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A conversation with ServiceMax
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SERVICEMAX

-

Enterprise Times recently caught up with Nell Barua, CEQ of ServiceMax, about his
progress since our last conversation, ServiceMax |s a leader In providing customers
wiorldwide fleld service solutions, It Is the only pure-play Fleld Service Management
provider, and Its message Is that It helps Its customers keep the world running.

ServiceMax launched Asset360 In September 2020 In conjunction with Salesforce
releasing Salesforce Fleld Service, Since then, It has announced several new customers,
Including DEF Netwaork, Cared, Numed, and Medical Microlnstruments (MMI Spa), It also
released ServiceMax Engage, a new maoblle application that connects fleld service
companles with thelr customers, Barua has recently strengthened his leadership team
and announced a hew partner program,

On Salesforce

Enterprise Times asked Barua to glve an update on the Salesforce partnership?

*Excellent progress. We GA'd the product on time in November and launched it. Go to
market motions have been underway since November, We did another spring release.

"We have got a summer refease coming up in conjunction with thelr readmap,
continuing to solldify and accelerate some of the Asset360 functionallty. On the product




side, it's going well in conjunction with their product team and R&D team, which is great
news for the partnership,

“We had really good acceleration right out of the gates in November, particularly in
December and January on the go-to-market side, January is quite a month in the
Salestorce world, We were able to secure some very meaningiul new logos jointly with
the Asset360 product,

“One of the world's largest medical device companies focused on women's health with
5,000 plus users and a Salesforce customer for a while now, They chose Asset360 to
ensure that their service revenue, profitability, cost efficlencies, and customer
satisfaction were top of the top. We're now in the deployment of that solution. The
alignment with the sales tearm on sales on the Salesforce side has also been very good.
So we're off to the races.”

On product

What is in the summer release?

“We continue down the path of preventive maintenance, instal base management and
analytics using Tableau that we're spending material time on, We have got to make sure
our customers take advantage of the Tableau analytics element of what Salesforce
partnership alfows us to do on Asset360."

When we last spoke in terms of integration strategy, you had a deep integration with
S/4HANA. Where are you taking that now?

“The same as before, we continue to see SAP ERP, Oracle ERP as key ERP systems that
we are strongly integrating to in many different situations and environments. Those
continue to be the thrust of the business but nothing materially different than last time
other than the utilisation of MuleSoft to continue to augrnent the closeness of
integration to those platforms.”

On achievements

What else has ServiceMax achieved? Barua said that ServiceMax is working closely with
Salesforce Account Executives in key industry sectors medical devices, Life Sciences,
then industrial manufacturing, high tech manufacturing and Energy.

ServiceMax is building expertise into Asset360, which is delivering better value to
customers. It sees interest not just for Asset 360 but also its core platform. Barua noted:




“A lot of our existing customers are confinuing to accelerate their deployment across
their business, ft's an exciting time at ServiceMax, The best | have felt in two and a haff
years of being here,”

On growth

What about international expansion?

“ServiceMax's revenue is about 50% rest of the world, 50% is the US. We see really good
traction out of Italy, Germany and the Nordics with the Salesforce alignment, as well as
our core business. In fapan in Australia, we see great alignment with the AEs at
Salesforce as well as the partners. One of the thrusts you'll see over the next 6, 12, 24
months is a continued augmentation of our APAC growth strategy, in addition to parts
of EMEA.”

What are your current routes to market, and how is that evolving?

“Great question. A significant part of our business is direct sales. That continues to offer
greal solutions and service to our customers who are choosing the core platform. We
now align with Salesforce AE’s broadly on gpportunities that we would never have
gotten into without the Salesforce relationship, That's the second thrust,

“The third thrust is we put a press release out about signing up 45 partners. Excellent
5I's out there to sell Asset360 and core broadly across their customer base and
relationships, Then we've got the ISV partners, the ProntoForms, Baxter Planning and
Aquant’s of the world where we're teaming up. We're continuing to see their customer
base and their sales teams also trumpeting the Asset 360, as well as the core platform
across ServiceMax.”

On the future

What do you hope to achleve in the next six to 12 months?

“l was talking to one of the founders of ServiceMax who 15 years ago founded the
company with the promise of providing value to field service technicians and engineers.
There's never been a better environment than post-pandemic. Having safe waysin
which field techs and engineers help keep the world running has never been more
important, That digital transformation is a tidal wave,

I felt the wind at the back of my neck when | started, and it's a tailwind now. Our
advantage is being the pure-play, born in the cloud, mobile-first, and the alignment of




partnerships. This is an opportune time to drive significant value to the people we
started this company to serve, the field techs and engineers, It's a really interesting and
exciting time and a fot to do. The next five to 10 years will see dramatic improvements
for ServiceMax broadly to serve our customers really well,”

On funding

This interview was conducted before ServiceMax revealed that it would list on NASDAQ
under the SMAX ticker after It entered Into an agreement with the SPAC Pathfinder
Acquisition Company. At the time Enterprise Times asked Barua whether he would raise
additional funding?

“We are a fully funded business plan on the current trafectory. Silveriake is very
supportive, They're very impressed by the trajectory of the business, We'll continue to
seek opportunities where we'll continue to take advantage of our strength and take a
look at what more we could do, But right now, we feel really good about our positioning
as a company.”

On Acquisitions

Silverlake and other investors are retaining thelr equity, There has been a lot of
acqulsitions In the FSM space recently. Do you have any plans for acquisitions?

“We are actively looking at several M&A opportunities. One of the key criteria may be
different from others in our space, We want to ensure that buying a company and
acquiring doesn't create huge technical debt and burdens on the existing platform.
That's something that we're going to be a lot more clear on than our competitors, That
will be an advantage to customers broadly.”

It subsequently acquired LiquidFrameWorks. The inference is that ServiceMax is looking
at tech tuck-ins rather than increasing customer logos. Barua noted:

“The ME&A strategy and filter that we are deploying right now is around tech tuck-ins that
could give acceleration given the great customer base we have. We have the highest
NP5 score of these customers since the forming of the company. We believe technology
tuck-ins can accelerate our roadmap.

“Number two is to get deeper into industry verticals. We piay into complex asset-centric
industries that can be simplified in terms of the integration given the technology stack,
Those are the two main thrusts right now.




“Then there'’s the third big thrust, which you noted the fast time you wrote about us,
We're really getting more advanced around what to do in EAM and how to think about
that over the next three to five years. So stay tuned on that as wefl,”

On challenges

What are your challenges?

“It’'s an execution game, That wave of digital transformation that we all talk about
everywhere is happening in the spaces we're playing into. The biggest challenge right
now is making sure you show the ROI to those using manual processes. Show them the
referenceability of our great customers at ServiceMax and the value they see from our
solution. Part of it is keeping up with that demand.”

The book question

What's the latest business-related book you read?

| read “The Inner Game of Tennis by Timothy Galloway (Amazon Aus, UK, US). It was an
extremely good book, not related to business, but it had a business book flavour around
focusing and using intuition but guided by data,

“'m a big reader of autobiographies and biographies over the course of my life. But this
one solidified a fot of things that at this stage in my career helps me on how to use data,
but also how does that inform intuition and how do you fet yourself just be who you are,
and let a company be wiho they are. It was one of the more helpful books,

“Then lastly, I'm reading Danny Meyer’s book, Setting the Table (Amazon Aus, UK, US).
Danny Meyer Is one of the big restauranteurs in New York City that really changed the
whole industry there, It's a good reminder around the service of customers at the most
basic level, The importance of why people come to a restaurant and what you need to
do to make them happy. That’s been a wonderful book.”

Steve Brooks

Steve Brooks is joint Editor at Enterprise Times and Senior analyst at Symonym Advisory. He is a director
and co-Founder of Synonym Lid, the company behind these brands. Steve has worked in IT for nearly 35
years, working through different roles to CIO in 2 number of vertical markets including ISV, Finance,
Manufacturing and Real Estate. A gualified Project Manager He spent 17 years at Savills ple, a FTSE 250
real estate company, rising to CI0 before leaving in 2012,







Forward-Looking Statements

This communication 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 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 statements relating to the planned business combination (the “Business
Combination”) between ServiceMax and Pathfinder Acquisition Corporation (“Pathfinder”), 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. ServiceMax cannot assure you that the forward-looking statements in this
communication will prove to be accurate. These forward-looking statements are subject to a number of 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. In light of the significant uncertainties in these forward-looking statements, you should not regard these statements
as a representation or warranty by Pathfinder, ServiceMax, their respective directors, officers or employees or any other person that Pathfinder and
ServiceMax will achieve their objectives and plans in any specified time frame, or at all. The forward-looking statements in this communication represent
the views of ServiceMax as of the date of this communication. Subsequent events and developments may cause that view to change. However, while
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 ServiceMax as of any date
subsequent to the date of this communication.
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Important Additional Information Regarding the Transaction Will Be Filed with the SEC

In connection with the Business Combination, Pathfinder has filed a registration statement on Form S-4 with the SEC that includes a prospectus with
respect to Pathfinder’s securities to be issued in connection with the Business Combination and a proxy statement with respect to the stockholder meeting
of Pathfinder to vote on the Business Combination. Stockholders of Pathfinder and other interested persons are encouraged to read the preliminary
proxy statement/prospectus as well as other documents to be filed with the SEC because these documents will contain important information
about Pathfinder, ServiceMax and the Business Combination. After the registration statement is declared effective, the definitive proxy
statement/prospectus to be included in the registration statement will be mailed to stockholders of Pathfinder as of a record date to be established for voting
on the Business Combination. Once available, stockholders of Pathfinder will also be able to obtain a copy of the S-4, including the 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 stockholders in connection with the potential transaction can be
found 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.




