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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, plans, market growth,
changes to our EverPro and EverHealth platforms, potential strategic transaction involving our marketing technologies busineses, capital expenditures 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. Forwardlooking 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 achevements expressed or implied by the forward-looking statements, including, but
not limited to, the important factors discussed in Part |, Item 1A. “Risk Factors” in our Annual Report on Form 10K for the year ended December 31, 2024. 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 resonable 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 potentally 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 bematerially 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 also contains estimates and other statistical data prepared by independent parties and by the Company relatng 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. Neitier 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. h 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 accountingprinciples 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 ate, 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 ret 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. Itis important to note that
these charges could be material to EverCommerce's results computed in accordance with GAAP.
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Q4 2024 Highlights

Revenue of $175.0M beat the top end of the guidance range. Reported growth
of 3.3% YoY is affected by fitness sale; Pro Forma growth was 7.0% YoY.

Adjusted EBITDA beat the top end of the guidance range; 28.8% margin
expanded 340 bps YoY.

9 Payments Revenue excluding Fitness grew 8.9% YoY, driven by 9.0% growth in
Total Payments Volume (TPV).

Strategy focused on SaaS and payments with solid transformation progress in D
> EverPro and EverHealth leadership as we continue to optimize remaining solution '
portfolio.
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Simplifying and empowering the lives of business owners
whose services support us every day

Note: Revenue and Revenue growth excludes the Fitness assets; annualized TPV, customer count and employee count exclude all fitness solutions



Ever

Offers integrated workflow-driven solutions
tailored to field service professionals.

Products used by hundreds of thousands of
customers and scale from solopreneurs to
mid size enterprises.

Large embedded opportunity to attach
payments and cross-sell, driving higher
wallet share.

In 2025, intend to augment existing go-to-
market engine with enhanced partnerships
and channel optimization.

Transformation efforts have yielded a more
nimble, functionally-based team that allows
us to drive more efficient execution.

Streamlining product development and
engineering by unifying roadmaps,
rationalizing platforms, and leveraging Al to
continue to provide market-leading
products to our customers

TRepresenting North American Home Services TAM

EverPro Address a Large, Fragmented

Market ($69B TAM1)
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EverHealth

Goal isto be the technology partner of
choice for small U.S. healthcare
providers who want a better way to
deliver care.

EverHealth is relaunching an evolved
version of our all-in-one, mobile-first,
clinically-driven platform with a best-in-
class customer experience.

Our platform enables providers to select
a single partner of choice to support
their entire operation.

From pre-visit patient engagement and
preparation to post-visit care follow-up,
EverHealth enables providers to focus
more on what matters most.

Provides End-to-End Capabilities for
Small Physician Practices

Referral Efficient Practice
Management Administration

Digital

Revenue

Front Cycle &
Door Digital Patient Clinically-Driven SE-FPWRIEAES

Experience Workflows

Outcome
Optimization

Digital Patient
Engagement

Post-Visit Between Visits

Pre-visit In-Visit

* Patient outreach & * EHR-integrated telehealth

scheduling * Al-enabled clinical decision
* Pre-visit digital intake support

* Remote monitoring

* Automated follow-up & * Care team coordination

personalized care plans

* Patient communication &
digital engagement

* Continuous patient
engagement
* Automated documentation * Behavioral nudges

* Billing & claims processing



Payments Enablement Drives Cross-Sell Activity

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

C+22% O
219
179 219k total customers enabled more than one solution,
o i | representing 22% YoY growth
91k customers actively utilize more than one solution
91
4Q23 4Q24

m Utilizing YiEnabled

TAmounts are estimated as of the end of the most recent quarter and shown on a proforma basis (excluding the divested fitnesssolutions)
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



9.0% Payments Revenue Growth Contributes to
Margin Expansion:

Total Payments Volume (TPV, $B)!

12.6

$1.0B growth in TPV YoY, 9.0%, drove growth in
Payment Revenue

Growth of embedded payments continues to be a key
lever to drive customer expansion

4Q23 4Q24

TYoY growth; Payments Revenue growth and TPV exclude the fitness solutions and acquisition activity
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SaaS and Payments Growth Accelerated QoQ

GAAP Reported Revenue ($M)

$169.4 $170.1 $177.4 $176.3 $175.0
$36.9 $36.2 $31.3

$32.0 $32.3 _
$175.0M in reported revenue, 3.3% reported 4Q24
YoY Revenue growth
7.0% Pro Forma 4Q24 YoY Revenue growth'-?
8.9% Pro Forma YoY growth in Subscription and
Transaction Revenue'?

4Q23 1Q24 2Q24 3Q24 4Q24

B Revenue (Ex|. Fitness and MarTech) B MarTech? Divested Fitness Solutions

'See Appendix for definition of Pro Forma Revenue and Growth Rate.
2Growth rate calculations and Pro Forma revenue exclude the Fitness business and include Kickserv pre-acquisition revenue
3Marketing Technology revenue includes amounts historically presented as Marketing Technology solutions as well as related com ponents included within Subscription and Transaction fees
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340 bps YoY Adjusted EBITDA margin expansion

Adjusted EBITDA ($M)

$50.4

$43.1 $44.5 $6.3 4Q23 1Q24 2Q24 3Q24 4Q24
' $40.9 $41.2

$2.7

4Q23 1024 2024 3Q24 4Q24

’Qfgﬁfﬁgﬁgw 67.3% 66.6% 654% 66.4% 70.9%
e 25.4%  240% 232% 253% 28.8%

4Q24 Adjusted EBITDA margin expansion
driven by revenue mix shift and active
cost management

17.0% YoY growth in Adjusted EBITDA

B Adjusted EBITDA (excl. MarTech) B MarTech Adjusted EBITDA?

1 See Appendix for definition. Margins are calculated using reported GAAP revenue
2Marketing Technology Adjusted EBITDA is estimated and unaudited, subject to finalization of actual allocations and application of discontinued operations reporting under GAAP in Q1 2025.
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Continued healthy FCF trends

Levered Free Cash Flow' Adjusted Unlevered Free Cash Flow'
(LFCF, SM) (aUFCF, SM)
$43.8 $39.1
$29.8 $29.8 $30.0
$29.8
$23.0
$19.0

40Q23 1Q24 2Q24 3024 4Q24 4Q23 1Q24 2024 3024 4Q24

4Q24 LFCF of $43.8M, 46.9% YoY growth 4Q24 aUFCF of $39.1M, 31.5% YoY growth

$94.3M LTM LFCF, a 13.5% margin LTM aUFCF of $134.5M, a 19.2% margin

' See Appendix for definition 13
Margins shown here are calculated using Reported GAAP revenue



Strong Balance Sheet with Ample Liquidity

(Smm) Q4 2024 Repurchased 623K shares for $7.0M during the fourth
qorter
Cash and cash equivalents $136
Debt, gross $532 $32.7M of the $200M share repurchase authorization
Debt, net of cash and cash equivalents $396 remaining as of 12/31/2024
$190M undrawn revolver capacity
Credit Facility Leverage' 2.2x

$425M notional interest rate swaps to fix the floating
rate components at weighted average rate of 3.91%

Repriced the fixed rate component of term loan at par
and will bear an interest rate of SOFR plus 2.50%.

' Credit Facility leverage is calculated using additional addbacks to Adjusted EBITDA allowed per the Company’s Credit Agreement



Outlook

Q1 and 2025 Guidance Excludes Marketing Technology Solutions'

Q1 2025
Total Revenue $138-141M
Adjusted EBITDA $39 - 41M

"Marketing Technology Solutions to be presented as discontinued operations beginning with Q1 2025 reporting

FY 2025

$581 - 601M

$167.5 - 175.5M
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GAAP to Non-GAAP Adj EBITDA Reconciliation

Adjusted EBITDA LTM

(8in 000s) Q4 2023 Q1 2024 Q2 2024 Q3 2024 Q4 2024 Q4 2023 Q42024
Net Loss ($23,335) ($16,324) ($3,376) ($9,156) ($12,233) ($45,620) ($41,089)
Adjusted to Exclude the Following:

Interest and Other Expense, Net 19,792 5,791 9,552 18,331 1,885 46,407 35,559
Income Tax Expense (Benefit) 3,182 5,923 703 742 (1,586) 1,639 5,782
Depreciation and Amortization 26,226 22951 21,938 21,991 21,944 104,201 88,824
Other Amortization 1,554 1,670 1,683 1,745 1,805 5,738 6,903
Stock-based Compensation Expense 5,949 5,576 6,454 8,154 6,307 25,559 26,491

Transaction-Related and Other Non-Recurring
or Unusual Costs

Adjusted EBITDA $43,079 $40,890 $41,215 $44511 $50,385 $155,619 $177,001
Adjusted EBITDA Margin* 2549,  24.09, 23.29, 2539, 28.8% 23.09,  25.39

9,711 15,303 4261 2,704 32,263 17,695 54,531

"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

(% in 000s)

Gross Profit

Adjusted to Exclude the Following:
Depreciation and Amortization

Adjusted Gross Profit
Adjusted Gross Profit Margin

Q4 2023
$107,383

$114,035

Q1 2024
$108,419

4,901
$113,320
66.69%,

Q2 2024
$110,490

5,556
$116,046
65.49

Q3 2024
$111,333

5,652
$116,985
66.49

Q4 2024
$118,359

5,676
$124,035
70.99%,

LTM

Q42023 Q42024
$419,322 $448,601

25040 21,785
$444,362 $470,386
65.8%,  67.3%

1Gross profitis 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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LFCF and aUFCF Reconciliations

Levered and Adjusted Unlevered Free Cash Flow LTM

(8in0005) Q42023 Q12024 Q22024 Q32024 Q42024 Q42023 Q42024

Cash Flow from Operations $36,018 $13,297 $23,919 $27,534 $48413 $104,605 $113,163
Adjusted for the Following:

Purchase of PP&E (897)  (402)  (634)  (172)  (254) (3.037)  (1,462)
Capitalized Software Costs (5,316) (4,432) (4,286) (4,353) (4,374) (20,043)  (17,445)
Levered Free Cash Flow $29,805 $8,463 $18,999 $23,009 $43,785 $81,525 $94,256
LFCFMargJ"ﬂI 1/7.69% 5.09, 10.79% 13.1% 25.09, 12.19 13.5%

Adjusted EBITDA $43,079 $40,850 $41,215 $44,511 $50,385 $155,619 $177,001

Adjusted for the Following:
Transaction-Related and Other Non-Recurring

e (4,510) (4,082) (3,802) (2,634) (4,304) (11,370)  (14,822)
Purchase of PP&E (897)  (402)  (634)  (172)  (254) (3,037)  (1,462)
Capitalized Software Costs (5,316) (4,432) (4,286) (4,353) (4,374) (20,042)  (17,445)
Capitalized Commissions (2,593) (2,127) (2,455) (1,895) (2,326) (9,604)  (8,803)
Adjusted Unlevered Free Cash Flow $29,763 $29.847 $30,038 $35,457 $39,127 $111,564 $134 469
Adjusted aUFCF Margin* 17.69, 17.59%  16.99, 20.19, 22.49% 16.59,  19.29%,

"Calculated as a percentage of GAAP reported revenue as of the respective period presented
Note: minor rounding differences may exist in the figures presented
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Non-GAAP Operating Expense Reconciliation

LTM
i Q42023 Q12024 Q22024 Q32024 Q42024 Q42023 Q42024
Sales and Marketing as reported $31,901 $29,768  $30,952  $30,577  $31,208 $123,561 $122,505
Adjusted for the Following:
Stock-based Compensation Expense (391) (341) (370) (295) (178) (1,672) (1,184)
Other Amortization (1,554) (1,670) (1,683) (1,745) (1,805) (5,738) (6,903)
Z:aﬂiizzc;?ézzl;ted and Other Non-Recurring (376) (60) (144) (102) (333) (430) (639)
Adjusted Sales and Marketing $29,580 $27,697 %28,755 $28,435 $28,892 $115,721 $113,779
Product Development as reported $19,262 $20,200 $20,164 $20,100 $19,209 $75.,615 $79,673
Adjusted for the Following:
Stock-based Compensation Expense (465) (527) (5786) (490) (462) (2,273) (2,055)
l:aﬂiil;ﬂg?;?:&tecj and Other Non-Recurring (465) (33) (26) (368) 368 (579) (59)
Adjusted Product Development $18,332 519,640 $19.562  $19.242 $19115 $72,763  $77,559
General and Administrative as reported $31,806  $33,790  $35654  $34,330  $35,649 $132,235 $139,423
Adjusted for the Following:
Stock-based Compensation Expense (5,094  (4,708)* (5,508} (7,369  (5,667) (21,613)  (23,252)
lrraﬂii"s:‘;?;z'gte'd and Other Non-Recurring (3669)  (3,989)  (3632)  (2,164)  (4,339) (10,364)  (14,124)
Adjusted General and Administrative $23,043 $25,093 $26,5614 324797 $25,643 $100,258 $102,047
Total Adjusted Operating Expenses $70,955 $72,430 374831 §$72.474 $73,650 $288,742 $293,385
% of Revenue 41.99% 42.6%, 42.2¢, 41.1% 4215, 42.8%, 42.0%,

"Includes approximately $0.1M of stock-based compensation expense recorded to cost of revenues
Note: minor rounding differences may exist in the figures presented



Pro Forma Revenue

LTM
($ in 000s) Q42023 Q12024 Q22024 Q32024 Q42024 Q4 2023 Q42024
Revenue as reported $169,440 $170,113 $177,393 $176,260 $174,999 $675,369 $698,765
Plus: acquisition revenue

: 1,588 -
Less: NA Fitness solutions revenue (3, 22?} (2, 6?2) - - - (13,131) (2,672)
Less: UK Fitness solutions revenue (2,634) (2,731) (2,712)

(10,574) (5,443)
Pro Forma Revenue $163,579 $164,710 %$174,681 $176,260 $174,999 $653,252 $690,650
Pro Forma Revenue Growth (YoY) 4.59, 5.7% 6.0%, 4.39, 7.09%, 9.19% 5.7%

Note: minor rounding differences may exist in the figures presented

Acquisition revenueincludes the estimated revenue associated with KickServ prior to the August 10, 2023 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).
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Pro Forma Subscription and Transaction

Revenue

(& in 000s)

Subscription and Transaction Revenue as reported
Plus: acquisition revenue

Less: NA Fitness solutions revenue

Less: UK Fitness solutions revenue

Pro Forma Subscription and Transaction Revenue

Pro Forma Revenue Growth (YoY)

Q4 2023

(3,171)
(2,603)

Q12024 Q22024
$133,469 $134,724 $137,041

(2,622)
(2,703)

(2,688)

Q32024 Q42024
$137,566 $139,013

$127,695 $129,399 $134,353 $137,566 $139,013

9.7%

91%

7.3%

8.39%, 8.9%,

LTM
Q42023 Q42024
$520,234  $548,344

1,588
(12,860)  (2,622)
(10,476)  (5,391)
$498,486 $540,331

12.3% 8.4%,

Note: minor rounding differences may exist in the figures presented

Acquisition revenueincludes the estimated revenue associated with KickServ prior to the August 10, 2023 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).



Definitions

Adjusted EBITDA: Adjusted EBITDA is calculated as net 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, 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, 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 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.

CLTV/ CAC Ratio and Payback Period: Customer lifetime value (CLTV) is the average revenue per customer over the number of months in the customer lifetime, net of cost of revenue (exclusive of
depreciation and amortization). We calculate lifetime value of a customer using a projected average customer lifetime, which we extrapolate by taking actual customer retention data for months 1-24 of a
customer’s lifetime and projecting customer retention data beyond month 24 using a monthly average rate of change over the prior 12 months. We then total the amount that an average customer
produces in monthly revenue across the number of months in our projected average customer lifetime, and apply a gross margin factor, calculated as revenues less cost of revenues (exclusive of
depreciation and amortization), to estimate a lifetime value. We calculate our customer acquisition costs (CAC) as the total of all of our direct sales and marketing expenses associated with acquiring new
customers for a fiscal year divided by the total number of new customers acquired during such fiscal year. Direct sales and marketing expenses include fully loaded salary and commission as well as
advertising costs. We have excluded certain overhead costs allocated to the sales and marketing department including but not limited to professional fees, recruiting, and office supplies as they are not
costs that are directly related to acquiring incremental customers. Customer acquisition costs are calculated as if acquisitions that were closed during the periods presented were closed on the first day of
the period.
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Definitions

Levered Free Cash Flow: Levered Free Cash Flow (LFCF) 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 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 notyet 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 this metric is 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. This metric is 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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