/faster/cheaper
*  Modern hosting platforms are typically more secure

*  UIJUX have changed significantly since the legacy products were first designed, meaning a better user interface and more intuitive
experience

*  Transition from perpetual licenses to SaaSmodel
*  Lower up-front costs
*  Higher emphasis on ongoing customer satisfaction
*  Lessreliance on 3rd party integrators
*  Faster configuration

*  Fully managed service (turn-key)

28
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3. Compelling Products and Synergies
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Summary Overview
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-
4

— - —~ .
[ eitrease (O OpenCounter @&uﬁw SHERPA & Bonfire QPLWIS
Regulation | Budgeting / Budgeting / Grants
Payments g R g 9 g 9 Procurement
Permitting Transparency | Transparency Management
Year Founded 2013 2013 1938 2004 2012 2000
Location Chicago, IL San Frandsco, CA Burlington, ON Denver, CO waterloo, ON Pasadena, CA
Number of 81 13 79 12 102 51
Employees
Digital Services Business Portal Budget = Budget eRFx & Grants
Payments Residential = Performance Preparation eTendering Acquisition
Portal = Open Book * Personnel =  Contracts Solution
Key Products * Special Events *  Budget Book Forecasting = Vendor = Grants
Portal +  Performance Performance Management
Toning Portal Management Solution
*  Consulting = Allocate
358 53 694 22 301 474
Number of Clients " ] T e o
g | A G ﬁ‘ D Me
X Milwaukee | ORLANDO DIEGQU O = Lcroch
L=} - oy
= 134% Net *  Winner of Civic *  MNPSScore: 60 * largest *  NPS Score: 70 = 90% Saas Mix
Dollar-Based 1/0 Tech Pitch *  563bn+in customer has *  Y-Combinator * 150+ enterprise
= Retention Rate 1.7x RO on cost budgets 5$10bn in Class of W15 government
Awards/Misc. 1mm unigue of software in managed budget and implementation
utilities users staff time 30,000 5 since 2000
savings employees

30 Mote: Numbaer of employeesand chents reflect projected 2018€ numbaers.
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Representative Customer Case Studies

City of Indianapolis, IN City of San Diego, CA City of Denver, CO
—— Regulation/ SAN » Budgeting / I‘E
Permitting DIEGQY Transparency  peuves

' Partnered with the City of San Diego
to streamline the process of starting
s

Provided a budgeting solution that
was flexible and comprehensive

Selected to provide a platform for
Indy’s digital city hall

In 2018 to-date, the San Diego + 582,500+ population with an
* 140+ activities live within 1 year Business Portal has been used to annual budget of $2.3+ billion
scope 14,534 zoning lookups and
«  Digitized 40 services and 14,019 business permitting * lIssued an RFP for a budget
payments projects reporting and analysis solution
+ 46 agencies served +  Hassaved an estimated 4,877 +  Allowed for integration to ERP
hours of stafftime and other systems

i The information we get about people going
through the process has been invaluable. The
backend analytics have been a benefit for us from a
service delivery perspective, and it means we can be
proactive in following up with users.

11 Customer services and responsiveness are excellent.

— Kelly Greunke, Director of Finance, Budget
Management Office, City and County of Denver

— Erik Caldwell, Economic Development Director for
San Diego

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 32/99
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Representative Customer Case Studies (Cont’d)

State of Rhode Island

Metropolitan Transportation
Commission

(San Francisco Bay Area)

State of Arizona

Budgeting /
Transparency

Implemented budget software for

operating, capital, and performance
management

«  Allowed the city to perform its
budget operationsin one system

*  Produced real-time outputs
including analytics that
combined what was once
disparate data

i I couldn’t imagine the implementation process being

any simpler.

Procurement @r

' Partnered with the MTC toenable

easier and more powerful
evaluation processes

+  Complex RFP times reduced to a
month versus 60-90 days
previously

*  Average savings of 12%

*  100% compliance and audit win
rate

Grants
Management

Provided the first comprehensive

statewide Saa$ grant management
system

+  24%increasein federal grant

revenues - nearly 53 billion in 3
years

+  Costsavings of more than
$500,000 per year

+  100% compliance with AZ’s

electronic records requirements

i1 This system dramatically reduces time spent on
administrative compliance; agencies can focus their

efforts on activities that will truly benefit the Arizona

taxpayer. n

— Michael Brinton, Contract Manager, MTC

— Matthew Hanson, Statewide Grant Administrator for

2 State of Arizona
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NewCo Synergy Opportunities

Expand customer base and penetration capitalizing on cross-selling opportunities

* Eachoperating company can provide customer references and contacts representing 1,500+ existing customers, a $110mm+ cross-sell
and large up-sell opportunity

* Collaborative go-to-market strategy, efforts, and insights to more efficiently market products (e.g. spotlights, webinars, etc.) and
respond to RFPs

* Land and expand quickly through implementation excellence and rapid adoption of platform offerings
Platform opportunity — product integration with best-of-breed point solutions

* Shared data, consolidated reporting, and business intelligence decreases workload on staff and improves process efficiency, driving
higher customer value

* Product Integration
+ Permits and Payments: Payment processing for permits and richer business process for payments

* Grants, Payment, Budget and Procurement: Tie grants management and payments [revenues) to budgeting and procurement
(expenses) bringing the ability to forecast revenues and cost centers together

* Budget and Digital Services: Connect budgeting and digital services to automate change request generated by the budgeting
process

* Common approach to hosting, connectivity, and security aligns costs

* A common platform speeds up the software integration process customers require with existing financial and ERP systems
Skilled management team to drive a shared vision

* Deep industry intelligence and technology creativity harnessed for a competitive advantage

* Peer-to-peer review of business (e.g. product R&D, support & consulting, ete.)

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 34/99
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Go-To-Market and Technology Integration Plan

First 100 Day Priorities
= Installback office functionality to supplement and support client services and cperations
* Implement financialreporting system with standardized controls acrossthe companies in order to efficiently report as a public company and be Sarbanes-
Oxley compliant
= Establish “Ge-To-Market” medel in order to best position and accelerate the growth of Sa25/Cloud solutions
«  Capture immediste cross-selling synergies from our ~1,500 current clients
*  Move inte key sales channelsfor increased distribution
< Develop long-term strategy for technical integration acrossplatforms
+ Look for quick wins to integrate our offerings at key functional points
+  Offer s more comprehensive product suite over time in conjunction with our best-of-breed products
= Functionality needs to be prepared for scale through organic growth and acquisitions
= Continue each business unit's current growth initistives and management plans to achieve projected standslone growth
= establish core companytenets and principles
sales & Marketing

= Harvest and encourage cross-selling synergies acrosseach platform, leveraging pre-existing clients relationshipsto ease administrative selection burden,
implementation time, and sourcing cast

* Through cross-selling channels, get “key wins” with current large enterprise clients, pre-empting RFPs

+ Develop a scalable sales model that can grow with demand and supplement cross-selling synergies
*  Unigque medel to efficiently do pre-sales acrossMorth America and allow for consultative sales asthe oppertunities merit
* Develop low-cost, low touch first installation modules as well as potentially “try before you buy” modules

*  Optimize existing client references through key public sector leaders and industry forums, placingan emphasison NewCo's value proposition to the
community of users

*  Utilize system integration partners to unlock key sales channels
Research & Development
* Keep current develepment in-house, but utilize our platfiorm lecations thatare naturally low cost(e.g., Canada, Austin, Chicago)
= Fund key innovations into other adjacent product segments while ensuring core products remain best-in-class
» Encourage technical integration acrossplatforms, where feasible, to accelerate competitive product advantage
Market Positioning
= Public Sector ERP is an overcrowded market with high-risk projects and barriersto proper implementation
=  Operating as a platform-lite will allow NewCo to take advantage of a faster sales cycle and combat difficult implementations

34
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GTY Go-To-Market Model

Short-term: Focus on 138% growth for 2013E (meet and beat)
* Invest in additional sales reps across Business Units ("BUs")
* Lightweight training for sales reps on BU preducts
* “Ifyou see this opportunity, call this person and you will a receive a 50% bonus on the sale”
* Implement SPIF's ta incentivize eross-selling across BUs
Mid-term: As soon as practical
* Add senior sales leadership (very experienced but very small); reporting directly to CEQ
* Build out high-margin system integrator services group
* Establish GTY contract function to focus on Master Services Agreements/Contract Vehicles
* Establish channel relationships for market expansion
Longer-term:
* Build out geographic GTY sales force (BU sales force becomes specialty sales force)
+ Shared centers, methodologies and processes

CEO focusis on each BU CEO getting earn-out. Culture of “All for one and one for all”

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 36/99
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Summary of Growth Strategy

Invest in sales and marketing to accelerate growth

Leverage GTY team’s extensive experience in enterprise software sales as states, large
cities, and counties increasingly require a sales approach comparableto an enterprise
account in the private sector with larger, multi-year deals, and longer sales cycles

Utilize GTY team’s vast industry network to establish strategic channel partnerships and
elevate customer conversationsto accelerate pipeline opportunities

Cross-sell existing solutions across existing customer base
Penetrate new geographies and broaden customer base

Leverage GTY team’s decades of experience operating complex enterprise technology
organizations, including scaling many small “start-ups” within EMC and Accenture
(VMware, Nicira, Data Domain, Pivotal, etc.)

Acquire complementary capabilitiesto serve the diverse needs of state and local
government customers

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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4. Financial Overview
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Baseline Consolidated NewCo Financial Forecast

Strong Growth with Expanding Margins and Cash Flow

(Al figures Non-GAAP ax. SBC) Year Ending December 31, 1 Long.Term
HE8E 019 g )2 Target
ARR 516 534 5§86 $138 5202
(%) Growth - 85% 157% 50% 46%
Revenue 522 $32 576 5124 $186
(%) Growth - 43% 138% 64% 50%
Gross Profit $14 520 $55 $96 $147
(%) Margin 63% 6d% T2% 7% 7a% B0% - 85%
S&M Expense $5 59 s21 331 543
(%6) Mangin 23% 28% 28% 25% 23% 20% - 25%
R&D Expense 36 39 $16 522 $32
(%) Margin 29% 20% 21% 18% 17% 10% - 15%
GE&A Expense 59 512 1 526 538
(%) Margin 40% 39% 28% 21% 20% 10% - 15%
EBIT (87) (311) (85) 516 532
(%) Margin (32%) (34%) (7%) 13% 17% 0%+
Unlevared FCF™ ($5) (510) (50) 526 543
(%) Margin (24%) (31%) (0%) 21% 23%
Commentary I

* TheBaseline Consolidated Forecast represents GTY's view of an achievable baseline operating plan
+ The planis informed by the aggregate of the individual standalonabusiness unit forecasts, adjusted by NewCo management based on assassments of
revenue visibilities, backlogs, business momentum, platforminvestments and potentialintegration, and public company operating costs, net of

synergies

+  Projections for 2019 - 2021 include an estimated $10mm of annual revenue synergies; there are ~5110mm+ total potential revenuesynergies from

cross-sell opportunities

+  85%+ of projected 2018 revenue has been either recognized or booked

*  Mearly 70% of projected 2019 revenue (excluding synergies) has been booked oris considered high probability based on existing pipeline
Hove: 2007 historiod results s uraLdied and werenot prepared inaccordance with GAAP, Acousl suckind GAAR nesults may differ miteriaty, Firarcisl forecastfor calendar years 2016-2021 ware

prepaned uling unsuditéd, nen-GAAP hishorical financial i

) wid iy

35 & Amortization Numbers may notadd rotom bk dueto rounding.

(1] WUnlevered free cash flowis defined a3EBITDA - Cash Taxes—Increase in NetWorking Capitl + Increasein Defermed Revenue=Capital Expenditures.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm

rihér due dilipence See "lmponant Infarmation” on pages 1-2. EBIT inchudes 5 1-2mm estimated Depréciation
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Annual Recurring Revenue Walk

Strong recurring revenue base with deep pipeline for growth

@
? @ §11

——— s ==
) ($1)
|
2018E ARR ARR from New ARR from Upsell Lot ARR from Churn Assumed Synergies 2019E ARR

Customers

Highly visible sales pipeline, with ARR from new customers primarily driven by Procurement (~25% of new ARR), Payments (~50%),

and Grants Management (~15%)

- Procurement quota-camrying reps increasing ~60%, expected to double customer base from ~300 to ~600 by end of 2019; segment is currenthy
sales capacity constrained. ARR also benefits from mix shift to larger accounts

* In Payments, large contracts with Chicago and San Francisco expected to ramp, resulting in multiple new municipal agency opportunities(™;
Chicago has 42 potential “customers / agencies” for expansion. San Francisco comes online in Q4 2018

= Grants Management is actively moving upmarket and has identified ~450 of higher Annual Contract Value ("ACV") customer opporiunities in
2019, with assumed conversion rate of ~35% (vs. ~50% in 2017 and ~60% in 2018)

° ARR from upselling existing customers primarily driven by Grants Management {~70% of upsell ARR), Permitting (~15%), and

_) Procurement (~15%)

«  Grants Management upsell of additional modules and new Allocate software focused on larger customers — driving ~45% increase in ACV for
existing customers in 2019 — continues to move the product up market

+ Permitting transitionad to new modular product in 2019 for easier upsell - driving estimated 30%+ ACY increase for existing customers

+ Procurement product has seen steady ACY increases driven by upsell and new contracts: ~50% growth in 2017, ~45% in 2018, and estimating
~37% in 2019; expecting continued ramp over time. Upsell is expected to deliver ~15% of ACV uplift te existing customers in 2019

o Lost ARR from churn primarily driven by targeted transition in customer base for Grants Management product
I Grants Management is strategically shifting focus to larger customers, especially with new products like Allocate, generating meaningfully
higher ACW (=3x that of 2017} and actively phasing out smaller, lower ACV customers
= Grants Management ARR added from new custemers and upsell is expected to be ~14x the ARR lost due to chum

o Cross-selling synergies expected to drive ~$11 million in incremental ARR in 2019
.JJ = Total cross-sell opportunity estimated to be ~5110 million based on 2018E ACV - does not include additional opportunity from existing
customer base ACV increases in 2019
Mote: Al fipures represent projections that are unaudited ard nonGAAP. Actual sudited GAAP resuts may diffar mater ally. Financialforecasts for 2008 - 2019 were praparad using unaudited non-GAAP
hiztorical infermation and may change upon further due diigence.
35  See"Imp ion” on pages 1-2. maynat addto totals due torounding
[1] An agency withing ciy i considened B unigue PEymen T cumomer,
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Cross-Selling Synergies Represent $110M+ Opportunity

Significant cross-selling synergies provide additional outlet for organic growth

Current ~1,500
Customer Base

Other :
Lizi

33 4%

Siate _-
Gov
1%

Municipal
51%

Customer Type as
% Total Customers

2% I:"’ Healtheare

Immediate
Cross-Sell Potential

~1,500 Customers

'l

~6,800
Potential New Connections

&3

~$16,500
Weighted Average ACV!

1 >5110 Million I

Cross-Sell Opportunity J

Cross-Sell
Opportunity Sources

Budgeting /
Transparency
8%

Permitting

" Payments
38% '

Cross-Sell Revenue as
% Total Opportunity

4o 1} Based on 2015 ending average customer ACV, cakulated as ACV by Product x Customer Oppartunities Per Product /Total Oppotuniies ACV sign¥icartly varies depending on prodict area, contract

langth, customer size, and other factors.
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Standalone Operating Forecast By Business Unit: Revenue

Year Ending December 31,

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

Procurement 52

%) Growth -

Payments 54
(%) Growth

Grants 35
(%) Growth s

Permitting 32
(%) Growth =

Budgating & Transparency 510

(%) Growth

Commentary

*  Procurement revenue growth acceleration from 2018 to 2019 driven primarily by new customer adds as sales force scales, with relatively

conservative assumptions around ACV growth

*  Payments revenue growth driven by increased penetration in major cities and larger accounts coming online in the latter half of 2018 and

throughout 2019

*  Grants revenue growth expected to accelerate in 2019 after strategic shift in 2017-2018 to move upmarket and target larger accounts

*  Permitting revenue expected to benefit in H2 2018 from the major product investment made in 2017-2018, as the new modular platform

makes it easier to add and upsell customers

*  Budgeting & Transparency is expected to benefit from sales team ramping

Mote: 2047 historicl results ane uraudited and werenat prepared inaccordancewith GAAP. Actual audited GAAP results may differ materially. Financial forecasss for calendar years 20 82004 were

prapanad using unauditad, nen-GAAP hisaorical fina @

41 See“Imponantinformation” on pages 1-2.
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129%
56

55
16%
52
44%
514
0%

$10
185%
§18
182%
§12
122%
35
102%

47%

furthar dua diligence

321
115%
537
102%
522
84%

80%
525
21%

§35
63%

25%
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Revenue Breakdown (ex-Synergies)

Year Ending December 31,

Recurring Revenue §14 §22 552 598 §156
(%) Growth - 5% 132% 88% 60%
{%6) Mix 65 7o 79 86 a9

License Revenue 52 52 53 53 §3
(%) Growth - 28% 3% (3%) 6%
%) Mix 8 7 4 2 2

Senices Revenue §5 §7 LA h] 514 17
(%) Growth - 35% 60% 26% 26%
(96) Mix 22 21 16 12 10

Other Revenue!” $1 50 50 50 50
(%) Growth -~ {55%)

%) Mix 5 2 - - *
Commentary

*  Recurring revenue consists primarily of SaaS revenue (Procurement, Grants, and Permitting), recurring monthly license (Payments),
payment fees, and software maintenance revenue (Budgeting & Transparency)

*  Perpetual license revenue consists of Budgeting & Transparency solutions in response to some customer’s preferences for an on-prem
perpetual license solution

' Services revenue consists of implementation and consulting from all business segments

Move: 2017 himonical results Bre urdudived Bnd were not prepared iNBCTordance with GAAP. ACusl Budited GAAF results may differ materialy, Fira ncial forecasms for calendar years 2016-2021 were
prepared using unaudited, non-GAAP historical financil i ion and may anfurther due diligence.
Sae "Imponant information” on pages 1-2,

42 (1) Includes revenuefrom payment kinsks
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Standalone Operating Forecast By Business Unit: ARR

Year Ending December 31,
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Procurement 52 55 $14 27 1
(%) Growth i 116% 172% 87% 53%
Payrments 4 $10 $29 $4T $70
(%) Growth - 142% 177% 64% 0%
Grants 55 58 $17 3 549
(%) Growth & 80% 114% 81% 56%
Permitting 81 52 54 5B §13
(%) Growth - §1% 97% 82% 70%
Budgeting & Transparency 35 58 $11 514 §18
(%) Growth - 42% 36% 32% 26%
Commentary

Procurement assumes continued ACY growth throughout the projection period, while customer growth remains the primary driver of ARR
expansion

Payments recurring revenues benefits from additional city agencies coming online for existing accounts and several large pipeline
customers being converted. Projection does not assume any upside from adoption expansion at existing customers

Grants assumes significant ACV expansion amid strategic shift toward larger aceounts, with customer count decreasing somewhat in 2017
and 2018, as low ACV customers are phased out. Expected to be net negative churn by 2019

Permitting assumes ACV expansion in 2019 as revamped product becomes more widely distributed and increases upsell, with growth also
driven by customer adds from sales ramp up

Budgeting & Transparency assumes low ACV growth with ARR growth driven by strong customer pipeline

Ncte: 2017 historical results are uradited and were nat prepared inaccordance P. Actual au P resuts may differ materially. Firarcial forecasts for calendar years 2018-2021 were:
prepared using unpudted, Pon-GAAR himerical firg mier B Y riher dua diligence
See "Important Information” on pages 1.2.
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Standalone Operating Forecast By Business Unit: Gross Profit

Year Ending December 31,
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Procurement 1 53 $8 $19 §31
(%) Margin 89% 75% 83% 87% 8%
Payments 51 53 $12 529 47
(%) Margin 30% 43% 67% 78% 80%
Grants 53 54 $9 516 §27
(%) Margin 75% 70% 73% 73% 7%
Permitting ¥ 52 33 56 §11
(%) Margin 70% 74% 74% 75% 7%
Budgeting & Transparency 57 59 $15 518 $24
(%) Margin 67% G6% 1% 1% 75%
Commentary

Procurement gross margin decrease in 2018 driven by increase in sales support staff to prepare for sales ramp in 2019 and beyond, with
increasing support efficiency expected to drive gross margin expansion in outer years

Payments gross margin expansion driven by substantially lower implementation costs for newer accounts as company becomes more
efficient in bringing new agencies online

Grants gross margin decrease in 2018 driven by delayed implementation for one large customer due to contract renagatiation in 2017 that
pushed costs into 2018. Shift to larger customers expected to increase gross margins going forward

Permitting gross margin expansion driven by shift in revenue mix away from services and towards Saa$, with modular product redesign
also increasing ease of implementation and support

Budgeting & Transparency 2018 gross margins affected by higher hosting costs of an acquired target, which has been migrated to lower-
cost hosting on a major cloud infrastructure provider, thus expanding gross margin in 2019 and beyond

Ncte: 2017 historical results are uradited and were nat prepared inaccordance P. Actual au P resuts may differ materially. Firarcial forecasts for calendar years 2018-2021 were:
prepared using unpudted, Pon-GAAR himerical firg mier B Y riher dua diligence

44 See"ImpostantInformation” on pages 1.2,
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Overview of Business Unit KPl Metrics — 2018E

Frstenont Pemsie o) | Homliy | S
D eed 114% 134% 96%(") 113% 118%2
ARR ($m) $5m $10m $8m $2m $8m
. 100% NA 90% 89% 1%
ot et e 100% 92% 90% 89% 43%
Customer Count 301 358 474 53 716

Mote: Financial forecastsfor 2018 were prepaned using urasudited, non-GAAP historical information and may change upon furthar dus diligance.
See “Impenant Information” on pages 1-2.

45 1} Impacted by transition to higher-ACY customer d tobe net negative churn by 2018,
2} Includesimpactof acquiskionmade in June 2017,
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Capital Can Create Significant Upside Beyond Baseline Plan

€) Platform Expansion
S

‘eor 1 Meer 7

*  Creating Digital City Hall for
~30 additional cities

*  Potential expansion into
international markets

Year 2 Year 7
Revenue 5120 5120
%) CAGR -

G Sales Expansion
—

e 1 Yeor 7

*  Expansion across most
business units

*  QOpportunities in
international markets

Year 2 Year 7
Revenue 133 $218
(%) CAGR 10%

@ Adjacent Business
= 2

B
Areas

Mustrative
initio!
lnvestment

$1s

e iear 7
*  Parking / transit
*  Utilities

Year 2 Year T
Revenue §100 §161
%) CAGR 0%

| @ strategicM&A
=
‘6‘»?{5 s -

| illustrative

:

i Investment

N i v v e

$50 350

vear 1 Year2 Wenr 7

* Disaster response [
emergencies

*  Scholarships
* Legacy portals
* Dataand tactical acquisitions

Year 2 Year 7
Revenue $i7 5109
%) CAGR 46%

v—i

87% Total Implied IRR and 56.6bN incremental enterprise value'®! from future growth initiatives

Note: Illustrative framework. Does not imply actual projections.
I1RE caloulated asincramarsal @ntarprise valug in Year 7 over initisl investmant
(1) Assumes32ScEV/Year 7 Unlevered Net Income Multiple asmsming 30%|arg-tem contribution margin [except platforn expansion, which assumes 1009 long-tem contribution margnjand a 245 tax

48 rata apgiadto Yaar 7 inemental ravenue.
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5. Business Combination Overview
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Transaction Summary

Overview
*  Pro forma enterprise value of 5560mm
*  Target company investors will collectively own 14% of the company®!

*  $258mm incash used to purchase equity from existing company
investorsél

*  531mm incash used to repurchase publicshareholder and GTY
founder warrantss!

*  Estimated transaction fees of $35mm

*  Upto 20% ofthe sponsor promote is allocated to seniormanagement
and potential channel partners

Enterprise Value
Enterprise Value Calculations
Shares Qutstanding {mm)'" 7.7
{x) Share Price $10.00
Equity Value $T97
[) Casht® 237)
Enterprise Value $560
Enterprise Value / 2019E Revenue ($78mm) Tdx

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

Post-Transaction Ownership!!

Sellers

14%

GTY
Founders
17%

GTY Public
Sharehalders
B9 %

Sources and Uses

Sources

GTY Cash Held in Trust 2561
Total Cash Sources $561
Walue of GTY Shares Issued $107
Total Sources §668
Uses
Cash to Pro Forma Balance Sheet™ 5237
Purchase of Equity (Cash Portion) 258
Repurchase of Wamants 3
Estimated Tmnsaction Fees 35
Total Cash Uses §561
Purchase of Equity 5107
Total Uses §668

Note: Al figures assurne sero redemptions from cashin trust by GTY shareholders. Actual results may differ materially.

(1] Snares Qummanding includes 55 2mm guisting Class A sharas, 13.8mm auigting Clazs 8 shares, and 10 TmemClass A shares to balssues in connecion with tha rangact ien. Becludas 12 4mm public
shareholderwarrants, B.7rmm GTY founderwimants, 5.3mm shares resird for future Stock isubnce for em playees, 55.0mm invakéfor Banfine earn-out shares, 5.0rmm CityBase esrm-out shaces,
SEO0mm invaluedor aChvis sarn-out shares, S 30mm invalua for Questics earm-out shams, and32mmin valua for Sharpa aarn-gur shares, Eam-outs subject tovanow oparating parformancs miastones.

(2] Exelusdes S5mm incash aam-cut far Bonfire.

43 [3] Assumesi8émm public sharsholder warrantswillbe echanged for $1.35 parwarrant and 8.7 mm GTY founderwarrants will be ewchanged for $0.75 per warrant.

(4] Targetcompanies shownon debi-free, cash-free basis.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Significant Transaction Consideration in Long-Term Equity
0

$53 $550
~5.0x Initial Purchase $197
Price / 2019E Revenue
| $107 $5
| $258 § >
| 0
Cash Base Equity Base Cash Earmout Equity Earnout Stock Incentive Plan Total Consideration

°’}: Significant existing shareholder ownership at the outset with ~1/3 of the initial consideration in equity with a one-year lock up

o_,!' Equity earn-out structured for achievement of growth and profitability performance metrics; petentially doubles existing
shareholder initial equity stake

y) Stock incentive plan creates long-term management and shareholder alignment

o,' More than 50% of total Transaction consideration comprised of equity

49 Mote: Humbars may notadd te wial dua to rounding,
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Projected Operating Metrics vs Peers
2018E — 2019E Revenue Growth

138%

' Median: 33% Mediane 23%
- . %
26% 3% FELY 19%
N . R
15%
HewCo G tyler Vamartsnest Woonge © alteryx @) st ZLIOKG Q) torm el DouSim, U oo Q2 sl medeala ToeyQBamrane
2019E EBIT Margin
Miedian: {3° ) Mediare 1%
0% M
™ g Gl | T
____________________
) Y - R el 3 I % %)
a5% e :
N
Nowto ‘Sﬁw O Hem Rebie. DocuSnpes @zicaer Alberyx ey ZLOMT $esage - ¥ martihest VEEVE STTIC Fowormer smedsts (32 zu HETRCTURE
. .
Long-Term Operating Margin
Median: 21% Mediane 1%
4%
3/ BN ME
23%
18%
HewCo & tyler Ofewieie () ConSin hmcaor alterys ¥ wmartstos ZUOHD Baoung ST smediota P vocva Fevesmes sarmicrun (22
. = HighGrowth Software = Vertical Software
Seurce: FactSer compsnyfilingsand materials Marke: dsta a3 of Septermber 7, 2018 5580 shown a3 of Septermber 5, 2018 | for isi Intralinks).
sp  Note:all Newto ware propared using L istmrical financisl information prepared i withGAAR. Actual resulcs may differ maerially.

See “Impomant information” on pages 1-2.
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Projected Valuation at a Discount to Peers
Enterprise Value / 2019E Revenue

20.2%

Ibescliane 141 Mheliare 8.7x
15.6x
LS E ST 10Tx
LR 87x
____________ TR T T T T
S 5.9%
HewCo - tyler Wzscane, B Woasges alteryn  smisbest BocstSipm O New Rec. ZLIOMG veova (12 Gowemm 2l et msrrucrne ST
Enterprise Value / 2019E Revenue / 2020E Revenue Growth
Median: 0.5x o Median 0.5x
0.9% R
0.ix 0.7
0.5x 0.5x a5k EX BEx g
- T (AT B B B
L R
hx
HewCo & tyler o mcaer DuctRipe, .\..5... Borags'  alterys O M. ZUORD ¥ smannshen Sk veeva Geum (12 smedidata zj scsTRUCTUNE
. = HighGrowth Software = Vertical Software
Seurce: FACESer, companyfilings and miterials Market d2a &5 of September 7, 2018. 558.C shown 536f Septermber 5, 2018 (i fior Intralinks).
51 Note:all Newdo were propared using . istaricalfinancil information tha prepared i withGAAP, Actual resuks may difer maverially.

See “Impomant Information” on pages 1-2.
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Projected Valuation at a Discount to Peers (Cont’d)
Enterprise Value / 2019E Margin-Adjusted Unlevered Net Income

126.8x IMeciane 905 Mexfian: 32.6x
A055% 492,1x
0.1
BG.2x
paciic 6% 3w 26,4
16.3%
HewCo ‘é\w Comones Vronger | @ alteryn o omanie oo, ZUOM O HewBek. 02 TEEVD [ swsiwes z.' PATRUCTURE tmeditlata ﬁk
Enterprise Value / 2019E Margin-Adjusted Unlevered Net Income / 2020E Revenue Growth
Median: 3.2x Mediare 2.3¢
A sk
i
5% L = bl
i 3ax
B B B B = T T T
2 2%
1.6x
1.4x

1

0.5%
Hewto & tyler o ascater DocuSie, Wrnoags ,n.!_,,. alteryn  DUORD ¥ wmrtsiess (O Naw Mok 5k Q2 veeva Bovormes preddit s 2

I = HighGrowth Software = Vertical Software

Source: FactSet, company filingsand materials Market data as of September 7, 2018, S5&C shown asof September 5, 2018 junafected for announced acquisition of Intralinks).
Mota: All Navwde forecamsware prapared using unauditad hismarical financial information thatwas not prapared in accordanca with GAAR, Actual resuits may differ matarially,
52 See “Impodtant Information” on pages 1-2.
Margin-Adjusted Unlavared Net incema Calouladon appiies 295 t2eram and long-tarm oparading marginto 20198 revenua.
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Recent Software IPOs vs. NewCo
Recent Software IPOs

Last Twelve Months

v Altair fovalora  Carbon Black. CERIDIAN
Ms;g"ﬁ r::‘}:: .mw:::u
Pivotal @ remsiser  @SailPoint M SendGrid
o zscaler  ZUOMQ
CY+1 Metrics @ PO NewCo (2019E) Bemartheot  Cenable €5
Revenue Growth 138% % a0 >
5%
Gross Margin 72% 45% . 0%
5%
Operating Margin (7%) (701%) %%
{10%)
Long-Term Target Margin 30%+ % \I' 5%
%
Sticky Vertical Software \/ 1/16

% = Median ’ = NewCo
Source: FactSet, Reraissance Capital, Company materials.
Meote: All Nawde forecasts wera prapared using unacditad hizsricalfinancial informaton thatwas not prapared In accondance with GAAP, Actual resylts may diffar matarially,
53 See Impomantinformation” on pages1-2.
MawCo CY+1 Ravanua growth net shown to scals onchart,
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Sponsor Summary

william D. Green
Co-Chainmen and Co-CED

accenture EMC’' S&P Global

*  Institutional Investes W1-Ramked CED inthe Computer
Services & IT Consuiting sectorin 2007

*  CEQ of Accenture, 2004 - 2010, and Chairman of tha Baard,

2006 ~-2013
= Builta technalogy consuiting powerhouse
= Grewrevenuefrom 513.7bn to 521.6bn (2004 1o 2010}
= Closed maore than 25 acquisitions {2004 to 2013}
¢ Joimed Acceniurg i 1977 and Bacama 3 partnar in 1986

*  Director of Dell Technalogies Inc., Inovalon Holdings, Inc.
(MASDAG: INGV], Pivatal, EMC, and S&P Global

= Lead indapandent Directer of EMC [February 2015 10
September 2016]

Track Record at-luemm!.

o [ Lad Accanura 31P0 ]

[[___7.3xMarket Cap Growth ]
0%~ Dutpariormed SAF by e
4005

to§21bn+in 2030
200%
0%

e priees) it 2007
sACH = S8 500

009 am ud
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Joseph M. Tucci
Co-Cheirman and Co-CED

EMC wvmware walia  UNISYS

*  Inmtitutionsl Invester ¥1-Renked CED in the IT Hardwars
sectorin 2006

*  CEC and Chairman of EMC from 2001 1o 2006, respactivaly,
wntil Seprember 2016 when Dell scquired EMC

= Led EMC through a revitalization intc a federation of
businesses that graw o include EMC, Viware, Pivotal,
RSA, VCE and Virtustream

- Revenues grewfrom S5.4bn to over 524bnfrom 2002 o
015

*  Chairman of the Board of
Director of Paychex, Inc.

Whiware from 2007 to 2016, and

*  Chairman & CEQ of Wang Global
1593 = 1955, where he led the company out of Chapter 11
and eventually sold it to Getronics in 1999

Track Record at EMC

[ E.7xMarkat Cap Growsh ]
el [Ravenue grew toover$24tn in2015 |
Lol [ hiwara valus increass 43.0¢
S00%
J00%
100E

0z 205 iy 09 nn w4 il

wBAE  wEAP A0

Harry L. You
Prazident and CFO
2 : 2 A
EMC  BearingPoint.  ORACLE
accenture Margan Stanley
*  Institutionsl Investor #1-Ranked CFO inthe Computer
Services & IT Consulting sector in 2004
*  Emscutive Vice President of EMC since 2008

= Head of conporate strategy and new business
developmaent, including M&a, IV and WE activity

tal in devising the structure for Dell’s
{on of EMC, tha IBfEest aver daal in technology

* CEQ of BaaringPoint, 2005 -2007
* CFO of Oracla, 2004, whare he closed the acquisitionsof

Peoplesoh snd Retek

* CFRO of Accenture 20012004, taking the company public
and driving 355 annual free cash flow growth during hiz
tenure

*  Fifteenyearcareer asan investment banker, culminatingas
a Managing Director az Morgan Stanley

*  SEOO Bninclosed MEA transactions; $200 Bn infinancings
Including 37 lead-managed IFOs

Track Revord as Corporate Executive
Mkt Lap Geowin

accenture EMC ORACLE

I Completed 25+ Acquisitions 3t Accanturg ]

[ Camplutod 70+ Acquisitions at EMC |

(e e rere——

54 Source: Annual 20-Kiillngs of companias prasented above, webskes of compani as prasanted above, Margermarkes, FaccSet,
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Opportunity Summary

» Large and Underpenetrated Market Opportunity

e Disruptive Business with Recurring Revenue Base Growing 100%+ and Expected
Profitability by End of 2019(2)

* Experienced Management Team with History of Value Creation
* Sponsor Support from GTY Founders with Key Public and Enterprise Relationships
» Significant Balance Sheet Cash for Future Synergistic M&A

» Transaction at a Meaningful Discount to High-Growth Market Comparables

35 [1)Growth race of 100% based on CY2019E mana gemant projections.
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Appendix: Profiles
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A. Procurement (Bonfire)

&4 Bonfire
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Bonfire Overview

Company Overview

Bonfire develops a cloud-based collaborative eSourcing platform that helps
procurement teams find, select, and manage suppliers

Solutions offered are used for RFQ, RFT and SOW evaluations, RFP and RFx
evalustions, bid and tender evaluations, supplier qualficstions, EQl and RFI
evaluations, and others projects

Caters to colleges and universities, hospitals, GPOs, 5505, municipalities,
counties, school boards, transit, utilities (water, energy), public housing, arts &
community agencies, other NGOs and non-profits, and provincial/state
organizaticns

Founded: 2012

Headguarters: Waterloo, Ontario

Executive Team

Corry Flatt, CEO and Co-founder
Past Experiences: Sandvine, Migvision, Kik
Y-Combinator classofwis

Alex Millar, CTO and Co-founder
Past: Experiences: Microsoft. IBM, RIM
Y-Combinator classof W15

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

Product Overview

eRFx &
eTendering

Contracts

Vendor
Performance

.

-

.

Provides contral for RFx and bids, streamlining the entire
seurcing workflow from postingto award

Provides evaluationtocls that give deep insights into
consumers’ projects

Provides real-time cverview of projects and KPis and
reduces surprises of the future by enabling future
forecasting

Provides contract information in one centralized,
searchable, online platform

Provides heat-mapped calendar view, reminders and KPls
that enable forecasting future needs and aveiding
SUFPrises

Emables easy creation of contracts from completed
projects

Provides control of end-user access to contract
information and assigns reminders for action items
throughout the contract lifecycle

Easy search and filtering options for information

Enables clear visibility into vendor performance

Provides one-click, mobile friendly surveys that make
things easy for end users

Enables configuration of surveys in 8 few clicks and seta
cadence to automatically send to end users

&4 Bonfire

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Moving Decision-Making into Cloud

o5 Bonfire

PROCUREMENT

Modern RFP, quote, bid & Deep automated analysis, Rich collaboration
reverseauction process optimization & evaluation pre/mid/post-decision

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm

@

Predictive insights
(coming soon)

&4 Bonfire
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Bonfire Uniquely Captures and Supercharges

Decision-Making Workflow in One Place

“

Receive Rich
Supplier Data

Define &Engage

Highly-structured files,
data fields, Excel data

+" Instant Compliance

\/ 2x Faster Process

&0

Compare side-by-side,
auto-score, eAuction,
what-if

+ 15% Cost Reduction

Scoring Reports
& Analytics

Instant scorecards,

consensus tracking,
real-time summaries

&/ Strategic Alignment

+/ Happy Stakeholders

&4 Bonfire

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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Bonfire’s Model is Unique in the Procurement Landscape

'_§ Rich Engagement but Shallow Decision Rich Engogement & Deeper Decision
=

Mext-gen
RFF Tools

65" Bf

=p
Manual
P fBxcel) Decision Autemation:
Collaborative: 2 How fully is the entire
L 3
How easily and deeply can [ : .| sourcing process captured
internal stakeholders o Poor Engagement & Shallow Decision Poor Engagement but Deeper Decision online for all complexities +
participate inthe sourcing 3 eProcurement how deeply is analysis/
process at all stages? Sourcing Modules evaluation actually
v ?
ERP Sourcing 745 RItomEEn
M
ozl 1RADE
MET
Bidding eSourcing
Platforms Platforms
1ON
5 o
€| | PLANETE i
Shallow Decision Automation Deep
2
&4 Bonfire

4]
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Excellent Retention and Negative Net Churn

Client Retention (%)

108

0%

100

Start Wear 1 Wew2 Year 3 Weard

<5% YoY Client Churn

Net ARR Retention (%)

Falky

0

200

izo

160

120

oo

1 Year 2
Very Negative Churn

100
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&4 Bonfire
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Consistent ARR Growth

Ending ARR

[UEDE in mm)

40

30

25 * S4mm ARR
e >200% YoY ARR growth for
20 each of last 5 years
+ (apital efficient growth
ik since inception
10

&4 Bonfire

=

014 Ql
W07
W03
01804
w1521
W02
1015-03
01504
01601
W92
0603
J016-4
n7-0)
01702
WI7-03
W7-0%
101301
W13-02
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Strong Unit Economics for Capital-Efficient Growth

Bonfire’s strong unit economics position it for capital-efficient growth

$27k

ACV
Trailing 18-months

$272k

LTv
Trailing 18-months

90 Day

Sales Cycle
Avg of Trailing
18-months far

New Clients

>4x

LTV:CAC

95%

Pre-paid Annual
Contracts

. Driven by Strong Customer Satisfaction

v70

NP5

88%

used bonfire

Suppliers wish more buyers

91%

Users want to use benfire on

their next RFP

2018

&4 Bonfire

B4 Mova: Al Newlo forecamswars prapared using unsudited historcal financid information thatwas not prepared in accordance with GAAP, Acwual resulcs may differ manerially.
See “Impodtant Infarmation” on pages 1-2.
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B. Payments (CityBase)

[JciTYBASE

as
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CityBase Overview

Company Overview

» Founded in2013, CityBase technology dramatically improves how people and
businesses interact with their local government and utility provider

= Serves municipalities, government agencies, and utility clients, providingend to
end payment solutions, digital services, and AP development

+ Provides solutionsto more than 100 government agencies and utilities

+  Key Events
- Aug 2017: Acquired Department of Better Technology for anundisclosed

consideration
s Founder: Michael Duffy
e Headguarters: Chicago, IL

Key Management

Michael Duffy, CEO
FastExperiences: Northern Trust Global Investment

Leo Brubaker, President & COO
PastExperiences: Uptake and Centro

Liz Fischer, CMO
PastExperiences: University of Chicage

Alex Pedenko, CTO
Past Experiences: Swingbyte

» D@ b

3
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Products

» Digital forms that improve online processes and
replace manual ones

+ Automated workflows, staff dashboards, and case
management technology

« EMV, PClLevel-1 compliant payment platform for
web, mobile, kiosk, and POS channels

Payments
+ Direct integration to underlying systems of
record, billing, and other source systems
* In-persom, 24/7 self-service payment options for
Kiosks customers paying cash, check, card

+ Research-driven user interface, accessible for
people with vision impairments or low literacy

Key Statistics

# Citybase serves 121 government agenciesand 53 utility lacations across 18
states

» The company has processed about 5 million transactions with 1000% increase
involume fram 2015 through 2017

= Citybase now has 1 million unique utilities users

[JciTYBASE
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The Problem CityBase Solves

Local government can look like 50 businesses serving one customer base.

50+ systems have scraps of data about the same
peaple, properties and businesses—but they can't
talk to each other

Government has become a complex web of systems
that is accelerating past critical limits

‘ ‘ We had 19 different departments doing 19 different things.
And guess what? We interacted with a constituent 19 different
ways. ’ '

— Peter Ambs, C10, Albuquerque

[JciTYBASE
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The Problem CityBase Solves (Cont’d)

Request extra traffic patrols Submit a public records request
Apply for a homestead deduction
Find bid cpportunities Find an incident request
Record a deed
Find a sample ballot
RE‘BISLEI‘ for a marnageli:ense

Apply for a public way use permit
Report a pothole

There are 1000+ constituent activities in a community

Pay your waterbill
search court cases Contest a parking ticket
Find your schoal district
Report a faulty traffic signal
File documents with the court

Pay your property taxes
Register to vote Verify your business location

Review taxrates
Change the mailing address for your property taxhbill

[JciTYBASE

B3
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The Problem CityBase Solves (Cont’d)

CityBase has reconciled 80% of needs to commeon patterns

o 0 o o =

And built a configurable platform that delivers client specific solutions

[JciTYBASE

]
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The Problem CityBase Solves (Cont’d)

CityBase makes it easy to find and pay government services

A constituent ... [ eneamiens Anagency...

- Saurch, Fay b Apply for Uy Jarvices. u
Goes online Confirms status
applies sees global activity
gets approved handles anomalies

CityBase also make it easy for staff to set up & process service requests

1,000+

Services
... which reduces administrative waste

10 to 20

Days MIN
..and accelerates revenue collection

80%

End in Payment

[JciTYBASE

7o
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CityBase Target Markets

m City and County Governments X E E’% Regional Utilities

+ Markets with over 250K population & Markets with over 100,000 accounts

# Anchor agencies that oversee highest volume & Focus on electric in the investor owned sector and water
constituent interactions, such as parking and property in the municipal sector
services

# Expand into overlapping municipalities that share a
* Super agencies such as technology and finance that customer base
make enterprise buying decisions

Current Customers Current Customers
# 3 major enterprise clients s Serving 30 utilities
» Presencein 8of the top 25 cities s Only kiosk vendor to Southern Companies

A_s =g S
WATER SER

[JciTYBASE
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Large Opportunity to Revolutionize Payments
in Government

State
County
City
Utility

M Payments Digital Services
State 5463 5556
County 286 471
City 319 576
Utility 1,172 146
E‘:‘;: illions) S8 e

T2 Source; Managemeniestimams

Opportunity in a 250k Person City

Payments -
$1.5mm/year

Digital Services
- §750k/year

Note: Paymentsindudes mail and back office ssvings.

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm
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CityBase Customer Case Studies

s Consolidated City of Indianapolis
and Marion County is a leader
in government operations

» (CityBase was selected as the
platform for its digital city hall

+ Results to date: 140+ activities live
within 1 year

40+ 100+ 50k+

Services & Content Filot Site
Payments Cards Users
Digitized

46 4+4

Agencies Payments
Served Contract
Term (Years)

s City of Chicago Department of
Finance collects 57 payment types

s CityBase was selected as
streamlined solution for all

s Results to date: New site live with
parking and business user payments
that had never been online before

100 57
Kiosks Debts in
Planned New Scope

4.5mm 545

Trans Contract
to Dote Term (Yeors)

A

Alabama
Power

s Provides electricity to 80% of
the state

+ 1.5mm customer accounts and
500k in-person payments across
90 locations

s CityBase selected to automate
in-person transactions via kiosk

500k 30

Transactions Woaorkday
in Year One Implementation

4+4

Contract
Term (Years)

[JciTYBASE
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C. Grants Management (eCivis)

EleCivis
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eCivis Overview

Company Overview

+ Founded in 2000, eCivis provides cloud based grants management system for
state, local and tribal governments

+ Simplifies grant pursuance, proposal development, budgeting, program
implementaticon, performance reporting, management of subreciplents and
compliance in a single centralized enterprise system

+ Over 26 data integrations with government ERP/GL to combine financialdata
with program outcomes

+ Premier customer list, expert Client Advisory Board from some of the largest
cities and counties inthe US, and strong reputation inthe public sector

» Alsooffers grant writing, consulting and professional servicezalong with
financial and program performance tracking, costallocation and open data

+ Headguarters: Pasadena, CA

Executive Team

lames Ha, President & CEOQ
PastExperiences: Softbank, Masco

Merril Oliver, EVF & (OO

Past Experiences: Maryland Governor's Grants Office, Government
Development Bank for Puérto Rico, National Grants Management
Association

75
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Product Overview

Grant
Acquisition Solution

Grants Management
Software Solution

Determines eligibility & financial requirements of
agrant for the clients

Manages communication and approval of

grant awards

Allocates andtracks multiple funding saurces

Helps organize projects and grants by department,
and gives an enterprise-wide view of all

grant activities

Provides advanced workflows and robust
management reporting

Organizes and connects financial data from ERP/GL
againstgrant budget with data integration services

Subrecipient
Management Solution

Cost Allocation
Software

Centralizes and streamlines the application
intake, evaluation and grantaward process
alongwith communication, reporting and
reimbursement requests

Shares metrics to track performance for each goal
or objective

Allocates and tracks multiple funding sources

Ma:ximizes indirect costreimbursements

Tracks and compares expenditures and allocation
basis by fiscal year

Provides concise methodology for budgeting and
program delivery planning

Consultingand Training

Provides consultants and support staff to help
manage requirements in grant management
Provides grant training, expert guides, templates
and tools for grants management system
Alsoprovides training to improve planning,
scquisition and effective managerment of federal

and non-federal grants 5
geCivis
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Demonstrated Success with Enterprise Focus

Demonstrated Success

+ Detroit — 88% reduction in audit findings, zero
questioned costs and over 5202 million in new grants
and donationsin FY 2017.

« Arizona— $500K in reduced administrative costs
annually. 24% increase in federal grant revenues, and is
100% compliant with the Arizona’s electronic grant
records retention requirements

+« Anne Arundel County (Maryland) — expects to save more
than $375,000annually. Within weeks of starting
implementation the County was able to streamline its
processes, leading to a 57% reductionin forms and the
elimination of shadow systems

+ Denver— Improved compliance to Fiscal Accountability
Rule (FAR)9.1to 90%.

+ Cost Recovery (Cost Allocation):
= E| Paso County, CO—$16mm
® Riverside, CA—$8mm
» Contra Costa County, CA— $8mm
= Glendale, CA-52mm

e

About eCivis

* [Enterprise Focus: 100% focused on state and local
governments, 150+ enterprise government
implementations since company founding in 2000.
Started integrating data with government ERP/GLs
in2014.

* Strong Reputation: Deep customer network and access
to thought leaders. Strong reputation among state and
local government managers. Unique support from Feds,
state associations and local government leaders.

+ Growth: The last few years have been focused on
product-market-fitand managing unit economics with a
small sales force. With the launch of eCivis’ full lifecycle
grants softwarein Q4'17, acquisition of CostTree and
cooperative purchasing vehicles they anticipate
significant growth and scale in the next 6 to 24 months.

@--Lms
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The Flow of Grant Funding

69% of staff
never receive
formal training

ﬂa(..c.q!'

Effective inflow.
Inefficient & costly
outflow of tax payer
dollars >>>

5l1|'1\\.‘rbﬂ in Taxey g

Standardized
Forms, Teols
& Processes

Source: GAD, GeorgeMason University, USA Spending

THE COST

¥’ Cumulative amount in

Federal Improper Payments
since 2003 exceeds $1
Trillion. $144bnin 2016.

“ Single Audit findings reveal
ey e States |'Ii:'!\-’E'- hi_gh r_1umbers of
Farms, Tosls repeat audit findings. Over
e $100bn in waste, fraud and

abusein 2017.

“ States fiscal health: 62% of
states have average or below
average fiscal health, most
states need to increase their
access to, and maximi
fair share of federal funds
rather than increase tax
burden on constituents.

State & Local Governments,
& Individuals Non Profits, Schools, Tribes
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The Importance of Grants

According to US Census Bureau, grants from the federal government represent 24% to as much as 45% of state and local
revenues. eCivis is modernizing the grants process to fund critical services across the United States.

i /zméf@ c/uéa’fefz

f f £
-"‘/""‘" ﬂuu;l’.’l}' w”“"‘" ecducartion @ 12” mi e jo

Y 125 Hen éf/z Ff@”g/ﬁers

Ed(,m LN =5 e s s
comwzafy W,/zgoc)/‘fa,f LO/ 1=+

ﬁcme[es Apssmd o S ([P Picare %zfm

wrdlurricane Saﬂa’y O 72/7”0 /me
olds*
Z?r{,@eg JDF&mﬁ Res ﬂafzders =iy

ﬁurmme Katriflg o T we e

T8

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm

79/99



8/25/2021

Large TAM in Key Markets

51 billion market In 4 key states (Total TAM ~$2.5 hillion).

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

ARIZONA
Market: S49mm

» 15 Counties

* 91 Municipalities

* 326 Special Districts
» 2432 5chool Districts
19,796 Nonprofits

CALIFORNIA
Market S537mm

¢ 57 Counties

o 482 Municipalities

+ 2,861 5Special Districts
s 1,025 School Districts
& 144,728 Nonprofits

TEXAS
Market $282mm

s 254 Counties

* 1,214 Municipalities
+ 2,600 Special Districts
s 1,079 School Districts
& 92,734 Nonprofits

FLORIDA
Market S204mm

* 66 Counties

o 410 Municipalities

e 1,079 Special Districts
* 95 School Districts

* 59,310 Nonprofits

T9 Source: Managementamimaes,
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Penetration Remains Low—Significant Opportunity

Top-down approach allows for eCivis to quickly expand into high volume local governments where there is significant

greenfield opportunity.
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Seé "Impodtant Infanmation” on pages 1-2.
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Significant Market Traction

Market Traction

Key Net New Accounts FY18

» Expand into all local govsin Arizona

» Expand in California, Florida, Puerto Rico and Texas

# Expand in Colorado and Maryland

January 2018 v June-September 2018 December 2018
Launch of Puerto Rico Launch Los Angeles County, CA; Washoe Expand in Arizona,
Department of Economic County, NV; Lee County, FL; Puerto Rico, Florida, Maryland and
Development. Colorado, Montana, Maryland and Indiana. Texas.

February August September October December

March 2018 v October 2018

Launch of first full lifecycle Saas grants management Expand in California, Nevada and
system in Arizona and Anne Arundel County, US Territories, including
Maryland. municipalities.

D

EAeClvis

¥

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 82/99



8/25/2021 https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

D. Regulation / Permitting (OpenCounter)
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OpenCounter Overview

Company Overview Produet Overview

OpenCounter builds user-friendly software to guide applicants through complex
permitting and licensing procedures

o They guide applicants through the process, by estimating the total fees and :“ f_' nle“ = Helpe !”m'::::“;r:,c' ”“T:'s,h"mh' icri=and
requirements for the project, and allowing applicants to apply and pay for s ki btk FAnEa NEnee
permits online

+ Offered as aSaas subscription, with an additional 25-30% of the firstyear costin Residentia + Show homeowners howto stay in compliance an home
professional services Portal improvement projects

» Typically 5igns3-5year contracts, and experiences very lowchurn

& Will have four product lines by the end of 2018, includinga Zoning Portal, Special » Guide event planners throughthe process of organizing

Business Portal, Residential Portal, and the soon-to-be-released Special Events
Portal

Feunders: Joel Mahoney and Peter Koht
Founded: 2013

Events Portal large-scale events in public spaces

Help applicants to understand how the zoning erdinance
will impactsite selection and project requirements

Zoning Portal

Headguarters: S5an Francisco, CA

Executive Team Key Statistics

Joel Mahoney, CEO and co-founder
Past Experiences: Code for America, Cumulus 267%
Labs Consulting, Pandoxa 47
cities that are currently
clients

average annual growth in
ARR over the past three
years

Peter Koht, COO and co-founder @ E

PastExperiences: City of Santa Cruz, Central

CoastPublic Radio, SFSU
1.7x 74%
RO10m the oot of soft wars projected gross margin for
in staff time savings FY2018

Nove: Alll Newlo forecamswere prepaned uting unsudited historic sl financisl information thatwas not prepared in sccordance with GAAF. Actual resuls may differ manecislly. O omncnum“
83 See“Imporantinformation” on pages 1.2,
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Our Products

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

OpenCounter
Business Portal

Help entrepreneurs to
understand the costs and

requirements of starting

OpenCounter
Residential Portal

Show homeowners how to

stay in compliance on home
improvement projects f

Guide event planners through
the process of organizing large-
scale events in public spaces

1eRTERRTC

Help applicants to understand
how the zoning ordinance will
impact site selection and project
requirements

a business — —
OpenCounter OpenCounter
Special Events Portal Zoning Portal

T
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Customer Footprint

'—anamnn. MT

. Boize, ID
@
. &
L) @® satiake City, UT
Indianapolis, IM—.
e i '—Cincinnali. OH
. Charlatte!
’c,q & Mecklenburg, NC
— @ Atlanta, GA
@ Las Cruces, NM [CY Denton, TX ®
®
.— Orlando, FL
[ ]
‘35 O OpenCounter
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Customer Acquisition

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2.htm

City Population __ Count 2013 2014 2015 2016 2017 2018" Market
>1lm 9 1 111%
500k - 1m 24 1 1 1 3 250%
250k - 500k 47 4 3 1 4 255%
100k - 250k 214 £ 2 4 3 3 6.5%
50k - 100k 457 1 5 4 5 3 3.9%
25k - 50k 1053 2 1 3 1 2 0.9%
10k - 25k 2372 3 . 1 1 0.3%

Mote: &l New(o forecastsware prepared using unaudited histarical financial information thatwasnot prepared in accordance with GA4P. Actual results may differ materially.
See “Imponant information” on pages 1-2.
(1) Projected.

a8
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E. Budget / Transparency (Questica)
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Questica Overview

Company Overview Produet Overview

s Questica offers budgeting software, performance management, and o Multi-user budgeting software that provides all the

transparency and data visualization solutions. requi inane easy-t ez plage

s Products offered eliminatethe need for spreadsheets, enable smarter « Provides multi-year capital budgeting that identify
planning, budgeting, management and information sharing expenditures and funding sources

» Catersto 675+ local governments, colleges, universities, K-12 schools, »  Provides salary and position planning module
hospitals, healthcare facilities and nen-profit organizations + Provides performance management module

* Geographic Presence: Burlingten, Ontarie, and Huntington Beach, California +  Allows generationof new financialstatements

e Fotnder- T1 Parass  J Budget + Provides direct integration with the new Questica

» Founded: 1958 Budget Book

» Headquarters: Burlington, ON, Canada + Enables advanced analytics

* NPS Score: 60 * Provides anintegrated dashboard that shows all critical

data and other relevant information together inan
interactive interface

* Provides new integration with budget simulation toal
by partner Balancing Act

» Customer Retentions: 95=-87%
* 563bn inannual budgets run through Questica budget solutions

Executive Team Peifa + Enablestrackingof anunlimited number of budget and
. rmance non-budget key performance indicators

T Parass, Founder » Datavisualization software that enables presentation of
Past Experiences: Quéry Information Systémns, Handling financialand non-financial data with descriptive text,
Specialty informational pop-ups, charts, and graphs

'ODBTIBOO'( s Enablesfaster information search

* Integrates with Questica Budget

+ Displayson amapevery capital infrastructure project,
including the budget, actual spend, funding sources,

Craig Ross, Vice-President, Business Development and accompanying documentation, images, video, etc.

Past Experiences: Harris Computer Systams : ? 3
et ' P ¥ + User-friendly, comprehensive document management

and financial reporting tool (partner CaseWare)

B Budget Book | » Eliminates issues like multiple spreadsheets/
documents, version contral issues, manual updates and
duplicating content/visuals

+ Integrates with Questica Budget

&) Guestica

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm 89/99
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Questica Overview (Cont’d)

Questica provides public sector organizations access to complete budgeting, performance, transparency, and citizen
engagement toolkit to better enable data-driven budgeting and decision-making, while increasing data accuracy, saving

time, and improving stakeholder trust.

20 veurs E— Offices

in Business
+ Burlington, ON

g 75 Staff Huntington Beach, CA

s ¥ 46 States

Provinces/

60 NP5 B Territories

MetPromater Scone

Budgeting, performance,
data visualization software

5M,,

%@ 4B ...

]

Public Sector

Focused

563 Billion
in Annusl Public Sector Budgen Managed

Customers

AN675+

-
B covernmene B Higher Education
ﬁ! Healthcare Iflﬂ K-12 Schoals : Mon-prafit

© 5%

Qﬁuesﬁca
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Customer Map
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Representative Customer Case Studies

City of Denver, CO City of Largo, FL
b @
,g&nsﬁm - ,g(mestm Q-ﬁ.L,ngo

Questica provided a budgeting solution Questica provided an integrated budgeting and
that was flexible and comprehensive

transparency solution to further budget planning

* 682,500+ population with an annual budget of ’ 22;030$ES:UIatlon Mklvanmnnuslibudpet ol
$2.3+billion

Issued an RFP for a budget reporting and analysis In‘tegr:ated i et W ITh trs ey Ard
AT constituent engagementtools

. . : Project Explorer for Capital budgets showcases onan
Allows for integration to ERP and other systems HtaracHve B e e CIP DIt ard Budoets

“Customer services and responsiveness are excellent.” “The data (in OpenBook) that provides the most

detailed information comes from Questica Budget.

OpenBook is a straightforward way to graphically

display our budget dollars, while only conveying
information that the public wanted.”

— Kelly Greunke, Director of Finance,
Budget Management Office, City and County of Denver

— Meridy Semones, Manager,
Office of Management & Budget, City of Largo

,!'Quesﬁca
"
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Representative Customer Case Studies (Cont’d)

City of Palo Alto, CA

CSU Humboldt State University, CA

PALO ALTO

&) Questica )

Questica provided integrated budgeting solution for
workflow, reporting and performance management

* 80,000+ population with an annual budget of .
$470 million
+  Time saving for finance staff, they now spend more .

time on analysis and higher value projects

+  Delivers the ability to provide an “at-a-glance” * Enhanced budget visibility and transparency with
summary of critical data and other relevant both its internal and external stakeholder with
information for better performance management OpenBook

“Implementing Questica Budget has saved us over “OpenBook is an important step in making our budget

$85,000 in productivity savings annualfy.”

Souestica LR

Questica provided an integrated budgeting and
transparency solution to further budget planning
Part of 23-campus California State University
System with an annual budget of $215 million

Comprehensive budget system for collaborative
budget entry environment

more transparent and | am optimistic that greater

visibility will help us build o shared understanding about
— Walter Rossmann, Former Director, our budgeted revenues and expenditures, and ultimately

Office of Management and Budget, City of Palo Alto

82

help us improve our budgeting in the future.”

— Amber Blakeslee, University Budget Director,
Humboldt State University

,gﬂuesﬁca
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What Customers Say About Questica

@©FALO ALTO

“Implementing Questica Budget has saved us
over 585,000 in productivity savings annually.”
Palo Alto, CA

OAKLAND
COMMUNITY
COLLEGE

Community it cur middie name. &

"We loved using Questica Budget! We got tons of
positive feedback. It was probably the best
software implementation that we have had at
the College since | came here over 7 years ago. In
fact, some people who have been here forever
said it was the smoothest ever. The business
managers and | love the softwarel”
Oakland Community College, M1

“The customer service provided by the Questica staff
has been excellent - always very professional and
pro-active in adapting their product to our needs.”
Shelby County, TN

& ARGO

O laturally

“The budget document is a once a year thing -
it's not something that people outside the
organization would look at throughout the year.
Aside from the people that are very engaged
with the budgeting process, the budget book is
such a foreign thing to the average resident.
Graphs, charts, and information they can explore
online is much more relatable in OpenBook.”
City of Largo

,gQuesﬁca
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What Sets Questica Apart

In-house
Implementation

Implementation Process

Outside
Implementation

g
RAC [gff =]
b B 4

Whridsoft Bemse
(52

P alovue

Specific Vertical

KaufmanHall

axiom software

Excel -

v

Public Sector Verticals

Qﬁuesticu

OoRrRACLE
HYPERION

Multiple Verticals

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 .htm

Completeness of Vision
+  Stable leadership

R&D focus:
Transparency,
BudgetBook. Financial
Statements. constituent
Engagement
#budgettransformation

Ability to Deliver &
Configurability

= True COTS

= Feature rich

= 100% Public Sector focus
= One stop shop

= Right-sized org (nimble,

flexible and responsive)

,y)@uesﬁca
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F. Budget / Transparency (Sherpa)
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Sherpa Overview

Company Overview Produet Overview

.

» Sherpa Government Solutions is a provider of public sector budgeting
and consulting services

Robust budget preparation application that includes

. operating and capital budgeting; rapid configuration to
Offers a differentiated approach, including the ability totake complex clients Preparation a;:,w E::r‘lmra!lv::wlmsf::h: s'v:l:!m 'E’-‘

live within 5 months, as well 25 having one projectteam from salesto
implementation to post-implementation support

Budget

i Smart Projection engine creates detailed projections for
Personnel T R
Forecasting salary and benefits; incremental changes in minutes,
» BFM software is high configurable, simple for end users and robust for detailed down to the pay period
administrators

Performance + Strategic planning, performance measures are integrated
» 24x7 customer service supportwith extremely rapid turnaround of client Management with budget data, including extensive text capabilities
requests
» Key Products: Budget Formation Management (BFM) and Consulting * Consultingservices based on an average of 19 years public
Eonsultin sector budgeting experience; provided as part of software
¢ Headquarters: Denver, Colorads ‘nE implementations and for ERP [ Business Intelligence
projects
Executive Team Key Statistics
A
David Farrell, CED (Sherpa) 52-4hn
PastExperiences: CGI-AMS average dient budget
22 95%
total customers projected 2018 revenue
growth rate
Nove: Al Newlo forecamswere prepaned uting unsudited historical financisl information thatwas not prepared in accordance with GAAF. Actual resultsmay differ ranecislly. SH_[:RP"‘,,\

98 Sees "Imposantinformation” on pages 1-2.
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Customer Footprint

Portland, OR

. Humbaoldt County

Sacramento County
Contra Costa County
San Mateo County
@ City of Fresno

San Luis Obispo County:

Goleta Water District

. Orange County
& County of San Diego

https://www.sec.gov/Archives/edgar/data/1682325/000114420418049221/tv502678_ex99-2 htm

State of Rhode Island 8

Milwaukes Coumy—.
School Distrct of F'hiladelphin.
Frankiin Caunty:-OH- @ @ Gaithersburg, MD
MO Department ® &
Dfffra0 soetin VADept. of Behavioral. Health
and Developmental - Senices
(® State of LA

@ Honolulu Board of Water Supply

adilin,
SHERPA
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Sherpa’s Differentiated Approach

One Project Team: From
sales to implementation to
post-implementation
support

Rapid Implementation
Approach: Complex clients
Go-Live within 3 months

Sherpa Uses Only

Experienced
Consultants

CustomerService:

BFMis Highly - No change requests
Configurable: Simple for - Extremely rapid
end users and robust for turnaround of client

administrators requests

- 24x7 support

adilin,
SHERPA
a8
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