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Executive Summary — Disciplined Exuberance WIRDSORDRAKE

Valuation Stabilization Sector Fundamentals
The sector has entered a new paradigm characterized by Fintech fundamentals have strengthened significantly
"Disciplined Exuberance." As of Q1 2026, the weighted relative to legacy incumbents:

average EV/Revenue multiple for the broader fintech index

. e 70% of public fintechs are now achieving profitability,
has stabilized at 4.2x.

signaling operational maturity.

e Sector revenues grew 21% YoY, substantially outpacing

The Great Divergence traditional financial services growth of 6%.

Aggregate figures mask a profound bifurcation in market

structure based on profitability and scale: Macroeconomic Backdrop

e Scaled Winners: Profitable platforms with robust Rule of Monetary easing is providing a cautious but constructive
40 metrics command significant premiums at 6.0x-8.0x tailwind for high-growth firms:
revenue.

e Federal Reserve projected to lower the federal funds rate
e Sub-Scale Growth: Unprofitable plays remain tethered to toward a target range of 3.0%-3.25%.

compressed multiples of 2.5x-3.5x.

e Lower cost of capital combined with pro-business
regulatory signaling is fueling a resurgence in risk
appetite.




Executive Summary — Capital Markets Reopen

IPO Window Widening

The public listing window is opening significantly in 2026,
establishing new valuation benchmarks that will cascade
down to private market pricing:

e Major Listings: Anticipated debuts from Revolut ($75B+),
Chime, and Stripe.

e Market Impact: Providing critical liquidity and validation
for late-stage growth assets.

Strategic Consolidation

M&A activity is accelerating as scale becomes the primary
defense against margin compression in commoditized
sectors:

e Headline Deal: Global Payments' strategic acquisition of
Worldpay for $24 billion.

e Driver: Consolidation of payment rails to offset declining
take rates.
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The "Al Premium"

Al integration has transitioned from a buzzword to a
measurable valuation driver, specifically for companies
deploying agentic workflows:

e Deal Size Surge: Median deal sizes for Al-native fintechs
are up +118%.

e Efficiency Metric: Valuation premiums awarded for
"revenue per employee" expansion.

Embedded Finance Expansion

Structural shifts toward verticalization continue to drive
terminal value:

e Market Scale: Total transaction value projected to
exceed $7 trillion by year-end.

e Valuation Implication: Vertical SaaS platforms valued as
"software-plus-bank" hybrids (7.0x-8.5x).



Key Founder Takeaways — Q12026

1. Rule of 40 Achievement

Revenue Growth % + EBITDA Margin % = 40% is the non-negotiable
baseline for premium valuations.

e Top quartile performers (Score >50) command 7.3x+
EV/Revenue.

e Create board-level visibility on monthly progress toward this
metric.

2. Unit Economics Mastery

Efficiency metrics are scrutinized more heavily than pure topline
growth in the current environment.

e Target LTV/CAC ratios >5:1 and payback periods under 12
months.

e Maintain Net Revenue Retention (NRR) >120% to validate product
stickiness.

3. Al Integration Strategy

Al is no longer optional; it is a primary driver of deal size and
multiple expansion.

e Al-native deals see +118% median size increase.

e Focus on agentic workflows and measurable operational leverage
(Rev/Employee).
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4. Capital-Light Models

Market bifurcation explicitly penalizes balance sheet intensity and
credit risk exposure.

e SaaS/Infrastructure trades at 6.0x-10.0x vs Carriers/Lenders at
2.5x-3.8x.

e Pivot to embedded models or partnership layers to reduce capital
drag.

5. Geographic Strategy

Valuation arbitrage exists between regions, but cross-border
complexity adds risk.

e North America commands a 4.8x average vs Europe's 3.9x.

e Double down on home markets unless clear regulatory or scale
advantages exist.

6. Public Market Discipline

Private valuations are converging with public benchmarks; discipline
is required even for private firms.

e IPO readiness requires >$200M ARR and 20%+ growth with
profitability.

e Consider take-private scenarios if public comps trade below 4x
revenue.



Founder FAQs — Valuation Benchmarks R DIRARE

@1 Which valuation metric applies to my business? @2 What are the key subsector ranges for Q120267?
Apply EV/Revenue for high-growth SaaS & Infrastructure Infrastructure leads with Blockchain (15.2x-17.3x) and Al
(adjusted for gross margin impact); use EV/EBITDA for WealthTech (14x-16x). Vertical SaaS trades at a premium
mature payments & lending models; and Price-to-Book (P/B) (7.0x-8.5x), while traditional processors have compressed to
for balance-sheet intensive neobanks and insurers. 4.5x revenue (or ~18x EBITDA).

@3 Why is the Rule of 40 critical right now? Q4 How does Al integration impact valuation?

It is the primary filter for premium valuations. Companies The "Al Premium" is measurable and significant.
scoring >50 (Growth% + Margin%) command 7.3x+ Transactions involving companies with core Al integration—
multiples (+73% premium), while those scoring under 30 specifically agentic workflows—are seeing median deal

trade at commoditized levels of 2.0x-3.0x. sizes surge by over 118% compared to non-Al peers.
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Founder FAQs — Exits, Timing & Strategy

Q6 When is the optimal timing to run a process? Q7 Who are the strategic buyers in Q120267
Ideally after demonstrating 4-6 quarters of predictable performance Traditional Fls are seeking capability buys (Al/data rails), Private
to validate model durability. Maintain sufficient runway (12-18 Equity firms ($2.6T dry powder) are targeting cash-flow platforms
months) to negotiate from strength, and position the exit ahead of for roll-ups, and large Fintech Platforms (e.g., Global Payments) are
major catalysts like product launches or regulatory clearances. consolidating market share to defend against margin compression.
Q8 How do we maximize our exit multiple? Q9 What is the "Al Premium" impact on deal size?
Focus on the Rule of 40 (Growth % + Profit % > 40), as top-quartile Data shows a measurable valuation bifurcation: transactions
performers command 50-100% premiums. Sustain NRR >120%, involving companies with core Al integration—specifically agentic
demonstrate a durable sales pipeline, and proactively de-risk workflows and fraud automation—are seeing median deal sizes surge
compliance to minimize the "integration discount." by over 118% compared to legacy peers.

Q10 How does geography impact valuation potential?

North American assets command an "Innovation Premium," trading at an average of 4.8x EV/Revenue versus 3.9x for
European peers. While cross-border M&A offers opportunities, founders should prioritize domestic dominance unless
clear regulatory advantages (e.g., UK open banking) exist abroad.
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Q12026 Valuation Landscape Overview

Deep Bifurcation

A distinct divergence exists between
infrastructure winners (15x-17x) and capital-
intensive operators (<5.5x), driven by margin
quality and scalability.

MMultiple (x)

Revenue

The Al Premium

Al-native sectors like WealthTech and Blockchain
Infra command massive premiums (14x-17x) due

to agentic workflow potential and institutional
adoption.

Sector Stabilization

The broader index has stabilized at a median of
4.2x, with Banking/Lending seeing a modest
recovery as interest rates ease toward 3.0%.
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Public vs Private Market Convergence

Spread Compression

The valuation gap has narrowed dramatically
from ~9x in 2023 to just 1.1x today, driven by
private market capitulation and public

{x)

recovery.

Valuation Ceiling

EV / Revenue Multiple

Public market multiples (4.4x median) now act
as a definitive gravity anchor for late-stage
private rounds, limiting upside for non-Al

assets.
2023 2024 2025 Q1 2026 Liquidity Catalyst
Private Market Avg (x) Public Market Avg (x) . . . .. . .
® ¢ ‘ g This rationalized pricing environment is

unlocking the IPO window and M&A activity as
buyer and seller expectations finally align.
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Exit Valuation Multiples by Subsector

A sharp bifurcation exists between Al-native infrastructure (15x-17x) and balance-sheet
intensive models (2x-4x), reflecting the market's premium on recurring revenue quality and
scalability.

Blockchain & Crypto Infra - 15.2x - 17.3x
Al-Native WealthTech - 14.0x - 16.0
InsurTech Saas _ 6.0 - 10.0x
Vertical SaaS & Embedded - 7.0x - 8.5x
B/Embedded Payments - B.5x - B.0x

Banking/Lending 4.6%-5.5x
Traditional WealthTech 5.2%
Payment Processors 4.5x%

InsurTech Carriers 2.5u-3.8x


Ayrton Stein
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Valuation Multiple Drivers: Expansion vs.
Compression

The net valuation expansion to 4.2x is driven by macro tailwinds (rate cuts) and strategic premiums (Al,
efficiency), which collectively outweigh significant headwinds from regulatory pressure and
commoditization in legacy processing.
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Geographic Valuation Variations (Q12026)
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North America commands a 20-30% premium due to Al leadership, while Europe offers value arbitrage

opportunities.

Avg. EV / Revenue Multiple (x)

Global Deal Value Share (%)

North America 4.8x
60% Deal Share

Drivers: Deep capital markets, Al innovation leadership,
and fiscal tailwinds driving premium valuations.

APAC 6.0x+
8% Deal Share

Drivers: High-growth markets, Super-App ecosystems,
and mobile-first population scale.

Latin America 5.5x
3% Deal Share

Drivers: "Nubank Effect" driving efficiency premiums
and high ROE focus despite political risk.

Europe 3.9x
25% Deal Share

Drivers: Regulatory moats and stability offer value;
fragmentation discount persists vs. US peers.



WINDSOR DRAKE
Market Share Concentration Analysis

Winner-Take-Most Dynamics

Top 100 scaled players (>$500M ARR) capture
~60% of global fintech revenue, leaving a
fragmented long tail for consolidation.
Penetration Upside
Despite concentration, fintech has penetrated only
~3% of the $13.5T global banking revenue pool,
signaling massive headroom.

. M&A Driver

Subscale firms facing funding constraints are
fueling PE buy-and-build strategies to challenge
incumbents.

Digital Wallets Vertical 5aas Meobanks Crypto Trading BNPL




Payments: Exit Benchmarks & Buyer Landscape
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Valuation bifurcation drives premiums for embedded finance (6.5x-8.0x Revenue) while scale players consolidate on

EBITDA multiples as margins compress.

10x
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Bx
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EV | Revenue Multiple (x)
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T
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B2B / Embedded Finance Vertical 5aas / Orchestration

Il EV/Revenue (Growth)

Il EV/EBITDA (Mature)

Legacy Payment Processors
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Valuation Drivers

® Embedded Stickiness

Vertical SaaS integration reduces churn significantly
vs. standalone processing, justifying 2-3x higher
revenue multiples.

Scale Consolidation

Commoditized processors (Global Payments,
Worldpay) trade on EBITDA (18-22x) as scale becomes
the primary defense against margin compression.

Strategic Buyer Focus

Networks (Visa, Mastercard) and PE platforms seek
new rails and vertical software capabilities to offset
secular decline in pure processing.



WINDSOR DRAKE

WealthTech Exit Landscape: The Al Premium

Dramatic bifurcation sees Al-native platforms commanding ~3x revenue multiples over traditional digital advisors as
wealth transfer accelerates.

Valuation Drivers

Al-Mative Platforms . .
- B Al Personalization & Scale

LLMs enable hyper-personalized advice at zero
marginal cost, breaking the "human capital constraint"

HybridModern Wealth - and justifying 14-16x multiples.

m $84T Wealth Transfer

Massive generational shift to digital-native heirs
Traditional Robo-Advisors necessitates modern, tech-first platforms, driving

strategic urgency.

= . .
Asset Mgmt Software Strategic Acquirers

Wirehouses (Schwab, Fidelity) and PE firms are
aggressively acquiring scalable infrastructure to
i 2% 4ax Gx Bx 10x 12x Ldx LG 18x capture next—gen assets.

EV / Revenue Multiple (x)



Lending & Banking: Valuation Recovery
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Valuations have rebounded to 4.6x=5.5x EV/Revenue as funding costs ease, though credit quality and BaaS compliance
remain critical gating factors for premiums.

14x

12x

10x

X

Valuation Multiple (x)

EV ! Revenue

Hl Valuation Ceiling (High Quality)

EV / EBITDA

[l Valuation Floor (Legacy/Risk)

G
4x
2x
o H =

Price / Book

Key Market Drivers

Primary Account Premium

Neobanks winning direct deposit relationships
command the 5.5x ceiling, benefiting from lower cost
of deposits as rates normalize to 3%.

Credit Risk Sensitivity

Investors heavily discount book value (to ~1.0x) for
lenders with deteriorating 2024-2025 vintages,
creating a sharp quality bifurcation.

BaaS Regulatory Scrutiny

Enhanced oversight on partner bank models is
increasing compliance costs, compressing margins for
middleware players.



InsurTech: Enablers vs. Carriers

Market bifurcates between capital-light SaaS enablers (6.0x-10.0x) and balance-sheet carriers (2.5x-3.8x) exposed to

underwriting risk.

12x

10x

Bx

Gx

EV [ Revenus Multiple (x)

dx

2%

Ox -

G - 10x

Saas Enablers (Tech)

Bl SaaS Enablers (High Range)

B Carriers (Low Range)

2.59% - 3.8x

Full-Stack Carriers (Risk)
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Valuation Drivers

B SaaS Premium Logic

Investors reward zero balance-sheet risk and high
recurring revenue models with enterprise software
multiples (8-10x).

®m Carrier Discount
Despite tech front-ends, full-stack carriers trade with
traditional incumbents due to regulatory capital drag
and loss ratio exposure.

®  Buyer Priorities

Strategic interest focuses on Al-driven claims
automation and fraud detection tools that improve
incumbent loss ratios.



Blockchain & Crypto Infrastructure: The Institutional

Premium

Infrastructure providers command premium valuations (15x-17x) driven by ETF flows and the "technological call option"
on tokenized assets, while commodity mining faces compression.

20 Valuation Drivers
18x 17.3x
15.8x ® Institutional Adoption
s 142 Spot ETF approvals (Bitcoin, Ethereum) have shifted
K

1ax capital allocation models, driving massive inflows into
= compliant custody and settlement layers.
i I
g
Y m  Asset Tokenization (RWA)
= 8.5x
= Banks are aggressively acquiring infrastructure to
o« 8 . .
E ! move real-world assets on-chain, valuing protocol

B layers as critical future banking rails.

4x
4
B Regulatory Clarity
20 Implementation of frameworks like MiCA favors
. established infrastructure players over speculative
w L

tokens, creating a "flight to quality" premium.
Crypto Infra DeFi Protocols Tokenization Exchanges Mining

B Premium Infrastructure B Platform / Exchange Commodity / Hardware



Vertical SaaS & Embedded Finance: Exit Benchmarks
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Integrated software-plus-finance platforms command 7.0x-8.5x EV/Revenue premiums due to superior unit economics,
lower CAC, and expanded LTV.

EV { Revenue Multiple (x)

9x

Bx

0x

Ix

x

8.5x
Tx

Vertical Saas & Embedded

[
4x

Horizontal Saas

5.5x

3.5x

Legacy ERP/Software

Valuation Drivers

m  Workflow Stickiness
Critical business process integration creates high
switching costs, while payments/lending cross-sell
expands ARPU significantly.

B Strategic Premium
Consolidators (Vertical Software, PE Platforms) pay
premiums for "embedded finance core" assets over
horizontal SaaS.

®  Unit Economics
Lower CAC due to captive audience cross-sell and
higher LTV from integrated financial products drive
valuations.



Comparable Transaction Analysis Framework

1. Select Peer Set

ldentify truly comparable assets based on fundamental
business characteristics rather than broad sector labels.
Focus on business model (SaaS vs. Transactional), revenue
quality, and growth profile alignment.

2. Normalize Metrics

Adjust financial KPIs to ensure apples-to-apples operational
comparison. Account for pro-forma adjustments, non-
recurring items, and differing capitalization policies across
the peer group.

3. Adjust for Structure

Account for deal-specific terms that impact headline
valuation figures, including earn-outs, stock vs. cash
components, and control premiums typically paid in
strategic acquisitions.

Key Normalization Drivers

Growth Adjustments

Pro-forma for recent acquisitions and annualized run-rate
adjustments for high-growth segments to reflect true forward
potential.

Profitability Metrics

EBITDA Margin %) to benchmark efficiency against sector
leaders.

Retention Analysis

Net Revenue Retention (NRR) impact on multiple expansion
potential (110%+ vs. <100%) and long-term customer lifetime
value (LTV).

Valuation Output

Synthesized range of EV/Revenue and EV/EBITDA multiples
relevant to the specific subsector context and current market
regime.
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Standardization of "Rule of 40" calculation (Revenue Growth % +



Strategic Acquirer Mapping by Sector

Buyer appetite reflects distinct strategic imperatives: Traditional FIs seek modernization, PE

firms target cash flow, while Tech Giants prioritize embedded ecosystems.

Payments

WealthTech

Lending

InsurTech

Blockchain

Vertical SaaS

I High Activity / Priority Target

Traditional Fls

MODERATE

Focus on consolidation & cross-border rails to
modernize legacy stacks.

HIGH

Generational wealth transfer defense. Al advisory &
personalization.

MODERATE

Niche asset class acquisition to diversify loan
books.

MODERATE

Carriers acquiring distribution (MGAs) and claims
automation.

MODERATE

Infrastructure only (Custody, Clearing) for
institutional clients.

LOW

Outside core competency unless deeply integrated
with payments.

B Moderate Activity / Opportunistic

Private Equity

HIGH

Take-privates of processors. Focus on margin
expansion & operational efficiency.

MODERATE
Platform roll-ups of RIA aggregators to build scale.

MODERATE
Specialty finance & distressed assets opportunities.

HIGH

Software enablers (SaaS) with high recurring
revenue & low risk.

LOwW

Venture-style bets only; avoiding regulatory
ambiguity.

HIGH

Prime target for buy-and-build strategies & multiple
arbitrage.

Low Activity / Niche Only
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Tech Platforms

HIGH

Embedded payments integration into SaaS to
capture transaction volume.

LOW
Selective interest in direct-to-consumer models.

LOW

Regulatory aversion limits appetite for balance
sheet risk.

LOW
Limited direct involvement in underwriting risk.

HIGH
Web3 infrastructure integration & tokenization rails.

HIGH

Deep vertical integration (ERP + Finance) for
ecosystem lock-in.




Traditional Financial Institutions as Buyers HIRDRORDRARE

U Strategic Motives & Integration Approach
Incumbents are pursuing defensive capability acquisitions Acquirers are adopting more flexible integration models to
to counter digital disruption and modernize legacy prevent value destruction and talent flight:

infrastructure, with a critical focus on Al integration. . ) '
e Semi-Autonomous Units: Preserving the target's

e Shift from "Build" to "Buy" driven by the accelerating Al innovation culture while overlaying bank-grade
arms race where internal development is too slow. compliance and risk management.
e Prioritizing automation in regulatory compliance and e Delicate balance required to maintain development
underwriting to protect margins. velocity while integrating into core banking ledgers.
Acquisition Patterns & Key Buyer Focus Areas
Deal activity shows a clear preference for specific deal Capital allocation is highly discriminatory, targeting
structures and sizes rather than transformative mega- infrastructure that monetizes existing customer bases:
mergers: -
g e Al Capability: 17% of all Q3 2025 deals were Al-related,
e Bolt-on Technology Deals: Targeting assets valued focused on fraud detection and customer service
under $2B that fill specific product gaps. automation.
o Partnership-First Model: Utilizing strategic partnerships o Infrastructure Rails: Aggressive acquisition of real-time
and JV structures to de-risk technology before full payments and blockchain settlement layers.

integration or buyout.




Private Equity Acquisition Patterns

Deployment Pressure

With roughly ~$2.6T in uncommitted dry powder globally,
sponsors face intense pressure to deploy capital. Focus
has shifted to larger platform acquisitions ($1B+) capable of
absorbing significant equity checks.

Public-to-Private Thesis

Public fintechs trading below intrinsic value remain prime
targets. Sponsors are capitalizing on the disconnect
between public market sentiment and private market long-
term value creation potential, particularly in payments and
infrastructure.

Value Creation Playbook

Standard operating procedures now emphasize pricing
optimization, transition to high-margin software revenue
mixes, and aggressive buy-and-build consolidation
strategies to maximize exit multiples.
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Ideal Target Characteristics

Efficiency & Growth Balance

Strict adherence to Rule of 40 (Growth % + EBITDA Margin % >
40%). Premium multiples are reserved for efficient growers
rather than pure growth stories.

Revenue Quality

High recurring revenue mix (>80% ARR) with low churn creates
the predictable cash flow profiles required for leveraged buyout
structures.

Aging Portfolio Opportunity

~50% of PE holdings are now >5 years old, signaling a coming
wave of secondary buyouts and strategic exits throughout
2026.

>5 Yrs

AVG. HOLD PERIOD

$2.6T

DRY POWDER

$200B+

TAKE-PRIVATE VOL.



Competitive Moats Driving Premium Valuations WINDSOR DRAKE

In Q1 2026, valuations >10x Revenue are reserved for companies demonstrating defensibility through four structural advantages. Data
Moats and Al-Native Operations have overtaken pure network effects as primary value drivers.

ASSET VALUE: HIGH SCALE VALUE: HIGHEST
-
= Data Moats @  Al-Native Operations
Proprietary data training predictive models Scalability decoupled from headcount
» Creates virtuous cycle of product improvement difficult to replicate o LLM-driven support and automated compliance
» Unique underwriting or personalization capabilities « Demonstrates non-linear margin expansion (Rule of 40)
« Action: Deepen data collection across all touchpoints » Action: Integrate Al to drive operational leverage
BARRIER VALUE: MED-HIGH GROWTH VALUE: HIGH
0 Regulatory Licenses ™~ Network Effects
Hard-to-acquire charters and approvals Two-sided platform value creation
» Direct access to rails without middleware dependencies » Incremental users add value to entire ecosystem
o Compliance-by-design as a competitive barrier o Drives lower CAC and higher retention rates

» Action: Leverage licenses to reduce unit costs » Action: Incentivize participant-led growth loops



Rule of 40 Performance Distribution (Q12026)

Achieving the Rule of 40 (>40% Growth + Margin) unlocks a 50-73% valuation premium, while sub-scale
performers face deep discounts.

EV / Revenue Multiple {x)

[#.2]

2%

@ Top Quartile (=50} @ Met Rule of 40 (40-50) @@ Near Miss (30-39)

..o'
o

Rule of 40 Threshold

]
L

a0 a0 50

LS o B S . LY

Rule of 40 Score (Revenue Growth % + EBITDA Margin %)

PREMIUM ZONE

(3]
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Top Quartile +73% Premium
Score >50 | 7.3x+ Multiple

"Scaled Winners" demonstrating efficient hyper-growth.
Primary targets for premium strategic M&A.

Rule of 40 Met +40% Premium
Score 40-50 | 5.5x - 7.0x Multiple

Healthy balance of growth and profitability. IPO-ready
candidates in the current market window.

Near Miss -15% Discount
Score 30-39 | 3.5x - 5.0x Multiple

Transition zone. Companies must sacrifice growth for margin
to graduate to premium tiers.

Bottom Quartile -50% Discount
Score <30 | 2.0x - 3.0x Multiple

"Value Trap" zone. Vulnerable to consolidation at
compressed multiples or take-private offers.



Cross-Border M&A Considerations

Regulatory Regimes

Navigating jurisdictional divergence is the primary deal risk
in 2026:

e Antitrust & Sovereignty: Heightened scrutiny on national
data infrastructure and payment rails (CFIUS/FDI).

e Al Governance: Divergence between EU Al Act
compliance and US framework impacts tech stack
integration.

Currency & WACC Impact

Financial engineering is required to bridge valuation gaps:

e Valuation Arbitrage: US acquirers leveraging strong
dollar and 4.8x NA multiples to buy discounted EU assets
(3.9x).

e Cost of Capital: Managing differing regional interest rate
environments in debt-financed deals.

Execution Strategy

e Dual-Track Process: Run IPO readiness alongside M&A
to maximize competitive tension.

e Local Partners: Retain local management to navigate
regulatory nuance post-close.
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Founder Playbook: Navigating Complexity

Extended Timelines

Prepare for 12-18 month deal cycles. Regulatory clearance for
cross-border fintech deals now takes 30-50% longer than
domestic transactions. Ensure sufficient runway to withstand
delays without leverage loss.

Milestone-Tied Earnouts

Bridge valuation gaps using "regulatory earnouts" where
tranches of capital unlock upon specific license transfers or
data sovereignty approvals, rather than just revenue targets.

Tax & Structure Efficiency

Establish efficient holding company structures early. Optimize
for repatriation of proceeds and IP transfer pricing before
engaging in LOI discussions.




Exit Valuation Optimization Strategies

% 1. Pricing Power & Margins

Demonstrate defensible unit economics by shifting from
cost-plus to value-based pricing models:

e Implement usage-based components to capture upside.
e Expand ARPU through premium feature tiers.

e Target >15% ARPU lift 6-12 months pre-exit to prove
elasticity.

= 2.Revenue Quality

Maximize the valuation multiple by improving revenue
predictability and stickiness:
e Increase recurring revenue mix to 80%+ of total.

e Improve Net Revenue Retention (NRR) to >120% via cross-
sell.

e Reduce customer concentration (top 10 < 20%).
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& 3. Rule of 40 Efficiency

Prove scalable profitability alongside topline growth to

unlock premium tiers:

Reallocate opex from low-ROI growth to EBITDA margin.

Automate operations with Al to decouple headcount from
scale.

Achieve >40% on (Growth % + EBITDA Margin %).

4. Strategic Narrative

Create competitive tension by positioning the asset as a

platform enabler rather than a point solution:

Articulate clear acquisition thesis for specific buyers.

Quantify synergy opportunities (Revenue/Cost) in
management presentation.

Build data room evidencing integration readiness.



Positioning for Strategic Acquisition

Capability Fit

Demonstrate unique IP or proprietary assets that fill specific
buyer gaps (Al, data rails). Assess technology stack
compatibility and modern architecture readiness.

Integration Ease

Prepare clean financials and clearly document
APls/integration points. Minimize critical dependencies to
showcase "plug-and-play" value to acquirers.

Synergy Density

Quantify revenue synergies from cross-sell opportunities
and distribution leverage. Model cost synergies from shared
infrastructure to support premium multiples.
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Tactical Preparation Steps

Buyer Mapping

Create detailed map of potential acquirers by strategic fit,
identifying specific capability gaps your platform solves for each
target.

Proof of Integration

Develop materials demonstrating speed-to-value for the
acquirer's ecosystem to de-risk the technical diligence phase.

Synergy Quantification

Build management presentation explicitly quantifying potential
value creation to support higher valuation discussions.

Risk Mitigation (VDR)

Prepare comprehensive diligence data room addressing
regulatory, IP, and customer concentration risks before
engagement.
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Timing the Exit: 12-18 Month Roadmap

Strategic timeline for maximizing valuation in the Q4 2025 - 2026 exit window

Readiness & Hygiene
Q4 2025 - Q12026

» Audit completion (PCAOB
standard)

¢ Al Governance & Data Rights
check

e Unit economics optimization

KEY MILESTONE
Clean IP & Open Source Scan

Strategic Positioning
Q2 2026

e Launch dual-track process prep
 Strategic buyer targeting list

e Draft CIM & Management Pres

KEY MILESTONE
Retention Packages Locked

Optimal M&A Window Opens

Market Engagement
Q3 2026

» Fireside chats with strategics
e Initial indications of interest (1Ol)

e Management presentations

KEY MILESTONE
Competitive Bid Tension

Execution & Closing
Q4 2026

» Definitive Agreement negotiation
e Regulatory filings (HSR/CFIUS)
* Closing & Integration kickoff

KEY MILESTONE
No MAC Event Verification



2026 Valuation Forecast Scenarios PRGN

With the market stabilized at 4.2x EV/Revenue in Q1 2026, forward trajectories diverge sharply. Our
Base Case sees steady normalization to 4.5x, while an Al-driven "Supercycle" could expand multiples to

5.5x amidst aggressive rate cuts.

B Historical / Base Bull Case Bear Case
_ _ -
ige== mmmm—m— o
Forecast Start
2021 2022 2023 2024 @125 Q225 Q325 Q4 25 2026 (F)
BULL CASE 5.5X BASE CASE 4.5X BEAR CASE 3.0X

Primary Drivers

« Aggressive Fed cuts (>150bps)
« Al "Supercycle" fueling expansion

« IPO window fully reopened

STRATEGY: ACCELERATE GROWTH

Primary Drivers

« Steady rate normalization (75-100bps)
e 7% M&A volume growth

« Selective IPOs & consolidation

STRATEGY: BALANCE GROWTH & PROFIT

Primary Drivers

« Inflation resurgence / Rate holds
» Regulatory crackdown on Al/Crypto

» Geopolitical shocks freeze M&A

STRATEGY: CASH PRESERVATION
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Emerging Opportunities & Buyer Trends

Emerging Acquisition Opportunities Strategic Buyer Trends

¥ B2B(2X) Payments

Focus on treasury automation, Al-driven AP/AR workflows,
and integrated cash management solutions that streamline
complex corporate finance operations.

< Embedded Finance

Deep vertical SaaS integration across healthcare, education,
and logistics sectors enabling seamless financial services
delivery directly within core workflows.

@ RegTech Al

Al-native compliance engines, automated fraud detection,
and regulatory reporting tools becoming critical
infrastructure for banks managing increased scrutiny.

Capability Acquisitions

Banks are prioritizing Al and data analytics capabilities over pure
product distribution. Acquirers seek technology to modernize
legacy stacks rather than just acquiring customer bases.

PE Platform Roll-ups

Private Equity is consolidating fragmented verticals—specifically
vertical SaaS and specialty lending—to build scale, optimize
pricing, and drive operational efficiency.

Regional Champions

European and APAC market leaders are aggressively seeking
North American expansion assets to capture premium valuations
and gain access to deeper capital markets.

Market Intelligence

2026 M&A activity is projected to grow 7-12%, with Al-related
acquisitions already capturing 17% of all deals in Q3 2025,
signaling a permanent shift in buyer priorities.
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M&A Case Study — Global Payments & Worldpay

The Consolidation Playbook Valuation Mechanics & Implications

Global Payments' acquisition of Worldpay for $24 Billion
represents the definitive consolidation event of Q1 2026.
This transaction signals that scale has become the primary
defense against margin compression in commodity
processing.

Strategic Rationale

The deal thesis rests on three pillars designed to combat
slowing organic growth:

e Scale Defense: Aggregating massive volume to drive unit
cost efficiency and offset take-rate erosion.

e Distribution Leverage: Unifying merchant bases to reduce
CAC and streamline go-to-market operations.

e SaaS Cross-Sell: Layering value-added software over
processing rails to expand margins.

Valuation: 10.5x EBITDA ®

Pricing reflects the asset's mature cash flow status rather than
growth potential. The multiple is underpinned by $300M+ in
immediate identifiable cost synergies.

Founder Lesson: Quantify Synergies B

To command premium multiples, founders must present pre-LOI
models detailing concrete revenue and cost synergies. Vague
"strategic fit" no longer drives valuation; hard synergy math
does.

Platform vs. Point Solution

(«

Assets framed as broad "platforms" capable of absorbing bolt-
ons traded at ~2-turn premiums over narrow "point solutions,"
emphasizing the value of integration readiness.



Valuation Methodology — Choosing the Right Metric

EV / Revenue 7% - 12x

Primary Use: High-Growth SaaS & Infrastructure

Applied where profitability is suppressed by reinvestment in
growth. Critical for WealthTech SaasS, InsurTech SaaS, and
RegTech.

e Gross Margin Adj: Software revenue (80% margin) valued
higher than processing revenue (1% take rate).

e Key Driver: Rule of 40 score dictates premium.

EV / EBITDA 18x - 22x

Primary Use: Mature & Cash Generative

Essential for mature payments processors and scaled neobanks
where cash flow is the primary value driver over pure topline
growth.

e Transition: Many firms valued on revenue in 2024 are now
assessed on EBITDA as growth slows.

e Key Driver: Margin expansion and volume scale.
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Price-to-Earnings (P/E) Varies by Growth

Primary Use: Stable Profitable Leaders

Suited for established neobanks and public fintech leaders
demonstrating stable, predictable earnings streams rather than
hyper-growth.

e Earnings Quality: Focus on recurrence and consistency of net
income.

e Key Driver: Long-term earnings CAGR.

Price-to-Book (P/B) 1.0x - 1.5x

Primary Use: Balance-Sheet Intensive
The standard for digital lenders, neobanks, and insurance carriers

where book value represents core operational capacity.

e Lending: Premiums awarded for superior credit quality and
lower cost of capital.

e Carriers: Often trade at discount (0.8x-1.2x) due to
underwriting risk exposure.
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Appendix — Sources & Methodology (Part 1)

Institution Report Title Published
BCG "Fintech's Next Chapter: Scaled Winners and Emerging Disruptors” Nov 2025
McKinsey & Co "Global Payments Report 2025" Oct 2025
McKinsey & Co "Global Banking Annual Review 2025" Dec 2025
KPMG "Pulse of Fintech H12025" July 2025
Morgan Stanley "2026 Market Outlook: Fintech & Payments"” Jan 2026
Goldman Sachs "2026 Outlooks: The Next Era of Fintech" Jan 2026
Bain & Company "Fintech Valuations Report” Dec 2025

PitchBook "Q12025 Enterprise Fintech VC Trends" Apr 2025



WINDSOR DRAKE

Appendix — Sources & Methodology (Part 2)

Institution Report Title Published
Houlihan Lokey "FinTech Market Update Q3 2025" Sep 2025
First Page Sage "Fintech Valuation Muitiples 2025" Dec 2025
Deloitte "2026 Banking & Capital Markets Outlook" Nov 2025

VALUATION METHODOLOGY NOTES

Peer Set Selection Normalization Techniques

Strict filtering applied based on business model alignment (SaaS vs. Financials adjusted to pro-forma basis excluding one-time integration costs
Transactional), revenue quality (>80% recurring), and growth profile relative to and stock-based compensation. Rule of 40 scores standardized as (Revenue
Rule of 40 thresholds. Outliers with <10% gross margins excluded from SaaS Growth % + EBITDA Margin %) on a trailing 12-month basis.

buckets.

Structural Adjustments Premium/Discount Rationale

Private market valuations adjusted for deal-specific terms including earn-outs, Multiples applied based on specific attribute scoring: Al Integration (Agentic
liquidation preference overhang (1x vs 2x+), and lack of marketability workflows), Regulatory Moat (Charters/Licenses), Geographic Risk, and

discounts (DLOM) typically ranged at 20-30%. Capital Intensity.



