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Introduction

Introduction

Who we are, what we do

« Go-to marketing agency for the hedge fund industry,
recommended by many top-tier prime brokers.

« Financial services specialists, able to synthesize the
technical and creative to elevate your story.

Proven hedge-fund marketing track record — powered by creativity.

Pitchbooks Team members Yearsin
developed dedicated to you operation

We speak financial.

Expertise spanning all strategies.

Long/Short Equity
Long-Only
Multi-Strategy
Private Equity
Private/Public Credit
Market Neutral
Managed Futures
SPACs

Activist

Options

Global Macro

North America,
Europe, Asia and
Emerging Markets

Fixed-Income Arbitrage
Event-Driven

Special Situations
Merger Arbitrage
Convertible Arbitrage
Crypto

Quantitative
Distressed
Commodity Trading
Long/Short Credit
TMT-Focused

Healthcare/Biotech/
Pharma

Real Estate
Venture Capital
CDO/CLO/MBS
Currencies



eXt° Agenda

What We'll Discuss

Agenda

1. Pitchbook Pain Points — Fund challenges and how we can help

2. Start with Content — Our time-tested planning and writing process

3. Align and Design — How we collaborate on creative to bring brands to life
4. Some Pitchbook Before-and-after Slide Examples

5. Your Questions

6. Close

We speak financial. 3
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Pitchbook Pain Points

Challenges facing today’s
investment funds, and how we help

We speak financial. 4



ext. Pitchbook Pain Points

Pitchbook Pain Points

Challenges facing today’s
investment funds and how we help

« Hesitancy to market — Never a good time, means NOW is the best time
« Failure to appreciate that marketing does matter — It's very competitive out there
« Funds increasingly seen as commodities — Underscoring the need to differentiate

+ Judged against competition — More and more funds are using professional-calibre
materials, you should too

 Inconsistency of message — Discrepancies across print, web, social media
messaging; fund teams not "singing from the same songbook"

We speak financial. 5
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Start With Content

Time-tested pitchbook planning
and writing process

We speak financial. 6



ext. Start With Content

How We Begin

From the most essential building blocks

All successful pitchbook projects

start with a strong foundation. @ @ @ @ @
These represent a comfortable

place to start the conversation Introduction/ Philosophy/ Investment Competitive Market
and a springboard to understanding Overview/ Principles/ Process Advantages/ Strategy/
what sets your fund apart. Objective Thesis Value Focus
While these apply to most fund Proposition

strategies, they may not apply
to all, and each may vary
in significance.

Market Performance/ Leadership/ Risk Portfolio
Opportunity Track Record Team/ Management Construction
Culture

We speak financial. 7
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Start With Content

Grow From Core Components

Interview and probe to uncover differentiators,
compelling themes

From the basic pitchbook framework, organize all thoughts, research and questions...

then we refresh, reimagine, rebuild key messages from there.

1

Introduction/
Overview/Objective

» Executive summary
outlining who you are?

» Genesis of your fund?
The name? Investor

audience(s)?
Changing?

» What are you most
proud of?

We speak financial.

2

Philosophy/
Principles/Thesis

* Where do these beliefs
originate?

* How do these make
you effective in
markets?

» How do you instill these
across the team?

Investment Process

» Descriptive words?

» What differentiates you
at each phase?

» How does it position
you for success?

4

Competitive Advantages/
Value Proposition

» What makes you stand
out most?

* What's resonating?
Do investors

understand your value
proposition?

» How unique are you
among your
competition?

5

Market Strategy/
Focus

Define your
strategy/thesis?

Sectors, asset classes,
situations,
geographies?

Or opportunistic,
agnostic? Why?

Why/How are you
positioned to

capitalize?



ext.

Start With Content

Grow From Core Components

Interview clients and probe to uncover
differentiators and compelling themes

6 7 8 9
Market Opportunity Performance/Track Record Leadership/Team Risk Management
* Why invest now? » What stands out most » Unique experience? « Define your philosophy/
. (with guidance from Who to profile? Mini framework?
* Quantify Fhe . compliance teams)? bios, career timelines, . .
opportunity, potential? history? « Position, portfolio,
. . » Biggest drivers? How organizational
» Data, trends illustrating does it reflect your » How is the team measures?
Rk el strengths? optimally structured? .
themes? Cultural traits? + Data supporting your
* If new launch, how to RM approach?
demonstrate potential * What powers the
ahead? decision-making
process?

We speak financial.

10

Portfolio Construction

» Key words, details of
portfolio?

» Types of investors
portfolio will appeal to?

* How does it fit,
complement, enhance
wider portfolios?
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Start With Content

Digest and Develop Content Strategy

Establish pitchbook
key messages, harrative
and outline/page flow

Isolate differentiators
Dissect all information and distill down to biggest selling points and storylines

Plan how to communicate differentiators (key messaging)
« Define investor audience (institutional, retail, advisor, etc.)

+ Based on audience, define language and tone (first-person, third-person)

« Based on above, define key messages that can best articulate fund differentiators

Develop an outline, narrative to work toward
« Prioritize differentiators/key messages

« Build an outline with a logical, compelling flow

+ Taken together, a strong pitchbook story begins to emerge

« Ensure stakeholders are aligned with outline, expectations

We speak financial.

Sample outline

PITCHBOOK OUTLINE

N

10.

11.

=

12.

19

13.

16.

. Cover
. Disclosures
. Executive Summary
a. Key-message highlights: Firm overview, strategy, market opportunity, team, performance
. Splash page/set stage
a. Infographic theme: Transformational change ahead; on the cusp of a massive inflection point
Mission/vision: C: on change

a. Leverage mission statement; visually show core sectors
b.  Call out historical track record of collaboration, flexibility

. Consistent track record through cycles

a. Net performance chart
b. Call out ability to protect on the downside in different environments

. Defined, proven portfolio focus

a. Portfolio details
b. Key takeaway: High-conviction approach based on defined company criteria

. Differentiation (theme: Strategy and deep networks developed over 25 years)

a. Ideas derived from marquee relationships; full-cycle, deep domain experience
and y Guided by
a. ClO holds deep, cross-sector expertise, global reach; mini bio
b. Profile sector heads/mini bios; show global offices
team: the-gi d presence
a. Brief mini-bios|of 6 team members
b. Call out culture of collaboration, intellectual curiosity
Investment philosophy/themes: Driven by networks in core sectors
a. Opportunistic across interconnected sectors; invest in high quality; leverage networks for early
window into opportunities
Research Process: Robust, repeatable, developed over 30 years
a. Leverage slide provided, add key (design to ¢ layout)

. Case study 1~ Long trade: Example of long-term focus, PE-style due diligence
14.
15.
. Conclusion — summarizing all major Fund selling points/market opportunity in engaging way
17.
18.

Case study 2 - Short trade: Example of single-stock, alpha-focused shorting strategy
Fund Terms

Endnotes
Contact



ext. Start With Content

Write Copy, Thoughtfully

The 5 Golden Rules of Pitchbook Writing

Understand the

audience
Consider
sophistication levels,
objectives, limitations
(institutional, retail,
etc.) and write to
address their needs

We speak financial.

Less is more
Appreciate limited
time/attention
spans; use punchy,
scannable copy and
snappy headings to
break up text vs.
dense, long-form
sentences

Keep it clean

and concise
Focus on one to two
key messages per
slide, minimize
repetition and clutter

throughout; only
include necessary

details

Break down

complexity
Offer helpful steps,
intuitive formats,
bullets where
possible, snackable
chunks, callouts to
summarize more
technical parts

Let visuals do
the talking

Complement,
integrate copy
with strong
infographics,
graphs, charts,
imagery, icons, etc.
to communicate
messages in more
effective ways
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Align and Design

Collaborating with clients and the
content team to bring brands to life

We speak financial. 12



ext. Align and Design

Verify Visual Preferences

Identifying what makes brands unique

You have a split second to get the attention of your viewer, and you need to maintain
that attention. We foster relationships with clients by understanding who they truly are,
what makes them unique and how we can bring those out visually.

« Existing or a new brand - Is there a current brand system to align with, upgrade,
or do we need to create a whole new system?

« Your USP (Unique Selling Point) — How are you different? What sets you apart?
- Describe your company's voice and tone - Is it modern vs. traditional?

+ What colours best represent your company — What range of colours are
appropriate for the design and what will aid the user experience?

« Other brands, companies, websites, etc. that you like from
a design standpoint — What inspires you or resonates with you?

We speak financial. 13



ext. Align and Design

Concepting and Developing a Brand System

Brand building begins with a solid foundation
and architecture

Once we understand client's visual preferences, we develop i
components core to the brand. oo
PRESENTATION

* Logo - It tells a viewer everything about your company

+ Fonts — Easily legible, and creates a hierarchy that will
help viewers digest content

ooooooooooooooooooooooo

Park Presidio
APIT

» Colour - Establish a primary and secondary palette.
Also, a tertiary palette to be used for data

+ Imagery & icons — Can be used to break up content
or call attention to certain elements e T u—

+ Consistency — Maintain a consistent look throughout
pages, providing a professional, refined look and feel

[EE N RN

We speak financial.



ext. Align and Design

Collaborate with Content Team

Transforming raw copy into compelling design

The Ext. Marketing Content and Design teams are in constant collaboration to ensure we're working as efficiently as possible.
We work together through various touchpoints to deliver a final product that fuses brand architecture with key messaging.

Sample copy deck slide

‘ Make sure this is
(0 |mo=tiprominent « Initial slide-by-slide discussion
/ Call this out ‘ - What is the purpose and theme for each page?

LED BY PROVEN, COHESIVE CIOs

« Data visualization — What is/are the 1-2 things we
want the reader to take away from each page?

- | + Brand architecture - How can we use the brand .
architecture as a foundation, and make the e
content stand out and engage the reader?

We speak financial. 15
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Align and Design

Bring it All Together

Deliver full layout
that blends content
with visuals

FIRM OVERVIEW AND STRATEGY

Park Presidio

CAPITAL

STRICTLY CONFIDENTIAL

We speak financial.

Alternate pitchbook cover and sample pages

INVESTOR PRESENTATION

Park Presidio

INVESTMENT TEAM EXPERIENCE

Park Presidio

Park Presidio

LED BY PROVEN, COHESIVE ClOs

Working together
since our founding in
2013, the CIOs bring
complementary
skillsets, valuable
synergies and a
shared vision that
drive our strategy.

SUPPORTED BY A DEDICATED TEAM OF INVESTMENT ANALYSTS

55

analyst

Park Presidio

STRENGTHENED BY OUR DEEP INTELLECTUAL PROPERTY
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Some Helpful Examples
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Helpful Examples

Before and After

Decluttering

and making
more
scannable

We speak financial.

BEFORE

Executive Summary

o o,

e s ——

A o

ard e et ssncs o

DavidsonKempner

AFTER

About Davidson Kempner

8
&

DIVERSIFIED. NO TRANSACTION AN ACTIVE PARTNER IN
INVESTMENT PLATFORM 700 CoMPLEX VALUE CREATION
underwrite

g

1983

Founded

$37.48*
ekt

461

Employees

>1,700

Testors gty

6
Offces worldvide across
heUs. Eorope and Asia

BEFORE

Our Investment Approach

Technlogy, HumanResouces and Cent Senice depamens
Offcer, Jffey Hurwe, v e ofCoial Makes,omes .

DavidsonKempner

AFTER

The DK Approach

sTRATEGIC
Target stuations where ve can
35ty our e veting siyle

andexpertise

PRUDENT
Maintainsn

on sk managerent and migationto

einvestorcapial
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Helpful Examples

Before and After

Simplifying
and elevating
processes

We speak financial.

BEFORE

UNDERLYING INVESTMENT METHODOLOGY

AFTER
Investment Process Overview

1. Idea Generation
Enhanced by:
et-analysis
expertence that spans.
multple decades.
+ Propietary screening

2. Model Creation
Driven by key drivers according to
- ROIC revisions framework

+ Macroanalysis

+ Team experience

After the il desktop screen, al

Integrates macro structural . coverage names supported by on-
o the gound PE sty ilgenceon
e ROIC drvers
Process driven by
24-Month ROIC

Revision

Methoddogy )
4. Risk . . 3. Portfolio Construction
. Conveen st dtense et : Soremuperporuntyse
-+ Centraly managed s Inchsies uing » shot

- term (36 month) samings
reviston, and timing and

- Moniored through
ebate In annvestment
rmat

committesfor

sizing process
- Comparedwith risk register” + Balance across alpha sources
Iogasd at postion ntiticn to dwersity portfallo

BEFORE

BOTTOMUP SECURITY SELECTION

s e o e, e iy i vt o s s e e i ) o

ooy s
imascoa dsciage by s (1 35 -l Sl Confents it Ml S nd e o s Vi A

DETERMINE COMPARE CONSIRUCT
Leading Indicators o New Data Torttolio

Expectations

Subject o Risk:

P

s s

* Wahingion Nerwork

AFTER

INVESTMENT PROCESS OVERVIEW

UNIVERSE AND REDUCE
v

S EXPECTATIONS

v IDENTIFY,

ISOLATE

WITH EXPECTATION V
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Helpful Examples

Before and After

Delivering a

visual edge

We speak financial.

AFTER

Stratome’s Competitive Edge

An integrated Approach Tha
BEFORE

Use of Proprietary Analytical Toolkit to Establish

ptures the Totality of Data Across the Drug De:

pment Lifecycle

Differentiated View

spociatized focus - €10 Reard Kiermrm
« Enhanced methods to capture patient level data from publicly available sources

s zpent more than 25 yews imestng
* Allows analysis por Tike means and researching and deveioprg tosts
dians ‘acourately iterpret data that
. d to , et

e the zuscesz/faire of biotecn frms
* Utilization of professional biostatistics software to analyze clinical trials
« Power analysis,

=

. ditional
power estimation, etc
. propr Monte Carlo method late dlinical trials and
better predict the odds of clinical trial success
. cinical trials
approaches,

‘and allows tral modeling consistent with actual treatment effects
« simul for

e -
the heterogenetty of patents and dng

)
proprietary modeing and smsancn

cutcomes and to forecat g

AFTER

RISK MANAGEMENT
BEFORE PRINCIPLES

Proactive Approach that Factors in All Scenarios

. Sty onficentat
Risk Management
“Risk comes from not knowing what you're doing” — Warren Buffett

Risk = probability of permanent loss of capital

We believe that our first line of defense is in the trenches
+ Continuous effort will be poured into analyzing worst case scenario
Proactively adjust probability of that scenario with new information

We believe
0 earty s
+ selling too early is also a risk

Exit strategy should be as rigorous as entry strategy

- Factor Risk
* We intend to combat this risk by diversifying each side of the balance
sheet with positions that are fundamentally uncorrelated

ey ozt
bk e
* Macro Risk
* We do not feel that our ability to predict macro factors is high enough to
warrant any major changes in our portfolio
We need to always anticipate change and hence be disciplined about shorting

t factor

ying ach

‘# KyLix

20
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Helpful Examples

Before and After & Other Examples

Providing po
to the story

AFTER

BEFORE

Unlockin, ‘
g Hypothetical long portfolio returns based on long equity positions held in Coltrane
MastorFuet L s ncotion

Estimated Historical Long Performance

F— [ s

R i for10years
T+ Dl Macro Backdeo. ot Outpetommed
U GDP dec ITD CAGR (et 118
s Sinceinception (from August 2012-
it g

Lounchof Colrans Long Vo Fund

ebruary 2021, unleveraged
positions of Coltrane's Master
(Long/Short)Fund would have

‘generated an estimated:

+1599% retums net of fees

+55% more than Stoxx Europe 600 and
+100% moro than FTSE 100

]
Nearly 10-year track record eight

=
ghtofthemwith | Twosignificant drawdowns of >-30% net.
positive rourns (2013, 2017 each 40

rat) 2018.2020)

Proven Sector-Focused Investors
Founded 50 years ago, J.-. L ehman and Company is an established private equity firm that exclusively
focuses on acquiring companies with unique technical capabilities in the aerospace, defense, maritime,
government and environmental industries. | ed by an accomplished senior team with an average
tenure of 20+ years, the firm's investment strategy and demonstrated track record reflect its deep

in, and commitment to, these targeted secto

We speak financial.

$165 million $335 million $575 million $833 million $1.4 billion $1.6 billion

% % XYY 5
a 282 A NEW ERA OF it peman e

- A = INVESTMENT imicai st v ovsion
N OPPORTUNITY = e
N ’ — DRIVEN/BY, e iooe =k

INNOVATION  eieneimanagers ks soid .

FUND Il FUND Il FUND IV FUNDV FUND VI
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Helpful Examples

Slide Examples 4

Proven
Leadership Team

Nimble, Multifacetedand
Collectively Focused

Blankt s anchored by
astrbut

Elevating |
the team

2 :Q:;r;::;m e senvor management
Unlkeunproven inech sart-ups, Sankc
bring 0+ years of

uptive
andc

needs.
Tremendous team experience inbullding
rapidly evolving

Strategicallyleanand bl snd bleto
digtal-frst proteciive

ustomer-facing platforms, 2nd

Veteran Investment Leadership: Ramesh Karthigesu —

Time-tested Approach, Honed Over Many Years

Most notabl
team Isled by Ramesh Karthigesu. X 3
over fve years apph
Industry. h Pacific Fund
secadect Irwesnngmwgm management process at Katzen.
the Astan
2 206 206 2 200 2 e 26 e w0

20032005 - 20062010 --- 20102012 -~ 20132018 - 20182020 -
1P Morgan Ellerston Capital UBS 0'Connor Marshall WaceAsset  Kaizen
Responsiblefor Advanced as along Developed sk e

Integralrolein

g 5
Asta-Pacific Fund; PM
maturity achieved

philosophy FortfolloManager

DavidsonKempner

A HISTORY OF COLLABORATION

Investment team has a long history of Altum & 100% women-owned, three
together and a wealth of quarters of trading team are women establis!
industry experience (MWBE certified)

Deep Hlstory and Global Reach

Fim founded 2002, trategy

Iy

smexoo e 0e os e o am e e oo o aum
TOTAL FIRM ASSETS: sum
$38B vl PR STUR v
L
o o ‘ :
P e
Catny price J—— [ — w
o
: xom
iy . e .
Beis Brenner R Do St ML Newish  Plosfons  Newsk Silesi  Gotwc N
——— Z ¥in Chan. Deutache Bak, Clrbark ‘Swisa Ro Financal Products s
= = e — [ o
n Avam Copia] Management, LG | 2023 Overview

We speak financial.

Fl EXTENSIVE AND VARIED
§ HEALTHCARE/BIOTECH EXPERTISE

—_

oS

DIVERSIFIED SKILLSET

€8, MORE DISCERNING LENS

DEZPER UNDERSTANDING OF w
OF BIOTECH CHALLE

PATIENT NEEDS

Ao sheician, hes « d¥eensioted gass < ohe

Concerne Sansiar snd e meciatins o reseries
P

frme et st e
o v diemen o e
Sroaabit of dug-develosment uc

Shorsseling nstied n silty 2 rezegze
i esinesias e separsts

Srad st o e, sceres
Differentiated
investment insights

Greater pattem
VALUABLE INTERACTIONS WITH recognition crtical to
LARGE PHARMACEUTICALS investing success

Deveoped inights oo no sremacects
Cotoana e potental VA tagets

Serence facitate more rosuctie convars

STRICTLY CONFIDENTIAL | NOT FOR DISTRIBUTION =

22



ext. Helpful Examples

AFTER

Before and After & Other Examples

DEEP-DIVE MODELING

Finding Differentiation, Isolating Key Variables
BEFORE
° I g rsery
modeling. coupled witha Seck arisk-teward of 1 with a thesis that il ply out over a mid- 0
modeling —m8 —o— strict valuation approach, long-term timeframe-
g isintegral to the research

complexity

Qualtative management meetings and rescarch cals that can drive:
quantification of key variables

Scenario analyss generates upside, downside, and base:

Emphasis on understanding framevwork for operations

industry

St e and valuation
preseis
varables on carnings | | quantfication of o
PR ot e
v

P STAR——

compelling

P ——
waluarion

TABOR - PRIVATEANDCONFIDENTIAL 13

PROVEN, DISCIPLINED ORIGINATION {7}

STRATEGY

Deep Networks, Reputation Ensure Exclusive Access to Opportunities HALLMARKS
CUS ONLIQUIDITY

Sale Process Type Seller Type
AGILON SEEKS TOoldnegatue Pt sgaetresudcare 1 s
camety vinen manets move [ieme————
e 57% Owner-Founder Snapy dounwar (Gown n quisty acaen bonce
entreprenevrs, governmer
officials and intermediaries. 44% Proprietary 21% Corporate Seller :}nﬂ“:“;wmm’:ﬂ - Agiers nas secured sable arcing
29% Limited Auction 10% Private Equity Sponsor

T ————

osses oy I Uy DS et
e 22% Broken Auction 7% Public Company fong 2nashort postors 1 miimze:
o e F Ty o G atalo R exponetmane osequiRrum. - U most et s, o 8%

- Notbstoicentocre or a ew nesiments
e prtotors gy st arasrge

et pormcce 7 X AGILON

PROPRIETARY AND CONFIDENTIAL 16
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AFTER

Before and After & Other Examples

BEFORE

Society is
< The Problem Changing
reatind more Rapidy
sl eis e g e 2 P in the

o : Developed
© y o Take Advar o - World

impact .

>

SANADA.LS KEY TO ANY
GLOBAL CAPITAL RAISE

‘Canada is much more than a “Top 10" market:
Withover 150 investors,cach with CAD 1+ billonin
total AUM, it the fith lrgest pension market in
theworld

WHY INDIA? + Indiais the world's 2* most populous nation’

+ Indiais the world's 6 largesteconomy by nomiral COP.
yetonlythe 14" by namial GDP per capita®

ey oy i cpariogup o ki ne

S DS ] Origin of

Hidden Lake secks to apply deep
experience In Technology, Media,
Telecom (TMT) and Consumer
to y asymmetric

assets which e not hom
in coch:Each institaion ofe
perspectve and opportunity

e e s
+ Indits damagrapics portnd srong sconoc growth : targt fund size of 750 millon to s rensn o il
overh s i Hidden Lake Sl bilon

BT —— Lo st it
- o ‘Focused on alternatives with few consultants.
s

e ——

FURTHER CAPITALY

We speak financial. 24
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Helpful Examples

Before and After

Breaking down
info with icons

We speak financial.

BEFORE
FUNDAMENTAL L/S EQUITY SUMMARY

> Attractive Results

lized net returns, positive in 9 of the Fund’s 10

Top-decile Sortino ratio—delivering superior capital appr

» Proven Edge
Hunters, not fmers—seck “ovwner-operated” longs n ecleeic,
sted approach to shorting—only

2coreth

4 Highly focused. s

» Strong Pedigree
& Sigaificant team experience managing through bull and bear markets

Managed large pools of capital for renowned investment firms

» GP/LP Alignment

% Independent part
Majority of GP liquid net worth in

rship managing a single Fund

e Fund

: only modest drawdowns

tion vs. downside risk

overlooked market niches.

Major European institutional investor seeded Crawford's Cayman feeder in Q1 2013

AFTER

EXECUTIVE SUMMARY

STRATEGY

- Fundamental longshort
equity strategy

- Seek owner-operated longs
in eclectic universe of outo-
favor or underfollowed
companies

- Two wellhoned core short
book strategies:

- Young companies with
unproven business models

- Leveraged equites
potent dtress

PERFORMANCE

- 9%+ annualized net returns.
since inception in 2009,
positive in 10 out of the fund's

Superior capital appreciation
relative to risk—top-ier Sortino

CRAWFORD

TEAM

d by investment industry
‘veterans Christopher L
Crawford, Scott L Utzinger,
and Jonathan R Saundefs

Steady hand across market
cycles,having generated aipha

fatio, olailty,

- Prior experience ma

‘across bull and bear markets

jng large,
muitt-bilion-dollar pools of
<apital for dersfied toptier
investment firms

Established synergies working.
<ollaboratively 25 a team

BEFORE

Portfolio Construction

« Market Exposure: Market Neutral in a band of -105% to +10% et exposure

+ Process designed to avoid sub-sector tilts
+ High native idiosyncratic volatlity in the mid-70s %
« Position profile:

« Roughly equal number of longs and shorts

a position

of risk and smalier posiions 1.3% of isk "
« Liquidity:
= Wil o sy postons that re i excessof 5 ADTV
 dealy,
3ot of Portoiocan be iquidated none day
« Geography & Market Cap: Global Technology Coverage

« Throughout Cap range in the US & Canada, Mid and Large Cap Europe, and Large Cap Asl
b

° hedges if necessary.
+ We will not make country or currency bets.

ia
ut wil use:

AFTER

Portfolio Construction

] ®

FORCE HILL

Geography and market

Market exposure Positionprofile Liquidity capitalization: Global
technology coverage
Hakotnoutral dealy,
rangointhe US. and
sub-sectortits apostion vokme 0TV} e, mic andiargo-
capinEwaps, ndlarge-
Highnative diosyneatc | Approxmatalyoqual Awaro of osch postion capinasia
fiskinthomid70% ange | namborof longs. andtord portiokc’s
andshonts iy profie Maintain neutra foreign
country and currency
Batsnoodsizodstrbution | Wil avald posiionsthat exposurs; pelerab
acosslongs andshorts a0 inoxcoss o fve-day WithaIphs doss. Wil uso
withlargor-sizud posiions v hedgosit nocussssy
comprising 8% o i

andsmalor postions
comprising 3% of sk

The Fimwilnot make
country o currancy bots

CONFIDENTIAL

FORCE HILL CAPITAL MANAGEMENT 13
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Helpful Examples

Before and After

Creatively
integrating
a theme

We speak financial.

BEFORE

=
-

Investment Process

AFTER

Investment Process Overview
A Deep, Dynamic and Meticulous Approach

Idea Generation
Deen fundamental anaiysis o ety
distressed and deeply stressed potential

Initial Analysis
Assess business, dusty,copial
structure, event riggers

Multilayered Research
Thosgtyvew Tancls,kegal/aebtond
onmectwi Uy oA

Prudent Decision-making
Reviewresearch,detemine
implementation,deiberate 0 sidng

Expected Portfolio

Construction
Torge1 15-20 positions

STRICTLY CONFIDENTIAL 128

BEFORE

Investment Process

AFTER

Investment Process Overview

Methodically Capturing All Relevant Factors Behind Ideas

universe
of potential
biotech

Idea generation ous diligence

opportunities/
catalysts/events

i [
[T p—— f— =
Lpeemrg evrs R fedtack esrent smenes: r Y
b e
i = foreare .

eraty devae pvmerts + Camgte compec matetgiae o
o= D = Fose lteral mponres ‘el raret postoning
- creeingofrew s or s potaneal Terme consaraten

[ —

26
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Helpful Examples

Before and After

AFTER

BEFORE

o ®
) o Black Coffee Asset Management Mission
Streamlinin g @ i

Black Coffee is high

i i ic investing
by:
[ ] [ ]
a n d b rl n g I n g »Building a foundation in around the integrated nature of biology
k t i t I i I

therapeutic assets to predict the outcome of
clinical trials.

. Black Coffee aims to transform the selection of
« Founded on the betef tat bilogy i an Icegated discipine
+ Committed o the development of key ansiytic oots
> Developing key analytical tools to work in the context of lfe sciences data undersiand th true narative of e siences data
> Generating best-in-class predictions for drug candidate performance ahead of 3 - Almto generat best-class precicion fo drug andidate
key events serformance shesd of key

AFTER

P~ WOODLINE
BEFORE

Research at the Root

3. Focused Process

MULTIPRONGED, ITERATIVE RESEARCH PROCESS
1. What Matters?

- The information that i citca to a stock'sfuture performance

- Alded with quantitative factors to understand what drves the sector
+ Gained through a deep understanding of company and sector dynamics

RNINGS
AsoN

o051
EARNINGS
cawLs
2. 1sit Predictive?
51 areas where we can more accurately predict outcome:

+ Factors under the control of management (.., resructurings, costs, market share)

* Factr e s s 8 e SYSTEMATIC
e e RESEARCH

T s i ety bl rmatio t he ke s s oy CYerE

.

Are We Different?
- Ideas become core investments in our portfolios when we cbtain an insight about a businss that st reflected
in'the current stock pice

+ Portfalies optimized around our core investments

We speak financial.
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Helpful Examples

Slide Examples

Highlighting edg

T Relationships.
LionTree isan Tpc ot Ty
independent investment 0s,
and merchant bank
dedicated to working
with the leaders of
today and tomorrow. Ideas.

Wears stz et and cspendnty s o

themetic focus provides ourteam with a uiaue pe

it lored e and el octonabecpor s th

tfor the moment and unlock transformaive opportun

We e excited by ideas tht change the way people.
d have the potentil {0 shape the future

e

nnectivity is
can discover the unexpected, create
1, and meximize Impact.

ough our commanty,
what does not currently ex

E>

eculion.

hei goss Ve are commited sttege
Way, oveing dffecenteted avic, in e an
ransactin s compieted nsoiaton, and vey
et stp nthe

eraction i Justa

NS L ——
Hawk Rxdge s Key strengths

DEMONSTRATED TRACK RECORD AND PROPRETARY RESEARCH

Stive to generato consistont oipha
cross up and down martet

Distinguished by depth of
ndependant rosaorch

Long/abor gy ome o
e
i reducing downsoe ik

sekio gl - copnprspcives
m the bottom-up.

it e rewrong,

LTV REQUIREMENTS MAY DIFFER I OIFFERENT COUNTRIES 4

a NG UNRTHGRIEES DIsTRISUTION Ebk

= OPERATING AT THE INTERSECTION OF KEY MARKETS

vouaTiLITY INTEREST RATES

o0

We investathe We employ quantiative
fundamenta, event.driven

CREDIT ecton of et and captal soucure
oty markets

FUNDAMENTAL QUANTITATIVE
ANALYSIS ANALYSIS

EquiTy

We speak financial.

OUR EDGE

t , agiity and alignment
ety | ey o e | nowomace oo | et 2 e
s e sk g esking to grow ’ .

maetcyces while guiding 3
team,

u e of g
e y i e,

n longterm

THE CRAWFORD EDGE

AThoughtiu,Research.Driven Approsch to Uncovering Value

CRANTORD

COMESIVE, BATTLE-TESTED
AND PEDIGREED TEAM
i e

tegether o s alpha mapm e cap
bear markets and rumerous

LONGER-TERM,
STRATEGIC APPROACH

ALPHA-DRIVEN SHORTS WITH
DOWNSIDE PROTECTION
ncommon but conseryative 3pprosch to
shorting prmarly v singe name p
pticns,and only secondarly v
equiy shors, sbonngus o5
hardtoccess o o
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Helpful Examples

Slide Examples

Taking case
studies to the
next level

We speak financial.

Realization: Spanish Logistics Development

What We Owned

- 2 potof andinaprme
 Spain orthe developr

- rndw o

r@__l Case Study: Heico

A diversified aerospace company on the ascent

THEOspORTUNTY

the asets, Incongncton wi the B purchase e

— thecompany o P
== g evelpmen or ¢ krge loba scommerce retaler
—_ g »

portioio. e fims intrested i generating cash fow,

CLEANTECH INFRASTRUCTURE U5, RAILROADS

Conventions! anergy and incustria Inefficiot, sconmically sensiive businassas with

Fracison Schacuied Raircading (PSR) could ot be.

reted mirastructure appledts
= ais
Seiect comparias st with major bt snd The right managemen tears armed with PSR
xpariance cous ransform thece 2aspy menogolie: ntc
N oAl s win i o ot 512

Backad viinary CEO from an integrated ubity and an westrmants in solect US. il cormpanies with strong
industrl g0 com

respectivey. aach of whorn ranagerant teams g mproved awrings Srowh
g0 thesa powertl ndustry aiinds to years of o rate via Implernantation of PSR roductivy
Srcng samings orcwin and multpl expansicn year incrassa capial officency, improve customer senice and

batore competitors caud catch up fex strong priing power

Germany W

Investment Overview

v —
oy esmer o ol €som
R peistdany
evclopments
EUNDIIVANVESTMENTISTATISTICSY, o R e Gensatad an mprsiv 2% amings CAGR v th s 0.
sl aea o 10114 suare metrs - o .
il nvesiment e February 2016 oncamber 201
Fovnrteof
Ful Realizaion Date August2 o S ot =
- = S company, ensuring longterm agnment o erets and focuson capia location - S——

Invested Caplar $5530 P cramsment

2 20

" s = i Dscamoe 2021w okl ur asesto3scpean g st companyfor
Realized Proceeds’ s18014 o 2 R e = ‘Octaber 2015, allowing ustopersonall evakiate thir model. e were impressed by &
Gross MOIC and Gross IRR? 2694 4191% m « — sy Vereaoang il
T i JR S —— s =
Derived Net IRR® S ——— %
©
NS— I I market leaders and generating important barmiers to entry. i
. e 0 —sascn
e Y A P SR —— -
INVESTMENT FRAMEWORK IN ACTION SELECTED TuDY
Lone BooK : = g
Project Fiirst Berlin
shor s, ran e
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Helpful Examples

Before and After & Other Examples

Offering an
attractive

visual system

and palette

We speak financial.

BEFORE

Money Milestones

T S
o L Lo T
T

T —

Morborroup o, coveragsposcts s ricng deviopsd

Coaned o o0 e,
- Caada o th o of Condlonscqiston e, Exch

AFTER

Go-to-Market Plan

1.Raise $40 milion total as il funding
2Develop platform withn three months of il funding

s formed,
4.Fund Canads for the purchsse of Canacian acquistion target
5.Each region wil draw dawin on itz own funcs tascsle up.

un. 2018
Mar. 2019
Aug. 2019
Feb.2020 |

Sept. 2019

NETWORK-DRIVEN DEAL SOURCING

Breakdown of team’s historic deal sourcing by channel (2010-2021)

Calfomia Timbatand
cperingpanner Cirtbytazm

%

Consarvation NGz
-

__ Organic produrcer
9% ~cospersive

Canmn U Timbatard_, 2% A
ingparne | Faciie NWE i sprsing
b o ey

T _ it Farmiand secsing
% PR e ooy

[ s

5
H
i
£
H
|

Bytransacticn § value

ALDER FOINT 22

A Firore
FURD

Focused on a Defined Set of Secular Trends

tsin mu

gy, cons

ulatory, environmental, and supply/demand
0 significant improvementsin a

tial and re-rating of equity value.

-year secular trends

r preferences,

company

Key Secular Megatrends

Automation

&

Climate Change
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Questions?

ext



Thank you

Please contact Richard Heft today at rheft@ext-marketing.com
to take your pitchbook to the next level.

ext-marketing.com

We speak financial. eXt °


mailto:rheft@ext-marketing.com
http://www.ext-marketing.com/

