QUISITIVE s




Disclaimer - Forward Looking Statements

DISCLAIMERS This presentation has been prepared solely for its use at informational meetings relating to Quisitive Technology Solutions, Inc. ("Quisitive” or the “Company”) and is being provided for information purposes
only to a limited number of persons. By attending the meeting where this presentation is made, or by reading the presentation slides, you agree to be bound by the following limitations. This presentation and the material
contained herein are confidential. This presentation is for information purposes only and may not be reproduced or distributed to any other person or published, in whole or in part. The information contained in this
presentation is (a) is provided as at the date hereof and is subject to change without notice, (b) does not purport to contain all the information that may be necessary or desirable to fully and accurately evaluate an investment
in the Company, and (c) is not to be considered as a recommendation by the Company that any person make an investment in the Company. An investment in the securities described herein is speculative and involves a
number of risks that should be considered by a prospective investor. No securities commission or similar authority in Canada or any other jurisdiction has in any way passed upon the adequacy or accuracy of the information
contained in this presentation. No sales of the securities of the Company shall be made until the Company and the potential investor enters into a subscription agreement for such securities. Prospective investors should
carefully consider the risk factors described under the heading in this presentation titled “Risk Factors” before investing in the Company and purchasing the securities described herein. By accepting and reviewing this
presentation, you acknowledge and agree (i) to maintain the confidentiality of this presentation and the information contained herein, (ii) to protect such information in the same manner you protect your own confidential
information, which shall be at least a reasonable standard of care, and (iii) to not utilize any of the information contained herein except to assist with your evaluation of a potential investment in the Company.

THIRD PARTY INFORMATION This presentation includes market and industry data which was obtained from various publicly available sources and other sources believed by the Company to be true. Although the Company
believes it to be reliable, the Company has not independently verified any of the data from third-party sources referred to in this presentation or analyzed or verified the underlying reports relied upon or referred to by such
sources, or ascertained the underlying assumptions relied upon by such sources. The Company does not make any representation as to the accuracy of such information. Forward-Looking Information This presentation
contains “forward-looking information” within the meaning of applicable Canadian securities laws (“forward-looking statements”). Forward-looking statements in this presentation include, but are not limited to, statements
with respect to: the Company’s strategy, development and commercialization plans and objectives (including target acquisitions including expected acquisition terms, projected milestones and timelines, estimated sales,
revenue, margins and EBITDA and cost metrics), the anticipated business, operation and financial performance and condition of the Company, management’s expectation with respect to the success of the Company in its
industry, expectations regarding the ability to raise capital, the amount and use of proceeds of financings, market prices, values and other economic indicators and estimated valuation multiples. Forward-looking statements
are based on certain material assumptions and analysis made by the Company, and the opinions and estimates of management as of the date such statements are made and they represent management's best judgment
based on facts and assumptions that management considers reasonable in light of its experience and perception of historical trends, current conditions and expected future developments and other factors it believes are
appropriate, and are subject to risks and uncertainties. The material assumptions upon which forward-looking statements in this presentation are based include, among others, assumptions with respect to: the completion of
the Acquisition (as defined herein); the Company's consolidation strategy, commercialization of Intellectual property, growth plans and cash flows; the demand for the Company's services; future demand and trends in
Microsoft Azure Assessments; the Company's ability to scale revenue; the Company's ability to access financing on favorable terms from time to time; the Company's ability to protect its intellectual property rights and that
the Company will not infringe upon the intellectual property rights of others; the Company's ability to attract and retain clients; the continuation of executive and operating management or the non-disruptive replacement of
them on competitive terms; and stable market and general economic conditions. The Company makes no representation that reasonable businesspeople in possession of the same information would reach the same
conclusions. Although the Company believes that the assumptions underlying forward-looking statements are reasonable, they may prove to be incorrect and the Company cannot assure that actual results will be consistent
with such statements. Given these risks, uncertainties and assumptions, you should not place undue reliance on these forward-looking statements, or the information contained in such statements. Whether actual results,
performance or achievements will conform to the Company's expectations and predictions is subject to a number of known and unknown risks, uncertainties, assumptions and other factors, including the Company's history of
net losses and negative cash flow; the Company's requirement for additional funding to develop its business; and risks relating to the following: failure to complete target acquisitions on the expected terms or at all; liabilities
associated with acquired companies or assets; failure to achieve expected synergies, cost savings, sales, revenue and / or EBITDA; the Company's failure to economically commercialize its service; failure to protect the
Company's intellectual property rights; litigation, including with respect to intellectual property infringement; the Company's inability to maintain or improve its competitive position; future demand and trends in Microsoft
Service Offerings; the Company's failure to retain key personnel and hire additional personnel needed to develop its business; the Company's failure to adequately evaluate its current business and future prospects; and the
Company's business practice reputation being negatively affected by customer or user complaints or negative publicity. These risks, uncertainties, assumptions and other factors could cause the Company's actual results,
performances, achievements and experience to differ materially from the Company's expectations, future results, performances or achievements expressed or implied by the forward-looking statements. The forward-looking
statements contained herein are presented for the purpose of assisting readers in understanding the Company’s expected financial and operating performance and the Company’s plans and objectives and may not be
appropriate for other purposes. You should read this information with the understanding that the Company's actual future results may be materially different from what it expects. These forward-looking statements are
expressly qualified in their entirety by this cautionary statement. The Company disclaims any obligation to update forward-looking statements, except as required by law.
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Quisitive

® ()
Mission: ~
Generate transformational impact with immense . i’ )

value for customers through our business solutions Cloud Solutions
and cloud innovations as a premiere, global
Microsoft partner.

Cloud Solutions

Helping customers efficiently move to and
innovate within the three Microsoft public clouds

Payments Solutions

Transforming the necessary-but-commoditized industry
of payment processing into an entirely new source of
customer engagement and consumer value. Payments

Solutions

M&A

Acquiring key businesses that augment
and compliment Quisitive core offerings
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Quisitive at a Glance

®), $50M
> USD Run Rate
Revenue
©) 20%
NN Recurring
Revenue
= 0,
16%
Adj EBITDA
EE 40%
Gross Margin

500+
@} Global

Customers

QUISITIVE

i 325

BB Microsoft

Founded in 2016

TORONTO susea o

HYDERABAD wax

9

Employee
Hubs

MONTEVIDED snusuay

Employees

Employee Hubs

Global HQ

Channel Country HQ

Leader

CONFIDENTIAL | 2021 | 4



Quisitive

Our History

Acquisition

Private f CRG Acquisition of Bought Deal:
Placement: CAD © Menlo CAD$16M @
$8.6M @ $0.35 . $0.75
: Debt Refi
Acquisition : TSXV : Microsoft : LedgerPay ¢ (Bcle\l;r)\ance
of Quisitive, Public Listing Partner of the Licensed USD $16.1M

LLC : : Year

Jan Mar Aug Jun July Jan Mar June July
2018 2018 2018 2019 2019 2020 2020 2020 2020
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am Microsoft

The Global Leader
in Enterprise Cloud

The global public cloud
infrastructure will grow 35%
to $120B in 2021*.

*Forrester 2021

Why Microsoft?

Robust Toolkit

Microsoft's best-in-class toolkit relies on
implementation partners to drive value for
end-users.

Microsoft places Quisitive in a select 5% out of
40,000+ partners worldwide with full cloud
capability.

Industry Expertise

Quisitive layers on IP and experience to
develop tailored solutions using Microsoft
tools.

Microsoft Advanced Specializations places

Quisitive in the top 0.01% of Microsoft
partners worldwide.

Thriving Ecosystem
95% of Microsoft's business is
generated through partnerships.

Microsoft introduced 250+ enterprise
clients to Quisitive in the past 24 months

Quisitive
Accolades

Microsoft Partner
of the Year Winner

Advanced Specialization
of Modernization of
Web Applications in

Microsoft Azure

Advanced Specialization of
Windows Server and SQL
Migration to Microsoft Azure

Microsoft Cloud Native
Accelerate Program Member

Q_U ISITIVE CONFIDENTIAL | 2021 |6



Board of Directors

Quisitive
Leadership

Tea m Mike Reinhart Phil Sorgen Dave Guebert Gord McMillan Dr. Vijay Jog

Chairman Director Director Director Director

Management Team

The Quisitive team is
uniquely comprised of

experienced Microsoft
leaders and industry
teChnOIOgiStS WhO Share d Mike Reinhart Michael Murphy LedaerP
deep understanding of Founder | CEO CFO Chief of Staff Humsalncsﬁzc;grces edgerray
market needs and the
appropriate application of
cloud technology.

Tami Anders Sue Darrow Scotty Perkins

q

Gary Prioste Steven Balusek Dr. Vijay Jog Dave Hickman Kevin Castillo
Global Cloud Solutions Global Solutions Global Business Global Delivery Global Sales & Alliance
Development Applications
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BUSINESS AT A GLANCE

Cloud Solutions

Helping customers efficiently
move to and innovate within the
three Microsoft public clouds




Global Cloud Solutions
Business Overview

Recurring Revenue — 20% SESStn” G Solution Services - 65%

20-65% Gross Margin 40-45% Gross Margin

@ P /A Azure o Microsoft 365 A‘[ DTSt

Modern Microsoft Quisitive
Managed Licensing 1<t Party An ﬂua|
Services Services Offerings

45% 20% 65% Revenue

CO nt” bUtl on Service Line Contribution

Programmatic Services - 15%

40% Gross Margin

S &

42% Application Development
20% Business Applications
15% Digital Workplace

13% Data and Analytics

Quisitive Microsoft
Repeatable  Programmatic 10% Infrastructure
Program Offers Services
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Global Cloud Solutions
Customer Acquisition and Go-To-Market

Ideal Customer Profile Customer Cloud Journey

$500M_$SB CorpOrate Revenue ........................ ; ................................................................ FPC00009000REOCEaEa00090ECREaCEaE000090C0REaCoAaC000000000aasE [ROCROaCoaC000000000CE
Target Persona: C-Suite : : :

: R R
° ® ®

Move to the Cloud Operate in the Cloud Innovate in the Cloud

8% l
' ® High Technology / Software

Digital Direct Channel
Marketing Sales Sales _
®m Manufacturing
(0 m Health & Life Sciences
15% 20+ 200+ Revenue by . |
: ® Business Consulting
In-bound in Employees on Number of |I‘IdUStl’y H
direct sales our dedicated customers acquired = Other
through digital Pre-Sales and via our Microsoft ® Distribution
marketing Direct Sales Teams Channel position

m Media & Entertainment
. ® Financial Services
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BUSINESS AT A GLANCE

Payments Solutions

Transforming the necessary-but-commoditized

industry of payment processing into an entirely
new source of customer engagement and
consumer value.

QUISITIVE

CONFIDENTIAL | 2021 | 11



LedgerPay aims to solve LedgerPay delivers
Problems for Merchants Solutions for Merchants

PROBLEM 1: Payment Processing : ﬂl v/ SOLUTION 1: Payment Processing
SSS Traditional payment processing services on a
I Arcane, difficult, and expensive for retailers to modern cloud-enabled platform for a per-
connect to intermediary payment processors, transaction fee that transforms a commoditized
' || creating a non-value-added tax on already ‘:I service into an entirely new source of scientifically
compressed profits. accurate, data-driven marketing enablement..

PROBLEM 2: Customer Engagement

Retailers have not been able to offer consumers the

ﬂ\ | +/ SOLUTION 2: Payments Intelligences

most relevant products and promotions because it's Offering merchapts, a pathway for connecting'to
been very difficult to identify them at the point-of- customers, creating a more meaningful shopping
sale without making them enroll in loyalty and experience, and fostering long-term repeat
coupon programs, which have historically low business.

participation.
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The LedgerPay Components

b

Payment
Processing

Processes non-cash

payments from
retail merchants

Advanced, cloud-based

payment processing with

full acquiring and issuing
services.

QUISITIVE

Payments Intelligence>M

Impact
and Response

&y

Offers and
Engagement

Customer
Identification

Measures customer
response rate and offer
conversion, to determine
success of each offer.

Performs real-time

Identifies and captures

customer based on visit

behavior, in absence of
loyalty identifier.

alignment of customer
profiles and offers into
segmented groups.

Pushes designed offers to
customer at point of sale in
real time.

Leverages machine learning
and artificial intelligence to
observe and learn from
current offers to improve
marketing performance.

Uses payment data to
build detailed customer
profile over time.
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How LedgerPay Generates Revenue

J

Data Consumer Consumer

Engagement Activation

Merchants are charged + o o q I
a per transaction fee Merchants are charged a

for consumer data per impression fee for
creation presenting personalized

offers

O The LedgerPay Portal O O
- | [

Payments Intelligence Subscription Services $

Merchants are charged
a per activation fee for
offers redeemed

Merchants pay a subscription fee for access to online analytics and insights to improve
management of their payments and customer engagement operations. Merchants will
have access to tiered analytics services, from core services to premium services if desired.
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How LedgerPay Sells

O
®<
®

Direct Sales Channel Sales

ISOs Microsoft

Merchants dunnhumby

Marketplace Banks
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LedgerPay
History & Roadmap

AND A PROMISING FUTURE

Launch Azure

Launch Direct . Marketplace
Signed First Merchant Activate M&A  Secure PCI/ISO Full Solution Secure M&A Offering and
Customer (Rev19) Acquisition Sales Strategy Certifications TR Target Sales Motion
q . Commercialization 9
Motion : : :
: . : : Payments
Establish : Scale Sales : Intelligence
. : :  Microsoft Secure i Motion for : Impact
LedgerPay :  Began Microsoft : gecyre Bank Co-Sell : LT : Direct Engine: Al
Launched Co-Development Sponsorship Status Certification Processing : Release

.
. .
. .
: .
. . . .
. . o . . . . . . 04 . .
. . . . . .
. . . . . . . . . .
. . . . . . L .
. . . . 5 .
. . 3 . . . . . . . M . .
° o . . . o o . ° .

2020 | H2 2021 | H1 2021 | H2
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BUSINESS AT A GLANCE

M&A

Acquiring key businesses that
augment and compliment
Quisitive core offerings




M&A Strategies

Cloud Solutions

Payments Solutions

Targeted Microsoft partner
consolidation strategy to fuel the
build of the premier global
Microsoft partner for business
solutions and cloud innovation.

Targeted payments technology

strategy to accelerate Quisitive

LedgerPay and create synergies
that scale value.

QUISITIVE
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Global Cloud Solutions M&A

Target Profile Target Market and Achievements
{X C1OMS50M Annual Revenue '®‘ 1,009 potential partners in the target
| & Strong EBITDA (10-15%) profile

Acquisitions to Date

1D,
I

« 2019 Corporate Renaissance Group
$6M Revenue, $2M EBITDA

« 2020 Menlo Technologies
$17.5M Revenue, $2.4M EBITDA

Microsoft Specialization El:>
Geographic Location :

Deal Structure

O
05\’8} Industry Expertise ) l/g (E:ash
N4/~ 1 Party IP | A

1/3 Earnout (2-3 years)
7-12x TTM EBITDA

CONFIDENTIAL | 2021 | 19



Payments Solutions M&A

Target Profile Target Market

Payments Technology Companies Processor Revenue
15-20% Revenue
Data Insights Cross Sell

{X SO-Merchant Portfolio @ @ Synergies Value Creation Drivers
S

i,

$10M-$50M Annual Revenue
90%+ Recurring Revenue

30%+ EBITDA (Q) Quisitive + LedgerPay + Microsoft

ISO Acquisition Example
Merchant Portfolio Mix

Merchant PaA;r::?wlts Annual NET Annual
100 Portability of Merchants, Banks, and Processors base Value Revenue EBITDA
Payment Technology . —_— —_—
LedgerPay
7,000 S3.0B

A fter LedgerPay
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Quisitive Valuation Benchmarking

EV / 2021 E Revenue

j 2.5x Sl 2.7x 16.6x 3.6x 7.6x 11.4x

QUISITIVE Cognizant <gpaM> [PERFICIENT nuvei & Shiftd paya REPAY
Cloud Solutions

EV / 2021 E EBTITDA

J 41.1x 26.2x 28.9x 26.6x

QU I S I T I V E Cognizcmt <EDHITI> [ERFICIENT nuvei e}pSAh!tEi paya\ REPAY
Cloud Solutions

Source: S&P Capital IQ and Equity Analyst Research Reports.
Note: Market data as of January 8, 2021.
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Why Quisitive?
Investment Thesis

Strategic Relationship LedgerPay Expanding
with Microsoft First Mover Advantage M&A Portfolio
with Minimal Competition

G

When a company becomes a part

of the Quisitive family, they are not <> @ @
left to stand alone. We fully
integrate them on a fundamental

Brand Integration Team Integration Systems Integration
level. : . o
Fuels Customer Drives Synergies Optimizes Costs
S Growth
They become Quisitive.

QUISITIVE

CONFIDENTIAL | 2021 | 22



Financials

Growth
As of February 8, 2021
gf:fg sz'i';bc": gﬁbQU'S Quisitive’s Positive Trend
Shares Outstanding 194.2M
- Insider/Director/Officer ~26% Jes il
Warrants Outstanding 14M oo

Stock Options/RSU'’s M $12.0

LedgerPay Shares Convertible 4.2M $100
Senior Secured Debt US$15.6M 80
Market CAP C$252.5M 6.0
. 1.7M @ C$0.35 expiry (Mar 2022) N
Warrants Outstanding 115M @ C$0.75 expiry (Jun 2022) 52 L L L_ L
10.7M@ C$1.10 expiry (Jun 2022) $0.0 ]

Q12019 Q2 2019 Q3 2019 Q4 2019 Q12020 Q2 2020 Q3 2020

o

o

. . 1.9M @ C$0.35 expiry (Apr 2023) -$2.0
Stock Options Outstanding 03M @ CS0.15 expiry (Aug 2024)
12M @ €50.20 expiry (Dec 2024) B Revenue M Gross Margin M EBITDA
Restricted Stock Units (RSU's) 5.6M
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Contact Us

Investor Relations

Gateway IR
Matt Glover and John Yi
QUIS@gatewayir.com

QUISITIVE

W
o

Quisitive.com

@BeQuisitive

LinkedIn/Quisitive
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