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Disclaimer

Thits insesion ion {ihis “Pr ion”) is for nformati purposes anly to assis| inberested parties in making (heir own evaluation with respect 1o the proposed business combination (the “Business Combination”) between CC
Weuberges Principal Huldlnm 1 ("CON') and E2opean, LLC {the "Company”). The information contained herein does not purport to be alkinclusive and none of CCN, the Cnmpnnynruwmnpaah-e direciors, officars. stockholders or affliates.
makis any reprosentation or waranty, express of mplied, as to thie accuracy, complobeness or relability of the infermation comained in this Presentation or any olher writien or oral communication communicated 1o the reciphent in the course
of the recipients evaluation of the Company of CON.

This Presantation does nol constitute (i) a solicitalion of a praxy, consent of aulthorzation with respect 1o any securites of in respect of the proposed Business Combanation or (i) an affer 1o sedl, a solicilation of an olfer 1o buy, o &
recommendation to purchase any security of CCN, the Compary, or any of their respective affisates. You should not construe the contents of this Presantation as legal, 1ax, accounting of investmant advica or a recommendation. You should
congult your own coundel and bix and fmancial advisors a3 1o legal and refated matbers conceming the matters described hemin, and, by acoepling this Presentation, you confim that you ang not retying upon the informalion contained hingin
1o make any decision.

The di e of thig P on may also be restricted by law and persons inlo wheee possession this Preseniaticn comes should infonm themselves aboul and observe any such restrictions. The recipient acknowledges: thai it is (a)
aware that the United Siates securities lews prohibit any person who has material, non-pullic infermation concaming & company from purchasing or seling securities of such company or from communicating swch information to any other
parson under circemstances in which it is reasonably foreseeable that such parson is likely 1o purchase or sell such securities, and [b) familiar wilh the Secwities Exchange Act of 1934, as amended, and the rules and regulations
promulgated theneundar (collectively, the "Exchangea Act”), and that the recipient will nedther usa, nor cause any third party 1o use, this Presentation or any information contained hanein in conlraventson of the Exchangea Acl, including, without
Emitation, Rule 10b-5 thorcunder.

Thiss Prasentatien and information conlained herain constitutes confidential information and ks provided 10 you on the condition that you agree that you will hold it in strict confidence and not reproduce, disclose, forward or distibuta it in whole
or in parl wilhout the: prioc writtén consent of CCN and the Compary and is intended for the recipient hereof anly.

No secwities commission o securilies regulatory authority in the United Slates or any other jurssdiction has n any way passed upon them megrits of the Business Combination or the accuracy or adequacy of this Presentation.

Forward-Looking Statements
Certain sm!ema:?s'nmis Presentation may be considened forward-looking stabements. Forward-looking slalements generally relale to fulure events or CCN's or the Company's fulure financial or eperating performance. For example,
projeciions of future Revenue, Pro Forma Adjusted EBITDA and othar meabrics ame forward-looking statements. In some cases, you can identify forward-lpoking slatements by terminology such as “may”, “shouwld”, "expect”, “intend”, “wall",
“psfimabe”, “anticipate”, “believe”, “predict”, “palential” or “continee”, or the negatives of these terms or variations of tham or similar terminology. Swech forward-looking staterments are subject to risks, uncedainties, and other factars which could
cause aciual resulls to dffer matenally from those axpy d of implied by such borward booking statemants.
Thasa forward-looking statements are based upon estimates and assumptions that, while considered reasonable by CCM and its management. and the Company and ilsmanngamant. as the case may be. are inharently uncenain. Factors
that may cause sclual results to differ materially from current expectations include, bul ane nol limited toc (1) the sccurrence of any evenl, change or olber circumatances that could give fise to the lemination of negoliations and ary
nt dafinitve ag with raspect 1o the Business Combination; () tha oulcome o‘fsn}l legal proceedings that may ba insttuted aganst COM, the combined company e othars following the anneuncement of the Business.

Combination and any dofinilive agriirments with respect thereto: (3) the inability to comphiti the Business Combination dud to the Eilune 1o obtain appeoval of the sharcholders of CCN, to obtain financing to complite the Business
Combination of to salisly other conditians 10 closing: qdhmannasmmmmauauwummofmBugmaacmnaummmmaymmqulmdurappmpmmasamaund £ Laws of reg ONGS OF A5 A 10 obiaining regulatory
approval of the Business Combination; (5) the abdity to meet stock exchange listing standands following the consummation of the Business Combination; (6) the risk that the Business Combination disrupts curment plans and operations of the
Company as a resull of the announcement and consummation of the Business Combinabon; (7) the abdity i recognize 1he anbcpaled benelits of the Business Combinalicn, which may ba affected by, amang oliver things, comgeliion, the
abilrryul the combined company lo grow and manage growth profitably, maintain relationships with customers and suppliers and retain its management and key employees; (8] costs related fo the Business Combination; (3] changes in

bl lanes o regulations: (10) the possibility thi the Company of thi combingd company miy be diversely afeclid by olher eoonomic, Busingss, andor competifive Rctars: (11) thi Company's estimates of sxpenses and profiability.
and (12} ather risks and uncertainties sed forth in the section entitled "Risk Factors™ and “Cautionary MNele Regarding Forward-Looking Statements® in CCN's final prospecius redating to its initlal public offeding dated Aprl 23, 2020

Neghing in this Presentation showld be regarded as a representalion by any persen that the forward-looking statements sed forth herein will be achiaved or thal any of the contemplated results of such lorvward-looking slalaments will be
achieved. You should not place undue reliance on forwand-looking statemants, which speak cnly a5 of the date they are made. Neither CCN nor the Company underakes any duty to update these foreard-iooking statemeants.

Non-GAAP Financisl Measures
Thits Presentation includes certain financial measues not presented in accordance with gengrally accepted accounting principles ("GAAPT) including, but not limited 10, Pro Forma Adjusted EBITN\ and sirtain rafics and other metrics derved
therefrom. Thase non-GAAP financial measures are nol measures of financial perormance in accordance with GAAP and may excluce itams that ane significant in undarstanding and WE results. Therefore,

these measures should not be considerad in isclation or as an allemative to net income, cash flows from operations or other measures of profitability. liquidity or performance undar GAAP, ‘Fwslmulﬂ be aware that the Gompany's
presantation of IheSe Measures may nol Be comparable 1o similady.ed Measunes used by olher companies.

Thi: Company bilievis thise non-GAAP measures of financial results provide usehul information to management and investons reganding certain financial and business trends retating to thi Company’s finandial condition and results of
operationg. The Company believes that the use of these non-GAAR finencial measures provides an addtional kool for investors to wse in evaluating ongoing operating results and trends in and in comparing the Company’s financial measures
with other simiar companies, many of which present simdar non-GAAP financial measures to invesions, Thesa non-GAAP financial measwes ana subject to inharent Emitations as they refledt the exercise of judgments by management about
which expense and income are exduded or included in dalarmining thasae non-GAAP financial maatunas. Plaase refer 1o looinotes where presented on each page of this Presentation or o the appendix found at the end of this Presanation
for & reconciliation of these measures to what the Company believes are the most directly comparable measwne avaluated i accordance with GAAP.

This Prasantation alsa includes cartain projections of non-GAAP financial measures. Due 1o the high varability and difficulty in making accurate forecasts and propactans of same of the information excluded from these projected measures,
togather with some of the excluded i ion nok baing o 1hg G is unatle to quantify crtain amounts that would b required to be included in the most directly comparable GAAP financial measures
withaul unreasonable e, Consequentty, no disclosune of estimaled comparable GAAP maasures i induded and no reconciliation of the forwand-looking non-GAAP nancial Mmeasunss is included.




Disclaimer (Cont’d)

Use of Projections

Thiss Presentation contains financial forecasts with respect 1o the Company's projecied financial results, including Revenue and Pro Forma Adjusted EBITDW, for the Company's fiscal years 2021 through 2022, The Company's independent

audion have not audiled, reviewed, compiled of perfarmed any Procedures wilh respect i Ihe projections for the purpase of teir intlusion in this Presentation, and accordingly, (hey dit nal ExXpress an opinian of plovide any olher fam of

assurance wilh respect thereto for the purpose of this Presentation. These projections should net be relied upon as being necessanily indicative of future results. The assumplions and estimales. unﬂsrr;dr\g the prospective financial infoemation

are inhérently uncertain and are Subject 1o & wide variety of significant business, sconomic and competitive fisks and uncertaintics that could chuse actudl results to differ materially from those contained in the praspective financial
information. Accordingly, there can be no assurance that the prospective resulls ame indicative of the future perfermance of the Company or that actual resulis will not differ matenally frem those presented in the prospective financial

information. Inclusion of the prospective financial information in this Presentation should nat be regarded as a representation by any person that the results condained in the prospective financial information will be achioved,

Actual results may ditfer as a result of the complation of the Company's quarter-and closing procedures, revkaw ad) and other that may anse babwean now and the time such financial information for the period is
firalized, As a resull, these estimates ane prefiminary, may change and constitule forward-loaking information and, a5 a result, are subject bo risks and uncertainties. Nesther the Company's nor CON's independent registered acoounting firm
has audited, reviewed or compdad, examined or parfonmed any procedunas with respect to the prekminary results, nor have they expressed any opinion or any other form of Bssurance on the preliminary financial information.

Industry and Markel Data
In this Presentation, CCN and the Company rely on and refer Lo certain information and statistics ebtained from thind-party sources which they belleve to be reliable. Neither CCM nor the Company has independently verified the accuracy or
complelangas of any such thad-parly inbsrmalion. Yoy are cautioned nel 19 give undue weight 1 sueh industry and manket gk,

This Presentation may include: trademarks, Senice marks, trade namaes and copyrights of olher companies, which arg the property of their respective ceners, Solely for comaenience, Somd of thi: irsdemarks, Sendce marks, rade namies and
copyrights referred bo in thiz Preseniation may be ksied wihoul the ™, =4 &, or @ symbols, but CCN and the Company will assert, to the fullest extent under apphcable kaw, the nght of the apphcable owners, il any, to thesa trademarks,
senice marks, rade names and copyrights.

Additional Information

In conniection wilh the: proposed Business Combination, including the domestication of CCN as a Delaware comporation, CON intends to flg with the SEC a registration statemint en Form 5-4 containing a preliminary proxy stalement and a
preliménary prospectus of GCM, and after the reqistration statemant is daclaned effective, CCN will mail a defini ey staber relating to the propesed Business Combination 1o its shareholdars. This Investor Presantation
does not contain al the information that should be considered conceming the Busingss Combination and is not intended to form the basis of any investmant decision or any othor decision in respect of the Business Combination,
CCN's shareholkiers and other interested persons are advised 1o read, when avalable, the preliminary proxy stalementiprospectus and the amendments therslo and the dafinitive prooy S1aEMenLprospeciss and other docurmants filed in
conneclion with the proposed Business Combination, a5 these materials will contain important information abowl GCN, the Company and the Business Combination. When available, the definitive proxy statement/prospecius and other
redivant maleals Tor the proposed Busingss Combination will be mailéed to sharshoklers of CON a% of a record date bo be established for voling on the propased Busingss Combination, Shareholdens will also be abla 1o ehtain copies of the
preliménary proxy sialement/peospecius, the definitive prosy siatementiprospecius and other decumens filed with the SEC, without charge, once avadabile. al the SEC's websile al www.sec.gov, or by ditacting a request 1o: GG Neuberger
Principal Holdings 1, 200 Park Avenuae, Now Yark, NY 10166,

Participants in the Solicitation

CCH ard its direclors and executive officers may be partici in the solicitalion of proxies fram CCHN's shareholders with respect 1o the Bugingss Combination. A list of the names of thase direcions and executive officers
and a description of their interests in GCH s contained in CCN's final prospectus related to its intial public offering dated Apeil 23, 2020, which was filad with the SEC and is avadabla free of charge at the SEC's wab site at www. se8c.gov. or
bﬂ'd-vwg:mmwusuu CC Noubergor Principal Heldings 1, 200 Park Averug, New York, NY 10186, Additional information regarding the interests of such participants will be contained in the prosy statemantiprospectus for the propesad
Businass banation when availabla.

Thé Company and its direcion and execulive olficers may also be desméd o be panticipants in the soliclation of prodés from the shareholdens of CCN in connection with the proposéd Busingss Combination. A list of the names of such
directors and axecutive officars and information regarding thedr interests in the propesed Business Combination will be incuded in the proxy statemant for the proposed Business Combination when available.

Safe Harbor Statement

Please remember thal during the cowrse of this call, the CC Newberger Principal Holdings | and E2open teams may make forward-dooking statements within the meaning of the Federal Secunlies Laws. These stalements ane based on their
curen axpeciations and bebals and inwolve risks and uncanaintes that could cause actual resulls fo differ materally from those described in thesa forward-locking slalements. Please refer bo the CC Neuberger Principal Holdings | flings
with the Securities and Exchange Commission, the sccompanying presaniation, and the company's press release issued today for a datailed discussion of the risks that could cause actual resulls to ditfer malerially from those expressed or
implied in any forward-looking staternents made today.

Please nobe that during this call and in the b ing pre ian, m will refer te cortain nen-GAAP financial measwnes, such as Adusted Gross Profit, Adjusted EBITDA, Pro Forma Adjusted EBITDA, among others. While the
company bebavas hese non-GAAP fnancal measures provide uselul information bor inveslons, the presentation of this infonmation i nol intended 1o be conaidenad in iEolalion of 85 a substitute for the Bnancial intormation preaamed in
accordance with GAAP. Please refer o today's presentation available on CC Meubarger Principal Holdings' website and filed with the SEC on its website for 8 reconciliation of the non-GAAP financial measures 1o the most comparabie
fisasures prepaned in accordance with GAAP. In addition, this presentation also includes cerain projections of non-GAAP financial measwnes. Due 1o the high variability and dificulty in making sccurabe forecasts and projections of some of
the infarmation excluded from these projected measwnas, logethar with some of the excluded infermation not being ascarained or accessible, GG Neuberger Principal Holdings | 1s unabla to quantify certain amounts thal would ba required 1o
ber includerd in the maost directly comparable GAAP measure withou! unnéasonable effort. Consequently, this presentation does nol include disclosure of estimated comparable GAAP measures and no reconciliation of the forward-looking
slatement, forsand-looking non-GAAP financial measures is included.




Today’s Participants

[ CC Neuberger Principal Holdings |

E2open

Chinh Chu

Founder
& CEO

B 30+ years of
investment
and private
equity
experience,
including 25
years at
Blackstone

Charles Kantor

Director

B 27 years of
public market
investing
axperience,
including 20
years at
Neuberger
Berman

Douglas Newton

EVP, Corporate
Development

B 16 years of
investment
and private
equity
experience
across
different
industries

Michael Farlekas

President & CEO

25 year supply
chain software
executive with
operational,
commercial and
leadership
expertise

Jarett Janik

CFO

B 24+ years of
senior
finance and
leadership
positions

Pawan Joshi,
PhD

EVP, Products
& Strategy

B 17+ years af
EZ2open with
expertise in
supply chain
strategy,
operations
and
technology




Investment Thesis

Unique Exposure fo
Attractive Tailwinds

Extremely High
Quality Business

Compelling Entry
Valuation

Significant Sponsor
Value Creation
Opportunity

Large and growing TAM with significant white space
(»85%)

Secular tailwinds underpinning durable growth for supply
chain management (SCM) software

End-to-end, 100% cloud-based Saa$S platform
Unique, proprietary self-reinforcing network and data
Mission-critical, embedded solutions

Sticky, long-term blue-chip customer relationships

Attractive entry valuation

Substantial upside compared to peers

Revenue growth acceleration
Accretive acquisitions — transformative and tuck-in
Data and analytics — Dun & Bradstreet experience

Investor communication as a business strategy

12%+

+

S 4.:5 Ab"p TAM CAGR
(‘21E-"24E)

~95%

Gross
Retention?®

3B.0x
213 %

11.6x

T.0x
EV/CY21E® EV/CY21E®
Revenue Adj. EBITDA
= EZopen #SCM Tech®
Investor
Data and il

Revenue Accretive
Growth ik
Acceleration _

f ~§45bn TAM represents combined TAM from North America and Europe. TAM is based on boltoms-up build by mdusiry, company size and leve! of supply chatm complexily.

* Manggement estimale of normalized churm,

ing the impact of scquisiion and COVID-19 refaled chum,

YFY22E is used for EZopen given ils February FYE. Adj. EBITDA reprezents Pro Farma Adj. EBITDA lor E 2open.
4 SCM Tech peers include Dascarfes Systams, Kinaxis, Manhalfan Associales and SPS Commerce. Markei data s of TOAY2020.




Sponsor Value Creation Strategy

Revenue Growth - . : Investor Communication
Accretive Acquisitions Data and Analytics e

= Existing Customers

— Deepen penetration:
pursue $1 billion of white
space in installed base

= New Logos

— Sales force investments
and enhancements

~ Sirategic channel
partnerships

~ Sponsor relationships
and network

= Price value maximization

Numerous actionable =
opportunities

3 large and
transformative

Long list of smaller
tuck-ins

Highly accretive -

- Significant cost

synergies =

Revenue acceleration

Enhance strategic
positioning: product
offering, data and network
capabilities and customer /
geographic penetration

Add customers and
applications to enhance
cross-sell opportunity

Public currency and de-
levered balance sheet
create greater flexibility

Significant experience and
expertise from Dun &
Bradstreet

Provide additional value to
customers, leveraging
proprietary network and
data

Strengthen network effects
of business model

Significant revenue
opportunity — conservatively
not included in projections

Proper positioning of
company to ensure linkage
between market value and
intrinsic value

Embed appropriate
conservatism in
guidance

Provide broad financial
ranges

Focus on longer-term
growth and KPls

Elevate ESG positioning by
emphasizing heightened
transparency and
accountability




Transaction Summary

B Enterprise Value of $2.57bn' based on 21.3x FY22E Pro Forma Adj. EBITDA of $121mm (February FYE)

B Transaction will be structured as an Up-C with the Company entering into a customary tax receivable arrangement with
existing E2open owners as part of the transaction

B Existing E2open owners will retain approximately 60% of their current stake, will own 39% of the PF company and will be
issued 16 million RSUs, 10 million vesting at $13.50 and 6 million vesting at $15.00

B CC Neuberger to convert 2.5 million Founder Shares into Performance Shares vesting at $13.50

Pro Forma Valuation ($ in mm)

Expected Cash Sources and Uses ($ in mm)

CC Neuberger lllustrative Share Price $10.00
Pro Forma Shares Outstanding (mm)’ 206.5
Equity Value $ 2,065
Net Debt’ 500
Enterprise Value' $ 2,565
FY22E Revenue Multiple 7.0x
Valuation
and FY22E Pro Forma Adj. 21.3x
Leverage | | EBITDA Multiple '
Multiples
PF Net Leverage® 4.1x

Fiscal Year Ending in February

! Entarprisa value calcwlated based upon $2,065mm aquity value and S500mm of maf dabl basad on he axpectad capial
structure 8¢ close of irensaction. Equity value includes 206.5mm shares oulsianding. Exclies shares underlying warants
(511,50 striwe price). Aseribos nd vilue i nel present valg of naf operaling lossos or other potaniial afnbufas,

 Assumes no redempbions from PCPL tnest sccoumnt.
1 Inchades fnancing fees ond Origing (55ua DVSooun!,

4 Based on a PF share count of 206.5mm. Fully distrituded cwnership fgures do nof reflect impact from RSUs, waranis o

managamant cplions and assume na retemplions.
# Baged on FY22E Pro Forma Adl. EBITDA

SPAC Cash in Trust $414
Forward Purchase Agreement 200
PIPE Investment 520
Total Sources $1,134
Cash to Existing E2open Owners $638
Debt Paydown 434
Transaction Fees & Expenses® 63
Total Uses $1,134

Pro Forma Ownership?

PIPE
Shareholders
25%

SPAC
Shareholders

20%
Existing
E2open FPA Sponsor
Owners \ 10%

% W sPAC
Founders

6%
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E2open Orchestrates Global Supply Chains for the
World’s Largest Companies

Our Mission

Build the most
comprehensive and capable
end-to-end global supply
chain software ecosystem
combining networks, data and
applications to deliver
enduring customer value




E2open at a Glance

&> E20PEN

=

—
L

Multi-enterprise
network
combining data
with best-in-class
intelligent
applications

Integrated cloud
platform
delivering
meaningful ROI
across supply
chain

/i First mover

advantages
from data
connectors
and
harmonization

Long-term
relationships
with blue-chip,
large enterprise
customer base

Mole: Fiscal year anding 228

! Managemen! estimate of normalized churmn excivaing acquisition-relafed and COWD-19 related chum.

F Avarmgs cuslomar iinure based on wiighled ARR.

¥ §450n+ TAM includes only the company's current core markels of MNorh Amenca and Europe. TAM le based on boltfoms-uyp build by indusiry, company size and level of supply chain complaxiy.

$367mm

73%

33%

83%

FY22E Revenue FY22E FY22E Pro Forma FY22E Subscription
Gross Margin Adj. EBITDA Revenue
Margin
~95% ~107% 14 years $1bn+
Gross Retention? Net Retention’ Top 100 Customer White Space
Average Tenure? Opportunity With
Existing Customers
$45bn+ 12% 220k+ 8bn+
TAM with >85% TAM CAGR Number of Transaction
White Space ('21E-'24E) Trading Partners Data Points
Opportunity? Captured Annually

10




Company Highlights

@
o Attractive Industry Tailwinds and Large TAM With Significant White Space

° Category-Defining End-to-End Provider of Mission-Critical Software

@ EQOPEN ° :::r::‘f wl;e;w;;knmtﬂlhanced by Flexible

Diversified and Sticky Blue-Chip Customer Base With
Proven Wallet Share Expansion

° Multiple Ways to Win With Significant Growth Opportunities

World-
Class

Management
Team

11




Extensive and Growing TAM With Significant White Space

North America and Europe TAM

Total North
== Americaand
W Europe TAM

+

Other?
Core SCM +

Market'

$45bn+

(12%+

'21E-°24E CAGR)

Excel-Based Solutions

>85% White Space — [ owe-Grown Soluons ] [ Manual and ]

Sowrce: Based on botioms-up buld by indusiry, company size and level of supply chaln complexity.
" Reprasents mid-markad. anferpase and Irge-anlempise TAM,
2 Represents indusirias with low supply chain panedration (.. agricuifure).




Manufacturing Has Evolved and Increased in Complexity

Manufacturers have transitioned from ...to orchestrating a disparate manufacturing,
owning the production lifecycle... distribution and selling process
Ford hf;‘g: gz;%‘::;a;f 1947) Decentralized Across Trading Partners

@__ﬂmm

Boeing 787 Supply Chain

¥ 2mm+ Parts +~500 Suppliers +~10 Countries

a
- Yy ==
Iron ore in... Cars out

Sowrce: Managemen! estimates.

13




Industry Transformation Has Introduced New Challenges

Key Issues for Supply Chains Today
Disparate Point Siloed Data Inaccurate and T
[ Solutions ] { and Processes ] [ Outdated Data ] [ Lack of Visibility ]

Sample Legacy Architecture

> Supply Planning - |ninrrm )
[ ) Response Planning —
B — Order Promising

Sienu
(Enterprise Dal Sales and Operations Supplier Collaboration intion

ta |~ -— ————
Custamer Mastar Warehouse J/I—> Planning T
L Y Demand Planning 2

I e e v
Product Master | i j}

b s NAIP :f artner |
M —5 ] ,,.,,g;t:u,, i@u ST e s L]

Internet

External) Supﬁly )

4} - (_\e{}ﬂ Chain

_________

EDI &
Supplier v - Plan data ‘ “ = === =~ - - Rosettanet
Collaboration ERP-1 CR Wb i g:
E 1 ERP-3
_ e N DL
| ERP-2 <
EDI Connections Supply Planning Order fulfillmont
" 8 <—v - Source oxecution
- “Sales A Stock refurbishment
 termet — @ . pe= -
B ( Distributi
Master Data CRM & Order Product |R9'tall Sales ;ala: &on
Management Capture Portal Configurator I & Inventory Inventary




Industry Transformation Has Introduced New Challenges (Cont’d)

Long-Term Secular Trends

© ®

Agile, outsourced, Need for Globalization Product Economics of digital
asset-light connected data complexity supply chains

Key Issues for Supply Chains Today E2open’s Approach

4 b W ) [ : )
A comprehensive providing
Disparate Point Siloed Data network t? connect clean data...
Solutions and Processes supply chain players...
\_ LA NG . v Integrated v Harmonizes
(’ \ {' \ N f -
...and flexible ...feeding end-to-end

Inaccurate and - communication supply chain
Outdated Data Lack of Visibility capabilities... applications

\_ A J v" Connected v" Real-Time

15




Strong Value Proposition Driving Sustainable
Competitive Advantage

E2ope
Sustaina
Competiti
Advantage

Applications

Harmony

Connections to sources
of data and content across
220k+ enterprises

Ability to harmonize and
synchronize disparate data

Connected, artificial intelligence /
machine learning-driven
algorithmic applications

Single interface for
all participants

16




Unique and Differentiated Platform

SUPPLY CHAIN
DIGITAL TWIN

Harmony - Collaboration through
a unified visual experience

Applications — Al / ML-based,
unified end-to-end decision-making

Ayl GOk
(poRTATOM

perti Data - Harmonize and synchronize

disparate data

Network — Connectivity with and
visibility into trading partners




Vast Global Trade Network Developed Over 20+ Years

Demand Ecosystem

2mm

Resellers

40mm

Channel sales
transactions
per month

$2bn

Claims
processed
per quarter

94mm

Channel inventory
transactions
per month

Global Trade Ecosystem

12mm

Annual export
pre-customs
entry lines

183

Countries covered

Sowvce: Managemen! estimates.

92mm
Daily restricted

party list
screenings

15mm

Free trade aggregate
bill of materials
qualifications
annually

8bn+ Transactions
Annually by 220,000+

Enterprises
Prmmmmm——  gmme——— Y
\\ ,’
LY '
£ td
LY rd
L rd
LY ,

- e

3 s P s
: . .= .
. L3 3
Ll N
- - : 5
:
1
:
\
J" *
F LY
Fa LY
rd “
7 LY
5 %
o %
I S —— s T —

Supply Ecosystem

480k

Supply and
manufacturing nodes

61mm
Orders

26%

of global
bookings

9mm

Bookings
per month

58mm
Shipments

17mm

Invoices

Logistics Ecosystem

46mm

| Containers tracked

per month

17mm
Bills of
lading per month

18




Proprietary Integrated Data Model Connecting a Vast Network

( E2open has devised an elegant and simple solution to solve complex data problems ]

Intelligent Applications
Global Trade Transportation Cnllaboratwe Suppl
Channel Shaping Demand Sensing Business Planning 2 L?g::,tucs Manasgrﬁent

w oo 0’
Internal Systems
CRM
Harmonizing
Data

ERP

=

Retailers
Point Solutions External Partners ..
Connect to adjacent ecosystems and trading partners on other networks Raw Ma:ws Supplier
v/ Breadth: Ability to translate data from any ‘/ Depth: Data accepted in any format — ‘/ Speed: Al harmonizing and

source across a customer's supply chain no standards necessary synchronizing data in real-time




Built to Serve All Verticals and Optimized for Complexity

[ E2open is optimized to serve at the inflection point of supply chain complexity and sophistication

@ Core E2open vertical

Basic SCM Evolving SCM Sophisticated SCM
Customers Customers Customers
A | |
o o )
All verticals are bec_oming inc_reasingl!r . Industrlal Asset-light
complex and demanding a multi-enterprise : supply
- approach . High | Tech complexity
(%] | supply chain
3| ——) @ norospace
= . CPG 5 Agile planning
.% . Food & Beveragé for demand
1} i complexity
2 . Retail g pressures
= _ .
a
] Oli and gas ,
Increasing
/ Healthcare _ supply chain
D complexity
Chemlcals pressures
Y Utilities ‘
-'h-'.--'-.--’

Point on Digital Supply Chain Journey

Source: Managaman! asfimalas,
WNorfe: Polanlisd vanabiMy amang firms in SCM sopivsticabion within each indusiry verfical,




Widely Recognized and Differentiated Leader

Multi-enterprise platform that combines network, data and applications

to differentiate E2open as a clear leader

i 1 ( — 1 ( NUCLEUS )
B — ST Wfs,
Gartner = IDC rlnes S RESEARCH
Multi-Enterprise Magic Quadrant Multi-Enterprise MarketSpace Control Tower Value Matrix
Recognized Recognized Recognized
. L r - L r . L r
E20PEN' 252 eade E2OPEN 25 ° eade E20PEN 252 eade
Magic Quadrant for Multi-Enterprise Supply Worldwide, Multi-Enterprise Supply Chain
Chain Business Networks Commerce Network Vendor Assessment Control Tower
TN - TN : T m?@.mm T FACILITATOR
I . o o T Homea
. (=] | Qe
— gR=——" e S iy
[y = H | N-obh.
A i —
T taam K ! ————
] ! ' :,
i ey - . : \.-""_- = o 1
" P L 1] i
L]
J -....-.:.-.-“-'...'-.:.;- - s gl 2000 Py r— Srateges CORE PROVIDER
\, S \, J \, J

Sowrce: Garner, I0C & Nocleus Raesaanch, as of &20, 1218 and B9 raspeciively.




Marquee Blue-Chip Customer Base

$1.5mm+ 1,000+ 125+
Top 100 Customers Total Customers With $10bn+
Average Subscription Revenue Customers in Annual Revenue

AMDZ1 @) BOSCH Canon’ £ Cenunytink-  'titls € Googe
Technology () =z (D Lenovo € W McAfee  qaicron

_____
B" Microsoft  [[jNEOTech  oKIA 3 Panasonic. Ut  xerox g, .ZEBRA

@_aﬂ;bvc CATERPILLAR' € EMBRAER & \:

_ ) m %@a EMERSON
Industrial Honeywell g mrcnELIn
RollsRoyce  Schneider U UNIVAR

newbalonce

b ]
AIRFRAMCE & KLW
INDUSTRIES L=

Transportation
& Hapag-Lioyd HiHeMd (:D KUEHNE + NAGEL MAERSK % [DB) scHENKER @ .

I Other consists of Agricuitwre, Business and Finanial Services, Education, Medical davices, OF & Gas, Non-Profit, Phamaceuticals and Biotech.
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Compelling Value Proposition for Customers
Driving Significant ROI

Leading Consumer
Packaged Goods Company

Leading High-
Tech Company

High-Growth, Large
Scale Consumer
Technology Platform

Sowrce;: Managemen! estimates.

Cut forecast error by 40% and
reduced inventory by 35%; every
product forecasted every day, using
machine learning / artificial
intelligence

$300mm in savings over 3
years, almost half inventory-
related

Execution reduced to 7 days
from 8 weeks

(" 10-20%

Inventory Reductions

15-50%

Improvement in

\ Forecast Accuracy y,

4 0 N
50%
Direct Materials Procurement
Operating Cost Reductions

50-75%

\LExpediting Cost Reductions]

s p
~15%

Supply Chain Staff
Reductions (~150 FTE

baseline)

- J
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Diverse, Long-Tenured Customers

(FYE 2/28, § in millions)

Diversification by Industry and Product Family Average Customer Tenure (Years)

% of Total Customers % of Total ARR 16.1

" 15.4 15.7
14.3

2% 20%

15% 21%

= Technology » Transportation = Consumer® = Industrial® = Other?

14.8

21% 20%

ARR by Product Family
22% 16%

Top 100 Top 50 Top 25 Top 15 Top 10

19%
Average # of SKUs Per Customer Base
21%
4.0 52 6.6 7.9 9.3
21%
» Demand Sensing & Business Planning % of Total Subscription Revenue

= Collaborative Manufactuning & Supply Management

= Transportation

= Channel Shaping

Source: Managemant eslimales of pro forma FY204 ARR.

Nole: Average cusiomar lenure basod on walghled ARR,

! includes CPG, Appars), Foohwadr and Ratal,

? neludas Asrospace & Defange / Autamolive.

* Qifer consists of Agnculture, Business and Financlal Services, Education, Medical devices, Off & Gas. Non-profif and Pharma and Bistach.




Organic Growth Acceleration Building Blocks

Expanding Sales Force Expanding Product Offerings Expanding Pipeline

= |mproved large account coverage = Expansion from 3 to 7 application = 40% growth in 1H FY21E
ratio by 20%, utilizing inside sales for families to help drive cross-sell and = 276% growth in existing customer
renewals upsell over the past 3 years pipeline from Q2 FY18A to Q4 FY20A

= |nvesting in elite, hunter sales force = Detailed roadmap of product = 248% growth in new customer pipeline
over the next 5 months development from Q2 FY18A to Q4 FY20A

N ‘ e

Key Management Focus

Steady-state target organic subscription
revenue growth of 11-12%

N

Partnerships
| New Sales
Channels

Data and
Analytics

Sales Force
Optimization

Pricing
Optimization

25




Multiple Levers to Continue Accelerating Growth

A
Expand Within Existing Customers

-

\

B
Win New Customers

7

Cross-sell / upsell installed base
— Ability to double revenue

without new logos, new products or

M&A

— $1bn+ white space within existing

customers

— 51% of existing customers
use only 1 SKU

Price value maximization opportunity

~
Sales force investments and incentives

Strategic partnerships

Increase penetration in core industries
and accelerate momentum in expansion
industries (CPG, retail, pharma)

Expansion of channel reseller and partner
network

J

| @ |
Growth

Acceleration
Plan

c
Continue Strategic Acquisitions

.

Proven track record of successful
integration and synergy realization

Pursue numerous actionable targets
— Transformative
— Tuck-In

Robust tech stack facilitates seamless
integration

~\
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O $1bn+ Existing Customer White Space Opportunity

E2open has significant organic runway within its installed base, which has translated
into substantial pipeline growth and expected accelerated revenue growth

Existing Customer White Space Opportunity ($mm)

Transportation & Logistics $298 % of Total Customers’
Channel Shaping 247
Collaborative Manufacturing & Supply Management 210
Global Trade Management 173

=1SKU =2SKUs =3+ SKUs
Demand Sensing & Business Planning 151

Recent acquisitions have
significantly increased the
number of single SKU customers,
Total $1,080 representing a significant

cross-sell opportunity

Sowvce: Managemen] estimates.
" As of FY204. Excluges cuslomors with less than S50k ARR.




O Increasing Wallet Share Within Existing Customer Base

ARR Increase in Existing Customers

MARS  DAT Google

ol sl sl a1

Fy18 Fyao Fy18 Fy20 Fy18

Proven land and expand track record as customers
realize increasing value from E2open’s end-to-end solutions

Sowrce; Managemen! estimaies.
Note: Fiscal Year anding 228
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(® Winning New Logos — Case Study

High-Growth, Large Scale E 2 0 PE N-
Consumer Technology Platform
Standalone With E2open
Reliant on manual Comprehensive system around
processes Business Planning solution from E2open
Expensive cost structure 10-15% reduction in inventory
from rapid growth carrying costs
Extended average close Close time decreased from
time of ~8 weeks 8 weeks to 7 days
Efficiency o

Need for |ar’ge |0g|$tlﬂ$ / Dedicated staff reduced

supply chain dedicated staff

Excel-based solutions are Significant visibility into entire
inefficient and error-prone supply chain

Sowrce: Managemen! estimates




@ Continue Strategic Acquisitions

Acquisition Strategy

Revenue Acceleration Platform Integration Cost Optimization

Key Acquisition Criteria

Strategic

[Z] Mission-Critical Solutions in Core Markets

m Complementary Cloud Applications With
Minimal Product Overlap

E New Customer Relationships in Vertical or
Geographic Markets

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

E Proprietary Data and Network Expansion

\H
7

|ZI Accelerate Top-Line Growth and Scale

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

|Z, Synergy and Operating Efficiency Opportunities
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© INTTRA - M&A Case Study

E2open has built a platform that can efficiently and successfully integrate data, technology,
products and people, generating compelling synergies and accelerating growth

.
< E20PEN

Supply Ecosystem

Ocean freight visibility expanded end-to-end supply chain coverage
New logistics market for cross-sell and upsell

Greater ability to serve transportation carriers and other logistics service providers

INTTRA

Logistics Ecosystem Significant increase in ocean shipping and associated data rights

Financial Rationale

Increased run-rate subscription revenue by ~30%

. 30% increase to Adj. EBITDA
&2 E20PEN

Paid <10x Pro Forma Adj. EBITDA multiple
Demand Ecosystem

Achieved 127% of planned cost synergies

Sowee: Managarmen! estimates.




World-Class Management Team

Michael Farlekas Peter Hantman Jarett Janik Pawan Joshi

President & Chief Execufive Officer Chief Operating Officar & Executive Chief Financial Officer Executive Vice President, Product
Vice President, Global Business Units Management & Strategy

Y- - £ W iRech < reertegy )

Debbie Smith Mike Verdeyen Joe Olson Laura L. Fese
Executive Vice Fresident, Human Exgeulive Vice President, Product Executive Vice President & Chief of Executive Vice President &
Resources & Training Development & Infrastructure Customer Operations General Counsel

o] %mll:muh WBHI aptos ipor = s/ WRedprairie COrvISa emp-wer -:-<.-.~--f.-.:--;l/’lmn.;f;. iptgr_—_ wBleronder / RedPrairie




Company Highlights

@
o Attractive Industry Tailwinds and Large TAM With Significant White Space

° Category-Defining End-to-End Provider of Mission-Critical Software

@ EQOPEN ° :::r::‘f wl;e;w;;knmtﬂlhanced by Flexible

Diversified and Sticky Blue-Chip Customer Base With
Proven Wallet Share Expansion

° Multiple Ways to Win With Significant Growth Opportunities

World-
Class

Management
Team
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Financial Highlights




Industry Leading Growth and Profitability

(FYE 2/28, % in millions)

Revenue ($mm) Adj. Gross Profit ($mm) PF Adj. EBITDA ($mm)

% Subscription Revenue % Margin % Margin

OO0 OOOD® OO

$201 $139

FY19A FY20A FY21E FY22E FY19A  FY20A  FY21E  FYZ2ZE FY19A  FY20A  FY21E  FY2ZE

YoY Revenue Growth
- 52% 10% 10%

YoY Subscription Revenue Growth

- 59% 15% 9%

Source: Management esiimales.
Nole: Flscal Year anding 228,
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Demonstrated History of Consistent Organic Growth

(FYE 2/28, % in millions)

Subscription Revenue Organic Growth’

$219

AL

$139

$134

FY17PE FY20PF 1H FY20PF 1H FY21PF

Source: Management estimales for performance exclutng acquisiions.
* Based on management astimates for perfarmance nommalizing the impect of scquisifions. Figures exciude rewenud frovm knewn swhscrphion chm at the time of scquisiion,




Resiliency Through COVID-19

Initial Impact E2open Response

Supply chains globally
experienced disruptions driven
by COVID-19 uncertainty

Q1 close rate declined as
customers delayed investment
decisions

Subscription revenues
remained resilient given long-
term SaaS contracts

Professional services revenue
more acutely impacted by
delayed new implementations

Slight uptick in churn

Pipeline currently at all-time
high

Increased connectivity with C-
suite executives

Improved collection process
from customers resulted in
NWC benefits

Reduced overhead expenses
from lower travel, marketing
and variable facilities spend

Long-Term Tailwinds

Global supply chain
disruptions

Supply chain resiliency
Predictive risk management

Distributed supply chain
networks

Technology-enabled
automation
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Target Leverage Policy

3.0x Normal Target Range 4.0x

Factors Influencing Leverage
e (T . -

F 3

L 4

+— Uinfavorable

Long-Term——»

[ Equilibrium leverage target range balances financial flexibility with an efficient capital structure




Strong Performance on Key Metrics

93%

523

25%
- .L
2%
||
5+ Years 3-4Years 1-2Years FY 194 FY20A
= % of Customers =% of ARR u Users

Gross Retention? Net Retention?

107%
95% ain 106%

FY19A FY20A FY19A FY20A

Note: Flecad Yoar anding 228 FYT19A and FY204 Gross and Net Relention adirsted for scquisition related chum.
* Customers reflect data as of FYZ0A
¥ Beginming balance. wpsal / cross-sel, downsall and chumed custamer 85 8 % of beginmng ARR.




Significant Visibility Into Future Years

$305mm

2H FY21E and FY22E go-get $37mm Historical net retention of ~107%

L ———

Expected FY22E renewals’ Historical gross retention of ~95%

SaaS-based model with average

Revenue under contract through FY22E 3-year contracts

FY22E Subscription Revenue

MNote: Fiscal Year ending 229
" Naf of pxpacted churn.
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Attractive Long-Term Financial Profile

Long-Term Organic Growth Model

4 N ™
Revenue Growth 10%+

L v . A

4 ™ 4 '
Adjusted Gross Profit Margin Mid-70%’s

L A 7

s N\ [ A
Pro Forma Adj. EBITDA Growth Teens %

. J J/

' ™N ™
Pro Forma Adj. EBITDA Margin High-30%’s

L v, . >

' N Y
Capex as a % of Revenue 5-6%

- A 7

Additional Potential Upside From Acquisitions
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Operational Benchmarking

[ ‘@-‘ E20PEN ‘: DESCARTES [ icinaxis 4 4 Manhattan ®
] [
Enterprise 1 !
Value ($mm) ! $2,565 E $4,782 $4,171 $6,519 52,927
CY21E i :
Revenue ($mm) | 367 ! 375 255 620 332
] i
CY21E 1 1
0| Adj. EBITDA (Smm) | 121 i 154 62 145 04
=2 # of i 1
= - 2,400+ - 1,550+ 550+ 3,400+ 1,360+
s Employees : !
] |
:5 CusTOO;ars | 1,000+ i 20,000+ 100+ 1,200+ 90,000+
] |
.E Soluti ] Comprehensive End-to-End :
i 0;521 i |  (Execution, Planning, |  Execution Planning Execution Procurement
2 - : Procurement) !
8 _ : s ) o e
W Proprietary Network ! ! I'x ) k j.
1 1 — —
I |
Saa$ Subscription- | I 4 ( P
Based : : g /,l
] (|
Cloud-Based 1 | il [/"\I
Deployment ] : \__/
i i
| |
CY21E 1 1 16%
o Revenue Growth | s ! o I— 10% 9%
5 P P || || |
i i
= CY21E | 73% i Ta% 70% 54% 69%
) Gross Profit Margin | i - - -
g I ]
(= 1 1
8 ] i 41%
c
- CYZ2ME | 3% i S — 28%
Adj. EBITDA Margin 1 I
B B m = =
L [ ————p———— -

More: Markel dafe and consensus eslimates as of 10132020, FY22E for E2open is used as a proxy for CYZ1E.
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Valuation Benchmarking

7.0x

21.3 x

72> E20PEN

B B B

CY21E EV | Revenue

DESCARTES

16.4 x
Y
i 12.8 x
1 105 %
i
I
I .
(]
1
I
]
I -
I
i
I
i
i
i
: 44 Manhattan
I

CY21E EV / EBITDA

67.3x

DESCARTES

Mare: Markel dafa and congensus eslimates as of 10132020, FY22E for E2open is used as a proxy for CY21E.

* Edopen miltiples assume a $2.57bn EV.

449 x

44 Manhattan
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End-to-End Supply Chain Solutions

Intelligent Applications End-to-End Process Orchestration

Demand
Sensing

Channel
Shaping

Global Trade
Management

Collaborative
Manufacturing

Business
Planning

Transportation
& Logistics

Supply
Management

5 8
89
ol
§3
w s

Visibility into
downstream
channel data to
optimize supply
chain
performance
Monitor &
orchestrate

all channels:
retail, distributor
and online

Systems
consolidation
from 70 to 6

$40mm savings
over 2 years

Forecast
demand

across all
horizons
Incorporate key
data and
collaborate
with customers

30 - 40%
increase in
near-term
forecast
accuracy
$100mm+
reduction
of inventory

Scenario-based
planning and
execution
capabilities
Balance
demand,
supply,
inventory and
financial
targets

$100mm+ in
annual spend
reduction
Achieved near
real-time
visibility of all
material
movements

Orchestrate the
movement of
goods by
connecting
every party to
critical trade
and logistics
data

Book directly
with carriers
via TMS

Reduce
operational
cost for shipper
by 25%

Asset utilization
for carrier
improves

by 8%+

Visibility for all
manufacturing
activities —
internal and
external
Manitor key
metrics across
manufacturing
and fulfilment

Raised inventory
accuracy from
85% to 99%
Eliminated
$15mm [ year
in non-
compliance
and audit
charges

Orchestrate the
extended
multi-tier
supply
ecosystem
Ensure
complete
cantinuity of
supply

20% inventory
costs reduction
in certain

segments

10% productivity
gain with
Process
re-engineering
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Non-GAAP and Pro Forma Reconciliation

Non-GAAP Reconciliation

FYE February,

§ in millions 2019A 2020A 2021E 2022E
Gross Profit %128 % 184
Depreciation and Amortization 12 25
Adj. Gross Profit $139 $ 209 $ 242 $ 268
Net Income / (Loss) (30) (100)
Interest expense, net 22 65
Income Tax Expense (8) (7)
Depreciation and Amortization 34 B0
EBITDA $18 $18
Non-Cash Adjustments’ 2 -
Acquisition-Related ;ﬂd:ijustmnatnls2 16 28
Non-Recurring / Non-Operating Costs’ 2 3
Share-Based Compensation’ 8 19
Adj. EBITDA $ 46 $ 60 $ 104 $ 126
Pro Forma Reconciliation
FYE February,
% in millions 2019A 2020A 2021E 2022E
Adj. EBITDA $ 46 $ 69 $ 104 $ 126
Public Company Costs (5) (5) (5) (5)
Acquisition Synergies - - 3] -
Pro Forma Adj. EBITDA $ 4 $ 64 $ 105 $121

Molo: Histoncal audits were conducted by AICPA which the company is curmantly revising to be compliant with PCAQE,

T Includes gaing SIOSE o Mvasimants.

* Includes iransaction-related expenses. professional fees and non-recuring indegralion costs for hslorcal scquisiions
T Ineludis: primaily man-récurting professional foes and iegal dxpenses associnted wilh refinancing sclivlies, sccounling policy changes and ol nan-recuring S nan-aperating cosls,
1 FY204 inciudes non-recurring fems refated to the acquisiion of Amber Road and acceleration of vesting for fenminated execitives as part of infegratian.
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