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Item 7.01 Regulation FD Disclosure

Attached as Exhibit 99.1 to this Current Report on Form 8-K (this “Current Report”), and incorporated into this Item 7.01 by reference, are slides from an Analyst Day
presentation held by ServiceMax, Inc., a Delaware corporation (“ServiceMax”), on September 17, 2021. Presentation slides will be available on the website of Pathfinder
Acquisition Corporation (“Pathfinder”): www.pathfinderacquisition.com.

The foregoing is being furnished pursuant to Item 7.01 and will not be deemed to be filed for purposes of Section 18 of the Exchange Act, or otherwise be subject to
the liabilities of that section, nor will it be deemed to be incorporated by reference in any filing under the Securities Act or the Exchange Act.

Additional Information

In connection with the proposed transaction, Pathfinder filed a registration statement on Form S-4 with the SEC that include a prospectus with respect to the securities
to be issued in connection with the proposed transaction and a proxy statement with respect to the shareholder meeting of Pathfinder to vote on the proposed transaction.
Shareholders of Pathfinder and other interested persons are encouraged to read the preliminary proxy statement/prospectus, and when available, the definitive proxy
statement/prospectus, as well as other documents filed with the SEC because these documents will contain important information about Pathfinder, ServiceMax and the
proposed transaction. After the registration statement is declared effective, the definitive proxy statement/prospectus to be included in the registration statement will be mailed
to shareholders of Pathfinder as of a record date to be established for voting on the proposed transaction. Shareholders of Pathfinder will also be able to obtain a copy of the S-4,
including the proxy statement/prospectus, and when available, the definitive proxy statement/prospectus, and other documents filed with the SEC without charge, by directing a
request to: Pathfinder Acquisition Corporation, 1950 University Avenue, Suite 350, Palo Alto, California 94303. The preliminary and definitive proxy statement/prospectus to
be included in the registration statement, once available, can also be obtained, without charge, at the SEC’s website (www.sec.gov).

Participants in the Solicitation

Pathfinder and ServiceMax and their respective directors and executive officers may be considered participants in the solicitation of proxies with respect to the
potential transaction described in this communication under the rules of the SEC. Information about the directors and executive officers of Pathfinder and their ownership is set
forth in Pathfinder’s filings with the SEC, including the final prospectus filed by Pathfinder on February 18, 2021 relating to Pathfinder’s initial public offering and in its
subsequent periodic reports and other filings with the SEC. Additional information regarding the persons who may, under the rules of the SEC, be deemed participants in the
solicitation of the Pathfinder shareholders in connection with the potential transaction is set forth in the registration statement containing the preliminary proxy
statement/prospectus filed with the SEC. These documents are available free of charge at the SEC’s website at www.sec.gov or by directing a request to: Pathfinder Acquisition
Corporation, 1950 University Avenue, Suite 350, Palo Alto, California 94303.

No Offer or Solicitation

This communication is not a proxy statement or solicitation of a proxy, consent or authorization with respect to any securities or in respect of the potential transaction
and does not constitute an offer to sell or a solicitation of an offer to buy any securities of Pathfinder or ServiceMax, nor shall there be any sale of any such securities in any
state or jurisdiction in which such offer, solicitation, or sale would be unlawful prior to registration or qualification under the securities laws of such state or jurisdiction. No
offer of securities shall be made except by means of a prospectus meeting the requirements of the Securities Act.




Forward Looking Statements

This Current Report on Form 8-K contains forward-looking statements within the meaning of section 27A of the Securities Act and Section 21E of the Exchange Act
that are based on beliefs and assumptions and on information currently available to Pathfinder and ServiceMax. In some cases, you can identify forward-looking statements by
the following words: “may,” “will,” “could,” “would,” “should,” “expect,” “intend,” “plan,” “anticipate,” “believe,” “estimate,” “predict,” “project,” “potential,” “continue,”
“ongoing,” “target,” “seek” or the negative or plural of these words, or other similar expressions that are predictions or indicate future events or prospects, although not all
forward-looking statements contain these words. Any statements that refer to expectations, projections or other characterizations of future events or circumstances, including
strategies or plans as they relate to the proposed transaction, are also forward-looking statements. These statements involve risks, uncertainties and other factors that may cause
actual results, levels of activity, performance or achievements to be materially different from the information expressed or implied by these forward-looking statements.
Although each of Pathfinder and ServiceMax believes that it has a reasonable basis for each forward-looking statement contained in this Current Report on Form 8-K, each of
Pathfinder and ServiceMax caution you that these statements are based on a combination of facts and factors currently known and projections of the future, which are inherently
uncertain. Forward-looking statements in this Current Report on Form 8-K include, but are not limited to, statements regarding the proposed transaction, including the timing
and structure of the transaction, the proceeds of the transaction and the benefits of the transaction. Neither Pathfinder nor ServiceMax can assure you that the forward-looking
statements in this Current Report on Form 8-K will prove to be accurate. These forward-looking statements are subject to a number of risks and uncertainties, including, among
others, changes in domestic and foreign business, market, financial, political and legal conditions; the inability of the parties to successfully or timely consummate the business
combination, including the risk that any required regulatory approvals are not obtained, are delayed or are subject to unanticipated conditions that could adversely affect the
combined company or the expected benefits of the business combination or that the approval of the shareholders of ServiceMax or Pathfinder is not obtained; the failure to
realize the anticipated benefits of the business combination; risks relating to the uncertainty of the projected financial information with respect to ServiceMax; risks related to
the timing and achievement of expected business milestones; the effects of competition on ServiceMax’s business; the risk that the business combination disrupts current plans
and operations of Pathfinder and ServiceMax as a result of the announcement and consummation of the business combination; the ability to recognize the anticipated benefits of
the business combination, which may be affected by, among other things, competition, the ability of the combined company to grow and manage growth profitably, maintain
relationships with customers and retain its management and key employees; risks relating ServiceMax’s history of no revenues and net losses; risks relating to ServiceMax’s
intellectual property portfolio; the amount of redemption requests made by Pathfinder's public shareholders; the ability of Pathfinder, ServiceMax or the combined company to
issue equity or equity-linked securities or obtain debt financing in connection with the business combination or in the future and other risks and uncertainties, including those
included under the heading “Risk Factors” in the registration statement on Form S-4 filed by Pathfinder with the SEC and those included under the heading “Risk Factors” in
the final prospectus filed by Pathfinder on February 18, 2021 relating to Pathfinder’s initial public offering and in its subsequent periodic reports and other filings with the SEC.
The forward-looking statements in this Current Report on Form 8-K represent the views of Pathfinder and ServiceMax as of the date of this Current Report on Form 8-K.
Subsequent events and developments may cause that view to change. However, while Pathfinder and ServiceMax may elect to update these forward-looking statements at some
point in the future, there is no current intention to do so, except to the extent required by applicable law. You should, therefore, not rely on these forward-looking statements as
representing the views of Pathfinder or ServiceMax as of any date subsequent to the date of this Current Report on Form 8-K.
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Disclaimer

SERVICEMAX

Thig inyestor presentation ("Presentation”) @ lor informational purposes only 10 a3sist
interested parties in making their omn evaluasion with respect to the proposed business
combination {the “Business Cambination™ between Pathlindsr Acquisition Corparatian
("PFOR™ o “Patilinder™) and ServiceMan, inc, and its subsidanses (“JerviceMas” of the
“Campary™. The informatian contained herein does not purport 1o be aB-ncesive and
nong af FFOR, the Company or their respestive direciors, aMicers, stackhalders or
affillates makes any representation or warranty. exprass ar impled, as te the acouracy,
completeness or redablity of the indermation contained in this Presentation or any other
written or ceal communicatian communicated o the recipient in the course of the
recipient's evaluation of PFOR or the Campany. This Preseration is based upan fnancial
infarmalion ressonabiy available to PTOR and the Compary and shared with (he
Corrgany 1o inglusion heren &2 0f e date bereal, Some of 1he dals conl, hargin i
derived fram indormation provided by PFDR of the Company and varicus third-party
sources andis included hersin 1or illustrative purpeses onfy, The defvery of this
Prasentation shall not, under any croumstances, create any mplication that the
Presentation |s cormect in all respects, inciuding as of any fime subsequent 1o the date
hereal, and PFOR and thie Compary &0 not undertake any atligation ta update such
Infarmation at any time after such dabe. Certain informatian in this Preseniation may be
based upan infarmation from thirdparly sources which we consider redabie, but neither
PFOR nor the Compary represents that such irdeemation is sccursie, compiete ar
sullicient for any purpose and il Shoukd not be relied upon &8 duch. Ay historical pricsls)
or walusishare as of [he date dicaled unless stated abherwise. Mo represenation is
e &5 Lo the Teasonablensss of the assumplions made wihn oF 1he accuracy of
com@istensss ol any prajections, madeling or back-testing or any ather infarmation
coniained herein, All levels, prices and spreads are histarical and da nod represent
CUPrant markat bewets, prICAS oF Spraas, s0ms of all of which may have been changed
snee the diade hereaf, Any data am past perfarmance, madeling or back-testing condalred
herein is not an indication as to future perfarmance and snould rat be relizd upon as an
indicatian of future performance, Meiber PFOR nor the Company assumes any coligation
to update the infermation, back-testing, modess or assumglions underiving the Teregaing
i this Presentalion. PFOR and (e Compary's businesses are subject Lo a number of
fisha (hal are nol e50rided in Lhis Presenlation, inchding those 1hal are 21 farthin the
desoriptian af TormardHooking statements. and the risk factars describied in 1he
registration statement on Form 54 (he "Registration Statement”) [Med by FRDR with
the SEC, which contains 3 preliminary proy siatemsat/prospecius and, as amended, will
Include a detinitive proxy statements prospecius, and certain cther related documents,
which will bp hoth the proey statemant to be distrouted to holdars of shares of
Pathfirder's commen stack in connection with Pathfinder's salicdation of proxies far the
vote by Pathfinder's stockhniders with respect to dhe Business Cambination and ather
madbers as may be described in the Registration Stabement, 2% well as the prospectus
relating Lo he affer and sales of Lhe securities of Paibfinder Lo be isdued in the Buiness
Combination

This Preseniation does not canstitute {iy a salicitation of a preey, consent or
augharization with respect te any seourities o o respect of the prapesed Business
Comrination or (£ an after bo s<ll, a sofcitation of an olfer to buy, or a recammendation
to purchase any security af FFOR, the Cempany ar any of their respective atfiiates. ¥ou
should rot construe the contents of this Preserdation as legad, ta, accounting or
investment advice or a recommendation. You shauld consult your own counsel and tax
and financial advisars as to legal and related matbers cancerning the matters desorived
herain, and by accepting this Pressntation, yow confim that you are net relying upan the
infarmalion conlamed harein 10 make sy decHion

The distribution of this Presentation may 3150 be restriched by ke, and persans indd
whose passessian this Presentation comes shauld infarm themselves about ard abserve
any such restrictions, You acknnwiedge that you are () aware that the Unsed States
securitios laws prohibit any person wha has matgrial, non-public indormation concgrming
a campany from purchasing ar sedling securites af such campany or fram

COMFUNiCating swch inlorrmation 10 any OLNEr Dersca under Circumstandes in which itis
reasonabiy foresseable that such person s 1Rely bo purchase or sell such securibies, and
(b3 Tamisar with the Securities Exchange Aol of 1934, &5 amended, and the rules and
requlations promulgated thereunder (oolleitively, the “Eachange ALY and that you wil
reediheer wse, nor cause any thind party Eo use this Presendation ar any information
contained hergin in contravention of the Exchange Act, inciiuding, withais limitation, Rule
s Shereungsr.

By accepting this Presentatian, you sgree that you will, and will cause your
representatives snd advisors Lo, use this Presentation, as well & any infar mation dermed
by e Tram ihis Preserdation, anly for milial due dligence regasding PRCA and the
Comgany in conneclion wiah iab the proposed Business Cambination and (L) Lhe
Company's propased private edfering of public equity 1o a limited mumber of Fmvestors
that qualify as QIBs and Institutional Accredited Investars feach as defined belowk and
for no oiber purpose and wil nod, and will cause thelr representatives and advisors not
Eo, divulge this Presentation to any ofher party, This Fresentation may not be
repraducad or used far any athar purpass.

Mo securities commission or securities reguiatory autherity in the Unibed States or any
b jurisdiction has in any way passed upon the merits of ibe Business Combination if
it aoturs of the acturacy o sdegquacy of 1hs Predentatian,

This Presentation is beirg distributed to selected recpients anly and is not intended for
wstrimution ta, or use by any parson or entity in, any jurisdiction or ceunbry where such
distribution or use would be conbrary to lecal lam of requlation, Keither this Presentation
e any part ar copy of it may be takan o transmitted into the Lindad S1a5es or
puiblished, released, dsciosed or dstributed, direcily or indirgctiy, in the United $1ates,
except 1o & limited number of quadified institutianal Buyers “91Bs7), a5 defined in Ruie
1448 under the Securities Act of 1933, as amended (the “Securities Act™), ar institutianal
“arcredied investors” | institubional Accredited investors™) within the meaning of
Regulsfion Dunder ihe Securities Acl

Cautionary Language Regarding Formard Locking Statements. This Presendation
includes “tarward laoking stat Forward-ioking statements may be identified by

Wil uld,” “could,” “sheukl” “forecast,”
seak,” "Targed balieve, stimate,” "plan.” “autlonk.”
ard “praject” and ather simliar expressions that procict or indicate future svents or
trends ar that are not statements of historical matbers, Statements oiher than histarical
facts, including, but not limited fo, those cancerning ) the Business Comainatian, (i) the
private placement of Securities in connection with the Business Cambmation, (il market
condilions, div) the revenues, earmings, performance, slrategies, prospects and olher
aspecis af ihe businesses al the Cempany or (vl frends, corsumes of customer
preterencas of Olfer similar Concepts with réspect 1o PFOR, the Comgany of the
Busness Combination, are hased an current expectatians, estimates. projections.
tarqets, apinions andfor beliafs of FEDR and the Company or, when aoplicabie, of ons or
marg third-pariy sources, Such statements invalve kngwn and unknown risks,
wneertaindles and other factars, and wndug rellance sheuld not be placed thereon. The
rishs and uncertainties that could cause those actual results to differ materiaity fram
those expressed ar implied by these formard-loaking statements include, but are not
limited ta, {1 charges in demestic and Fareign business, marked, inancis, political, and
Il caiteltiore, (2) Lhie inabilily of the parties b succassfully of limely consuirenale the
Business Combinalion, including the risk thal sy required negulalony approvals ane aol
ohlaned, are delayed or are subject 1o unanticpated canditiors that could adversely
Atfect the combined company or the expected benels of the proposed Business
Combination, (31 that appreval of stackholders s not abtained, failure to realize the
articipated benafits af the proposed Busingss Combination, (4) risis relating fe the
wncertainty af 1he prajectad financial informatian af the Cempany, 453 the gffects of
camgetition on the Company's busiress,




Disclaimer
(continued)

SERVICEMAX

(E] the amgunt Of redemption requests made by PFOR'S pubSc stockholdens, (7) he
ability of PFOR or the combined company te issue equily or equity-linked sexurities in
connection with the propesed Business Camination arin the luure. (8} the impact af
the glchal COVIDHIS pandemic, snd [9) other risks sistussed in PROE's Registration
Sfatement on Form 51 (File Mo, 333-2524% 81 under the heading "Risk Faciors” and
cahgr documants that PFD® has filed or will filp with the Securities and Exchange
Commission, You are cautioned not ta place undue refiance upen any forwarcdooking
slatements, which, unless atherwise indicated herein, speak only &5 of the date of this
Preserlation. Meither PFD& ner the Comgpany cammits fo usdabe o revise the lormard:
|opoRirg slatements £22 Farth hergin, whelher 33 3 résull of new infarmalion, fulure
evends o aiherwise excent as may be required by law. Farward-locking siatemenis and
digcussions of the business environment 2nd management strategy of PFDR and the
Campany inciuded herein (2., with respect to financial markets. business oppartunities,
demand, invesiment pipeling and other conditionsl may materlally didfer as a resuli of
the sswgee and angaing COVIDS pandemic, The full Impact af the COVICTS pandemic b=
particularly uncertan and difficult te predict, iherefore such formarcHooking statements
do nat refiect its ulfimate poterdial efects, which may substantisly and adversely
impact the perfarmance of PRDR and the Company.

Perfarmance and Statistics and Use af Non-GAAP Financial Measures. Past
performance is not indicative of Iulure results. Unless otherwise specitied nerein,
performance fiqures included herein are presented an a forward-looking, pro farma basis
giving effect b the Business Combination and de not reflect amy events subsequent to
the date hereod, inciuding the continued Impact of the COVID-1% pandemic and further
detericration of global ecanomic conditions, The full impact of the COVIDA9 pandemic s
particularly uncertain and difficult fo predict, but may have an adverse edfect an the
future perfarmance of FFDA and the Company. This Presentation includes certain
Financial measures of ServiceMan no! presented in sceordance with generally sceepted
acoaunting priniples in fhe WS, "GAAF"L including. bud ral limited Lo, Adjusted
Revenue, Adjusted Gross Prolit, ddjusted EBITDA, and Adjusted Free Cash Flow, in each
case presented on a nerrGAAP basis. These norrGAAP measures ol financial
performance may eacluce items that are signilicant in understanding and assessing the
Company's financial results, Theredone, these measures showid not be cansidered in
Isalation or a5 an alternative fo revenue, grass prafid er pet Incoms or ather measures of
profitabllity, liquidity ar perfarmance undar GARE, Yau should be aware that the
Comgany's prasentation of these measures may ot be comparabie ta similarity-titled
measures used by ather companies.

The Camparry befeves ihese nonGAAP measwres af finarcial resulis pravide usedul
infarmalion o managemenl and irveesLars regarding cértain mancial and busingess
Lrends relaling b the Company's financial condilion amd resulls of operalions. The
Carpany believes thal ihe usage of these norrGARP financial measures provides an
BTGl Lood Far invesiors 10 use in @valuating endoing eperaling results and trends in
comparing the Comparn’s linancial measures with thase of simiar companies, mary of
whith present similar norcGAAR financial Mmeasures (0 imeestars, These nan-GAAR
financial measures are subject to inherent limitations as they raflect the exercise of
|udigments by management abaut which axparse and income: ibems are excluded or
includied in determining these ran-GAAR financia measures. Please refer fo the nan-
GAMLR recancilistion provided in this Presentatian for a reconcliation of these measures
to what the Company believes are the mest directly comparabie messures evalusted in
acoardance with GAAR,

Use of Prejections. This Preserdation coniains tinancial larecasts with respact ta the
Comgany's projected fnancial results, incuding Adjusted Revenue, Adjusted
Subscription Revenus, Acjusted Gross Prafit, Adjusted Subscription Gross Profit. Total
Agjusted Operating Expences, Agusted Operating Income / [Loss) and Frae Cash Flow
far the Comparny's iscal years ending fanuary 31, 2022, 2023, and 2024, a5 well a5
Servicektan's lang term guidance. Neither the Company’s independent auditars, nor the

independent registerad public aCcounting firm of PPDR Rave awdited, reviewsd, compilad
or perlormed any procedures with respect to the projections for purpase ol their
inclusian in this. Precentation, and according'y, neither of them expressed an opinionar
peowided any other farm of assurance with respect thereto far the purpose of this
Prasentation. These projectians should nat be relied upan as being necessarily indicative
of future resulis. The assumptions and gstimates underlying the prospective financial
infermation are inherenthy unceriain and are subject io a wide varicty of significant
Business, eeancmic and competitive risks and uncertainties that could cause actus
results b dilfer materially freem fhase presented in e prospective linancal indormation
Ireclusgion of prospeclive inancial information in this Presentalion shoukd nal e regarded
as a representation by ary person that the resulis contained in ihe prospective financial
imtormation will e achigved.

Additional Information, In connectian withthe propased Business Combination, the
Company has filed with the SEC the Registration Statement on Form -4 contalning a
prefminary praspectus af BFOR and registering the shares of ServicaMax commen stock
to be offered to FROE sharehelders in connection with the Business Combination, and
after the registration statement is declared elfective, PFOR will mail a definitve proxy
slatemenlprespeeis relaling te the proposed Business Combinalion Lo its
sharehaiders. This presentatian dees nol conlain 21 the infarmation that should be
considerad concerning the praposed Business Combinalion and i nolintandsd 10 100m
the basis of any invesiment decision in respect o the Business Combination. PFORS
sharehoiders and other interasted persons are advised ta read the preliminary prosy
statement/prospecius and the amendments thereto and 1he deinitive proxy
statement,'prespecius, when available, and all other documents filed or furnished in
eorngction with the prapesed Business Combinatian, a5 these matarials will confain
impartant information about Serviceiarx, PFDR and ihe Business Combination. When
awdilable, ihe dedinitive praxy statement fprospectus and oiber refevand materials far the
proposed Business Combinalion will be mailed Lo shareholders of PFDR a2 of & recerd
date Lo be esiabeshed for voling an the proposed Business Combinalion. Sharehoiders
are alsa able 1o abtain copies of the preliminary proxy statementfprospectus and will be
abie bo chitain copies of, the definitive proxy statement/prospectus and ofher doluments
tiled with the SET, withaut charge. at the SEC's website www,sec.gov.

Farticipants in the Salicitation. PFO&E and s directors and exacutive pificers may be
eqemed participants in the seiicitation of proxies from PFOR's sharehelders with respect
to the propased Business Combination. & list of the names of thase directars and
executive officers and a description of their inberests in PFOR and the proposed Busmess
Combinatian is cantained in the prowy statement/prospecius relaling te the Business
Combination

The Compariy ard ils direciors and execulive officers may ke be deemed Lo be
participants in the sokicitalion of proxies [rom the sharenolders of PFDR in confeclion
with the propesed Business Comibination, A list of the names of such directors and
exacutive olficers and infarmation ragarding their inenests in the propased Business
Combinatian Ik cantaingd In the prowy statemsnt/prospecius relating o the Business
Comhination

Use af Trademarks and Qther Intellectual Properiy. &l registered or unregistered
service marks, trademarnis and irsde names referred bo in this presentation are the
property of their fespe:tive awners, and Lhe use Renein doeas not @aply an afliliatian with,
o errdarsenment by, 1 orners O these Sarvice marks, Irademarks and U ade names,
Third-parky loges included herein may represent past custamers. present custamers ar
may D2 provided simply 107 llustrative plnpases only, Ioiusion of sugh loges does nat
recessarily imply alfiliaban with ar endorsement by such Frms or businesses, There s no
guarantes that aither FFDR or the Company will work, o continge ba work, with any of
the Firms or Businesses whase 0G0 are Includgd herein in tha futurs,
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ServiceMax Overview

SERVICEMAX




ServiceMax, a SaaS leader in Field Service Management, enables the servicing
and availability of complex equipment across mission-critical industries

Every second, a work order is processed
using ServiceMax

SERVICEMAX 8




Key Highlights

Field Service Management (“FSM') software is a large,
underserved market with secular growth tailwinds

ServiceMax is a longstanding ‘best of breed” player in the
FSM market

Pure Enterprise SaaS model with attractive unit
economics

Growth acceleration story driven by secular tailwinds,
macro recovery, internal improvements, and new
strategic partnership

World class management team with strong sponsorship

SERVICEMAX
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¢ 598+ TAM with vended spend growth of 10-15% creating tailwind

Increasing strategic importance of field service operations drives greater urgency of
adeption of increasingly sophisticated solutions

Mission-critical system of record for assets with value spanning IT-OT and CRM-ERF, serving
=350 customers in key asset-intensive vertical markets

Recognized as a market leader by |DC, Gartner, Frost & Sullivan and athers

Recurring revenue business model with 118% net dollar retentiont?
Sticky, high gross retention and LTV / CAC of ~&.5x@
High and increasing subscription gross margins

As a standalone company outside of GE since Feb, 2019, new management led

by Neil Barua has set up the business far success

Refreshed Salesforce partnership and investment announced in Feb. 2020

Asset3a0 product launch in Nov. 2020 in order to drive incremental growth acceleration

< Experienced management team with strang, blue-chip backgrounds

Supported by experienced, committed investors In Silver Lake, Pathfinder (HGGC and
Industry Ventures), and Salesforce Ventures

ross Retentio SEM Expenses.

s




FSM Automates Workflow of Service Technicians

1 Technician orders any parts
Call center receives request % that are out of stock
and schedules / contacts i
technician for dispatch
1_-'-1
J
\ 5
2 . 5l
Technician reviews from L
maobile device and 6
examines inventor s % g
. " Finishes jab, on time
-,

SERVICEMAX

Once in the field,
technician
accesses remate
assistance to
complete the job

T B

Inputs work order
debrief on mobile
device and
includes customer
signature

10
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ServiceMax's Proven Track-Record
of Driving Value for Customers

13%

decrease
in repair time

Average
Results from
our Customers

20%

increase in
Net Promoter
Score

24%

decrease in
compliance
incidents

increase in
technician

productivity 21%

increase in service
contract revenue
renewals growth

"
e of 120 customers' resulfs
angaging ServiceMax. Results are
p with Wakelield Rescarch,

SERVICEMAX Srorcer SorviceMax 2009 impact Repart. Medvics cited reflect an @

experienced with Servical o
Baspd on a ServiceMar-cammissioned survey conauched in parfng




ServiceMax is
the System of
Record & Action
for Service
Organizations

SERVICEMAX

4

servicenow

0
5
n
m

(®1aspentech

%
H..@pfc | :
N L I

ServiceMax, the System of Record for field service, enables
enterprises to unlock value by providing operational insights
and tools that grow profit pools




Company Highlights

RECOGNIZED BLUE CHIP KEY
MARKET LEADERSHIP CUSTOMERS METRICS™
Medical Devices & High-Tech
ﬁx Leader ¢ H::allhii::s Man:fu::rinq 5130M+ zwo
Gartner Magic Quadrant Revenue Subscription Revenue
Field Service Management £ ccrieccon PHILIPS Smiths dormaokobars Growth
Heakhowre
i Lteader Industrial Construction & 113% ~750/°
& [DC Marketscape Manufacturing Building Maintenance Dollar Adjusted Subscription
Field Service Management Net Retention'® Gross Margin

LNy Dowes |L'3 mt > @ I HYSTER-YALE

IN A LARGE, EXPANDING $236M 300K+
ADDRESSABLE MARKET Power & Utilities Oil & Gas Total RPO Users

$9+ hillion Sehpeider @veoua kg SN

Total Addressable Market

~350 120M+

for ServiceMax Customers Wark Orders Since
Inception
sERVIcEMAX i ¢ 2 2002 ercepd fov Doilar M) Ralantian, winok rellects LTM 02 FRE Jan '224, Malrics shewn a0e nal ora forma for e 13

h customers.




ServiceMax History

& LiquidFramewarks

T

Merger with

Raised S80M
Led oy

Salesforg
vent
Enha Leader far PATHE INDER

the 5a orce &th

Magic

Quadrant

L ]

Acquisition

.'|'-
@zinc

Raised 5205M of Venture Funding

e FYELEINER o
eRuLELIME |=| Lo FERKINS "
CaRiTAL

our d MERITECH WM @ ptc Companies
. o USA T
i i [ |

2007 2009 201 2013 2015 2017 20192 2020 2021




Market Overview

SERVICEMAX




Summary

= Field Service Management software
is a large, underserved market with $9B+ TAM

= Long-term secular tailwinds drive a sustained and
increasing demand for cloud-based digital solutions such
as ServiceMax

= ServiceMax is consistently recognized
as a market leader in FSM by IDC, Gartner, Frost & Sullivan,
and others

= ServiceMax is uniquely positioned to benefit from the Field
Service Management growth opportunity

SERVICEMAX s




Field Service Management is Now a Distinct Software Category...

Key Features of FSM Software

Work order management
A Sc ling and dispatch
Foundation Jdobile communication
Basic reporting and analytics

Installed base management
Parts management

Extended Contract and warranty manageme"
Asset management |

Emerging

SERVICEMAX




...with a Large & Underpenetrated Total Addressable Market

oy
~=. ~BM Technicians ¢ Capture whitespace via
=R} I digital transformation from
| | | paper-hased solutions
ﬂm AEE Rl W Disruption of incumbents
D r&&_ﬁ}i - through shift from on-
! B premises to cloud
Jrd Party o
Operators QEMs Carftractors Distibitors: | | s iidesisaes oa

X

Average Selling Price,
with Upsell / Cross-Sell Potential

sg B+ Total Addressahle Market

Vended Global FSM
Market

10-15% CAGR
ngr "‘?,"t, 5 lYears

18

Saurce: Company anaysz.
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Key Trends Driving Increasing FSM Adoption

Increased Shift towards Shift towards
digitization monetizing outcome-

Aging field
service

of asset- service as a based workforce

intensive revenue servicing
operations stream

SERVICEMAX




Kl Increased Asset Digitization

Creates a Valuable “"Data Flywheel”

= Install 1oT enabled equipment or retrofit equipment with loT

Shift Toward Modern,
Outsourced Solutions
Legacy solutions lack mobility and
functionality

Cloud / Mobile

Transformation
Cloud and mebile technology has
improved service speed and quality

Growing loT & Preventative
Maintenance Ecosystem
Proactively monitoring equipment
with loT reduces downtime & costs

SERVICEMAX

= Add nor-eguipment data collection

Install Equipment | |

= Operationalize data by
recommending
additional products and
services

= Develop new products
based on these insights

£l
£l

Collect Data

Analyze Data

Service on Data

= Create connection between data platform
and F5M

= Allow work orders to be automatically
generated for predictive maintenance

Stream data from:

Equipment
Operator sources

External sources into
data warehouse

Clean and
analyze data

Identify trends on
usage and best
practices

Build algorithms
far service
operations

20




& Service is Becoming a Revenue Center,

Rather Than a Cost Center

Field service was
seen as a cost center ...

f  Product-focused sales, with service
= revenue low priority

& o Warranty contracts offering
=% low value

Reactive service triggered
——  upon request

£ Back-office characterization not seen
47sh  as focus area

Td  Service likely outsourced, CX
= post-delivery deprioritized

SERVICEMAX

... but is increasingly being
transformed into a revenue stream

Value-arientated sales, with more revenue
from service

Complete service packages as key
differentiator

Proactive service, resolving issues before they
happen

Front-office for field service orgs, face of
company

Increased in-house service, CX post-delivery
high priority

21




El Outcome-Based Contracts

Are Preferred New Business Model

Traditional contracts price service
as discrete units...

" Product sold as discrete unit, operator assumes
% responsibility for outcomes

Service contracts standalone, operator selects
desired level of needs; OEM fulfills minimum level
of service

Risk is assumed by operator;
OEM investment limited due to lack of financial incentives

SERVICEMAX

«~.outcomes-based contracts are an evolution

Consumption, OEM only paid for usage and
assumes responsibility for outcomes post-delivery

Guaranteed uptime and service SLAs, OEM incurs
penalty when targets not met

Inclusive service contracts, OEM services at levels
necessary to hit own financial goals

Risk is assumed by OEM; OEM investment high as financial

performance tied to outcome guarantees

22




£ Demographic Shifts Are

Accelerating Need for Software Solutions

22% of Field Technicians are now aged 55+...

% of US Technicians in Field Servicing Roles by Age Range

—

___a5pts—
e 22%
20%
3%
Age 65+
Age
55-64
201 2015 2020
SERVICEMAX

... 50 field service organizations are
shifting towards software solutions

As the older field service workforce begins to
age out, tribal knowledge and skills must be passed

down using enterprise systems

Mobile communications platforms in the
near-term and AR / VR software in the medium-term
can unlock value

Mobile first and app-based software enables
standardization of processes and minimizes
productivity losses while shifting towards younger,
less-experienced workforces

Younger technician warkforce expects modern
solutions te empower workflow processes and
software can attract this new talent

23
Source; Bureau of Labor Statishics,




Recognized Market Leadership

Saas Platform For Asset-centric Field Service

2021 Magic | Highest Ranked

Quadrant Leader | Product / Service
far the 6th consecutive publication of or Equipment-Centric: Complex Service
the Magic Quadrant far FSM and Support Use Cases, 2020

Market
Leader in Globe Gartner_ Leadership Award

far Mabile Field Service Management
for Team Collaboration,

2020 r[;'lj

s Aragon

~ Resaarch F R"\.: 5T
4 SULLIVAN
ibC IDC
MarketScape MarketScape Leader
Leader among Manufacturing Service

amanyg Field Service Parts Management Applications

Management Applications

SERVICEMAX ¢




Strengthening of Market Leadership Through Partnering

FIELD SERVICE MANAGEMENT 2020 STRATEGIC PARTNERSHIP WITH SALESFORCE

Magic GQuadrant for Field Service Management

Why We Partner
nm m = Increased reach and exposure to new accounts and industries
= Reduced sales cycle
= Leverage Salesforce’s global infrastructure, reliability, and scalability
= Trusted security and compliance features native to Force.com
@ orxle = Reduces technology burden, shifting focus to product development

= Drives better customer outcomes and increases custemer adoption, retention, and
expansion opportunities

o sakstorce
@ Microsalt 14

[ F
@ servistion R Recent Developments
o ol 580M investment round co-led by Salesforce in Feb. 2020
Pravedn @ Continued innovation with launch of SarviceMax Asset350 in Nov, 2020

= Built natively an Force.com

E W GME Deyeoprmint ; d i . .

e @ GEOCONCERT Group = Combined with Customer 360 platform and Salesforce Field Service

E W accruont = Asset3ds0 and 5FS licenses sold together

g * ServiceMax developing asset-centric capabilities for Asset360
Coenpetaniss of vigion 5 o1 Augast 20211 Py r— Jaint gorto-market motion with Salesforce

Qur purpose-built FSM solutions are differentiated and uniquely positioned to deliver value vs.
extensions of generalist ERP and CRM software solutions

SERVICEMAX Sowrcer Company materials, I0C, Garlner, =

N Magic Quadrant for Field Sanice Managemend, August 2021 This graphic was published by Gartnes, Ic. As par! of  Iarger reseanch documan! and
bl upan request fram Servicodax.




The ServiceMax

Platform

SERVICEMAX




Summary

SERVICEMAX

The ServiceMax platform is uniquely positioned to deliver on
digitization of field service operations and enables service-
first business models

Proven track-record of delivering new product innovation

Capabilities can be bundled through tailored product
offerings and as vertical-specific packages

Asset 360 positions ServiceMax as the leading vendor of
asset-centric capabilities for Salesforce customers

System of record for the “as-maintained"” asset records
creates long-term moat and ongoing source of value

27




Track Record for Delivering Innovation

Innovation Drivers: Es"ab'_i"fi 5?'1'
arvice wi
= ServiceMax Community Segif:;ﬂ
H 3
= Strategic Customers Launched
. Asset 360
= Win / Loss Reports
= NPS Surveys I
Al-based Assisted Cost ta Serve
Scheduling on ‘ Analytics
Service Board
g " Integrated Zinc
ServiceMax Go chat and
single user communication
Work Order T field & experience for platform
Managemnent service  Launchesd i0S/ Andraid
specific low- field service e tablet and phone .
T cade i::::pp IPhone App Sfrv:{rg-mdaa Go
warkflaw: ased on ) Sarvice Flow or Windows
Service Flow Foree.com | "1?“"3 Condition- Automation for Surface
Installed Base Manager K:lsh% ed Base based technicians Product recall
Management anagement Maintenance and upgrade
Entitlemants management
ServiceMax Parts Invantory
founded I

SERVICEMAX 28




ServiceMax Addresses Evolving Customer Needs

Features
Addressing
Need

ServiceMax
Value
Drivers

Increased Digitization of
Asset-Intensive Operations

= Asset Visibility
*  Mobile wark execution
= laT for predictive maintenance

= Achieve compliance by scaling
standardized work execution

= Improve first time fix rate and
reduce mean-time-to-repair

with enhanced visibility into as-

maintained assets

SERVICEMAX

Shift towards Monetizing
Service as a Revenue Stream

*  Service contracts and
entitlements

= Seamless CRM Integration

* Remaote troubleshoating and
suppart for end customers

= |dentify upsell opportunities of
high-margin service contracts
that extend the life of the asset

= Increase loyalty from customers
operating equipment with a
differentiated customer
experience

‘iﬁf

L~

Shift Towards Qutcome-
Based Servicing

= Consumption-based service
contracts

= SLA management
= Cost to Serve Analytics

* Upsell service contracts with
flexible, tailored service terms

Identify which product lines are
ready for an cutcome-based
contract

72N
. ﬁ@-l

Aging Field Service
Workforce

= Mobile technician
communication

= Remote Assistance for
enhanced tech and custamer
support

= Al for scheduling

= Digital communication platform
enables new ways of transferring
knowledge

= Assisted scheduling both
automates assignment of basic
jobs and provides
recammendations for complex
waork

29




Critical Capabilities

,

Vv N

Optimization & Al
Minimize drive time,
improve service-levels,
decrease costs

SERVICEMAX

o

=

Service Flow
Configure once,
deploy anywhere

il

P T

Entitlements
Validates warranties,
contracts and preventative
maintenance

4

A
"\_JL___\

Mobile & Sync
Extended offline use

Communication
Reporting & metrics,
service audit trail,
time-series analysis

30




What Sets Us Apart

Born in
the Cloud

Attractive, Simple
Pricing Model

Ease of Use & Fast
Implementation

SERVICEMAX

Enabling Digital Transformation with
Comprehensive, Asset=Centric Field
Service Management

= T,
izl

Comprehensive
Mobile Suite

Asset-Centric
Product Modules

Pure-Play FSM with
CRM & ERP
Integration

E1l




Competitive Advantages vs. Alternative Solutions

SERVICEMAX Other FSM Software Paper-Based Process
Cloud Mative

Low-cade Workflow
Mobile Platform

Persona-based Apps
Asset Lifecycle Management

Service Contract Mgmt.

llllff-

Parts Management

SERVICEMAX @ ocnotes compiete solution

Jource: Company analrsis




Product Footprint

Built on the Salesforce Platform & available to customers in two offerings

SERVICEMAX

CORE SPECIFIC ADD ONS

UMIVERSAL ADD ONS

SELECT STRATEGIC INDEPENDEMT SOFTWARE VENDORS
@umno PRONTOFSZRMS HLAXMEE 3¢ nintex il SCOPE S POFE And Many Others

. ServiceMax Core and Asset 360 are two solutions with a common architecture offering customers
; flexibility through a platform of solutions :

33




Product Architecture

INDUSTRIES

Medical Devices & Industrial High-Tech 7 Construction & e
Healthcare Manufacturing Manufacturing 0il & Gas Building Maintenance Power & Utilities

PRODUCT MODULES

Installations Warranty Management Service Centracts Service Quating
& Pricing
Asset Visualization m Crew Management Work Order Management
Forms and Inspections Parts Management Depot Repair Preventive Maintenance

PLATFORM ENAELERS

Service Flow Entitlerment Maoblle & Sync Automation Collaboration Document
Manager Engine Engine & Optimization & Chathot Generation

INFRASTRUCTURE

Salesforce AWS Security

: Modular product architecture facilitates expansion of critical capabilities
SERVICEMAX ' . "7 R




Asset 360

Bringing Together the
Best of ServiceMax & Salesforce

Optimization
& Scheduling

Contracts
& Entitlernents .

Warranty &
Product Recall .

SERV

Asset ASSET

visualization @

360

SERVICEMAX

Resaurce Contractor
Management Management

Service Process Manager ] Process Templates |

Integration

Shift
Management

Work Order
. Management

RMA & Depat
Repair

salesforce

Caost-to-Serve
Analytics

‘ Customer 360

35




Examples of ServiceMax’'s Continued Product Innovation

Asset Visibility
is the Foundation

= Visualize the asset details, history, and
planned activities

Timeling

= Access as-maintained bill of materials
with integrated telemetry from
connected assets

= Purpose-built user experience to ease
data capture for personas near the assets

SERVICEMAX e —.




Examples of ServiceMax’'s Continued Product Innovation

Service Flow is Built
for Ever-Changing Field
Service Processes

= Streamline global processes in a low-code
environment

= Configure once, deploy everywhere with
consistent user experience across mobile
platforms and devices

* Enforce compliance with automation
contextual of asset, technician and
location

SERVICEMAX " | E




Examples of ServiceMax’'s Continued Product Innovation

Contracts & Entitlements
Enable Customers to Service Repair Profitability

ok Fevariss Tok Comi FroliLons

Increase Profitability

*  Reduce service revenue leakage with
visibility into Entitlement at an asset and et I

location level I i

:_ Fagim Mg JUR. — I ] I
4 ]
= Track service cost breakdown across i;gall EI Hlii'i’lﬂ

assets and at the component level

o o

= Allow service leaders to analyze service
operations and take corrective actions
on aging product lines

SERVICEMAX 3




Examples of ServiceMax’'s Continued Product Innovation

Service Board Makes
Planners More Confident

= Visibility into assets during time of
scheduling

1§

=  Optimize resources hased on asset
availability

et

A, men
L ' " u u I w

= Al-based assisted scheduling for
complex jobs such as installations

L TIETTT T

39
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Examples of ServiceMax’'s Continued Product Innovation

Zinc Assists
Technicians in Real Time

= Hotline support to connect to subject matter
experts via conversational Ul

* Targeted broadcast notifications and videos
for safety bulletins

= Visual assistance via video calls
with annotations

=  Seamless integration across the ServiceMax
mobile suite

SERVICEMAX

A0




Examples of ServiceMax's Continued Product Innovation

ServiceMax Engage
Brings Asset Data to Customers

View and update equipment information
with ServiceMax Engage

Access remote troubleshooting
View and book appointments
Manufacturer branded user experience

Minimal deployment and IT overhead

SERVICEMAX

Upcoming Appointments
18 irspection
Laacurd Logia 508 MO

Irepection
Wrancund Logia 532 MO

Iregpction

R dundl L 508 MO

View Al Appointments:

CQuick Links
| a

Find an Asset

Asset Spotiight

Work Type by &

=




Executing a

Growth Strategy

SERVICEMAX




Summary

SERVICEMAX

World-class go-to-market leadership installed over
the past 2.5 years

New logo growth through strategic partnership
with Salesforce and collaborative launch of Asset
360

Blue-chip customer list with proven land & expand
selling motion

Growing ecosystem of partners enables
ServiceMax to be positioned as key enabler of
digital transformation

Customer examples that highlight key wins and
the value of ServiceMax

43




World Class-Go-to-Market Leadership

Mike Jerich
Chief Revenue Officer

() FINANCIALFORCE e
Pintelercer  Level(3)

Nicholas Butry
VP, Global Sales
servicencw  (8Tmn pellevc  SEED

Jim Roherts
VYF, Inside Sales

Michael Giese
WP, Sales Operations

° D insler £8 ersarylins

Priscila Garcia-Perez
WP, Customer Success

£5 Corvrylink  HTolwares LS @t

Dave Kahley
SVP, Customer Solutions

A Glozal Crossing @

Stephen Edwards
VP, Solution Engineering

Jule Zacher
VF, Frofessional Services

5 umanars @ Dot

Toby Donald
VP, Professional Services

wastbrook  Cantrica

Shawn LaRocco
VR, Customer Transformation

Alcon @ . : ln?;m '.‘.m:l

relol

Liz Carter
SVP, Marketing

& SAP BuccessFactors

Mohan Rajagopalan
VP Product Marketing

winduy  fumaplan  CMTED acoenture

Ally Zwahlen
VF, Corporate Marketing
Greerify  GEAVG TSy DHcAfee

Pat Oldenburg
WP, Demand Marketing &
Operations

Fiveld) Crichfes DELLEL

A4




Routes to Penetrating the Market
(] B 3

New Logo Acquisition Up-Sell & Cross-Sell Partner Ecosystem

= Leverages Salesforce = Up-sell existing customers = Global System Integrators
partnership to sell through user count growth, :
“best-in-class” Field Service expanding to new business * Regional System Integrators
Solution using expertise of units and geographies
ServiceMax with the scale
of Salesforce = (Cross-sell more add-ons and

ISV products

SERVICEMAX 45




- -
n Dfl"lng Repeatable = Qutbound marketing target accounts
- - = Enablement across ServiceMax & Salesforce GTM
New Logo Wins with o )
= Growth and enablement of ServiceMax partner
New Salesforce
-
Partnership

Awareness

ecosystem

Lead
Generation

&

Transaction
Win

Il _.-‘".“szmrlr.:s

onship-building through Sals
em

Lead
‘Qualification

©

SAleSHacy and Suruelias Opporimibies * Marketing scoring intent, budget and timing
£ R Res rElr e sRA ST RISEN @ = Validating functional and technical fit

46
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£l Deep Vein of Up-Sell / Cross=Sell Opportunities

Support, Sandbox, Shield

Recurring
High

MHI‘QII‘I Zinc, Advanced Scheduling, Engage
Add-Ons

Licenses Users, Geographies, Business Units

Professional Services Implementation, Configuration, Expert Services

SERVICEMAX a1




&1 Proven ‘Land & Expand’ Model

EXAMPLE 1: LEADING MEDICAL
DEVICE MANUFACTURER

SMM Adjusted Subscr

o e
QFG__..-""
$3.6
0.
Year 1 Year 2 Year 3 Year 4 Year s Year &

EXAMPLE 2: LEADING BUILDING
TECHNOLOGY MANUFACTURER

$0.5 $0.6 50.5

- : : ;
57 SMM Adjusted Subscription Revenue
$5.E
CAGR: 1%
$0.5

Mission-critical enterprise solution, together with strong upsell motion, drives leading net retention rates
and expands customer spend over time

Year ¥ Year 8 Year 1 Year 2 Year3 Year 4

A
i 832
¥
o
&
i sz
50.5
Year 5 Year & Year7

Moter Adiusted fa exciude impact of purchase aocounting




El Building an Ecosystem Via Partner Xcellence Program

Partner

Xcellence
Program

Training Curriculum Fartner Community Certification Program Ongoing Services

[ L ELTLT E

Services Sarvicalax Aavet 360 f2r Salautorce Sefing Cursrtisn Release Training

Webinar Series
Alliance Office Hours

T e
Emure gLl

ke Rt ) dor bt Bresatt Copabiits

Certified implementation Speciais

r— wltRegio eMER

:. S, - -
50+ Partners & Capgemini BOLT ~  [Diabioi ; o oo
~300 ;s:sf::gﬁo Sectitwe . }PolSource DATA e Fluide ¢ soringFive 1SiD
Certified
t:: sr:acu::::tie'; AL S sialo @1"_‘_9_2_9_?_5:-3 Ttechegge  Westbrook Tena@
. v uptima »
pwe TATA P NeuraFladh

We launched the Partner Xcellence Program to grow a community of highly competent implementation
partners to complement the existing SFOC ecosystem and satisfy the growing needs of our customers




Serving Blue=Chip Customers Across Multiple Verticals

Asset-centric capabilities are relevant across a range of industries with mission=critical functions

Industrial

Medical Devices & Healthcare Manufacturing

-:D Bayer {‘:; BD 43 DOMIND

- —_ ¢) cytiva € winfisk

%‘. GE Healtheare @ pitney bowes r@

illumina I> suez

PerkinEimer

PIILIPS Valmet 3

High=-Tech
Manufacturing

dormakabarz
Kodak alaris
SCREEN

SONY

smiths

~350 Customers

Construction &
Building
Maintenance

farrie

Poamxin
B/ HYSTER-YALE

Joh )
e )

Power & Utilities

eénergir
FieldC:re

Schneider

@ veoua

Qil & Gas

,%ﬁll ARIS




HOLOGIC

[
—

Wedical Device
Diagnostics

expects Millions in Savings

CUSTOMER CHALLENGES

= Looking to improve leverage by =
reducing leakage across warranty,
contracts, spare pa rts, T&Mm .
= Growing organically and by acquisition,
and shifting to sales reps selling service e
contracts - all of which required new
visibility into their installed base

= Needed the right data at their fingertips "
to make smart, timely decisions

= Knew there was additional ROl they
could capture with deeper, asset-centric
features

SERVICEMAX

Leading innovator in women's health; diagnostics, surgery & imaging

HOLOGIC SOLUTION

ServiceMax Asset 360 for global techs
and sales reps

Complemented the investment they
had already made in Salesforce

Able to reflect their detailed parent/child
asset and entitlement hierarchies
without the need for custom code

Automated Returns will enable fewer
scrapped assets and parts, and lower
costs

Future plans include leveraging Al to
better understand cost-to-serve, make
better decisions, and new offerings such
as remate monitoring

Node: The impacis and ather figures presented in this
cake study are based on salf-reported results fram the
appicable custamer at the request of ServiceMaz




pitney bowes Reduced inventory by $4.7M and freight expenditure by S250K in 2 years

7IT  industrial Manufacturing . s _= -
=55 Printing Equiprient Increased contract revenue, service efficiency, and productivity
CUSTOMER CHALLENGES PITNEY BOWES SOLUTION
=  About Pitney Bowes = ServiceMax iPhone and iPad apps to manage
Clients around the world, including 90 workloads, time taken, parts management
percent of the Fortune 500, rely on the = Complete access to crucial KPls in a complex
accuracy and precision delivered by international service environment

Pitney Bowes solutions, analytics, and
APIs in the areas of ecommerce
fulfillment, shipping and returns, and
financing.

= |ncreased visibility via advanced reporting and
improved processes in RMA and Parts
Management

* Reduced inventory by $4.7M and freight

= |ncrease service revenue via upsell ) 4
expenditure by $250K in 2 years

oppartunities

= Lack of visibility into service delivery * Reduced annual revenue leakage by 800k

due to siloed systems = 10% increase in contract renewal rate
= Eliminate high service costs & delays = 10% decrease in average time
to repair

= 10% increase in technician productivity

52
SERVICEMAX ' W MNode: The impacts and ather figures greseated in this

case study are Dased on seif-reporiad results fram the
appicabie custamer at the request of ServiceMax




Financial Overview

SERVICEMAX




Summary

SERVICEMAX

Poised for multi-year revenue growth acceleration

Significant operational improvements post-GE, including new
people, processes, and systems

Industry-leading net retention numbers reflect strong
progress of customer success team

Refreshed new logo acquisition engine bolstered by Asset 360
product and Salesforce partnership

Increasingly attractive margin profiles driven by accelerating
subscription revenue growth, expanding gross margins, and
efficiencies in operating expenses

Near-term focus on growing market share and accelerating
topline. Attractive margin and cash flow profile longer-term

54




Key Growth Drivers

%

Large, Growing &
Underpenetrated TAM

Accelerating growth
underpinned by
strong secular tailwinds

SERVICEMAX

o

Proven & Sustainable
Land & Expand Model

Steady expansion in
net retention rates
post-COVID

CF

Operating Leverage
Creating Profitability
Optionality

Expanding gross margins
& disciplined capital
allocation

Y,

&y

Tangible Levers to
Accelerate Growth

Proven track record
of efficiently investing
in growth

g

Disciplined Approach
to Pursuing M&A

Target complementary
technology &
Industry domain

an
an




Accelerating Revenue Growth ...

Key Factors
Annual ﬂdj. Revenue Quarterlv Adj' Revenue Sulls_:ripilnln: renewed focus on cust.orner SUCCEsS,
P grs combined with post-COVID recovery in end-markets,
i (Smm

driving acceleration in subscription revenue growth;

- 1504 Greater Asset 360 contribution expected aver time
ription ReY yoy: 5%

Subst F'S r-.n. J=...'. |'.|'.-.'-.'. . : d -'|mfuf 1-' a
$110.7 percentage of tota ware implementations
performed by partner
5102.5 5
. 1A% 22%
gubscription ReV YoX: 1T 2
5322

$28.0 5288 5300

Q2 ryz1 a3 Fy21 Q4 Fy21 QalFyzz 02 Fy22

| |
| % Yo¥ Subscription 15% 14% 14% 17% 17%

————

St

15 % of Total

Subscription Revenug - Professional Services Revenue Yay
SERVICEMAYX W o

g, See appendls for GAAF 1o non-GAAR reconciialions,
N




... Underpinned by Long-Term Secular Tailwinds

Significant Vended Spend Available for Capture

5-Year CAGR Estimates

16.59%

14.5%

4 14.5%

1.7%
10.4%,

Gartner Grandview Allied Market Expert
Research Consensus’
$2.5-3.0B

Third party estimates for FSM market revenue in 2020

SERVICEMAX

Market Growth Drivers

¥ Transition from on-prem lou
Technology ransition from on-prem to cloud

Drivers v Advanced features & functionality

v" OEM monetization of service

Volume ¥ Higher asset complexity

o
B . Post-COVID acceleration of digitization

¥ Increased adoption from mid-market

v" Annual price increase

Drivers /' GDP growth

(7} Market inferviews; Servicedax analysls; Gartner; Grandwiens Allied Market Research,




Proven Land & Expand Model ...

Annualized Dollar-Based Net Retention

on Yo¥: +9 Pt
=ar a['.S'-Un Ya
EXp 118%

111%

Q2 FY21 Q3 FY21 Q4 FY21 Q1 Fy22 Q2 FY22

SERVICEMAX

Typical Expansion Drivers

v Cross-sell of additional capabilities

v Upsell new divisions/geographies

v" Organic growth in technicians/users

v Acceleration of contracted license
activation schedule

v Pricing increases

58




... With Sustained Growth Potential

Revenue Model

Support, Sandbox,
Shield

Zinc, Advanced

Add-Ons Scheduling, Engage

Licenses Core [ Asset 360

Estimated Upsell / Cross=Sell Opportunity within
Current Customer Base

5 $100-130M
| —

++

il

o 9 '9 Teday's Opportunity

Ability to more than double revenue through
existing customers

SERVICEMAX




Expanding Overall and Subscription Gross Margins ...

Key Factors

Scale: achieve economies of scale as revenue base grows, including
structural leverage as well as improved 3rd-party wendors terms
Mix; f i s wel l i

t mix, as well as subscription revenue

Overall Adj. Gross Profit and Margin

(Smm)

367

FY20 FY21 Q2FryY2l Q3Fvi Q4 Fy2i ai1Fy22 Q2 FY22

Subscription Adj. Gross Profit and Margin
{Smm) 569

556

FY20 FY21 Q2 FY21 Q3Fv21 04 Fy2l 01 Fy22 Q2 FYz2

SERVICEMAX o

Ao, See appendly for GAAF 1o non-GAAR reconciialions
5




... Creating Capacity to Invest For Growth

Key Factors

SEM: scale quota-bearing capacity, expand internationally, invast in

Ad]. Operatlng EX].I'EI'IS'ES as % of ﬂﬂ]. Revenue strategic partnerships, world-class customer success function
RE&D: investments on SFDC platform to continue to bring

Adax products to market

y-ready infrastructure

104%

a5 Ba% B4

FY20 FY2l Q2 FY21 Q3 FY2l Q4 FY21 Q1 FyY22 Q2 FY2z

- Sales & Marketing - Research & Development - General & Admin

SERVICEMAX . %

Note: Jan rend. See appendly far GAAP [o non-GAAF reconcilialions.
Excludes Framewarks,




Improving Operating Leverage and Cash Flow

Adj. Operating Loss and Margin
(Smmi

FY20 FYzl

(48%)

($49)
Operating Cash Flow and Margin
{Smim)

F¥20 F¥Y2l

[15%)

[543

)
SERVICEMAX

azFy21

Qz Fr21

a3 Fral

156)

Key Factors

Operating margin: achieving operating leverage thraugh efficiencies in
expenses {variable, operating) and accelerating subscription revenue
Operating cash: customer hilling cadence drives cash flow seasonality

04 FY2l Q1 FyY22 QzFy22

58] (58]

Q4 FyYzl 0z FY22

(55}

rend, See appandly far GAAP [e non-GAAR Feconciiations.
Irks,

&2




Levers for Continued Organic Growth...

~ 17| Deliver on New Logo Growth Adjusted Subscription Revenue Projections
# Execute Asset 360 partnership and grow (S
“rrrr sales footprint in Europe and APAC

v ~509% revenues generated in non-US markets

) Expand with Existing Customers
4 Execute on identified upsell / cross-sell
opportunity within installed base

¥ +9pts increase in net retention rates post-COVID

Evaluate Strategic Partnerships
Continue expanding partner netwark
(e.q., Salesforce, GSls, RSIs)

FY¥ 204 F¥r21A FY22E FY23E FY24E

v »50 partners signed up to Partner Xcellence Program Growth

155 20% 225 24%

SERVICEMAX &3

Nore: danuary fizcal pear end. See appendly far GAAF [0 non-GAAF reconcilialions.
Excluges LigwdFramewarks,




...Creating Profitability Optionality

Adjusted Revenue Adjusted Gross Profit Free Cash Flow

(Smm) (Smm) (5mm)

d,d_{' R S ETY 522
52
(520) (520)
(550)
FY208  FY21lA FY22E FY23E  FYZ24E FY20A  FY21A  FY22E FY23E FY24E FY20A  FY21A  FYZZE FY23E FY24E
Growth Margin IMargin
8% 17% 20% 21% 56% &0% 67% 59% 1% (49%) [18%) [16%) 1% 12%
Memo: Subseription hMergin
FO% Fa% FIH ToR 50%
Laong Term Tar-qe.t:;fs%* . ; Long Term T-argét.'zs%!-

SERVICEMAX

Nore: danuary fizcal pear end. See appendly far GAAF [0 non-GAAF reconciialions.
Excluges LigwdFramewarks,




LiquidFrameworks Acquisition: Strong Strategic Merits

Furthers depth
in oil & gas,
imdustrial and
commercial
sectors

SERVICEMAX

Bring critical
technologies
and expand
product
portfolio

Extend Go=to=
Market
capabilities and
channels

im=ie

Profit margin Similar growth Signed
accretive potential as Definitive
ServiceMax Agreement at
$145-147.5M

(~6.6% FYE Dec
'20A Revenue)

. d [
o chase of fransacfisn (purchase price of
21, Increasing up to 5147.5M If transachion

o ficking fee for

5 by SF0ED
21l




LiquidFrameworks Overview

Business Overview

LiguidFramewaorks provides an integrated Saas solution built on the Salesfarce Platfarm
that enables digital transformation across the entire field service managemant
functionality in ail field services and industrial services organizations

INVESTMENT HIGHLIGHTS

v

R

Mission Critical Software with Tangible ROL Saa5s solution is used by up to 75% of
an organization and generates significant ROI by addressing key customer pain
peints, including reducing revenue leakage, accelerating cash collection, and
standardizing business workflows across the entire enterprise

Verticalized Market Leader: Purpose-built software and a market leader in existing
markets

Large Greenfield Opportunity: $1B+ opportunity in existing verticals. 35% of

LiquidFrameworks customers were leveraging manual processes (paper tickets, Excel,

whiteboards) prior to adopting the product

Highly Sticky and Predictable: 110-115% net retention since 2018; average contract
length of 3% years with annual auto-renewal and upfront annual payment

Enterprise Customer Base: 50+ enterprise customers with $350K+ in ARPA with
significant expansion oppartunity

Compelling Financial Profile: 90% recurring revenue, 20% FYE Dec "18-"20 revenue
CAGR, positive cash flow

SERVICEMAX

Product Overview

Base % E-Ticketing {@ EAM
n. Customer +—h  Schedule
&5 cPq %) Self Service |2 & Dispatch
Add-Ons

ﬁf'fji Timecards @ Sandbox Invoicing

Customers By Sector®

End Market

.Dil & Gas/Energy

Bl industrial

. Enviranmental

Other

Seurce; ServiceMaz management, LiquiaFramewarks management,
) Reflacts FYE Dac 'Z204 figures,

=iz




Conclusion

Field Service Management (“FSM") software is a large,
underserved market with secular growth tailwinds

ServiceMax is a longstanding ‘best of breed” player in the

FSM market

Pure Enterprise SaaS model with attractive unit
economics

Growth acceleration story driven by secular tailwinds,
macro recovery, internal improvements, and new
strategic partnership

World class management team with strong sponsorship

SERVICEMAX

v 59B+ TAM with vended spend growth of 10-15% creating tailwind

«

Increasing strategic impertance of field service operations drives greater urgency of
adoption of increasingly sophisticated solutions

1

=350 customers in key asset-intensive vertical markets
~ Recognized as a market leader by IDC, Gartner, Frost & Sullivan and others

¥ Recurring revenue business model with 118% net dollar retentiont”
Sticky, high gross retention and LTV / CAC of ~5.5x%2)
High and increasing subscription gross margins

<,

“

<

* As a standalone company outside of GE since Feb. 2019, new management led

by Meil Barua has set up the business for success

Refreshed Salesforce partnership and investment anncunced in Feb. 2020

Asset3el product launch in Mov. 2020 in order to drive incremental growth acceleration

<,

4

%,

Experienced management team with strong, blue-chip backgrounds

Supparted by experienced, committed investors in Silver Lake, Pathfinder (HGGC and
Industry Venturas), and Salesforce Ventures

z,

Mission-critical system of record for assets with value spanning IT-OT and CRM-ERF, serving

ar
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Winning Partnership Among Leading Tech Investors

.-‘-'"I"
<1 ;
.

PATHFINDER

ACQUISITION CORP

H GGC 4 INDUSTRY VEMNTLRES

« Purpose-built partnership between HGGC
(leading middle-market private equity firm)
and Industry Ventures (leading multi-strateqy
venture capital platform)

= HGGC and Industry Ventures have deep
domain expertise and 20+ years of technology
investing experience including software/Saas

« Over 58 billion of cumulative committed
capital between the two firms

) SERVICEMAX €  SILVERLAKE

Leader in Field Service
Management Software

Additional Investors

SERVICEMAX

&

+ Global leader in technology investing

More than 583 billion in combined assets
under management and committed capital

Investar in ServiceMax since 2019

Plans to roll 100% into this transaction

Ta




lllustrative Sources & Uses and Transaction Structure

Transaction Summary

+  ServiceMax to combine with Pathfinder to become a public,
NASDAQ-listed Saas leader in mission-critical field service
management

- Reflects a pro forma ServiceMax enterprise value of
approx. 51.4 billion, or 2.2x FYE Jan '23 Adjusted Revenue

+  Expected gross proceeds of ~$335 million
- 5325 million Pathfinder cash in trust™
- =510 million Strategic investment
+  Cash proceeds from the transaction are expected to be used for:

- Acquiring LiguidFrameworks for $145-147.5 million'®!
(enterprise value)

- Pursuing additional organic and inorganic growth
opportunities

- Paying transaction fees and expenses and general
corporate purposes

«  Anticipated transaction close in the fourth quarter of CY2021

SERVICEMAX

120 o SA5K + SAGSR
r acquisiticn of Ligaol rames:

SPAC Cash in Trusti? 5325 Cash to Balance Sheet'® 5285

Sponsor Promote at Closel® 41 Sponsor Premate at Close® 4

Strateqic Investment 10 ServiceMax Equity Halder 1,425
. Raollover

ServiceMax Equity Holder 1425

Rollover Transaction Costs'* 50

Total Sources 51,801 Total Uses 51,80

Pro Forma Enterprise Value Pro Forma Ownership's

taticr of Acjusted Reve 2

Sh Qutstandi M= 1801 2
ares Qistanding (W) Pathfinder Shareholders
Share Price 510.00
Post-Money Equity Value 1,8
- Less: cashi® @) | o
h Strategic
t Post-Money Enterprise Value $1,431 Investors
: FYE Jan '23 Adj. Revenue'™ %155
1 EV / FYE Jan ‘23 Adj. Revenus™ 9.2x
F
[ Includes
b= f 2
Lig ServiceMax Shareholders
cioses o0 or a'ter |
T
Tuding unwesiod sponsor promcte, unvestod and unissued postolosmg equily incentive plan shares, and cut-of-the money warrants, assummg
fwfiict is shomn el e g o of S5 of cash earmarked far the acquisition af LipuidFramewerks posh-clasel,




GAAP to Non-GAAP Financial Reconciliations

Q1 FYzozz QzFra0zz Fr2020 Fr2021

{amm} a2 FY2021

EVENUE 5IvE

510%9.1

1B
$110.7

ue Adjustment to Acquired Une

Ad)|. Revenue 5276

7 iy 14, a0
ion Revenue 4231 5933 275 LG5 491.3
+ Fair Value ustment to Acquired Un Revenue 0.4 0.4 15.7 16
Ad|. Subscription Revenus 25 3.7 $27.5 SELE o8
5 13.9 13.6 7.2 22.1 - 15.0
g 51 ] 5165 L44.0
rred Revenue o [ [
5.2 ] 5.2 5.2 0
i 0.

+ Othar Non-Rec : Costs
Adj. Gross Profit 516.3

Gross

r.

s Profit

d Revenue

ent to Acquired Unea

i ariar ba fhe acquisitian by SLA-S4 Sifver

e FERenLe 1
nafe af fair value of acquired wnearned revenue

the difterence bebws
ition less revenue recagnized price ba the acquis

SERVICEMAX Lahe por

and dhe rece

s hilled priar fo the ac




GAAP to Non-GAAP Financial Reconciliations

[Smm) 02 FY2o21 Q3 Fyz2o21 ‘04 FY2021 Q1 FY2o22 Q2 Fyzo22
GAAP SEM Exper 515.3 5 518.2 517.3 516.0
to Acguired Deferred Commissions 0.z

(.3

ntangibles

tecurring Costs
Ad). S&M Expense

Ad). S&M as % of Adj. Revenue

GAAP GEA Expense
- Stock-Bas
Dthier Mo
Adj. GEA Expense

&4 08 % af

d Compens

GANP RED Exp

St Based

- Other Non-Recurring Costs
Adj. RED Expense $6.5 515

Adi. RED os % of Ad). Revenue 22.7% 23.4%

(5144} (5162 (513.9)

+ Falr Walu 0.4 =

- Fair Walu 0.3) 0.z

+ Amart 4 a4

+ Stock-Based Compensation D.4 o0s 0.3 0.5 1.2 LG

+ Other Non-Recurrnng Costs 0.5 0.1 i0.2} 0.2 1.6 b6 0.7
Adj. Operating Loss [35.6) [55.8) 55.7) [52.5) (548.8) (526.5)

{20.0 (47 65

(20.2%) {15.0%) |7.8%

% Operating Margin
Mode: danwary fiscal poar end,
0 Represents the adlustment fo 2cguired unearned revenue fair vatue relating to subscription services billed by SarviceMar prisr to the acqul
Lake Parlners, This stment represents the difference between the revenwe recogniaed based an management's estimale af fair value of sogu e rEvEnue 73

SER\'ICEMAX anil the receipts billed priar to the SCQUISIEIN J8SS revenue recognized prier 1o the acquisitian,
£2) Represents dhe adiushrend fo scg ¥ delerred commissians celaling fo sales commissians deferred by ServiceMar priar to the acguisition by SLP-SA Silver Lake
Erence Delween the defarned 52088 COMMSSIONE recognized bazed on managemant s estimate of raiue of deferred

Fartners. This agiustment réprasants tha ai
sales commissians and the sales com, s deferred grior (o bhe acquisifion less amorfizafion af deferred cammissions rec: i price ba (he acqui




