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DISCLLAIMIER

Novastone Capital Advisors GmbH (‘NCA’) is an international group with main offices in New York and Baar,
Switzerland, focused on addressing succession challenges in small to medium-sized businesses across North
America and Europe through its Operator-Led Buyout Program (the ‘OLBO Program’ or ‘Program’). This document
describes the OLBO Program and is strictly confidential for the personal use of the addressee only.

No offer, exclusion of liability

The information provided in this document is for informational purposes only. This document does not constitute an offer
to sell, nor a solicitation to purchase or invest in, any securities or financial instruments; neither is it a recommendation to
subscribe to any financial services. To the extent to which this document expresses views on investment strategies and

ideas, any such information is general only and is not to be construed as an advertisement to subscribe to any financial
service nor to invest in any specific financial instrument.

No warranty

NCA assumes no liability for the accuracy, completeness, or uninterrupted availability of said information, nor for any
damages arising from actions taken based on information in this or any other NCA publications.

No investment advice

None of the information herein constitutes investment advice nor guidance regarding investment or other decisions.
Market performance is no guarantee of future performance, and there can be no assurance that NCA Search Funds will
achieve comparable results.

Professional market-data distributors

Professional market-data distributors and all other persons may not re-distribute or re-sell the data contained in this
document without obtaining the prior written permission of NCA.

Local and other legal restrictions

For certain countries and individuals, there may be restrictions on the sale or purchase of some or all NCA Search Funds.
Each Searcher and investor are responsible for observing the issuer's terms and conditions.

Proprietary Rights

Unless otherwise specified, this document and its content are owned by NCA. This document may contain information, text,
graphics, logos, and other materials (‘content’) that are protected by copyrights, trademarks, or other proprietary rights. No
permission is granted to upload, copy, modify, post, frame, or distribute any of the content contained herein in any way
without obtaining the prior written permission of NCA.
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EXECUTIVE SUMMARY

The NCA Operator-Led Buyout (OLBO) Program enables exceptional mid-career professionals to find,
acquire and operate an established business as CEO, backed by NCA and its investor network. This
program combines experienced operators, deep capital access, and comprehensive support, creating a
pipeline of attractive, lower-risk investment opportunities.

Structured Support Across the Lifecycle

NCA provides dedicated teams at each stage:

= Investor Relations: Leads fundraising, manages cap tables, and connects Searchers with NCA's
investor network

= Success Management: Accelerates search launch, identifies acquisition opportunities, and builds a
robust deal pipeline

= Investment & Legal: Conducts thorough diligence and structures competitive acquisitions.

= Portfolio Management: Advises CEOs post-acquisition, establishes governance, and supports
growth to maximize investor IRR

Target Companies

The program focuses on well-run, small to mid-sized businesses with $10-50 million in revenue, often
facing succession challenges. Through the OLSF Program, NCA facilitates leadership transitions to a new
generation, preserving legacy, sustaining operations, and creating long-term value for both investors
and society.

Proven Returns

Search funds, a well-established investment vehicle since the 1980s, have demonstrated strong historical
returns. Studies from Stanford and IESE Business Schools indicate that investments in this asset class
generate average returns of approximately 30%+. NCA's approach - targeting experienced operators,
connecting them with deep pools of capital, and providing comprehensive operational and strategic
support; the OLSF Program can deliver high-quality deal flow and attractive risk-adjusted returns.

Aligned Economics

= Searcher: 10% carried interest

= NCA: 3.75% carried interest

= Upside Potential: Both parties can double carried interest if net IRR exceeds 35%
This structure aligns incentives and offers life-changing upside for the CEO while maximizing
investor returns (see Appendix 1 for illustration).

Commitment & Compensation

Searchers are required to commit fully to the Program, with a living expense budget provided during the
search period, adjusted by country of residence. Post-acquisition, the Operator typically earns $200,000-
$300,000 in annual cash compensation, while most returns are realized through carried interest at exit.
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OPERATOR-LED BUYOUT PROGRAM

Small and medium-sized enterprises are the lifeblood of the global economy, but an increasing number
of SME founders are looking to retire. New leadership is needed for these companies to continue to
thrive for years to come, yet not all family businesses have someone from the next generation ready to
take over.

Search funds provide an optimal solution. For more than forty years, investors have come together to
support talented individuals searching for an established company that they can acquire and grow.
However, traditional search funds have two fundamental flaws. Firstly, traditional Searchers self-select
and primarily operate in a vacuum. Unsurprisingly, Stanford Business School finds that roughly onein
three traditional search funds fails to acquire a target company. Secondly, investment opportunities are
ad hoc in traditional search funds, making them difficult to access for investors who are looking to create
a diversified portfolio.

NCA addresses these inefficiencies by attracting more experienced professionals, combining search
capability with deeper capital sources, and organizing a Program that accelerates the search process,
builds value post-acquisition, and scales a global network of searchers, investors, and target companies.
We firmly believe this fresh approach will resonate with SME owners and deliver similar or greater
returns with less risk.

VALUE-ADD PROGRAM

A key objective of NCA's Program is to deliver optimal support to searchers to ensure their success and
provide all stakeholders with rewarding results. Unlike traditional search funds, NCA's Operator-Led
Buyout (OLBO) Program provides Searchers with the following training, systems, data, processes,
services, and expertise:

= CRM, marketing, financial, and other systems accelerate fund launch and pipeline development

= Data and analysis on target countries, sectors, and companies

= Proprietary database of tens of thousands of potential Target Companies

= NCA's proprietary processes and services to fund search capital, launch the search fund and raise
acquisition capital

= Team of experienced investment professionals support in evaluating targets, modelling the
transaction, negotiating and closing purchase transactions as well es future add-on and exit
initiatives

= Dedicated M&A legal team assists in all transaction related legal documents throughout the entire
search and acquisition and exit phase

= Portfolio management team helps document value creation plans, and supports to manage and
grow the acquired companies and assists in exit preparations

= Experienced teams to guide Searchers at each step of their journey, from raising the initial search
capital and building a pipeline, to closing a deal, growing the operating company, and exiting

= Mandatory courses by university professors from top business schools (Wharton, Kellogg School of
Management, IESE, IMD, etc.) covering a wide range of topics (board governance, negotiation,
corporate finance, etc.)
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At the same time, NCA's Operator-Led Buyout (OLBO) Program collects and develops information,
networks, and intelligence to enrich the consequential stages of the Program once a Searcher is
admitted. NCA also connects all Searchers in the Program so they can share best practices, market and
sector insights, and exchange target opportunities. Additionally, NCA search funds are able to target
larger companies on average by attracting deeper pools of capital.

The Program has rules of engagement outlined in a handbook that defines the relationship between the
Program and the Searcher during all stages of the Program.

THE PROGRAM HAS 6 MAIN STEPS:

SINERY SEARCHER SELECTION

SrER 2 FUNDRAISE & LEGAL SETUP

STER 3 SEARCH

STER 4 ACQUISITION

STEIRE - GROWTH

STEP 6 LIQUIDITY EVENT
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STER 1 = SEARCHER SELECTION

NCA SEARCHERS

High-caliber Searchers are the core of NCA's Operator-Led Buyout (OLBO) Program. It is their
experience, business acumen, and entrepreneurial spirit—combined with support from the NCA
Program and its investors—that drives success.

Candidates undergo a rigorous assessment to ensure that NCA recruits only best-in-class operators. This
process includes case studies, interviews, Investment Thesis preparation, and multiple assessments.
These evaluations are conducted several times per year in Europe and North America.

Here’'s what we look for:

= A proven track record of leadership, experience, financial and management skills
= 15+ years of operational experience

= Search-relevant country, culture, and sector experience

=  An established network within the targeted search market

= Excellent educational pedigree

=  Full-time commitment to the Program

SELECTION PROCESS

( NCA receives applications from prospective candidates.

APPLICATION & Several Q&A sessions are available to help candidates better understand the program and
INITIAL I

ENGAGEMENT application process.

2

PROFILE Candidates receive reading materials and an invitation to complete their profile, including
COMPLETION & a one-way video recording through the application platform.

ONE-WAY VIDEO

3 Selected candidates are invited to a 30-minute Orientation Call. The call includes an initial

discussion of the candidate’s Investment Thesis (target industry, sector, and geography).

ORIENTATION CALL Candidates will receive materials for review that cover commonly asked questions.

Qualified candidates are invited to a 1-hour deep-dive conversation with a member of the
4 Assessment Center Team. This discussion focuses on the candidate’s background,

ASSESSMENT TEAM experience, and search strategy. Candidates must submit their Investment Thesis (max.
DISCUSSION . I

10 slides) by email prior to the call.
5 Candidates receive an invitation to a 60-minute ‘open house’ webinar with key NCA team
OPEN HOUSE members. Anonymous questions can be submitted via the Q&A function. Participation is
WEBINAR strongly recommended but optional.
6 Candidates review program documentation and a recorded session explaining key terms.

prog p g Key

LEGAL & PROGRAM Questions should be submitted in advance via the provided form and will be reviewed by
eI TION the Legal Team and addressed via email.
REVIEW
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7 Candidates are invited to a 45-minute conversation with an NCA Partner. The discussion

PARTNER focuses on the program, remaining questions, and further exploration of the candidate’s

CONVERSATION Investment Thesis (max. 10 slides, excluding annex).

8 Candidates participate in a Thesis Preparation Call with a member of the Assessment

;"(')E::-SI:EREPARAT'ON Center Team. Prior to the call, candidates must complete an online assessment and
review supporting training materials.

ASSESSMENT pporting &

Candidates receive a Confidential Information Memorandum (CIM) and are required to
9 prepare an investment memo and panel presentation defending their case. Detailed
NCA ASSESSMENT instructions are provided at least one week before the panel. The panel evaluates the
CENTER PANEL candidate’s assighment, professional, and personal fit. Upon full evaluation, a decision is
made on whether to extend an invitation to join the Program.

Candidates will spend 3 to 6 months in an intensive training and preparation period
focused on developing their search thesis, building fundraising readiness, and completing
10 structured training. This phase is designed to equip Operators with the tools, framework,
ONBOARDING / and investor alignment needed to launch an effective search. By the end of this period,
PROBATION PERIDD participants should be fully prepared to begin their official search with a clearly defined
thesis and active deal sourcing underway.

ONBOARDING

Successful candidates are onboarded to the Program contingent upon standard third-party background
checks.

Each Searcher must sign an MOU to enter this stage. The Searcher, supported by the
Success Management (SM) and other NCA Teams, develops their business case. This
includes a Private Placement Memorandum (PPM), which includes information such as
the Searcher’s background, investment thesis, target industry criteria and fund terms,
and other materials as necessary. During onboarding, the Searcher will also participate
in a series of live and recorded training sessions.

Following selection into the NCA Program, candidates will attend a Welcome Call. Within one week
following the Welcome Call, candidates must sign the Memorandum of Understanding (MOU). Within
five (5) business days following the execution of the MOU, the candidate must submit the initial deposit,
as outlined in the MOU. Candidates who fail to complete these requirements within this timeframe will
forfeit their priority status and may be placed behind other candidates within the same province and
industry. NCA may also, at its sole discretion, determine whether such candidates remain eligible for the
Program.

Following the signature of the MOU, the candidate will focus on completing a Private Placement
Memorandum (PPM) and other investor-facing documents, followed by search unit fundraising and
establishment of the SPV/LLC.

Selected candidates who wish to defer their participation in the Program may request approval from
NCA; however, the deadline to sign the MOU and submit the deposit will not be extended.
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STEP 2 = FUNDRAISE & LEGAL SETUP

During this phase, Searchers will work closely with the Investor Relations team to
3-5 identify suitable investors and facilitate the allocation of Search Units. To support the
search process, the Program makes available ten (10) fully funded Units for each
Search Fund. The price per Unit is USD 50,000, subject to adjustment based on the
Searcher’s geographic location.

MONTHS

The Searcher, with support from the NCA Investor Relations team, will seek capital from accredited
investors to fill ten (10) Units. All ten (10) Units must be sold prior to the official launch of the search
fund and commencement of Step 3 - Search. Failure to fundraise for the full ten (10) Units will prevent
the Searcher from continuing the search fund journey. NCA or related funds may, at its discretion,
acquire a portion of the ten (10) Units. Of the ten (10) Units, the Program, in a joint effort with the
Searcher, will allocate eight (8) units to its network of accredited investors and support the Searcher to
allocate two (2) units. The Searcher may purchase one of these two units but must rollover in the case of
a successful acquisition to avoid creating an equity gap.

Additionally, the Searcher is awarded two additional units in return for the Program Fee paid to NCA.
These units must be rolled over in the case of a successful acquisition and will receive a 2x step-up.

It is important to note that all potential investors must undergo a thorough onboarding process led by
the NCA Investor Relations department. This process entails completing and signing all onboarding
documents and providing necessary KYC/AML documentation.

The purchase of Units gives investors the right, but not the obligation, to participate in the subsequent
follow-on investment round at acquisition on a pro-rata basis. If search phase investors do not agree to
participate in the acquisition, the amount of capital invested in Units is returned in cash at a 1.5x
stepped-up valuation. If search phase investors agree to participate in the acquisition, Units acquired by
investors in the search phase are converted into participating preferred equity in the acquired business
at a 2x stepped-up valuation. The step-up compensates search phase investors for taking on the risk of
the Searcher failing to acquire a Target Company within the 24-month period, resulting in a loss of
capital. In addition to the Units converted into participating preferred equity, investors have the right to
purchase additional preferred equity in the acquired business up to their pro-rata investor unit stake.

If any equity gap remains, the Searcher, with the help of the NCA Investor Relations team, will fundraise
the remaining capital needed from accredited investors. NCA has preexisting relationships with a select
group of investors that exclusively invest in equity gap opportunities. These investors have the first right
of refusal on any existing equity gap. NCA or related funds may, from time to time, purchase equity in
the Target Company with terms on par with other participating preferred equity shareholders.
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DEVELOPMENT OF SEARCH CAP TABLE

Once the PPM is finalized, the Searcher, with the help of the NCA Investor Relations (IR) team, will begin
the fundraising process. The IR team will organize a Meet and Greet webinar for the Searcher to make a
presentation to investors on their background, search scope, and search efforts to date. Additional one-
on-one meetings with investors will be arranged to facilitate the fundraising process.

All investors are expected to add meaningful value to the Searchers through the search process, due
diligence in the acquisition, value creation, and exit. The existing cohort of investors has diverse
regionalized networks across North America and Europe not otherwise accessible to Operators.

SEARCH BUDGET

The total amount of capital raised is used to finance the search's operating expenses, which can last up
to 24 months. The search budget is allocated as follows:

/. Searcher’s living expenses
2. Administrative Expenses
3. Due Diligence

Suppose the acquisition is achieved in less than two years. In that case, if there is any remaining search
capital after due diligence and any other transaction expenses but excluding NCA's success fee, the
Operator will be able to use it to acquire shares in the target company.

FEE STRUCTURE

L

This is the initial fee required to join the NCA program. Payment is due within five (5)
Initial Deposit $10,000 days following execution of the MOU. The deposit is refundable upon the sale of all
Search Units.

The Program Fee is due immediately upon the funding of the SPV. The Searcher will
receive two units in return for the Program Fee. The Program may be paid using one
of the following two options:

A. USD 100,000 upfront (the equivalent of 2 Units),

Program Fee $100,000 B. USD 25,000 upfront plus USD 4,000 per month paid by the Searcher through
the SPV to NCA. The monthly fee will be due until the closing of a successful
acquisition or until the end of the 24-month Search Phase. The Searcher may, at
their discretion, use their Living Expenses budget to finance the monthly fee.
The USD 25,000 upfront payment cannot be financed using the Living Expenses
budget and must be paid by the Searcher from their own funds.

*These amounts are in USD. Specific jurisdictional budgets and amounts will be shared in the MOU.

SEARCH FUND CREATION AND LEGAL DOCUMENTATION

The NCA Legal department will assist the Searcher in establishing the search fund special purpose
vehicle (“SF SPV" or “LLC") in the country the Searcher resides in and performs the search. The capital to
fund the search phase will be deposited in the SF SPV / LLC bank account. The investment is formalized
through documents detailing the rights and obligations of the Searcher, NCA, and the investors.
Searchers, NCA, and investors will receive shares, quotas, or Units (depending on the jurisdiction) in the
SF SPV/LLC.
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STERP 3 - SEARCH

THE SEARCH

Searchers begin to market themselves to create a pipeline of attractive acquisition
opportunities. Searchers are encouraged to focus on a brokered search strategy,
(VMo 2 W bhuilding relationships with brokers operating in relevant geographies and industries.
This strategy will generate a direct pipeline of qualified opportunities. Searchers

(Y (e] iy, 9 should also seek industry-focused opportunities facing succession issues using their
existing network, NCA's network, trade associations, and databases, as this gives them
the best chance of finding a company at an attractive price.

The Program'’s success is based on collaboration and teamwork throughout. While each search is
individually driven, NCA works hard to limit overlap and competition between active Searchers.

Additionally, NCA strives to provide best practices and data-driven metrics to ensure success for each
Searcher. Based on historical data from successful searches, the following key performance indicators
(KPIs) have been generated as guidelines:

SEARCH SUCCIESS MILESTONES

What 26 Successful Searchers achieved at each Stage

TOP PERFORMERS

OO m—— — —

TYPICALRANGE

-3memos  ~3Imemos 3-5memos  3-5memos 3-6 memos 3-6 memos
O-1 LOI 1 LOI 1LOI 1LOI 1 LOI

Typicallyno  ~50% have Mosthave  Nearly all have All have at least Some have
LOlyet 1L0I 1L0I 1L0I 1L0I 2L0Is

Minority closed

These KPIs are used throughout the search to ensure active progression toward an acquisition.
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INVESTMENT CRITERIA

Irrespective of search strategy, NCA requires that the Target Company meets certain financial and
strategic criteria to ensure it is a good fit for our search fund model, including:

= Founder-led businesses facing a succession challenge that have been in business for at least
10 years

=  Ability to achieve complete control through purchase

= EBITDA in the range of 1.5-7.5 million®

= Target Company valuation of 4x - 6x EBITDA

= Strong EBITDA margins (>15%)

= Enterprise value in the range of 7.5-50 million with a core focus of 10-30 million

=  Profitable with strong cash flows and a history of continued growth

= Light Capex

= Space for operational improvement and/or revenue expansion

= Owners looking to realize the value while at the same time being open to re-investing part of their
exit proceeds and showing clear willingness to participate and support during the transition

= Limited customer/supplier/foreign country concentration

= Turnarounds, start-ups or companies without multi-year track record are excluded

= Carve-Outs and Spin-offs may be considered in exceptional cases

During the search, and with guidance from the NCA IR team, the Searcher will share regular updates
with investors on their search progress and potential target companies to ensure all investors are
informed, interests are aligned, and to confirm their participation in the acquisition cap table. These
updates may be provided through quarterly reports, one-on-one calls with investors, or during various
investment committee meetings throughout the search process. The investment committee is made up
of NCA leadership, the IR team, the Investment team, and investors interested in participating in the
Searcher’s target acquisition.

STEPR 4 - ACQUISITION

NCA’s Investment team works closely with the Searcher throughout their deal journey. This starts when
the Searcher identifies the Target Company and conducts an initial screening with the Investment team
to confirm alignment with investment criteria and evaluate key business diligence questions. As the
Searcher and the Investment team gain conviction in the opportunity, they will produce a financial model
and valuation and share details with investors during investment committee meetings. The Searcher
drafts an LOl memo to review the merits of the investment with the investment committee to confirm
the case and prepare an offer.

If the resulting LOI is agreed upon with the seller, the Searcher and the Investment team conduct
detailed business diligence to resolve any questions on the market and company, build a value creation
plan, and confirm equity investor demand and the availability of institutional financing. If the business
diligence findings and value creation plan confirm the investment thesis, the deal is shared with
investors. If seven (7) out of eleven (11) Unit holders approve the transaction, there is sufficient equity

 Amounts are in US dollars, euros, Swiss francs, or the equivalent in other currencies.
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and debt financing, the Operator, the M&A team together with the legal team continue the investment
process by retaining third-party advisors to conduct confirmatory diligence. If there is insufficient equity
demand or debt financing, the deal process is terminated, and the Searcher continues their search for a
new Target Company. Following confirmatory diligence, the investment case is shared once again with
the investment committee for final approval. If sufficient investors approve, documents are drafted to
purchase the Target Company and to memorialize the voting and economic rights of the company, the
Operator, the NCA, and the investors.

EQUITY GAP

Sometimes investors may refrain from following on in full or at all. These equity gaps may be bridged by
existing accredited investors in the acquisition cap table, those investing in other NCA Searchers, or
outside accredited investors as determined by NCA.

If the equity gap is not filled, the Searcher will need to eliminate the equity gap either by reducing the
purchase price or obtaining more debt. They may need to cancel the deal and search for another
opportunity if these are not achievable.

EQUITY ALLOCATION AT ACQUISITION

The equity to buy the chosen company (or a controlling share of the company) is allocated as
follows:

Units: Units convert to participating preferred equity at a 2x valuation for investors that elect to
participate in the acquisition. For investors who do not elect to participate in the acquisition, the amount
of capital invested in Units is returned in cash at a 1.5x stepped up valuation. If investors agree to
participate in the acquisition and follow-on, they have the right to purchase participating preferred
equity in the acquired business up to their pro-rata unit stake.

Equity Gap: Any remaining space on the acquisition cap table is offered to accredited investors in the
form of participating preferred equity in the Target Company.

Operator: Operator earns 10% carried interest upon closing of the acquisition®.

NCA:NCA earns 3.75% carried interest upon closing of the acquisition.

STERP 5 - GROWTH

GOVERNANCE

The Searcher takes on the role of Chief Executive Officer (CEQ’") within the company and is responsible
for day-to-day operations and strategic decision-making. Following the acquisition, the NCA Searcher

¢ If by before the second anniversary of the closing of the acquisition the Target Company Board of Directors votes to replace the
Entrepreneur turned CEO, the Target Company has right to repurchase half (5%) of the 10% carried interest at cost.
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(now NCA Portfolio Company CEOQ) joins the company following a 100-day plan that was agreed upon
between the Searcher and NCA pre-acquisition.

The Board of Directors (‘BoD’) is appointed once the acquisition is closed. The BoD is usually composed
of 5 directors: 1 set by the NCA Portfolio Company CEO, 2 appointed by investors, 1 appointed by NCA,
and 1 independent advisor appointed by NCA and investors.

The BoD supervises the company's main activities, including setting strategy, approving budgets and
plans, and appointing the Searcher as the NCA Portfolio Company CEO. The CEO proposes the business
strategy, announces the business plan, and manages the day-to-day operations supported by NCA's
Portfolio Management Team, which serves as a sparring partner to the NCA Portfolio Company CEO.
Together they push forward an actionable value creation plan, focusing on operational excellence,
revenue growth, financial optimization, and multiple expansion.

COMPENSATION

The Searcher’s base salary following an acquisition will be equal to 5 times the Search Unit value but will
not exceed 10% of Target Company EBITDA. The Searcher will also be eligible to receive a bonus each
year based on performance and EBITDA metrics set forth by NCA and the BoD. There is a set formula for
the performance bonus, standardized by NCA through investor feedback. However, the BoD will dictate
future performance-related bonuses.

VALUE CREATION

Value for investors is maximized through the combined expertise of the NCA Portfolio Company CEO,
NCA, investors, management, and advisors. The NCA Portfolio Company CEO and management leverage
their experience, formal business training, entrepreneurial drive, and determined commitment to the
Target Company's success. At the same time, NCA, investors, and advisors provide business acumen and
a support framework. Once the NCA Portfolio Company CEO feels comfortable within the company, the
value-generating activities begin in earnest. In addition to an efficient deal structure and agile
management, value generation is achieved through the following four main levers:

1. Operational Excellence. The NCA Portfolio Company CEO reviews existing processes and proposes
improvements where needed. This leads to an optimization of the overall cost structure and a
reduction of working capital requirements by shortening the cash conversion cycles.

2. Revenue Growth. The NCA Portfolio Company CEQO's efforts focus on raising the revenue of the
existing business, seeking opportunities to increase the customer base, increase the price, and
improve the product portfolio.

3. Financial Optimization. NCA likewise seeks to create value by recapitalizing the Target Company
with the optimal mix of debt and equity. At closing, the company must already have stable recurring
cash flows and be able to support moderate leverage. Operational improvements are expected to
increase cash flow, stabilize debt repayment, and facilitate growth.

4. Multiple Expansion. Multiple expansion results from an extensive search process in which a
company is potentially acquired at below market value by resolving succession challenges, while also
enhancing management processes/systems and making operational improvements to create a
larger and more profitable company. Combining these three elements is usually the primary driver
of multiple expansions at the time of exit.
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The companies acquired by NCA Search Funds pay NCA a monthly fee of $3,500 for the advisory
services provided by NCA, including the development and execution of value creation plans and sitting
on company boards. Value creation across all four levels is communicated to investors via the NCA
reporting processes.

STEPR 6 — LIQUIDITY EVENT®

OBJECTIVE

The NCA Portfolio Company CEO determines the exit strategy in conjunction with the BoD and NCA. In
all cases, the objective is a successful liquidity event within an average of 3-4 years post-acquisition,
intending to achieve a 3 to 5x pre-tax cash-on-cash (CoC) return on investors' capital. These returns are
consistent with the average asset class return of =30% found by Stanford and IESE Business Schools. The
preferred exit strategy is a sale to a financial or strategic buyer. When desired, NCA, the investors, and
the company’s Board of Directors can explore additional liquidity options. These may include but are not
limited to dividends, recapitalizations, and share repurchases.

The most common exit strategy is to target LMM PE funds that are looking to acquire the businesses
that our Operator will acquire, especially when the succession issue has been solved, and the company
has been successfully transitioned to the Operator. The PE fund will usually require the Operator to roll
over part of their vested shares in the business and stay as CEO.

NCA PORTFOLIO COMPANY CEO AND NCA RETURNS

At closing of acquisition: The newly appointed NCA Portfolio Company CEO and NCA earn 10% and
3.75% carried interest respectively. NCA receives a Pre- and Post-Closing Integration and Services fee as
described in the Acquisition Phase Investment Terms, above.

At exit contingent on net IRR > 20%: NCA Portfolio Company CEO and NCA earn up to an additional 10%
and 3.75% carried interest respectively if a minimum internal rate of return of 20% is achieved at the
exit. Carried interest vests on a straight-line basis starting at net IRR > 20% up to net IRR of 35%. For the
full allocation to vest, a net IRR > 35% must be achieved®

Alarge portion of the carried interest is given to NCA employees for the company to attract and retain
talent and to fully align interest with our Operators. These employees are there to support and
maximize the success of its Operators.

7 Amounts are in US dollars, euros, Swiss francs, or the equivalent in other currencies.

8 To evaluate the impact of the carried interest vesting schedule on performance, assume net IRRs at the exit of 15%, 25%, 28%, and 35%.
Total carry earned by the NCA Portfolio Company CEO and NCA at exit across both pools would be 14%, 18.67%, 21.5%, and 28%,
respectively.
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INVESTOR RETURNS

Investors hold participating preferred equity. This entitles them to be paid a return before the remaining
profits are distributed. As such, investors receive the following:

First, an amount equal to the total equity contributions for participating preferred equity is paid to
shareholders on a pro-rata basis to their proportion of shares/interest held. The total equity
contributions include the Search Budget, NCA's success fee, and other expenses incurred in the
acquisition of the Target Company.

Second, an 8% hurdle rate (cumulative return of the total equity contributions of participating preferred
equity) is paid to preferred shareholders on a pro-rata basis to their proportion of shares/interest held.

Third, a catch-up provision to the NCA Portfolio Company CEO and NCA so that all holders of equity are
on equal footing concerning the 8% cumulative return pro-rata to their proportion of shares/interest
held.

Fourth, any remaining proceeds are distributed to all shareholders pro-rata to their ownership in the
company, regardless of share class”®.

See Appendix 1 for a numerical example.

%% of participating preferred equity and shares held by NCA Portfolio Company CEO and NCA are calculated at exit and are dependent on
net IRR achieved by participating preferred equity shareholders.
** See Appendix 1 for a numerical example.
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NCA TEAM

BUSINESS UNIT [RIEADS

North America

Christian Malek is the Founder and CEO of NCA, which he founded in 2019 to address succession
challenges faced by family-owned businesses and SMEs. With a background rooted in private equity,
Christian's journey was inspired by his grandfather's healthcare business in Switzerland and the
international exposure he received through his father's role at the Swiss embassy. After earning an MBA
from IMD and starting his career in banking, Christian recognized the potential to streamline the
traditional search fund model, making it more accessible to both Searchers and investors. Under his
leadership, NCA has grown rapidly and gained significant traction in the industry.

Europe

Daniel Gartner, Managing Partner of NCA, is a seasoned executive with over 25 years of experience in
M&A, private equity, and SME leadership. Notably, he led the acquisition, strategic repositioning, and
successful exit of a leading European plastic profiles manufacturer achieving a 7-fold value increase over
4 years. Previously he played a key role in managing private equity investments for a Dutch investment
boutique, driving portfolio company growth, executing acquisitions, and leading successful exits. His
deep expertise in deal execution, post-merger integration, and value creation has driven sustainable
growth across multiple industries. Daniel holds an MBA from the University of Klagenfurt, Austria, and
St. Gallen Business School.

George Bassily, P.Eng., MBA, is a seasoned executive specializing in operations and scaling businesses.
With extensive experience in the small cap private equity market, he has led successful acquisitions,
business integrations, and operational transformations, directly driving organizational growth and
maximizing enterprise value. George has a proven track record in spearheading strategic business
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planning and development tactics resulting in expanded market share, optimized profitability, and
establishment of high-performance driven teams in high-performance industries.

TEAMS

AN OlF
SUPPORTS THE
PROGRAM AT DIFFERENT STAGES

ASSESSMENT CENTER

The Assessment Center Team is responsible for the selection process of prospective Searchers, bringing
top-tier Operators into the Program and ensuring the best-possible Candidate experience.

SUCCESS MANAGEMENT

The Success Management Team is responsible for coaching and mentoring Searchers during the Search
Phase, facilitating access to NCA's resources and network, and ensuring operations are individually set up
for maximum success and efficiency. They also facilitate mentoring between the Searchers, industry
experts, and business school professors. The team is also dedicated to supporting Searchers throughout
their Search Phase, offering years of expertise along with valuable resources like industry reports,
financial data, and a company database for creating lists and cultivating a deal pipeline. The team also
provides comprehensive day-to-day support on many aspects of the Search Phase, ensuring Searchers
navigate the deal pipeline and other platforms confidently and efficiently. The team is aware of the
pivotal nature of beginning the Search Phase and offers guidance in best practices and strategies for a
successful search journey.

INVESTOR RELATIONS

The Investor Relations Team supports the Searchers' fundraising by sourcing investors, helping Searchers
with their pitch to investors, and providing insights and guidance on interacting with potential investors.
During the search, the Investor Relations Team coordinates and facilitates communication with investors
in the form of quarterly reports, meet-and-greet webinars, and one-on-one meetings.

When a Target Company has been identified, the IR Team helps present the transaction to investors,
build support, host showcase webinars, address questions, and facilitate a close.
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LEGAL

The NCA Legal Team ensures compliance with legal documentation during onboarding and throughout
all search, acquisition, and exit aspects. The team also provides guidance and support during the
formation of the SF SPV, the Target Company due diligence phase, and, when necessary, the operating
stage of the acquired company.

MARKETING

The Marketing Team ensures that promotional materials (website, videos, etc.) support the Searcher's
external communication efforts, in addition to local PR efforts meant to promote the Program and
support Searchers in their local markets.

INVESTMENT

The Investment Team reviews each Searcher’s deal opportunities, partnering with the Searcher to
advance through NCA's Investment Committee process. The team assists throughout the acquisition
process, from initial analysis to valuation, structuring, negotiations, due diligence, debt financing, and
execution.

PORTFOLIO MANAGEMENT

The Portfolio Management Team supports post-acquisition by advising Searchers during their transition
to NCA Portfolio Company CEO at the acquired company, establishing governance, and providing
strategic guidance to ensure the company's successful growth to maximize IRR.
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APPENDIX | = CARRIED INTEREST:
NUMERICAL EXAMPLES

Illustrative Economics of an NCA Search Fund

The purpose of this illustrative exhibit is to illustrate, given specific entry and exit parameters, how the IRR of an
investment would be calculated and how then the exit proceeds would be distributed amongst the various share
classes and holders of those shares. This does not represent a complete modeling of the cash flows of an
investment over the investment period but instead makes high-level assumptions about entry and exit proceeds
to show, given those illustrative example amounts (i.e., for draw-down and exit proceeds), how those proceeds
would be distributed. A simple, working Excel model that does include the cash flows over the investment period
is available under a non-disclosure agreement.

in 000's
Key parameters & assumptions:

Search capital:

Investor units (count) 8.0 8.0 8.0
Price / Investor unit 50.0 50.0 50.0
Co-investor contributed search capital (preferred) 400.0 400.0 400.0
Searcher units (count) 2.0 2.0 2.0
Price / Searcher unit 50.0 50.0 50.0
Searcher contributed search capital (preferred) 100.0 100.0 100.0
NCA earned units (count) 0.0 0.0 0.0
Price / NCA earned unit 50.00 50.00 50.00
NCA earned search capital (preferred) 0.0 0.0 0.0
Total preferred search capital 500.0 500.0 500.0
Searcher capital contribution for common equity shares 50.0 50.0 50.0
NCA capital contribution for common equity shares - - -
Total common search capital 50.0 50.0 50.0
Total search capital 550.0 550.0 550.0
Other parameters:

Step-up 200.0% 200.0% 200.0%
Preferred return 8.0% 8.0% 8.0%
Share of common equity to Searcher 72.7% 72.7% 72.7%
Target company financials @ acquisition:

Revenue 15,000.0 15,000.0 15,000.0
EBITDA 3,000.0 3,000.0 3,000.0
EBITDA margin 20.0% 20.0% 20.0%
Acquisition terms:

Purchase multiple (EV / EBITDA) 5.00x 5.00x 5.00x
Acquisition financing (xEBITDA) 2.50x 2.50x 2.50x
Holding period 5years 5years 5years
Operating assumptions:

Revenue growth (YoY) 0.00% 7.50% 12.00%
EBITDA margin improvement (% pts. p.a.) 0.00% 0.00% 1.50%
Exit multiple (EV / EBITDA) 4.00x 5.00x 6.00x
Acquisition sources and uses:

Uses:

Enterprise Value 15,000.0 15,000.0 15,000.0
NCA Structuring Fee 375.0 375.0 375.0
Search Capital Cash Out 120.0 120.0 120.0
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in 000's

Cash Injection 400.0 400.0 400.0
Total uses 15,895.0 15,895.0 15,895.0
Sources:

Acquisition financing 7,500.0 7,500.0 7,500.0
Unspent Search Capital 70.0 70.0 70.0
Investor Equity 8,325.0 8,325.0 8,325.0
Total sources 15,895.0 15,895.0 15,895.0

Company financials @ exit (illustrative examples):

Revenue 15,000.0 21,534.4 26,435.1
EBITDA 3,000.0 5114.4 7,269.7
EBITDA margin 20.0% 23.8% 27.5%
Key investment performance statistics:
Net (of carry) IRR to co-investors 8.9% 24.8% 34.9%
Net (of carry) MOIC to co-investors 1.53x 3.03x 4.47x
Take-home cash to Operator 1,157.2 4,232.6 10,750.9
Exit proceeds & waterfall:
EBITDA @ exit 3,000.0 511.4 7,269.7
Exit multiple 4.00x 5.00x 6.00x
Enterprise Value @ exit 12,000.0 25,5721 43,618.0
A simplifying assumption is made here that exit EV = exit proceeds
Exit proceeds (illustrative, e.g.) 15,433.1 33,132.9 55,138.3
Less: Return of capital - Investors - Acquisition Capital (9,165.0) (9,165.0) (9,165.0)
Less: Return of capital - Searcher - Searcher Invested Unit(s) (100.0) (100.0) (100.0)
Less: Return of capital - Searcher - Searcher Earned Unit(s) (200.0) (200.0) (200.0)
Less: Return of capital - Searcher - Unspent Search Capital (70.0) (70.0) (70.0)
Less: Total return of capital (9,535.0) (9,535.0) (9,535.0)
Remaining proceeds after return of capital (profits) 5,898.1 23,597.9 45,603.3
Less: Preferred dividends - Investors - Acquisition Capital (3,666.0) (3,666.0) (3,666.0)
Less: Preferred dividends - Searcher - Searcher Invested Unit(s) (40.0) (40.0) (40.0)
Less: Preferred dividends - Searcher - Searcher Earned Unit(s) (80.0) (80.0) (80.0)
Less: Preferred dividends - Searcher - Unspent Search Capital (28.0) (28.0) (28.0)
Less: Total preferred dividends (3,814.0) (3,814.0) (3,814.0)
Remaining proceeds after preferred dividends 2,084.1 19,783.9 41,789.3
Less: Catch-up provision to common - Searcher (442.2) (614.6) (1,048.3)
Less: Catch-up provision to common - NCA (165.8) (230.5) (393.1)
Less: Catch-up provision to common (608.0) (845.1) (1,441.4)
Remaining proceeds after catch-up provision (excess profits) 1,476.1 18,938.8 40,347.9
Less: Excess to investors - Investors - Acquisition Capital (1,223.7) (14,901.9) (28,145.1)
Less: Excess to investors - Searcher - Searcher Invested Unit(s) (13.4) (162.6) (307.1)
Less: Excess to investors - Searcher - Searcher Earned Unit(s) (26.7) (325.2) (614.2)
Less: Excess to investors - Searcher - Unspent Search Capital (9.3) (113.8) (215.0)
Less: Total excess to investors (1,273.1) (15,503.5) (29,281.4)
Less: Excess to searcher - Common equity carried interest paid (147.6) (2,498.4) (8,048.3)
Less: Excess to NCA - Common equity carried interest paid (63.2) (936.9) (3,018.1)
Less: Total carried interest paid searcher and NCA (203.0) (3,435.3) (11,066.5)
Remaining - - -
Distributions by party:
Co-investors 14,054.7 27,732.9 40,976.1
Searcher 1,157.2 4,232.6 10,750.9
NCA 221.2 1,167.4 3,411.2
Total distributions 15,433.1 33,132.9 55,138.3
Check - - -
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in 000's

[ Supporting Calawlations: |
MOIC 1.53x 3.03x 4.47x
Holding period 5years 5years 5 years
IRR 8.9% 24.8% 34.9%
Carried interest - vested % of total company:
Acquisition tranche 13.8% 13.8% 13.8%
Performance tranche - 4.4% 13.7%
Total 13.8% 18.1% 27.4%
Vesting of performance tranche of carried interest (tranche C):
Investor IRR achieved 8.9% 24.8% 34.9%
Less: Tranche C threshold (20.0%) (20.0%) (20.0%)
Achievement in excess of threshold - 5.1% 14.9%
Target 35.0% 35.0% 35.0%
Less: Threshold (20.0%) (20.0%) (20.0%)
Target excess above threshold 15.0% 15.0% 15.0%
% Of target achieved - 31.9% 99.5%
Max value of tranche C 13.8% 13.8% 13.8%
Vested value of tranche C (% of Company) - 4.4% 13.7%

According to Stanford and IESE Business Schools, first-time search funds (funds raised by management teams without prior search fund

experience) show average investor returns of =30% annually.
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