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SAFE HARBOR

This presentation contains forward-looking statements. We intend such forward-looking statements to be covered by the safe harbor provisions for forward-looking statements contained in Section 27A of the
Securities Act of 1933, as amended (the “Securities Act”), and Section 21E of the Securities Exchange Act of 1934, as amended (the “Exchange Act”). All statements other than statements of historical facts

contained in this press release may be forward-looking statements. In some cases, you can identify forward-looking statements by terms such as “may,” “will,” “should,” “expects,” “plans,” “anticipates,” “could,”
“intends,” “targets,” “projects,” “contemplates,” “believes,” “estimates,” “forecasts,” “predicts,” “potential” or “continue” or the negative of these terms or other similar expressions. Forward-looking statements

contained in this presentation include but are not limited to statements regarding our future results of operations and financial position, industry and business trends, business strategy, including our artificial
intelligence (“Al")-based tools and anticipated expansion efforts, capital expenditures, market growth, and our objectives for future operations.
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The forward-looking statements in this presentation are only predictions. We have based these forward-looking statements largely on our current expectations and projections about future events and financial
trends that we believe may affect our business, financial condition and results of operations. Forward-looking statements involve known and unknown risks, uncertainties and other important factors that may
cause our actual results, performance or achievements to be materially different from any future results, performance or achievements expressed or implied by the forward-looking statements, including, but
not limited to, the important factors discussed in Part |, tem 1A. “Risk Factors” in our Annual Report on Form 10-K for the year ended December 31, 2025. The forward-looking statements in this presentation are
based upon information available to us as of the date of this presentation, and while we believe such information forms a reasonable basis for such statements, such information may be limited or incomplete,
and our statements should not be read to indicate that we have conducted an exhaustive inquiry into, or review of, all potentially available relevant information. These statements are inherently uncertain and
investors are cautioned not to unduly rely upon these statements.

You should read this presentation with the understanding that our actual future results, performance and achievements may be materially different from what we expect. We qualify all of our forward-looking
statements by these cautionary statements. These forward-looking statements speak only as of the date of this presentation. Except as required by applicable law, we do not plan to publicly update or revise any
forward-looking statements contained in this presentation, whether as a result of any new information, future events or otherwise.

This presentation may also contain estimates and other statistical data prepared by independent parties and by the Company relating to market size and growth and other data about the Company’s industry.
This data involves a number of assumptions and limitations, and you are cautioned not to give undue weight to such estimates. Neither the Company nor any other person makes any representation as to the
accuracy or completeness of such data or undertakes any obligation to update such data after the date of this presentation. In addition, projections, assumptions and estimates of our future performance and
the future performance of the markets in which the Company operates are necessarily subject to a high degree of uncertainty and risk. In light of the foregoing, you are urged not to rely on any forward-looking
statement or third-party data in reaching any conclusion or making any investment decision about any securities of the Company.

This presentation includes certain financial measures that are not presented in accordance with generally accepted accounting principles in the United States, ("GAAP"), such as Pro Forma Revenue, Pro Forma
Revenue Growth Rate, Pro Forma Subscription and Transaction Revenue, Pro Forma Subscription and Transaction Revenue growth rate, adjusted EBITDA, adjusted EBITDA margin, adjusted gross profit, adjusted
gross margin, adjusted sales & marketing expense, adjusted product development expense, adjusted general & administrative expense, levered free cash flow, levered free cash flow margin, adjusted unlevered
free cash flow, adjusted unlevered free cash flow margin, credit facility leverage and debt, net of cash and cash equivalents, to supplement financial information presented in accordance with GAAP. There are
limitations to the use of non-GAAP financial measures and such non-GAAP financial measures should not be construed as alternatives to financial measures determined in accordance with GAAP. The non-GAAP
measures as defined by the Company may not be comparable to similar non-GAAP measures presented by other companies. The Company's presentation of such measures, which may include adjustments to
exclude unusual or non-recurring items, should not be construed as an inference that the Company's future results will be unaffected by other unusual or non-recurring items. A reconciliation is provided
elsewhere in this presentation for each non-GAAP financial measure to the most directly comparable financial measure stated in accordance with GAAP.

The Company cannot provide a reconciliation between forecasted Adjusted EBITDA and Adjusted EBITDA margin to net income and net income margin, respectively, the most directly comparable GAAP
measures, without unreasonable efforts on a forward-looking basis due to the high variability, complexity and low visibility with respect to certain charges excluded from these non-GAAP measures; in particular,
the measures and efforts of stock-based compensation expense specific to equity compensation awards that are directly impacted by unpredictable fluctuations in our stock price. It is important to note that
these charges could be material to EverCommerce's results computed in accordance with GAAP.
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Q1 2026 Highlights

Revenue of $147.5M above the midpoint of the guidance range

Adjusted EBITDA of $40.7Vl above the midpoint of the guidance range; 27.6%
margin 40 basis points higher than the midpoint of guidance

Continued cross-sell motion expansion with 32% YoY growth in customers
utilizing more than one solution

Repurchased 1.3M shares for $13.9M; consistent 2.2x leverage ratio A =
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Al-Powered pl‘.'é':tform to simplify and empow‘é-r the lives of
business owners whose services support us every day

Note: PF metrics exclude the divested fitness assets and Marketing Technology discontinued operations and include the estimated revenue associated with ZyraTalk prior to the September 15, 2025 acquisition date



EverPro Customer Story

Coast to Coast HTM

ABOUT THE CUSTOMER OUTCOMES

A specialized medical equipment services company repairing imaging systems in Speed to Site: eSign and digital approvals cut on-site mobilization from 24-48
hospital radiology departments. Operating across California and Texas with 6 field hours to 4-6 hours — a 60% efficiency gain in job opening and management.
engineers since 2020. ISO certified, with 98% uptime SLA commitments to

customers.

Compliance Built In: Five-year equipment audit trails, ISO workflow integration,
and SLA timestamp documentation now run inside the platform.

Al-Powered Response: 30+ jobs booked as a function of Al since March 2026.
THE CHALLENGE . L . 0 .
+ 24-48 hr purchase order delays preventing fast on-site response in a speed- Every call is tlmgstamped — giving Coast to Coast a paper trail for 98% uptime
critical industry contract commitments.

* No equipment history tracking or audit trail for ISO and compliance requirements

+ Calls missed with no documentation — voicemail left responsibility with one
person

Coast to Coast HTM Stats:

“The industry is moving towards speed — how fast could you get on site to make sure
we get this equipment running.” — Christopher, Coast to Coast HTM

jobs booked efficiency gain to on-site mobilization Service Fusion customer
since March 2026 job opening & management down from 24-48 hours Pro subscriber since March 2024




EverHealth Customer Story

Kansas City Orthopedic Surgeon

ABOUT THE CUSTOMER OUTCOMES

A 10-year DrChrono customer running a highly specialized solo orthopedic practice. Documentation: EverHealth Scribe accurately captures complex orthopedic
The doctor places strong value on maintaining balance in his personal life, terminology and filters non-clinical conversation. Notes now take ~10 minutes
prioritizing time with his family and the ability to step away from work when his instead of hours at end of day.

clinic day ends.

_________________________________________________________________________________|
Payments: Integrated payments unlocked scalable revenue

THE CHALLENGE

* Hours lost daily to documentation — replaying visits, wrestling with generic Quality of Life: More capacity, better work-life balance, and stronger referral
templates partner communication — all without added overhead.
* Prior solutions lacked clinical depth for orthopedic specialty

+ Disconnected billing tools added admin burden; no budget for additional staff “You could use the term life-changing... | have a lot more time to devote to other
* Needed an all-in-one EMR to act as a force multiplier things... it'’s just amazing.”

Kansas City Orthopedic Surgeon Stats:

saved on documentation monthly payment volume (TPV) payment transactions processed to date MRR growth over 10 years




Continued Growth in Customers Using More
than One Solution

Customers Enabled / Utilizing
More Than One Solution (000s)’

+23% l

301k total customers enabled more than one solution,
representing 23% YoY growth

131k customers actively utilize more than one solution,
reflecting 32% YoY growth

1Q25 1Q26
m Utilizing [!Enabled

TAmounts are estimated as of the end of the most recent quarter and shown on a pro forma basis (excluding discontinued operations). Customers enabled for more than one solution include system of action solution customers that have been onboarded for
payments, system of action solution customers that are using other value add solutions such as customer engagement solutions, and currently processing payments customers that are enabled for other solutions.



Top 6 Solutions Drive Payments Revenue Growth

Payments revenue for Top 6 Solutions grew 10.0% supported by 19.8% growth in TPV

Annualized TPV ($billions)

+19.8% for
Top 6 solutions

$12.7

1Q25

B Other Solutions ETop 6 Solutions’

1 Top 6 solutions Annualized TTM TPV and associated payments Revenue include Invoice Simple, Joist, Service Fusion, Dr. Chrono, CollaborateMD and Timely

Payments Revenue ($millions)

+10.0% for
Top 6 solutions

B Other Solutions ®Top 6 Solutions’

Top 6 solutions represent our
primary area of investment in
payments growth, contributing
35% of total annualized TPV up

from 30%

Payments contribute to EBITDA

margin at 95%-+ profile on an
incremental basis

Remaining portfolio solutions
represent durable cash-flowing
assets used to fund accelerated
investments in top solutions
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Revenue Exceeded Midpoint of Guidance

GAAP Reported Revenue (SM)

$151.2

$142.3 _ T o $147.5M in reported revenue, 3.6% 1Q26 YoY
Revenue growth
$596.0M in pro forma revenue'? on an LTM basis
1Q26 Pro Forma Revenue'? grew 3.0% YoY,
including the ZyraTalk acquisition in prior year
periods

1Q25 2Q25 3Q25 4Q25 1Q26

1See Appendix for definition of Pro Forma Revenue Growth Rate
2Growth rate calculations and Pro Forma revenue include estimated ZyraTalk pre-acquisition revenue.
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aEBITDA Exceeded Guidance, Reflects Investments

1Q25 2Q25 3Q25 4Q25 1Q26

Adjusted EBITDA (SM) Adj. Gross

s 781% 77.4% 77.3% 77.5% 77.8%

$46.5

$44.9 $45.0

1Q25 2Q25 3Q25 4Q25 1Q26

A EBITOA - 316%  30.4% 31.5% 29.2% 27.6%
argin

$40.7
$40.7M aEBITDA exceeded guidance midpoint,
including acceleration of investments in Al

$44.2

capabilities and other specific growth-oriented
investments

1See Appendix for definition. Margins are calculated using reported GAAP revenue
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Sequential Growth in LFCF Despite Seasonality

Levered Free Cash Flow!

(LFCF, SM)
P Includes MarTech _ Excludes MarTech? _
$25.1 $23.3
$18.9
$16.6
$12.3
1Q25 2Q25 3Q25 4Q25 1Q26

1Q26 LFCF of $16.6M

$71.0M LTM LFCF, a 10.6% margin

1See Appendix for definition. Amounts shown here are inclusive of continuing and discontinued operations cash flows
2Marketing Technology cash flows excluded from metrics prospectively from the disposition date of October 31, 2025

Adjusted Unlevered Free Cash Flow!
(aUFCF, $M)

P Includes MarTech _ Excludes MarTech? _
1Q25 2Q25 3Q25 4Q25 1Q26
1Q26 aUFCF of $25.3M

LTM aUFCF of $121.6M, a 18.1% margin

13



Strong Balance Sheet with Ample Liquidity

($mm) Q12026
BALANCE SHEET

Cash and cash equivalents $129
Debt, gross’ $525

Debt, net of cash and cash equivalents $396
|Credit Facility Leverage? ‘ 2.2 \

1$425M notional interest rate swaps to fix the floating rate components at weighted average rate of 3.91% through October 2027
2Credit Facility leverage is calculated using additional addbacks to Adjusted EBITDA allowed per the Company’s Credit Agreement

Repurchased 1.3M shares for $13.9M during the first
quarter

$33.9M of the $300M share repurchase authorization
remaining as of 3/31/2026

$155M undrawn revolver capacity which will step
down to $125M in July 2026 with availability through
July 2030

14



Outlook

Q2 2026 and FY 2026 Guidance

Q2 2026

Total Revenue

$150.5M - 153.5M

Adjusted EBITDA

$41M - 43M

FY 2026

$612M - 632M

$183M - 191M

15
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GAAP to Non-GAAP Adj EBITDA Reconciliation

Adjusted EBITDA LTM

(3 in 000s) Q12025 Q22025 Q32025 Q4 2025 Q1 2026 Q12025 Q12026
Net Income from Continuing Operations $934 35761 $5804 $5705  $7,171 $1,747  $24441
Adjusted to Exclude the Following:

Transaction-Related and Other Non-Recurring or 5735 2953 5423 5726 5394 16,769 19.496
Unusual Costs

Adjusted EBITDA from Continuing Operations $44,945 $44,957 $46453 $44,155 $40,669 $170,651 $176,234
Adjusted EBITDA Margin ! 31.6% 30.4% 31.5% 29.2% 27.6% 30.1% 29.7%

Calculated as a percentage of GAAP Revenue as of the respective period presented
Note: minor rounding differences may exist in the figures presented



GAAP to Non-GAAP Adj Gross Profit

Reconciliation

Adjusted Gross Profit

(3 in 000s) Q1 2025
Gross Profit from Continuing Operations $106,433
Adjusted to Exclude the Following:

Depreciation and Amortization 4,652

Adjusted Gross Profit from Continuing Operations* $111,085
Adjusted Gross Profit Margin 78.1%

Q2 2025
$110,067

4,553
$114,620
77.4%

Q3 2025
$109,145

4846
$113,991
77.3%

Q4 2025
$112,293

4855
$117,148
77.5%

Q1 2026
$109,884

4897
$114,781
77.8%

LTM

Q12025 Q12026
$421813 $441389

20,319 19,151
$442,132 $460,540
78.0% 77.5%

1Gross profit is calculated as total revenues less cost of revenues (exclusive of depreciation and amortization), amortization of developed technology, amortization of capitalized software and depreciation expense (allocated to cost of revenues).
Note: minor rounding differences may exist in the figures presented
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Pro Forma Revenue Metrics?

Pro Forma Revenue LTM

(% in 000s) Q1 2025 Q2 2025 Q3 2025 Q4 2025 Q1 2026 Q1 2025 Q1 2026
Revenue as reported $142273 $148,015 $147466 $151,153 $147465 $566,606  $594,099
Plus acquisition revenue / less disposition revenue 921 1,018 874 - - 187 1,892
Pro Forma Revenue $143,194 $149,033 $148,340 $151,153 $147,465 $566,793 $595,991
Pro Forma Revenue Growth (YoY) 7.8% 7.8% 5.3% 4.6% 3.0% 8.1% 5.2%
Pro Forma Subscription and Transaction Fees Revenue LTM

(% in 000s) Q1 2025 Q2 2025 Q3 2025 Q4 2025 Q1 2026 Q1 2025 Q1 2026
Subscription and Transaction Fees Revenue as reported $137,779 $142841 $142,184 $144111 $142,099 $547374  $571,235
Plus acquisition revenue / less disposition revenue® 921 1,018 874 - - 211 1,892
Pro Forma Subscription and Transaction Fees Revenue $138,700 $143,859 $143,058 $144,111 $142,099 $547,585 $573,127
Pro Forma Subscription and Transaction Fees Revenue Growth (YoY) 8.0% 7.8% 4.4%, 4.1% 2.5% 8.4% 4.7%

Note: minor rounding differences may exist in the figures presented

T Acquisition revenue includes the estimated revenue associated with ZyraTalk prior to the September 15, 2025 acquisition date while the divestiture revenue adjustment excludes revenue associated with fitness solutions (see Pro Forma Revenue and Pro
Forma Revenue Growth Rate definition under Non-GAAP financial measures).

2 All metrics from continuing operations

20



LFCF and aUFCF Reconciliations?

Levered and Adjusted Unlevered Free Cash Flow LTM

(% in 0009 Q12025 Q22025 Q32025 Q42025 Q12026 Q12025 Q12026
Cash Flow from Operations $30678 $26981 $32524 $21273  $24,602 $130544  $105380
Adjusted for the Following:

Purchase of PP&E (493) (499) (941) (293) (856) (1,553) (2,589)
Capitalized Software Costs (5,065) (7,603) (8,268) (8,689) (7,187) (18,078) (31,747)
Levered Free Cash Flow $25,120 $18,879 $23,315 $12,291 $16,559 $110,913 $71,044
LFCF Margin 14.7% 10.3% 12.9% 7.6% 11.2% 15.9% 10.6%
Adjusted EBITDA $47699 $47,736  $50,308 $46,346  $40,669 $183810 $185,059
Adjusted for the Following:

L’:S:j;f'g’;s'::'ated and Other Non-Recurring or (5961)  (3,169)  (5659) (6009)  (5263) (16701)  (20,100)
Purchase of PP&E (493) (499) (941) (293) (856) (1,553) (2,589)
Capitalized Software Costs (5,065) (7,603) (8,268) (8,689) (7,187) (18,078) (31,747)
Capitalized Commissions (1930)  (1,574) (3109)  (2274) (2112) (8,606) (9,069)
Adjusted Unlevered Free Cash Flow $34,250 $34,891 $32,331 $29,081 $25,251 $138,872  $121,554
Adjusted aUFCF Margin 20.0% 19.1% 17.9% 18.0% 17.1% 19.9% 18.1%

These metrics are inclusive of continuing and discontinued operations.
Note: minor rounding differences may exist in the figures presented



Non-GAAP Operating Expense Reconciliation?

LT™M
(% in 000s) Q1 2025 Q2 2025 Q3 2025 Q4 2025 Q1 2026 Q1 2025 Q1 2026
Sales and Marketing as reported $28,783 $30,611 $26,526 $33,583 $33,087 $115317 $123,807
Adjusted for the Following:
Stock-based Compensation Expense (320) (393) (435) (508) (364) (1,147) (1,700)
Other Amortization (1,482) (1,541) (1,590) (1,653) (1,702) (5,590) (6,486)
L;aur;suaaﬁtg):;gelated and Other Non-Recurring or 64) ®) 16) 19 (502) 628) (542)
Adjusted Sales and Marketing $26,917 $28,672 $24,485 $31,403 $30,519 $107,952 $115,079
Product Development as reported $19,963 $19,497 $19,387 $20,171 $21,199 $76,836 $80,254
Adjusted for the Following:
Stock-based Compensation Expense (460) (653) (693) (674) (648) (1,897) (2,668)
L;aur;suaaﬁtggs-t?lated and Other Non-Recurring or (1,282) (490) 256 (799) @281) (1,308) (1,314)
Adjusted Product Development $18,221 $18,354 $18,950 $18,698 $20,270 $73,631 $76,272
General and Administrative as reported $31,281 $32,121 $35,362 $32,996 $32,672 $128239  $133,151
Adjusted for the Following:
Stock-based Compensation Expense (5,975)" (7,026)" (5,596)" (5,196)" (4,869)" (24,029)" (22,687)"
Lrnaur;suaaﬁtlggstlis’elated and Other Non-Recurring or (4,304) (2,458) (5,663) (4,908) (4,480) (14,310) (17,509)
Adjusted General and Administrative $21,002 $22,637 $24,103 $22,892 $23,323 $89,900 $92,955
Total Adjusted Operating Expenses $66,140 $69,663 $67,538 $72,993 $74,112 $271,483 $284,306
% of Revenue 46.5% 47.1% 45.8% 48.3% 50.3% 47.9% 47.9%

TIncludes approximately $0.1M of stock-based compensation expense recorded to cost of revenues
2All metrics from continuing operations
Note: minor rounding differences may exist in the figures presented



Definitions

Unless otherwise noted, all amounts, percentages and discussions below and in the following reconciliations reflect only the results of operations and financial condition of our continuing operations (i.e.,
excluding Marketing Technology Solutions, which qualifies as discontinued operations). In each case, the most directly comparable GAAP metric is presented from continuing operations only.

Adjusted EBITDA: Adjusted EBITDA is calculated as net income (loss) adjusted to exclude interest and other expense, net, income tax expense (benefit), depreciation and amortization, other
amortization, stock-based compensation expense and transaction-related and other non-recurring or unusual costs. Other amortization includes amortization for capitalized contract acquisition costs.
Transaction-related costs are specific deal-related costs such as legal fees, financial and tax due diligence, consulting and escrow fees. Other non-recurring or unusual costs are expenses such as
impairment charges, (gains) losses from divestitures, system implementation costs including amortization of cloud-based software implementation costs, including amortization of cloud-based software
implementation costs, executive separation costs, severance expense related to planned restructuring activities, and costs associated with integration and transformation improvements. Transaction-
related and other non-recurring or unusual costs are excluded as they are not representative of our underlying operating performance.

Adjusted Gross Profit: Adjusted Gross Profit is calculated as gross profit adjusted to exclude depreciation and amortization allocated to cost of revenues. Gross profit is calculated as total revenues less
cost of revenues (exclusive of depreciation and amortization), amortization of developed technology, amortization of capitalized software and depreciation expense (allocated to cost of revenues).

Annualized Net Revenue Retention: The percentage of recurring revenue retained from existing customers over a 12 month period. It takes into account revenue increases from upsell and cross-sell,
as well as revenue decreases from downgrades and cancellation.

Adjusted Operating Expenses: Adjusted Operating Expenses (Sales and Marketing, Product Development, and General and Administrative) are calculated as reported operating expense, adjusted to
exclude stock-based compensation expense, other amortization, and transaction-related and other non-recurring or unusual costs. Other amortization includes amortization for capitalized contract
acquisition costs. Transaction-related costs are specific deal-related costs such as legal fees, financial and tax due diligence, consulting and escrow fees. Other non-recurring or unusual costs are expenses
such as system implementation costs, including amortization of cloud-based software implementation costs, executive separation costs, and severance related to planned restructuring activities.
Transaction-related costs and other non-recurring or unusual costs are excluded as they are not representative of our underlying operating performance.

Adjusted Unlevered Free Cash Flow: Adjusted Unlevered Free Cash Flow (aUFCF) is inclusive of continuing and discontinued operations for all periods presented and is calculated as Adjusted EBITDA,
less transaction-related and other non-recurring or unusual costs, purchases of PP&E, capitalized software costs, and capitalized commissions. Transaction-related and other non-recurring or unusual
costs, capitalized software costs and capitalized commissions are costs that are excluded from Adjusted EBITDA but are cash costs and as such are included in the aUFCF calculation. Transaction-related
costs are specific deal-related costs such as legal fees, financial and tax due diligence, consulting and escrow fees. Other non-recurring or unusual costs are expenses such as system implementation
costs, executive separation costs, and severance related to planned restructuring activities.
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Definitions

Levered Free Cash Flow: Levered Free Cash Flow (LFCF) is inclusive of continuing and discontinued operations for all periods presented and is calculated as Cash Flow from Operations, adjusted for
purchases of PP&E and capitalized software costs. Purchases of PP&E and capitalized software costs are cash expenses unrelated to financing activities and as such are included in the definition of LFCF.

Pro Forma Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth Rate: Pro Forma
Revenue, Pro Forma Payments Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth Rate are key
performance measures that our management uses to assess our consolidated operating performance from continuing operations over time. Management also uses these metrics for planning and
forecasting purposes.

Our year-over-year Pro Forma Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth Rate are
calculated as though all acquisitions and divestitures closed as of the end of the latest period were completed as of the first day of the prior year period presented. In calculating Pro Forma Revenue, Pro
Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth Rate, we add the revenue from acquisitions for the
reporting periods prior to the date of acquisition (including estimated purchase accounting adjustments) and exclude revenue from divestitures for the reporting periods prior to the date of divestiture,
and then calculate our revenue growth rate between the two reported periods. As a result, Pro Forma Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and
Pro Forma Subscription and Transaction Revenue Growth Rate includes pro forma revenue from businesses acquired and excludes revenue from businesses divested of during the period, including
revenue generated during periods when we did not yet own the acquired businesses and excludes revenue prior to the divestiture of the business. In including such pre-acquisition revenue and
excluding pre-divestiture revenue, Pro Forma Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth
Rate allow us to measure the underlying revenue growth of our business as it stands as of the end of the respective period, which we believe provides insight into our then-current operations. Pro Forma
Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma Subscription and Transaction Revenue Growth Rate do not represent organic revenue
generated by our business as it stood at the beginning of the respective period. Pro Forma Revenue, Pro Forma Subscription and Transaction Revenue, Pro Forma Revenue Growth Rate, and Pro Forma
Subscription and Transaction Revenue Growth Rate are not necessarily indicative of either future results of operations or actual results that might have been achieved had the acquisitions and
divestitures been consummated on the first day of the prior year period presented. We believe that these metrics are useful to investors in analyzing our financial and operational performance period
over period and evaluating the growth of our business, normalizing for the impact of acquisitions and divestitures. These metrics are particularly useful to management due to the number of acquired
entities.

Total Payments Volume (“TPV”): Total Payments Volume is the annualized run rate volume of payments processed by an EverCommerce customer through an EverCommerce solution.
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