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DISCLAIMER (1/3) Durham

Thispresentationhasbeenpreparedfor informationalpurposesonly. Thesematerialsare not, andin no circumstancesrethey to be construedas,a prospectusan offeringmemorandumanadvertisementor a public offering of securities
In addition, thesematerialsdo not form part of any offer or invitation to sellor issue,or any solicitationof any offer to purchaseor subscribefor, or any offer to underwrite or otherwiseacquireany securitiesof Dye& DurhamLimited(the
G/ 2 YLIbrd 8 &8 dzNXK lovadyother securitiesnor shallthey or any part of them nor the fact of their distribution or communicationform the basisof, or be relied on in connectionwith, any contract,commitmentor investment
decisionin relation thereto, nor doesit constitute a recommendatiorregardingthe securitiesof the Company No securitiesregulatoryauthority or similarauthority hasreviewedor in anyway passedupon the documentor the merits of
thesesecuritiesandanyrepresentationto the contraryis anoffence

No reliancemaybe placedfor any purposeswhatsoeveron the information containedin thesematerialsor on their completenessNo representationor warranty,expressor implied, is givenby or on behalfof the Companyanyagentof the
Companyor any of suchpersonsdirectors,officersor employeesor any other personasto the accuracyor completenes®f the information containedin thesematerialsand no liability whatsoeveris acceptedby the Companyany agentof
the Companyor anyof suchpersonsdirectors,officersor employeesnor any other personfor anylosshowsoeverarising,directly or indirectly, from anyuseof suchinformation or otherwisearisingin connectiontherewith.

Any consensugstimatesby analyststhat are containedin this presentation,includingfiscal2025analystconsensuAdjustedEBITDAd0 not representthe opinions,forecasts,or predictionsof the Companyany agentof the Companyor
any directors, officers, or employeesof the Company Estimatesare directly from analystreports. No representationor warranty, expressor implied, is given by the Company,any agent of the Company,or any directors, officers, or
employeesof the Companyasto the correctnessaccuracyor completenesf the consensudiguresand no liability whatsoeveris acceptedby the Company any agentof the Company or any directors, officers, or employeesof the
Companyarisingin connectionwith anyuseof suchinformation.

If any recipientof thesematerialswishesto makean investmentin the Company(eachsuchrecipient,ad LINE a LAS/GAISAagHERApXIspediveinvestormustrely on their own examinationof the Companyincludingthe merits and risks
involved Prospectivenvestorsshouldnot construeanythingin this presentationasinvestment,legalor tax advice Eachprospectiveinvestorshouldconsultits own investment,legal,tax and other advisersregardingthe financial,legal,tax
andother aspectf anyinvestmentin the Company

ForwardL ookingStatements

Thispresentationmay containforward-lookinginformation and forward-lookingstatementswithin the meaningof applicablesecuritieslaws,whichreflectsthe / 2 Y LJI glirgef éxpectationsegardingfuture events,includingstatements
relatedto the/ 2 Y LJI: y(ipp@rormanceand future upside, (ii) future growth plansand prospects,(iii) the marketsin which the Companyoperates,(iv) debt reduction strategy, plansregardingdebt repayment,and path to reducing
leverage,includingits net debt reduction principles,(v) expectedorganicgrowth, (vi) total addressablamarket, includingthe Companyachievings% or 10% of the globaltotal addressablamarket, (vii) growth neededto capturea specific
percentageof the globaltotal addressablanarket, (viii) estimatedcompoundannualgrowth rate, (ix) core businessstrategy,includingregardingthe revenuemodel transition, subscriptionmodel, crosssellingand up-sellingopportunities,
product rationalizationand streamliningof processes(x) capital allocation strategy, including regardingallocating excesscashflow from the Companytowards highestreturn alternatives, maintainingstrict disciplinearound capital
deployment,and opportunisticallyassessingnonetizationalternativesfor non-core assetportfolio, (xi) approachto executingits businessand capital allocationstrategies,includingthe compositionof the / 2 Y LJI nflabdg@menteam,
operatingthesis,salesapproach,product portfolio and prioritization, team structure, and strategywith respectto its use of artificial intelligence,(xii) organicgo-to-market strategy,includingmanagingits top customersand focussingon
efforts to drive additionalsubscriptionrevenuefrom its & £ 2yl Fxfii)gforward M&A thesis,includingits planto selectaccretivetuck-in M&A to augmentits existingcapabilitywhile pausingon material M&A, and its go-forward growth
plan,includingregardingenhancingproduct capabilitiesand technologyand expandingits globalfootprint and customerbase,(xiv) expectednearterm figuresand outlook for revenue,OrganicRevenueGrowth, AdjustedEBITDAAdjusted
EBITDAargin, Capexasa percentageof Revenueand Leveraged-reeCashFlow,or (xv)future intentionswith regardto its businessand acquisitionstrategy In somecaseshut not necessarilyn all casesforward-lookingstatementscan
Iy A Odrdd 8 6 kB @satioashf suchwordsand phrasesor state that certainactions,eventsor resultsa Y | & © 2 dif dR2é daft R & AKdi ¥otxt & belifl 1 § 2 OIodaN#SO K A SIigeBdRién, any statementsthat refer to
expectationsprojectionsor other characterization®f future eventsor circumstancegontainforward lookingstatements Forwardlookingstatementsare not historicalfacts,nor guaranteesor assurancesf future performancebut instead
representY | y I 3 § YBrghiibgligfs, expectationsestimatesand projectionsregardingfuture eventsand operatingperformance
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| DISCLAIMER (2/3) Durham

Theforegoingforward-lookinginformation and/or forward-looking statementsdemonstratethe / 2 Y LJI gbj@dihv@s,which are not forecastsor estimatesof its financialposition, but are basedon the implementationof the/ 2 Y LJ y & ¢
strategicgoals,growth prospects,and growth initiatives Forwardlooking information is generallybasedon a number of assumptionsopinions,and estimates,including, but not limited to: (i) the / 2 Y LJI ngsl@af operationswill
continueasexpected,(ii) the Companywill continueto effectivelyexecuteagainstits key strategicgrowth priorities, (iii) the Companywill continueto retain and grow its existingcustomerbaseand marketshare,(iv) the Companywill be
ableto take advantageof future prospectsand opportunities,andrealizeon synergiesincludingwith respectof acquisitions(v) there will be no changesn legislativeor regulatorymattersthat negativelyimpactthe/ 2 Y LJI hl€n@ss(vi)
currenttax lawswill remainin effect and will not be materiallychanged vii) economicconditionswill remainrelatively stablethroughoutthe period, (viii) the industriesthe Companyoperatesin will continueto grow consistentwith past
experience(ix) exchangeaatesbeingapproximatelyconsistentwith currentlevels,(x)the seasonatrendsin real estatetransactionvolumewill continueasexpected,(xi)the/ 2 Y LJI exge@adiondor increasego the averagerate per user

on its platforms, contractualrevenues,and incrementalearningsfrom its latest assetbasedacquisitionwill be met, (xii) the Companybeingableto effectivelyupselland crosssell between practice managementand data insights& due
diligencecustomers(xiii)the / 2 Y LJ gkgeQationsregardingits debt reductionstrategywill be met, (xiv)Dye& 5 dzNX IdiNe€ai nomineeswill be electedasdirectors, (xv)the Companywill not continueto face shareholderactivism
campaignsfollowing the conclusionof its 2024 annual general meeting of shareholders,and (xvi) those assumptionsdescribedunder the headinga / | dzReégadingForwardLookingL y F 2 NJYih thel/23/ ¥ LI pidstecent

a l y I 3 S YD8asGgsiorind Analysis Specificallyto calculateannualizedhet interest savingswhichincludesestimatedreturns from the restricted cashheld for retirementof the / 2 Y LI grvé@tibleseniorunsecureddebenturesdue
March 1, 2026 (the 620265 S 6 Sy (i tmNiftetestaastsonthe / 2 Y LI délt Reie estimatedbasedon swappedinterest rates entered into, which includedassuminga variableinterest rate of 5.32%overthe term of the / 2 Y LI y & ¢
term loan B and this estimatewasaddedto the stated fixed interest costsof the / 2 Y LJI 86235 &enior securednotes due 2029 and the 2026 Debentures,and the total net interest cost, calculatedbasedon the foregoing,wasthen
comparedto the annualizedcostof interest actualsfrom the first half of fiscal2024

Whiletheseassumptionsppinions,and estimatesare considerecdby the Companyto be appropriateandreasonablén the circumstancessof the date of this presentationand giventhe time periodfor suchprojectionsandtargets,they are
subjectto a numberof knownand unknownrisks,uncertainties,assumptionsand other factorsthat maycausethe actualresults,levelsof activity, performance or achievementgo be materiallydifferent from thoseexpressedr implied by
suchforward-lookinginformation. Suchrisksand uncertaintiesinclude,but are not limited to: the Companywill be unableto effectivelyexecuteagainstits key strategicgrowth priorities, includingin respectof acquisitions someor all of
Dye& 5 dzNX Idive€ainomineeswill not be electedasdirectors the Companywill continueto faceshareholderactivistcampaignsthe Companywill be unableto continueto retain and grow its existingcustomerbaseand marketshare
risksrelatedto the / 2 Y LJI hlsin@ssand financialposition; the Companymay not be able to accuratelypredict its rate of growth and profitability; risksrelated to economicand political uncertainty, incometax related risks and the
factorsdiscussedinderd w AC4 10 GitheH £ Y LJ- nffodte&ent Annuallnformation Formand under the headingd w Aand! &y O S NIi linihg /i A B XIS iviodteedenta | v | 3 S YD&glssi@R@INd Analysiswhich are availableon
the/ 2 Y LJ pfodil€xm SEDARat www.sedarplusca

Many of theserisksare beyondthe / 2 Y LJI gbriir@l & anyof theserisksor uncertaintiesmaterialize or if the opinions,estimatesor assumptionsinderlyingthe forward-lookinginformation proveincorrect,actualresultsor future events
might vary materiallyfrom those anticipatedin the forward-lookinginformation. Althoughthe Companyhasattempted to identify important risk factorsthat could causeactualresultsto differ materiallyfrom those containedin forward-
lookinginformation, there may be other riskfactorsnot presentlyknownto the Companyor that the Companypresentlybelievesare not materialthat couldalsocauseactualresultsor future eventsto differ materiallyfrom thoseexpressed
in suchforward-lookinginformation.

Althoughthe Companybasestheseforward-lookingstatementson assumptionghat it believesare reasonablevhen made,the Companycautionsinvestorsthat forward-looking statementsare not guaranteesof future performanceand
that its actual resultsof operations,financialcondition and liquidity and the developmentof the industry in which it operatesmay differ materially from those madein or suggestedy the forward-looking statementscontainedin this
presentation In addition, evenif the / 2 Y LJI g3 @f operations,financial condition and liquidity and the developmentof the industry in which it operatesare consistentwith the forward-looking statementscontainedin this
presentation,thoseresultsor developmentamay not be indicativeof resultsor developmentsn subsequenperiods Therecanbe no assurancehat suchinformationwill proveto be accurate asactualresultsand future eventscoulddiffer
materially from those anticipatedin suchinformation. No forward-looking statementis a guaranteeof future results Giventhese risksand uncertainties,investorsare cautionednot to place undue relianceon these forward looking
statements Anyforward-lookingstatementthat are madein this presentationspeakonly asof the date of suchstatement,andthe Companyundertakesno obligationto updateanyforward-lookingstatementsor to publiclyannouncethe
resultsof anyrevisionsto any of those statementsto reflect future eventsor developmentsgexceptasrequiredby applicablesecuritieslaws Comparison®f resultsfor currentand any prior periodsare not intendedto expressany future
trends or indicationsof future performance,unlessspecificallyexpressedas such,and shouldonly be viewed as historicaldata. All of the forward-lookinginformation containedin this presentationis expresslygualified by the foregoing
cautionarystatements
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DISCLAIMER (3/3) Durham

Non-IFRSMeasures

Thispresentationmakesreferenceto certainnon-IFRSinancialmeasuresThesemeasuresare not recognizedneasuresunder IFRSdo not havea standardizedneaningprescribedby IFRSand may not be comparableto similarmeasures
presentedby other companies Rather, these measuresare provided as additional information to complementIFRSinancial measuresby providing further understandingof the / 2 Y LI iésuI@ &f operationsfrom Y y I 3SY Sy
perspective The/ 2 Y LJI définficins of non-IFRSneasuresmay not be the sameasthe definitionsfor suchmeasuresusedby other companiesn their reporting. NornrIFRSneasureshavelimitations asanalyticaltools and shouldnot be
consideredn isolationnor asa substitutefor analysisof the/ 2 Y LJI fii@n€dinformation reported under IFRSTheCompanyusesnon-IFRSinancialmeasuresincludingd 9 . L ®3 IREX»a L. $® ! R I EBITDRR NHA Y NE | y A
RevenueGrowthw | (i &8¢ SO S Nee8SBHTE 2 @and @b & & 6td grovide investorswith supplementalmeasuresof its operatingperformanceandto eliminate items that have lessbearingon operating performanceor operating
conditionsandthus highlighttrendsin its core businesghat maynot otherwisebe apparentwhenrelyingsolelyon IFRSinancialmeasuresTheCompanybelievesthat securitiesanalystsjnvestorsand other interestedpartiesfrequentlyuse
non-IFRSinancialmeasuresin the evaluationof issuers The/ 2 Y LJI iffahdg@mentalso usesnon-IFRSinancialmeasuresn order to facilitate operating performancecomparisonsrom period to period. Pleasesee "CautionaryNote
RegardingNonIFRSMeasures"and "Selectinformation and Reconciliatiorof NonIFRSVieasures'in the Company'snost recent Management'Discussiorand Analysisandthe / 2 Y LJI nfoer@riewsreleaseswhich are availableon the
Company'srofile on SEDARat www.sedarplusca, for further details on these non-IFRSmeasuresjncluding (i) definitions of eachnon-IFRSneasureand an explanationof the compositionof eachnon-IFRSinancialmeasure,and (ii)
relevantreconciliationsof eachnon-IFRSneasureto its mostdirectly comparabldFRSneasure whichinformationis incorporatedby referenceherein

Certaintotals, subtotalsand percentagesnaynot reconciledue to rounding
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| AGENDA

Dye &
Durham

Tuesday, December 10 2024

Matt Proud, CEO

Welcome

Overview

Matt Proud, CEO

Building a World Class Business

Martha Vallance, COO

Product and Gdo-Market: The SaaSification of D&D

Scott Bleasdell, CPO

Tom Durbin St George, Managing Director D&D UK
Jeff Dutton, Product Specialist

Sanjay Kulkarni, CRO

Artificial Intelligence Industry Guest Speaker

Richard Robinson, CEO andFoainder of Robin Al

FinTech Business

Yves Denomme, CEO FinTech

Finance & Capital Allocation: Driving Value for all Stakeholders

Frank Di Liso, CFO

Meet the Board

Matt Proud, CEO

9y IAYS /IFLAGIHEQa +FfdS 588G NHOGADS

t FdK F2N GKSMattPréud-CE@

Closing Remarks

Matt Proud, CEO

Analyst Q&A

Huss Hirji, VP Investor Relations

Whenbeingcertainiseverything
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OVERVIEW



THE RIGHT MANAGEMENT TEAM TO CONTINUE TO EXECUTE Durham

A D&D CEO since 2016 and led the successful IPO in July 2020 which enabled the Company to scale its growth

Matthew Proud A Grew D&D from a small regional single product company with an enterprise value of approxigdateiljion, to a global
Chief Executive Officer legal technology leader worth ov&2.8 billionin enterprise value

s A Supporting the transition during Boatdd search for his successor
Frank Di Liso A Over 20 years of experience in financial services, leading teams across performance management and administration

A Previously held interim CFO and CFO roles at TMX Group and the Canadian Depository of Securities, respectively

Chief Financial Officer A Joined D&D in 2022

Yves Denomme
Chief Executive Officer,
Financial Services

A Joined D&D in 2024 with current responsibilities across operations, value creation and strategy
A Over 20 years of experience across financial services, technology, business services and real estate sectors

Martha Vallance A Joined D&D in 2020 with current responsibilities across operations, corporate development and integration teams
Chief Operating Officer A Previously spent 12 year in investment banking at BMO Capital Markets, holding leadership roles within Mergers &
Acquisitions and Equity Capital Markets teams

Scott Bleasdell A Joined DND in 2024 with current responsibilities across product and technology development, value creation and

Chief Product Officer technology integration
A Over 20 years of experience in software engineering and product management in B2B SaaS

A A senior business leader with nearly 25 years of product, sales and marketing management experience at leading
technologyenabled global businesses including TMX Group, Nasdaq, ADP and Deloitte

Al dINNBy (i NBaLRyaAroAtAldGASa Ay Gd-rdark& stiatégy Rl€ngfyiny yed reveyuR gréwthS O dzii A y =
opportunities, building and leading best-class global sales and marketing teams

Sanjay Kulkarni
Chief Revenue Officer

Eric Tong A Over 25 years in the legal technology industry with senior positions including research and development, product

Chief Technology Officer ~ management and operations
-«’ A Over 20 years at the Company in various senior technology roles

When beingcertain iseverything Strictlyprivate and confidential fordiscussiorpurposesonly /7



When being certain is everything

MADE PERFECT

Our mission-critical software gets business done right, every time.

We provide premier practice management solutions and vital data insights
software that supports critical risk management decisions empowering
legal professionals every day



Our Company

Fullsuite software solution for the legal

O2YYdzy AGASEAQ 62N Ft20

insights and payments across Canada, UK &
Ireland, Australia and South Africa

Q(act'\ce Ma"age,h

Our Platform

Diversified customer base of bhahip legal firms
2 LJG A Y AT | ahdifidayicial irRtltutions

CloudBased, Endo-End

Practice Management Software Platform Improving
Efficiency and Productivity For All Law Firms

Leading Access to

Proprietary Databases

With Developed

Third Party Integrations

9

Countries | Canada, UK & Ireland,
Australia, New Zealand, South Africa and
more across the APAC region

Our Business Model

Software and recurring transactidmased
model with a SaaS transition

Diversified Revenues with

No Market, Customer or
Product Concentration

Increasing Shift to
Contracted Revenue Streams

Ensuring Stability and Future Revenue Visibility

Multiple Drivers ON eal’-'[el’m
Organic Revenue Growth

Irrespective of Market Conditions

Global and Diversified
Across Industries

Our Right to Win

{1&-’_. Mission Critical Cloud Proprietary @ FulkSuite
Cll Based Software \t/ OneStopShop

Whenbeingcertainiseverything
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| DYE & DURHAM AT A GLANCE Dye &

Durham

5dz2NKIF YQa Df2o0lFt C2

~ N )
C$458MM C$255MM

LTM Sep24 LTM Sep24
Revenue Adj. EBITDA

\_ J \_ _J Canada

~37,000+
Core Customers
Globally?

4 N )
6% 85%

LTM Sep24 LTM Sep24
Adj. EBITDA Mardin FCF Conversién

of which ~6,000+ are
under contract

-

N ) |
5 4% 320/0 South Afrlcy

ARR under Contract
As of Sept. 30, 2024

- J

Annual Contracted
Revenue as of Sept. 30,
2024

1. Adj. EBITDA, Adj. EBITDA margin ardnérw{ Y SI &d2NBa@ Cwf{ Slad$ addSaab2y
. L. . 2. Calculated as Adj. EBITDA less additions to intangible assets, purchases of property and equipment & payments fatieasé Abjig=BITDA
When belngcertaln |Severyth|ng 3. Customer count excludes certain occasional / casual customers. Factoring in occasional customers and counting totahsastamesteach individual platform, customer count is 60,000+ Strictly private and confidential for discussion purposes only 10 /
4. Annual Contracted Revenue includes minimum committed levels of annual recurring revenue (ARR) plus revenue from cenégestezhdwther service agreements. For ARR, figure represents
percent of total estimated billings (excludes TMG and other nonrecurring adjustments). ARR is revenue under conteagettiadiso recur over a fixed term. ARR % is determined by taking the total
recurring revenue divided by total revenue for the period (adjusted fguamter acquisition and other timing impacts)



| HISTORICALLY, LEGAL PROFESSIONAL WORKFLOW EXPERIENCEWAIS B@E( '
WE RECOGNIZED THIS OPPORTUNITY

A The global legal software market remainsgmented, with law firms utilizing various products from different providers, many of whictliraresactionbased vs SaaS

A With anestablished global customer baswf 37,000+, Dye & Durham is in a unique positiondovert its legacy singkpoint users to a modern SaaS proddoased relationship

& User
I

y A 4

A 4 A

A 4 A 4 A 4

Application 2 Application 3 Application 4 Application 5 Application 6

Application 1

—

—
-
—
=
-
-—
—

-
—
—

: Practice Property - Corporate
OlflzeEiellie Mgmt. Searches Searches

Accounting

U Inconsistent user experience
U Data discounted from workflow

U Multiple individual solutions¢ no integration no single user interface

o : : U Greater security vulnerability
U Multiple invoices from different suppliers

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only11 /



| D&D IS REVOLUTIONIZING LEGAL SOFTWARE WITH THE UNITY KRR AL P@g

UNITY®

EVERYTHING YOU NEED TO
RUN YOUR LEGAL PRACTICE,
ALLIN ONE PLACE

From intake to invoice, and everything in between.
A SINGLE DESTINATION FOR LAW FIRMS

Bringing together multiple legal solutiogghat saves time,
LINEP OARSE 2LISN)Y GA2YyIlf g 0O2ai0 ST

V' Onboarding \/ Property Due Diligence e

V' Corporate Due Diligence\y KYC and AML

V' Legal Registration \/ Fully Integrated Access to Practice Management

Whenbeingcertainiseverything
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| OUR JOURNEY TO GET WHERE WE ARE TODAY Dye &

Durham

lllustrative Revenue Over Time

*Showing select acquisitions only

TERRA Korbitec
FIRMA =
‘ @U I LL ((/&‘ 5) NebuLAW
&5 § GhostPractice .
WSGLOBALX CREDAS @ LexisNexis' Affinity
INSIGHT LEGAL
=7 TELUS Financlal Solutions SOFTWARE

. poweredbyple

A Dye & Durham Company

$saseeat
6) DoProcess
D EsiLaw

O creeresiin
[atsource,

<
oncorp geasy  indexy

FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 LTM Sep-24 Future Upsidél)

_. : R Dye & Durham 3.0:
Dye & Durham 1.0: Private Ownership Dye & Durham 2.0: Building Global Scale Global Saas Leader

Founder phase; growth through small acquisitions and disciplinedl | 1PO provided the company with access to lower cost capital kg
operating mentality, recognizing the significant market and valué invest and pursue a series of acquisitions that further transition strateav into scalable
opportunity OSYSYGiSR G(KS O2YLI yeQa &iNg gy :
global legal tech provider
for greater future success

Executing on integration and

When beingcertain iseverything 1. This may constitute forwasboking information and/or forwarll 2 2 { Ay 3 &l G SY Sy ({azp2 1t X 53 4{Si 1ABY JyCeaN® I NR Strictly private and confidential for discussion purposes only 13 /



| DEPLOYING CAPITAL FOR ACQUISITIONS IN A PURPOSEFUL AI‘\VIZWVIEASUEEQJ

Acquisition Capital Deployed
Equity Capital Raised / (Returnéd)
Avg. PreSynergy Acquisition Multiple (EV/EBITDA) 17.7x

A

Whenbeingcertainiseverything *

88% of capital deployed since IPO was
executed in two years following IPO

Past two years has seen much smaller
acquisitions with a significantly slower
pace

Driven by disciplined approach in
allocating capital and considering the
growth strategy / return tradeoff in
changing macro environment

Recent time period has been
characterized by executing integration
strategy and delivering on investment
thesis from acquired companies, with
fewer and lower cost / valuation
acquisitions

Acquisition Capital Deployed (C$MM)

C$1.7BN
C$822MM Raised

Build, Scale and Grow

$501 $498

$307

$139

$89 $81
$53

$12

$2

$26

C$230MM
(C$91)MM Returned
12.0x

Integrate, Product Enhancements and

$41

Customer Value Add

Acq. Capital Deployed (C$MM)

$57
$48
$28
$21 . .

Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123 Q223 Q323 Q423 Q1249 Q224 Q324 Q424 Q125

Note: Acquisition Capital Deployed illustrated as acquisition consideration actually paid in each quarter (includingayablentpfront and deferred, contingent / eaiwut payable in the respective quarter)

acquisition capital deployed figure

2. Average Acquisition Multiple includes deferred consideration payable
3. Excludes proceeds received from sale of TMG (upfront consideration is included in Q1 2022)

Treasury equity issued less capital returned via dividends, SIB and NCIBs. Treasury equity excludes C$38MM whickelesgsajmhtoof acquisition consideration and which is included in the

Strictly private and confidential for discussion purposes only14 /



| THE RESULT OF THIS STRATEGY IS A SIGNIFICANTLY SCACENBHEBEBSS o
OF HIGHQUALITY ASSETS INTENTIONALLY BROUGHT TOGETHER

Adjusted EBITDA Leveraged Free Cash Flétv

Increased byl 70 Increased by 594% Increased by 530%

C$470MM
¥ C$255MM

C$55MM

C$66MM C$37MM C$9MM

At IPO (June 2020 LTM)Q2 Guidance (Dec 2024E LTM) At IPO (June 2020 LTM) Current (Sept 2024 LTM) At IPO (June 2020 LTM)  Current (Sept 2024 LTM)

1. Midpoint of company guided @2Y25 revenue per November 28, 2024 press release
2. Adj. EBITDA, Adj. EBITDA margin, and Leveraged Free Cash Flovea&Zemnpn Y S| 3 dZNB & @ Cw Slad$ a@BBE 5éb 2y
3. Leveraged Free Cash Flow is a newlR®S measure used by the Company and is defined as net cash provided by operaties &sivitidditions to intangible assets and property (including Strictly private and confidential for discussion purposes only 15/
capitalized software) less net interest paid and payments under lease arrangement. The Company believes Leverageddwés &Castu&mental measure for investors to evaluate cash generated
68 GKS /2YLIlye FFGASNI | 002dzydAy3d F2N GKS /2YLIl yeQa zatosdl GA2yas AyOtdRAY3I AyaSNBad LIevySydazr OFLAGEHE SELSyasSas FyR £81as 206tA3
4. This may constitute forwaddoking information and/or forwarl 2 2 1 Ay 3 &0 G SY Sy ({202 1t X ySF &{Si 1ABBY SyCla | NR
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AND WE HAVE DELIVERED FOR OUR SHAREHOLDERS

D&D Share Performance Since IPO (July 17, 2020)

Dye &
Durham

Versus Peers and Relevant Benchmarks

cCurrent
I C®0.34

Return

7

PO~
C$7.50

When beingcertain iseverything Sources: Company filings, street research, FactSet as of December 6, 2024

Select Peers / Index Share Performance

Constellation Software
Dye & Durham
Thomson Reuters
Descartes

Wolters Kluwer

RELX

Topicus

Russell 2000

S&P / TSX Composite
Altus Group

Shopify

Kinaxis

Open Text

PEXA

Global Payments
Enghouse

Real Matters

222%
171%
152%
144%
121%
119%
90%
70%
59%
40%
33%
(3)%
(26)%
(27)%
(29)%
(58)%
(74)%

Note: Current based on closing price as at December 6, 2024 . Share performance measured from July 17, 2020 to De2dmber 6, 20

Strictly private and confidential for discussion purposes only16 /



| INVESTORS HAVE A SIMPLE CBIMHR AND GROWTH VS. CHAOS Eg

Dye &
Durham

AEngine

CAPITAL
V' Experienced and refreshed X Handpicked and poorly
Board nominees qualified nominees who will |
\V Leading an orderly transition yzil Fod Fa I JOKSO]
agenda

to a new worldclass CEO
X Stated intention for wholesalg

management change
x 5SAU0NHz2OGA2Y 2[F (K
institutional memory

V' Supporting the focused and
engaged senior leadership
team and driving strong
organic growth

X No credible plan to continue
535Qa Y2YSyildiy

When beingcertain iseverything Strictly private and confidential for discussion purposes only17 /



| WE NOW HAVE A GREAT OPPORTUNITY IN FRONT OF US Dres

[@ Large, global, and loyal customer base J

We are providingpest-in-class practice
management solutiongo the legal industry

(@ Complete solution suite to offer small to |
medium law
Wessit at the intersection of data and essential Dye & ~
software systemaused by law firmsgvery day Durham - ~
@ Bestin-class software solutions
We are at theforefront of a growing legal - g
technologymarket
Our experienced, seasoned, and
dedicated management team
| 28 KIOS odAf G | dzyAljdzS LXFGF2NY FyR &AIYATFAOL Yy 2 LILI2 NFydzy A G ¢

_____________________________________________________________________________________________________________________________

When beingcertain iseverything Strictly private and confidential for discussion purposes only18 /



BUILDING A WORLD
CLASS BUSINESS



29 |1 +9 ! [!'wD9 !'55w9{{!.[9 a!wYQ¢ hEﬂ;.,gv

Global Legal Technology Spend (US$)

Rising competitionin the legal solutions
industry, leading to increased focus on
productivity

Surge in new regulatory structures anc
legal information, which has resulted in
increaseccomplexity of legal workloads

Increasing demand for transactional
practices in tax, real estate, and M&A,
which has resulted imcreased volume
of legal workloads

Cost pressuredriving law firms to invest
in Legal Tech to automate processes apd
improve productivity

2024 +9.6% CAGR 2030

Whenbeingcertainiseverything Source: Grandview Research o . S L B Strictly private and confidential for discussion purposes only 20 /
1.  This may constitute forwasoking information and/or forwarfl 2 2 { Ay 3 &Gl G SY Sy (Hazp2 {t X 53 &{Si ABSBY SRS | NR



| THE LONGERM OPPORTUN{WHERE WE ARE GOING Dye &

Durham

Requires30%annual growth
to achieve inl0 years

Requires’0%annual growth ——
to achleve.lrﬁ years ~US$46BN
Dyes Dye & CapturingL0% of the Global TAM
DurhamToday _ : global TAMwould imply & (2030)
10% of TAW otal revere of (~C$64BH
C$458MM
LTM
September
2024 5%o0f TAM Capturing jusb% of the
Revenue global TAMwould imply | :
total revenue of Global Large Scale Legal
: C$3.2BN Technology Comparablés
—.—
Requires48%gnnu_al 3
growh ;[/oezrcs? eve I Require22%annual growth e RELX Wolters THOMSON

C$3.0BN C$1.3BN C$3.9BN

to achieve inl0 years

Source: Grandview Research, company filings
; ini ; 1. This may constitute forwaddoking information and/or forwarl 2 2 { Ay 3 adF G SY Sy ([azp2 |t X Y53 &{Si 1ABSY JyCRaND I NR ' . ' ) . )
Whenbelngcertaln Iseverythmg 2. Represents the following December 2023 ending revenues for each companygLRgaDSegment (exrint), Wolters Kluweg Legalk Regulatory segment, Thomson Reuters Strictly private and confidential for discussion purposes onfy21 /
Legal Professionals segment
3. The following exchange rates used where applicable: USD to CAD: 1.39, GBP to CAD: 1.80, EUR to CAD: 1.49



COMPETITIVE LANDSCAPE IN SBGAWARE Dirham

While there are many legal software providers in the industry, Dye & Durham has been focused on creating a single, integhatiech
emphasizing on the core areas of practice management and data & due diligence legal software

Practice Area Solutions i ___________________________ E

- S | |

: (> ete o~ 1A A\ H \\\ : :

i A, Cizsmolex @ Clio Aadvanced KR : Dye & !

! m , ™ I Durham I

i Practice LEAP Adel‘Clnl' ELITE 3E n h‘;\gTER‘” \\ : :

: Man agem ent a Law Practice Technology \\\ : 1

! (S SMOKEBALL.  PClLaw’ ¥ N ! !

I S\ I
N

i og}‘?"’ A Why Clients Choose D&D i

— 4

| — InfoTrack on Qé& #" 1 V Onestop shop !

—x ’ I : I

i Analytics/Data & @ THOMSON co&// : V One bill :

i Due Diligence ::ml.rgMgglmgrk D tmgroup REOTERS O*Q// i V  One relationship i

i /' IV Essential software !

T o " - — - - - /

i V Bestin-class technology :

. - . . I

\ HOMSON REUTERS IV Increase efficiency & productlvny:

_\,\ Clearbrief V ‘ Iex WESTLAW" @ LexisNexis BlOOMbel‘g i V Streamline Support :

|

Legal Research ]V Access to nowliscretionary data !

| |

| |

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only 22 /



| WE HAVBTRATEGICALLY AND DELIBEEXPENDED OUR SOLUTION SUITE, B’Jﬁa
DOhDw! t IL/!'[ tw9{9b/9 ! b5 /'!'{¢ha9w X

At IPO (June 30, 2020) LTM September 30, 2024
Australia / Australia /
- -
Practice e Practice
Management e Management
. Data Insights &

Data Insights & Limited Due Diligence
Due Diligence

= ial Financial
inancia Technology

Technology
Expanded into multiple new geographies

Expanded solution suite within geographies
Expanded customer base and scale

Now positioned to capitalize on platform consolidation and
@ = Denotes Dye & Durham productsnarket crosssell upside under refined GTM strategy

< << <

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only 23 /
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Revenue CAGR Since Acquisition

LbD CLb! b/ L![ h!'¢t9wChwa! b/ 9 Cwh

A DND has demonstrated a track record of
identifying and executing onighly strategic

U.K. KYC/AMLtechnoIogy offering

Credas (Nov 2023)

Insight Legal (Jan 2023

DoProcess (Dec 2020

GhostPractice (May 2023)

ACL (Dec 2022)

Telus FS (Dec 2021

Quill (July 2023)

SAIl & GlobalX

o y2s RANBOGt& I oAt oacquisitions that deivetrong financial
39% customers through the Unity U.K.
Global Platform M
31 Established initial presence in U.K. .
0 practice management space A Since IPO, the company has deployed
_ _ approximately C$1.9bn towards acquisitions
Flagship practice management . s .
30% application in Canada; increased revenue ¢ acquisitions illustrated here represent

by more than 2.5x since acquisition ~74% Of Capital deployéél

Flagship practice management

22% platform in South Africa T
A Acquisition strategy has been focused on

establishing a platform of scale and bringing
together critical technology used in the

15% Specialist litigation software, serving approx. 350
0 law firms and insurance companies in Canada

legal and financial sectors

(Jan & July 2021)

Established financial solutions business in Canada and added
139 mortgage instruction technology used by lawyers that is integrated
with Unity practice management application in Canada A Equally important, the Company iS
Flagship practice management platform in U.K. serving over 750 : H
8% OdzAa 12 YSNET y26 AyGS3INIGSR 6AGK 5b5Q4 ! ®Y %‘2@'%‘?@&%@0@@9%9% r(evenu_e growth
and KYC applications from these acquisitions and creating further
1) Entry intro Australian market, fully integrated and now the second Value through Integrat|0n1 platform
4% largest property and corporate due diligence search platform consolidation and operational efficiencies
serving Australian law firms and financial institutions

When bemgcertam |severyth|ng Note Revenudigures have been normalized for IFRS 15 revenue recognition impacts maiylgasrc8ntracts Strictly private and confidential for discussion purposes only24 /

Excludes the impact of the Mortgage Services (MS) business acquired with SAl; inclusive of MS, the CAGR would be 0.1%
2. Capital deployed does not include unpaid contingent consideration fceesn

¢
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We areone of the few legal software providers that sit at the intersecti@f industry leadingPractice Management and
Data Insights & Due Diligence solutions while also offering complementary workflow capabilities for lawyers

Dye &
Durham

Practice Management ——— — Data Insights & Due Diligence
& Accounting

| @ R

Enhanced Workflow
Capabilities

il
I

1T
Essentiakendto-end software to access features angl Connectivity to proprietary data and public recordg Complementary tools for specific legal practice areps
workflows required to manage a legal practice in & necessary to inform strategy, evaluate risks, and such as wills and estates, litigation, and entity

single solution executemandatory transactiondor law firms management that reduce costs and enhance efficiepcy

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only 25 /



| EVOLVING THE CORE BUSINESS STRATEGY Dirham

Historical Where We Are Going

A Independent companies operated by different owners

OPERATING THESIS prior to acquisition by DND. All single point solutions

A Fully integrated

Ny

A Highly varied and customized with lack of pricing discip
A Pricing vs. value proposition disjointed in many cases

REVENUE MODEL AND-G} A Subscription model with pricing transparency centered

Nyl

TOMARKET ] : around full solution suite
A Certain platforms purely transactional
A High touch, relationshipased selling focused on single A Full solution suite sale approach
=SS AFIFIROINCR point solution A Scalable selling approach to target large tail of customers

A Identified geforward product suite (under Unity brand)
and migrating customers to these products

PRODUCT PORTFOLIO AND A Vast product portfolio
PRIORITIZATION A Multiple products for same use case

Ny

A Global customer facing teams covering customer support,
customer onboarding, sales all operating on unified
systems

CUSTOMER EXPERIENCE A Different experience for each product

Nyt

A Global functional teams with regional, matrixed
leadership, to support global strategic priorities

A Siloed teams obtained via acquisitions and centered

TEAM STRUCTURE around legacy companies

Nyt

When beingcertain iseverything 1. This may constitute forwaddoking information and/or forwartboking statements. Please see "Forwhodking Statements” Strictly private and confidential for discussion purposes only 26 /



| HOW WE ARE EXECUTING ON OURIERMESTRATEGY TO DRIVE Durham
SHAREHOLDER VALUE

CORE BUSINESS STRATES¥ CAPITAL ALLOCATION STRATEGS¥
A Continuing theevenue model transitiorto more predictable A Allocating excess cash flow from the business towards highest
and transparent contracted revenue as the foundation for return alternatives, with a priority focus on reducing leverage

53504 Ay@SaldySyida Ay Ayyz20 GAz2y to below 4.0x Net Debt / Adj. EBITDA
while still retaining exposure to transactional revenue

benefits through minimum spend contracts and enabling A Longterm, pursue strategic acquisitions that complement the
customers to disburse cost business, maintaining strict discipline around capital
deployment and leverage profile as well as acquisition
A Capitalizingon crosssell opportunityto our large tail of valuation and targeted returns {§ear return of capital)
customers through full solution suite offering, single custorer o _ o _
front-end (Unity) and more scalable sales approach A Opportunistically assessing monetization alternatives for-npn

core asset portfolio
A Product rationalizationc consolidating investment and

resources behind core gorward Unity solutions

A Streamliningpeople, processes and systems

EXECUTING THE STRATE&¥

AhdzNJ LX Iy 6Aff 0SS RStEAGSNBR o6& (GKS O2YLIl yéQa SELISNASYyO®IR YI y|l 3SY
executing the business strategy and resultsl&te, under their defined playbook to drive the business thesis and sharehater they set
out to deliver

When bEingcertain iseverything 1. This may constitute forwasiboking information and/or forwarll 2 2 1 A Y adld $ Y Sy (azp2 |t X Y53 &{Si 1ABSY yCeaND I NR Strictly private and confidential for discussion purposes only 27 /
2 [ &b 2

1 3 ul
Net Debt and Adj. EBITDAisaNo8w{ YSI &dzNB oL CwWw{S| uSI &E&ES &
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HIGHLY ATTRACTIVE & DIVERSIFIED REVENUE MODEL WITH PREDICTABlyds

AND SCALE -
Breakdown of Revenue Mode] Q1 FY2025
e hY
I I
Non-Contracted I
. Payment per legal matter or transaction |
Transactional | I
conace AR | |
U / O T Y e B
22%
_________________________ N

; Represents actual revenue usage above minimum spend contracts a
Contracted Transactional P ualrevenuesisag ve minimum sp nd

Minimum Non-Contracted transactional revenue generated under service agreements I
Spend Transactional
23% 46% /R R R R R R R R R e I
" —_--_—--—_E—_-—_-—_—_E—_e—_—__—_—_—_—_—_—__—_———— hY
o I SubscriptiorContracts: Monthly subscription per user, generatyear |
ARR ¢ Subscriptio and I contract term
Minimum Spend Contracts = | Minimum Spend Contracts: Monthly minimum spend commitments, gener.ally
| 3-year contract term I

____________________________________________________________________________________________________________________________

. Dye & Durham boasts a diversified revenue model, featuring both transactional revenue streams (billed per matter) benfeficial
: lawyers, who can disburse fees to clients, and contracted revenue streams ensuring stability and future revenue V|S|b|Iniy

____________________________________________________________________________________________________________________________

When beingcertain iseverything 1. Annual Recurring Revenue (ARR) is defined as revenue derived from customers with contracts that include a minimum eeehiwithehé or spend) with a fixed term of 12Strictly private and confidential for discussion purposes only 28 /
months or more
2. Excludes contracts where majority of revenues were previously recognized upfront in a prior quarter based on IFRS 15



Whenbeingcertainiseverything 2

SUCCESSFULLY TRANSITIONING THE REVENUE MODEL Durham

Beginning in FY 22, Dye & Durham has
executed very successfully gansitioning
its revenue model towards higher quality
contracted revenueg this continues to be
part of the goforward strategy

This provides greater visibility and
predictability into future revenue streams

Minimum spend contracts on transactional
revenue platforms were designed to create
more predictable revenue through a
contractual arrangement with the
customer, while still providing customers
with the benefit of disbursing costs and
rewarding frequent customers with lower
pricing. These contracts also retain macro
upside exposure for the company

Since Q4 2022, contracted ARR revenue
has increased from 10% to ~30% with
revenue up ~14% excluding impact of TM
Groupdespite global historic reduction in
real estate transaction volumes

1 Revenue excludes TM Group

LTM Revenue vs. ARR Contracted Revenue Gfowth

Annual Recurring Revenue is defined as revenue derived from customers with contracts that include a minimum committdchievel $pend) with a fixed term of 12 months or more. ARR % is
determined by taking the total recurring revenue divided by total annualized revenue for the quarter (adjustegidoteinagjuisition and other timing impacts). Data prior to Q4 FY21 is not available

FY 24 RE Market Volumes vs. FY 22:
Canadaft H nm:’2
UK:@ ™ y:z
Australia:@ ™ /g2
LTM Revenue (C$MM)

= O- Quarterly ARR Contracted

$436 $452 $458 e
$420

$412 $421 $421
$382
50% 200 |~
O~

$405 gag5 $404

$283 27%

25% -
O—’O
$209 B 1Cg)oio 18%,’,
0
$139 13% ‘(3,—’ o)

10% O
$87 7% ‘Oo’
3% oy (42 _O7
—‘O

$70

0121022103210421012202220322042201230223032304 230124022403 24042401 2502 25E

Strictly private and confidential for discussion purposes only29 /

3. Midpoint of company guided @2Y25 revenue per November 28, 2024 press release
4. This may constitute forwasddoking information and/or forwartboking statements. Please see "Forwhotking Statements"



| CAPITALIZING ON THE CRBBSOPPORTUNITY Dirham

Crosssell between practice management and data insightgl&e diligence customerpresents aangible upside opportunity to Dye & Durhapas aone-
stop shopfor legal professionals

\

A Dye & Durham has industry leading capabilities withhly complementary focus the legal profession betweemactice management and due diligence capabilities

As588 3 5 dzNKI Y Q& platiyi tioAsblidiakice@dbuntliNgotayb&ictdérom different platforms, will enabléurther crosssell opportunitiesy enabling the business to
more easily sell products across our global customer base

Data Insights & Due Diligence Capabilities

Practice Management Use Cases

ﬁ Real Estate _E; Wills & Estates E"‘e Corporate Registries
i \ |z ’95 Land Registries
—| Incorporation & « o
Q- MinutF:—:‘ Books _\_ Litigation
|& ’95 PPSA Registries

Other Practice Areas q Compliance & Fraud gveh& _
urham Proprietary Data

=

,Il,ss

+55

Accounting x Productivity Tools Other Data Sources
*Select sources

[

When beingcertain iseverything Strictly private and confidential for discussion purposes only 30 /



RATIONALIZING THE PRODUCT PORTFOLIO

Dye &
Durham

A The company has been actively consolidating its product suite, putting its resources and internal investment behindgbocaard products,
anchored around the Unity brand

A Since the start of FY 23, approximately 7,500 customers have been upgraded from legacy platforms to Unity branded plitfaronginued

upgrade plans in place across Canada, U.K. and Australia in theermaar

A This is a complex process with significant benefits spanning both customer experience and optimizing internal operaitivastaraht

Unity
Practice
Management

o) Jete

Whenbeingcertainiseverything

Unity
Accounting

Dye &
Durham

)

[NININ]
Oo=1

s

Unity Entity
Management

E.':.g Unity”

Unity® Additional Solutions

Unity® Core
Unity” Practice Management

Unity® Accounting

nEw
UEW Unity® Entity Management

Unity® Core +
6] Unity® Contracts Al

Unity” Entity Management Al

(-3 Contract Builder

(03]

1Task B o -

icoming [ S

Closing B < -

Closing

Jul27, 2024

UnityC™ B 9 -

Messages 5 Unread [ <9 -

Payment Set Up Successf...
May 14,2024

= Payment_status

Task In Progress/Assigned...
Jun 30,2023

= Notification

Task Assignment: 23-PRO...
Jun 30, 2023

= Assignment

Strictly private and confidential for discussion purposes only31 /



PRODUCT AND dO-MARKET:
THESAASIFICATIQN D&D



21 1¢ 29Q+9 .99b 't ¢h Dyess

Our goal is to revolutionize legal software with Unity as a es®p shop, providing small to mediursized law firms with
an easyto-use platform that saves time and provides operational efficiencies

( )
Key Activities

Strategic M&A to assemble a leading product portfolio in legal tech focused on practice management and due diligence solution
Anchoring our products under the Unity brand, with Unity Practice Management and Unity Search being the flagship products
Integrating with industryjleading partners to deliver enhanced value to customers through the Unity platform

Building the integral components of the Unity global platform to expose and enable easy acquisition and access to thelutiatire
Upselling customers on the D&D solution and moving them to contract

Migrating customers to flagship products

To Do To o Do Do P>

Investing in flagship products to expand our target market, enable product consolidation, and new gemtigodwth initiatives
\ J

September, 2023 April, 2024 December, 2024

DYE & DURHAM LAUNCHES REVOLUTIONARY NEW DYE & DURHAM AND ATHENNIAN ANNOUNCE | DYE & DURHAM PARTNERS WITH ROBIN Al TO ENHANCE CUSTOMER
UNITY® GLOBAL PLATFORM THE UPCOMING L AUNCH OF UNITY® ENTITY EXPERIENCE WITH CUTTING-EDGE Al SOLUTIONS IN UNITY
MANAGEMENT

‘J’—-’, —-’J-, — (,'J h "‘-"J“ vy H—,’,J","-J /'/-"‘"I‘J". J‘_{ "’—-‘f‘-”//’ ,M',/ JY/, "..”j

Whenbeingcertainiseverything 1. This may constitute forwastoking information and/or forwartboking statements. Please see "Forwhenking Statements” Strictly private and confidential for discussion purposes only33 /



Canada UK & | ’-9 ’ ’

Dye &
Durham

Unity" Practice Management

Unity”Search

South Africa 8

4

| 4 /,

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only34 /



bLC, LbD !'b5 LatwhzxLbD ¢1 9

As we have grown, we Dvej
Durham
are hyper focused on
improving the
customer experience
and creating a single
destination for our

CuStOmerS Core Iegal &% Unity Practice Management
technology needs

JUST LAUNCHED!

FROM
The customer AND EVERYTHING IN
experience is being BETWEEN
anChored arou nd the Unity® Practice Management is the ultimate one-stop legal shop
. . for your small to med-sized law firm, no matter your type of
Unity brand with a practice.

consistent look and
feel around the world

‘ UNITY® PRACTICE MANAGEMENT

Whenbeingcertainiseverything

Solutions

About

$25.32k

/

Media

:{¢ha9W a(:hga(m

@ Australia v Q

Solution Links Contact

Unity® Search Unity® PMS

Password

Strictly private and confidential for discussion purposes only35 /
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Dye & Durham has incorporated its acquisitions directly into its
platform to make them accessible to customers through its single
landing page driving a better customer experience and creating

Customer Experience on Unity Search (UK) Tof

the opportunity for crossselling the full suite of solutions. Good Morning, Paul
"1 Represents areas of acquisition / expanding Leam more about.. Practice Management
L__JY ownership by Dye & Durham

CREDAS  Q@RUILL

r
e !
1 h 1
1 acm\veyancingsnr(h 1y m Expedited New Build ] n Hazard Checker
M . - | Rpeaigmentn I e 1| e e s
‘ ‘ 1 LI 1
““‘ 1 Let: || etsgo > ||
e PROPERTY INFORMATION - L - Il
HMRC MR
m sour ﬂ Digital Registration Service
Stamp Duty Land Tax submissions Direct HMLR land registraton
R

® @
powereabyple PSC'E

The complete SEARCH service

(2

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only 36 /
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| UNITY® PRACTICE MANAGEMENT Dye &

Durham

Manage your practice, your clients and your cases

=} Currently viewing; Marshall Caroline Mrs - MARD142 - P/O 88 Rock Road, S WIP Balance: £1,179.99 -

Clients & Cases Q  Search clients, cases & contacts D 00:00:00 RecentCases 0

E_J Unity" o
s PRACTICE MANAGEMENT

Sales Demo » Clients & Cases > Summary 8 4 & Edit Case m

g e : & Marshall Caroline Mrs P/0 88 Rock Road, Stamford, Lincs B 1Undertakings >
A The same primary needs af il S
lawyers and law firms worldwide e e

|- Search Deeds Dob:
L Archive Cases

Residential Purchase

mytestemail.co.uk T & ki

[ Case Information | ["Client Contacts | "Other Case Contacts |

A Entlrelyagnosticto d|SCip|ine (6] organiser > AML Search done Vs
5 Documents .
. . » AMLC View ’ 4
A Track clients and their matters, - s opw—— —
o o 53 Money v 0 Passed ® o0Failed £ 1Pending
record fees and time billed ks )

& Finlay Frank Mr

manage youtrust accountand Comeymncngsobtions ‘:"’"“"”“ = ’
Phone Numbers Private Standard From 01/04/09

keep an eye on theerformance —pom— |

of your practice B View Deeds : © e100000

a

@ Manchester Rate Scheme

@ V4 Matter Credit Limit
View Wills
o% Conveyancing
g e 4 Areas of Law
@) Yes I

Catrin Macleod ° 9
Sales Demo

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only38 /



| UNITY® PRACTICE MANAGEMENT Dye &

Durham

Push and pull seamlessly from UPM to UGP

e Unity' «  Conveyancing Solutions Q  Searchclients, cases & contacts m G @
P A—
Demonstration System * Conveyancing Solutions * Orders Summary
v Filter Novigatic !
> SearchReference CaseCode © Order Date Address @ Status @ Completed  Action
7 Favourites - T —_~ Save To Case
§ e S M 18/04/2024 11:43 1 Berryfield Place, Ross-On-Wye, Hro Ter Completed 04/08/2024 303 ©
o o Manage E-Chits * 3
Ancillary services related to the i - »
= # 1594411 2 unknown 28/06/202403:32  Flat3, 1, Bartholomew Road, London, NS5 2as 0 Ordered 20f8 ©
3 Clients & Cases - +_ Create E-Chit
matter type .
® 24861 & teeos 01/07/202423:50 123 Street St, Townington, Shireshire, Pel 1pc # Drafted 14/09/2024 0ofs © o]
+ Create
1 Dpocuments - BTt
@ Time = @ 4457481 @ s1ooos: 21/05/2024 21:35 Farmnbury, Nowheresville, Provinciala, Cd5 Ser X Cancelled 0of2 ®
. +_Create E-Chit
Conveyancingearches ordered 0 ey > [
& SaveTo Case
B Repors o @ 3873151 & oot 04/01/202309:36 91, Great Rahrah Avenue, Crunkcanine, Poochbourgh, K9 4sd Completed 02/10/2024 lofl ©
2 = | CresteE-Chit |
as standard part of R T
@ 1121144 2 unknown 04/01/2023 09:36 123 Fake St, Nowheresville, Notingham, Nt1 3do Completed 02/10/2024 2012 ©
conveyancing matter s Sy » o somioan)
# 1572682 @ Ao 18/04/202411:43 1 Berryfield Place, Ross-On-Wye, Hr9 Ter v Completed 04/08/2024 3003 ©

Searchesfor & wtaa

A Submitted forfulfilment to

- @ 24861 @ seeozs 01/07/202423:50 123 Street St, Townington, Shi Name status
D&D operations o s
ick Links
il @ 4457481 @ stooest 21/05/2024 21:35 Farnbury, Nowheresville, Provif Homecheck Flood O Ordered
Water & Ora D Ordered
Catrin Macleod X Cancelled

A Searcheseturned directly into
the case

Local Authority

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only39 /



| UNITY® PRACTICE MANAGEMENT Dirham

Disbursement costs entered directly into the ledger

Office E-Chit for & stooos:
Payment Method* BACS
Bank* handelsbanken
Disb Category™ STANDARD
Disb Type* GENERAL DISBURSEMENT
Net Amount 1700.00
Vatable v Vat Rate 20% (Standard Rate)
Vat Amount 300.4
TOTAL
Date* 21/05/2024 ra]
Payee® D&D
Payment Destination United Kingdom
Sort Code [©) :1‘;‘;:: [©)
Payment Reference” 124
Reference* 124
Narrative® Searches
Notes
Cancal =

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only40 /
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THE NEW UNITPRACTICE MANAGEMENT: A MODERN OPERATING RYAIENAKMDY E

Set to launch in early 2025 in Canada, Dye & Durham has built @ftactice Management into an alh-one law practice
management platform for lawyers of all practice types.

From The OIld Unity®ractice Management

=

To The New Unit®Practice Management

\V Modern Ul
V' Prebuilt general matter for all practice types
V' Time Tracker
V' Unified inapp feature access/upsell/crosel|

N

LED\ Matter

MyMattersv | | All Types

]
]
(]
O
(]
O

00|00

&)

0 8|0

Closing in Next

Type  Matter

p

p

3

s

p

1234DEBTEST

123456

24032601

123561222

240312-01

3333

10-1234-12

5678

2403064

1008

days oR From | oD/ MMy

Matter RE: Line

Andrews/Buchanan

Huggins

Nicolaides

Smith

=N

Veloso

Newton

Nicolaides

Veloso

Andrews

TestPurchSurname

Matters  Opportunities  Projects v Contacts  UnityC  Accounting  Planning v

Address/Description

8-19032 Advent Rd Pitt Meadows V3Y 159 Britis

12-1044 Boul De Normandie Saint-Jean-Sur-Ric..

2-230 Rue Lavergne Québec G1K 2K2 Québec

12-26 Heritage Rd Miramichi EIN 3C2 New Brun

Ontario

1226 Heritage Rd Miramichi EIN 3C2 New Brun,
1-10 Harrison Rd Sylvan Lake T4S 1X1 Alberta
Ontario

Alberta

P E OB O Oeonsooeos.. v

CreateFilter |~ Update Filter  Delete Filter

Lawyer LawClerk  ClosingDate  Last Updated ~
oM ak Apris, 2024 Apr9,2024
PN bd Apr9, 2024
LH bd Mar 26,2024
LH bd Mar 14,2024 Mar 26, 2024
LH bd Mar 26,2024
oM ak Mar 15,2024
AP bd Mar 14, 2024
PN bd Mar 14,2024
LH bd Mar 12,2024
LH bd Mar 11,2024
PN bd Mar06,2024  Mar8,2024
PN bd Mar 6,2024
DM ak Mar 29, 2024 Mar 5,2024

E-'-"J i S

+

Daystaglance | events | | staffavallability
M Folder > Thursday, October 24, 2024 Week view -
Events 1Task
20240629-02
. Buchanan
General
Appointments 1Upcoming
£ 2028/07/30 Allhands business update
© 09:30 AM to 10:30 AM QinPerson | 20240716-03
Closing / Occupancy 1Closing
20240712-15 Clo:

General

Frederick

UnityC™

Messages

Payment Set Up Successt...

May 14, 2024

Task In Progress/Assigned...

Jun 30,2023

Task Assignment: 23-PRO. .

Jun 30, 2023

P Starttimer

5 Unread =N

= Payment_status

= Notification

= Assignment

R Y—

Whenbeingcertainiseverything
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| SAASIFICATIQW DYE & DURHAM Dirham

Expansion of our Gto-Market: Bundled Software as a Subscription (SaaS)

P starttimer (@)

E"a Unity” X
w Transforming Revenue ModeThe new [ [— s
Unity®Practice Management expands our
strategy to achieve organic recurring revenue

From intake to invoice, Review and draft Saa$ agreement for Dye & Durham 1N 8D Jul12,2024

by integrating Dye & Durham's products et i W

DecTan:0 | m m Mortgage Instructions

Description Lawyer Law clerk Updated

Litigatiof cument Creation

within a region as bundled capabilities. - o e
orporate Entity Management
Newton v Jones L BD Jul 12,2024
Upgrade now Learn more
S b . . P - Th U . @ . Full Legal Accounting Frederick v Patrick [ Lp Jul 11,2024
w Subscription PricingI'ne new Unity®ractice .
oole v Smith L VB Jul 11,2024
Management |ntr0duceﬂered planS for ‘Contract Builder Hughes v Johnson 1R TH Jul 10,2024
ity® Core

a g 5 Will Review - Boris Ravenwood LL LH Jul 09,2024

predictable, recurring annual revenue. - e
Contracts Al Will and EPOA - Matthew Rays I Jul 09,2024
State v Buchanan L LP Jul 09,2024
w Seamless AccesSSO and-eommerce B3 v onacomeroos e e
technology power a unified seferve Lo
I tf h - th . f Will Management - Steve Wilson LL Jo Jul 08,2024
p a Orm’ S OWCaSIng e expanSIon 0 Our Newton v Hemmings L Jul 08,2024
upsell and cross strategy. "
U5, 105 Boundary Road L AS Jul 04,2024
Will Review - James Caruana LL Jul 04,2024
Will Review - Jessica Kline L DF Jul 03,2024
 Showing resultsfor — Maguire v State L DN Jun 30,2024
El Ontario > lasudavicius v Kellaes " we lun30. 2024
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| UNIT® THE ALIN-ONE SOLUTION FAIRLAWYERS Durham

Unity®Practice Management to become the hub of Unity®, the operating system for modern law firms

K \ |: Unity’

Unity® Additional Solutions

w Expanded Addressable MarkeA major new update to be releasedearly
2025 expands Unity® Practice Management out of the box for all Canadian
small to midsized law firms with important new features including a
simplified user experience, time tracking wahtomated statements of
account, and a more robust owlf-the-box matter type. e e e e e

Unity® Core

w Comprehensive Solutionfhis new update will alsdeliver the latest
GSNERAZ2Y 2F (GKS !yAde Dt2olf tf€F %2 J\W%mt@c')mlc\g%txa G23SGK
Canadian product offerings, all behind a single login. g €

NEW
K J UEM Unity® Entity Management

SNJ 588 g !
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' 5,9 9 5, wl ! aQfOMARKET S§TIRATEGY Dye &

Durham

( A ( B
J Managing the Top Customets \ J Targeting the Longer Tdil \

A Dye & Durham will continue to focus its account A We are focusing our efforts to drive additional
management team on its top 3,0@05,000 largest subscription revenue from our long tail
customers A Subscription packages will offesigle solutiorto

A The objective is to interest these customers in ARR Ydzt GALIX S SaaSydalft LX|GF2I
contracts and increase crosell opportunities. By many single point solutions and dealing with
fostering customer loyalty through attractive multiple vendors

pricing, a strong customer experience, and
increased innovation and product investment,
more customers will choose to contract with Dye &
Durham and we will ensure predictability of our
largest revenue streams

A A successful conversion rate presents a substantal
revenue uplift opportunity by transitioning the
majority of the 32,000+ long tail customers to
subscription licenses. This increases recurring
revenue, enhances customer retention, and

\ / \increases wallet share /

Top 3,000 5,000 Long Tail of 32k+
Customers Lowerspend Customers

lllustrative average spend per customer

When beingcertain iseverything Note:t _Cug(t)og(l)gr count excludes certain occasional / casual customers. Factoring in occasional customers and countiogéosahsussum of each individual platform, customer Strictly private and confidential for discussion purposes only45 /
count is 60,000+

1.  This may constitute forwasdoking information and/or forwartboking statements. Please see "Forwaodking Statements"



GOTOMARKET STRATEGY



| tL][!'"w{ hC 5, STOMARKEWITRAIEJY Dh Dye&

5 3 5 Qdo-marRet strategy blends marketing, sales, and prodtled motions to drive client acquisition and account expansion

? Digital-First Marketing ° A Focused Sales Stratey e )

@ Outbound:Multi-channel . Global sales structuravith Directly through
campaigns tgrow and expand separate new business and account
customer relationships based on management teams, aligned bgy with a
targeted customer profiles geographic regiong Canada, UK & streamlined

@ Inbound: Capturing inmarket Ireland, Australia Accelerates
demandenabled throughrand ¥ Simplify sellinghroughvalue- by éxpanding share of
reputation and improved digital added packagesf products with wallet from
presence includinghodern website clear buyer valuavhen combined

@ Events:Strong client engagement, ¥ Improvedsales culturewith
awareness buildingandlead daily/weekly cadence angam
generationexperience engagemenictivities

When beingcertain iseverything 1.  This may constitute forwasdoking information and/or forwartboking statements. Please see "Forwaodking Statements" Strictly private and confidential for discussion purposes only47 /



GOTOMARKET STRATEGY: DIHIRET MARKETING

Our marketing strategy is focused on multhannel demand generation to drive both new client acquisition and product cezdk

Digital-First Marketing °

@ Outbound:Multi-channel
campaigns tgrow and expand
customer relationships based on
targeted customer profiles

@ Inbound: Capturing inmarket
demandenabled throughrand
reputation and improved digital
presence includinghodern website

@ Events:Strong client engagement,
awareness buildingandlead
generationexperience

Whenbeingcertainiseverything 1.

This may constitute forwasdoking information and/or forwartboking statements. Please see "Forwhaotking Statements"”

= Dye & Durham UK
B i

From Intake to Invoice~and Everything In Between
INITY® ACCOUNTING

% ONE YEARFREE
= +GET A RISK-FREE TRIAL*

Canada.
ssssssssssssss
MANAGEMENT AND
COMPLIANCE

AUTOMATED WORKFLOWS
FOR EVERY PRACTICE AREA h tfoctins eocticn mansqeme foatures hp BBng repcs e sndtvheeping

HAVE
A CLEAR PREFERANCE FOR
TECH-SAVVY LAW FIRMS

Why Choose Unity® Practice Management

............ 0 o ainer of e GenZ

50%

Get the full details in our

Download Now!

oes
Learn more Dutes

Unity®
Accounting

ALL-IN-ONE | Unity®
e |l s
et takes care of
S all yourlegat
accounting™
needs easilx,

Learn more

4

How do different generations view technological integration in their work ffe?

Dye & Durham UK
Sponsored by m-®
> LAW FIRM Asingle solution to Join 1an Quayle in our Industry Insight Webinar: Review of the Property Year -
==l Legal Services FULL LEGAL ACCOUNTING et 2024 o Toxsles 10% Decsnbor o 11.300m; W o Wl Spirs
Durham ACCOUNTING SOFTWARE law firm.
SOFTWARE

Strictly private and confidential for discussion purposes only48 /




GOTOMARKET STRATEGY: FOCUSED SALES STRATEGY Durham

Our revitalized sales strategy has transitioned from a pestlution focus to a scalable, rigorous, solutided approach

FEAB) Focused Sales Strategy e Subscription contracts to drive ARR growth across D&D services

& Global sales structuravith @ Focused sales structure with separate teams based on function
separate new business and account
management teams, aligned kyy Solution selling approach; defined bundles with clear client value
geographic regiong Canada, UK &

Ireland, Australia

& Simplify sellinghroughvalue Integrated, multitouch acquisition campaigns to drive sales leads

added packagesf products with

clear buyer valuavhen combined Regular daily / weekly sales cadence to drive rigor & performance

¥ Improvedsales culturewith
daily/weekly cadence angtam

engagemenactivities Comp plans which reward ARR growth and new business /-setlss

Renewed sales culture, focused on hiring and developing sales talent

When beingcertain iseverything 1. This may constitute forwasdoking information and/or forwartboking statements. Please see "Forwhaotking Statements"” Strictly private and confidential for discussion purposes only49 /



| GOTOMARKET STRATEGY: KEY DRIVERS SUPPORTING ORGANIC GROWE&]

Global Customer Base Segmentation

Top
Customers:
3,000¢ 5,000

Existing Longrail
Customer Base:
32,000+

New Customers Across Current Market
30,000+

Note: Customer count excludes certain occasional / casual customers. Factoring in occasional customers and countiogéosahsuessum of each individual platform, customer count is 60,000+

Organic Growth Drivers
( h ( )

CrossSell - ,
. A Convert existing lontail customer base to a valusdd
=S Software as a Subscription (SaaS) platform
Customer Base 5¢ 10%
J forecasted
- \ Organic
AhLILRNIidzyAGe G2 &Stt {FI{ Aylﬁ Annual
New Customers . Revenue
geographies Growth?
\ J
s ~\ In 5 years
A Ability to raise prices based on CPI+ inflators and other could deliver
. contractual rights indicative
SIS LTOEREEE A Annual price increase for nezontracted customers in mid organic
\ y single digits revenue
performance
e N\ of between
A Subscription package maintains transactional upside through ~C$58%
Transaction additional purchases 740MM 12
Volume Upside A Transaction volume momentudriven by GDP / macro
conditions and wallet share growth
- y, g ,
( ) . . . . ( )
Market A Incremental upside to organic growth driven ¢pgographic
Expansion & expansion (e.g., US market) and increasd estate activity Upside
L Tailwinds ) resulting in higher transaction volumes L y

Strictly private and confidential

This may constitute forwasddoking information and/or forwartboking statements. Please see "Forwhotking Statements"

Whenbeingcertainiseverything

3. Organic Annual Revenue Growth rate is a-Nahw {

Growth rates applied to base figure of LTM-84pevenue of C$458 million; annual incremental organic revenue in refererfie base figure
YSI AdNBOLCW{S | uSl #a&SE &b 2y

for discussion purposes only 50 /



OUR RIGHT TO WIN:
OUR PRODUCTS



REVOLUTIONIZING HOW LAW FIRMS LEVERAGE TECHNOLOGY Durham

Rich Workflows and Integrations

A Comprehensive set of workflows and documents,
continuously updated and evolved based on
customers needs and expectations

A Unparalleled integrations and security to handle
all workflows with utmost confidence

ye &

Durham

D
Critical Data for Decision Making

A lmmediate access to corporate, land and PPS
registries, as well as proprietary data that is
essential for law firms to inform strategy,
evaluate risk, and execute critical processes daily
ASANBOGE e AYyiS3INGSR 6A0K 5
management software for enhanced efficiency

Whenbeingcertainiseverything

g5Qa

Endto-End Client Services

A A complete legal solution for streamlining
everything from CRM, onboarding, KYC &
AML, case management, and legal accounting

A Single platform seamlessly integrated into
public registry search and proprietary
workflow products for all practice areas

PurposeDriven use of Al

A Makes sourcing and interpreting legal
information efficient

A Allows solo, small, and mediusized law firms
to compete with larger firms and familiarize
LINJ theénvsel/&s with how Al can help their practice

A Streamlines tedious tasks for legal professionals,
freeing up time for higher value, billable work

Strictly private and confidential for discussion purposes only52 /



\_

. . )
Artificial Intelligence

Dye &
Durham

Cloudbased infrastructure
underpinning the technology

Dye & Durham released its Al Assistant,
DeeDee, into the market to which it has
received a very positive reaction

Partnered with Robin Al to enhance the
customer experience with cuttingdge Al
solutions in Unity

Dye & Durham remains focused on
incorporating Al into the broader tech
strategy while prioritizing accuracy,

9 g9 5!'wllaQ{ 'L {¢w! ¢9D, Durham

reliability and privacy D

Whenbeingcertainiseverything 1.

Dye & Durham Al Strategy

i Leverage a range of Al technologie|- LS

beyond just Generative Al, to

DeeDee

address specific use cases and e i
enhance client outcomes

16}

10:16PM

What is the rule against purpetuities?

10:16PM

U Deliver accurate . re liable results The rule against perpetuitiesis  egal principle in the law of England and

Wales that aims to prevent the indefinite tying up of property and ensure
that interests in land or other property vest within a certain period of time.

tailored to meet diverse legal and s lioa i s s o s

interests in property must vest, if at all, no later than 21 years after the
O e ratl O n al n e e d S death of a life in being at the creation of the interest. The "life in being"
p refers to an individual who is alive at the time the interest is created.
This rule was developed to prevent property from being controlled by the
dead hand (mortmain) for an indefinite period, ensuring that property

could be freely bought, sold, or otherwise dealt with by living persons. The
application of this rule can be quite complicated, involving various legal

U Develop and host Al systems within  sesemsion ot s,

trusts, and estates to understand how this rule may impact the structuring
of property interests to ensure compliance and avoid unintended

our cloud infrastructure to ensure
data control and mitigate privacy ¢ % 0
risks m— .

16}

This may constitute forwasoking information and/or forwartboking statements. Please see "Forwhodking Statements” Strictly private and confidential for discussion purposes only53 /



ARTIFICIAL INTELLIGENCE INDUSTRY GUE:
SPEAKERICHARD ROBINSQNEQE CO
FOUNDER OF ROBIN Al



FINTECH BUSINESS



| OURFINTECBUSINESEROVIDES CRITICAL SOFTWARE AND SERVICES TO
TRANSACTIONS THAT POWER THE ECONOMY

A Serves financial institutions acroSsnada and

Australia,providing critical technology that supports ﬁ (A) g
essentiafront and backend usesincluding s “—
payments, information services and property O o O _
settlements, and core banking infrastructure far00 Property Banking Information

Settlements Infrastructure Search

financial institutions globally and Diligence

The business supportsll and tax payment
processinggcore banking needs and property
settlements in Canada, while in Australia it provides
property settlement and essential informatiofor

FinTect
23%

iginati C$106/M
loan origination purposes Sep24 LTM
Customers aréargely reoccurringvith over 90% of Revenue

FY2024 revenue from banking technology being
underlong-term contracts

When beingcertain iseverything Strictly private and confidential for discussion purposes only56 /
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LARGE AND GROWING ADJACENT ADDRESSABLE MARKET FOR FINTECFH Eﬁi‘]

Relevant Market
Participants

FinTech Business:

Total Addressable Market

I\CIl Worldwide

~$5.0 billion -

Interac

redpin

c )
ATLeos  jack henry

LENDING PAYMENTS MANAG M

TECHNOLOGY BANKING SE’R\ZIC‘)E | YXPEXA

Whenbeingcertainiseverything 1. Per PWC FinTech Market Study. Strictly private and confidential for discussion purposes only57 /



[ 9! 5LbD {L¢9 hC {h[}l¢Lhb{ O/ hb¢ Q50 [dm

D&D provides a comprehensive suite of essential solutions for Canada and
l dza GN> £ AL QA FAYFYOAFE aSOG2NJ I ONRaa .lylaz

Services Provided
LendTech& Pavments Managed
Settlement y Banking Services
A Global and national banks with operations in Canada and Australia

A Longstanding relationships with essential integrations V V

A D&D manages the largest biller data base and enables electronic tax filings
and payments in Canada

A Larger number of firms / white space V V V

A Regional focus

Credit Unions

Lenders & Other YR CAY¢SOK RAANMHzZLII2NB (GKI G KI@S AyW®ONBFaSR R

Alternative A Growing segment driven by enhanced competition from alternative lenc V M
YI'yR T2 595Qa/| LM

SELECT CUSTOMERS: ‘I’estpac + CommonwealthBank E Bank O DQSjardinS yg Scotiabank BANK OF AMERICA ”7/ WSIb

. Royal Bank
- EQLII?NAL BMO e O p B+1 gggﬁg}? Revenue "‘Nz‘o' Ua nCIty CI Bc o of Canada * nab JP Morgan

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only58 /



| LONGTERM CONTRACTUAL REVENUE MODEL Dirham

Unique Platform and Integrated Technology Promotes Repeat Transactions with-Bhip Financial Institutions

REOCCURING REVENUE DRIVERS

N ()
Tp il Y = g
NV o ° »;

Bank centrig TRUSTED AND ESSENTIAL DrivesOPERATIONAL TRANSACTIONAL BUSINESS SIGNIFICANT LONGRM
PLATFORMSA- PARTNEB the financial EFFICIENCIESeduce costs and MODELcontinues to grow as contracts with large bluehip
{9wxL/ 9 oOdat ! ! {sérvices ecosystem streamline business processes customerbehaviourhas switched financial institutions

business model to digital

Reoccurring CPI+ ~30 Years Strong FCF Conversion
Strong customer relationships Annual contract Longlasting relationships Limited capex required to sustain
driving repeat business escalators with clients existing financial profile

Repeat Customers Drive Consistent, High Margin Revenue

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only59 /



MACRO TAILWINDS UNDERPINNING OUR FINTECH BUSINESS Durham

Lowering Interest Rates

Evolving Financial
Institutions ecosystem

Financial service providers

facing higher regulatory
and compliance demands

[

Improving consumer confidence

driving increased economic
activities

@&

Rebound in the real estate
market and associated
transaction volumes

12

Banks investing in preparation
for large upcoming mortgage
renewals in 2025 and 2026

!

Fls increasingly look to partners
to improve efficiency and focus

on their core business

A growing number of Neo banks
and Challenger banks need our
products and platforms

il

Our Credit Union customers are
getting bigger as the industry
consolidates

aﬁ

Highly integrated with largest
financial intuitions across
Canada and Australia

LLESS
il

Stable, secure and proven
platforms meet stringent
requirements

=

New/smaller competitors facing
higher costs of doing business
with Financial Service Providers

Whenbeingcertainiseverything
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KEY GROWTH DRIVERS

Market Tailwinds

Lowering interest rates, improving
consumer confidence and a
rebound in real estate transaction
volumes

Financial service providers
increasingly look to partners to
improve efficiencies and focus on
core business

A greater number of Neo banks
and Challenger banks entering
market

Financial service providers facing
higher levels of regulatory and
compliance requirements

Acauire New Customers

A Opportunities to increase adoption

of Lender Centre platform with
Credit Unions and Western
provinces

Improve penetration of Digital Tax
certificates in Ontario, and enter
Alberta

Target Neo banks and Challenger
bank segment in Canada and
Australia

Dye &
Durham

A Drive increased adoption of

National industry platforms in Bill
payment, Tax payment and
Property settlement

Innovate and invest in new
functionality and features to
create the incentive for remaining
financial institutions to partner
with us rather than continue to
provide services Hmouse

Fund the bank transition costs in
exchange for longerm contracts

Whenbeingcertainiseverything Strictly private and confidential for discussion purposes only61 /



FINANCE & CAPITAL ALLOCATION:
DRIVING VALUE FOR ALL STAKEHOLDERS



Dye &
Durham

QUARTERLY REVENUE PERFORMANCE

Quarterly LTM Revenue Performance (C$MMI)

FY 24 RE Market Volumes vs. FY 22:

Canada@ H n:’z
UK:Q@ my:i:
Australia:@ ™ s¥?
LTM Revenue (C$MM)
- O- Quarterly ARR Contracted
$436 $452  $458 ks
$421  $421 $420
$412 $405  g395  $404
$382
$343 o 3204
0 29%
$283 21% 1OD-- 0 O
25% -- -=O
O——’O’
$209 19% 1894 27
16% _O.____O/
$139 13% _O-—’
10% _O—"
3% a9 | -0
Q121 0221 0321 0421 Q122 Q222 0322 0422 0123 0223 0323 0423 0124 0224 0324 0424 Q125 02 258*

1

Whenbeingcertainiseverything 2

3.
4.

Revenue excludes TM Group
Annual Recurring Revenue is defined as revenue derived from customers with contracts that include a minimum committdchievel §pend) with a fixed term of 12 months or more. ARR % is

determined by taking the total recurring revenue divided by total annualized revenue for the quarter (adjusteghdoteinacjuisition and other timing impacts). Data prior to Q4 FY21 is not available
Midpoint of company guided @2Y25 revenue per November 28, 2024 press release
This may constitute forwasddoking information and/or forwartboking statements. Please see "Forwhotking Statements"
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QUARTERLY ADJ. EBITDA PERFORMANCE Dirham

Quarterly LTM Adj. EBITDA Performance (C$MM)

FY 24 RE Market Volumes vs. FY 22:
Canadaf H ns’z
UK:@ ™ y:2
LTM Adj EBITDA Australia:@ ™ J'I":::"

-0~ LTM Adj. EBITDA Mardin
590  60%  61%  61% 600  60% 599  60%  cgop

e OO O 0----0----O----O == -0 === O

58% 57% 56%

O----0----0

51%  56%  ggy 6% O/ 0

()----<)---'CD"--C>—_--C}_

257
$253 $256 $253 $244 $ $255

$229 go35  $241  $246 $251

$204
$162

$116

$76
$49

$40
Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123 Q223 Q323 Q423 Q124 Q224 Q324 Q424 Q125

Whenbeingcertainiseverything 1. Adi. EBITDA excludes TM Group ) L Strictly private and confidential for discussion purposes only64 /
2. Adjusted EBITDAisaNorCw{ YSI &dzZNBoLECW{SI 4SSl a&EB &b 2y
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A Q2 FY2025E revenue guidance growth gfld% from Q2 FY2024 driven by a combination of strong organic growth anihtacguigtions from Australia and UK

- Organic growth of € 10% driven by Canadian and UK practice management volumes, UK data insight transactions and Canatiaoriintied strength

Q2 FY2025E vs Q2 FY2024 Revenue Bridge (C$MM) Quarterly Organic Revenue Growth YoY

byd

8.3%
—® 8.0%
2.8%
Vv H G Hn w83 h N y20DNEs (K ! GjdaERWED/dS Vv H G Hp9 WS/ d5 Q2 FY24 Q4 FY24 Q2 FY25€
Whenbeingcertainiseverything Note:Organic Revenue growth is a FAorC w { YStadNEda@Cw{ Slass adBiSaabay Strictly private and confidential for discussion purposes only 65 /
1. Midpoint of company guided @2Y25 revenue and organic growth per November 28, 2024 press release

2. This may constitute forwa#ldoking information and/or forwartboking statements. Please see "Forwhotking Statements”



Dye &
Durham

| MANAGEMENT OUTLOOK: TARGET OPERATING MODEL

LTM September

FY2023 FY2024 Near Term# Capital Allocation

2024

Nearterm plan
5-10% focused on organic
growth, driving free
cash flow and debt
repayment until
leverage is below
~55% 4.0x net debt /
EBITDA

Organic Revenue

3%
Growth Raté °

(11%) 4%

Adj. EBITDA Margin 54% 56% 56%

Once below 4.0x nef
debt / EBITDA
resume higher
growth through

M&A, in-line with
historical financial

$90-110MM and strategic
targets*

Capex as % of Revenue 7% 9% 7% 4-5%

Leveraged Free Cash

20.9MM
Flow (CH ¢

($8.8MM) $55.5MM

Continue to target a

5-year return of
$225275MM capital

Net Cash Provided from £ ———

Operating Activities (C$)

$141.4MM $180.9MM $185.3MM

NN NV NV NS

NN NV NV NS

NN N NV NV

1.  Growth rates and dollar figures refer to an annual basis
; P R 2. Organic Revenue Growth Rate, Adj. EBITDA Margin, and Leveraged Free CasiNBtew@ne { Y SI 3 dzNBBL CW{S | uSI HE&EEB &id 2 y
When bemgcertam |severyth|ng 3.  Capex includes additions to intangible assets and purchase of property and equipment
4 This may constitute forwa#oking information and/or forwartboking statements. Please see "Forwhotking Statements"
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| SINCE IPO, WE HAVE BEEN EFFICIENT WITH OUR CAPITAL STRUCTURE I8
ORDER TO DRIVE ELEVATED EQUITY RETURNS

A Strength and stability of underlying businesgong with high Net Debt / Adjusted EBITDA
cash flow conversion / low capital intensity business enables
higher leverage profile

_ Senior Secured and Unsecured Convertible Net Debt / Adj. EBITDA®
A Over the last year, management has been focuseheestor

feedback around leveraga a higher interest rate
environment¢ we have listened and are prioritizing debt
repayment over capital allocated towards growth initiatives

i Senior Secured Net Debt / Adj. EBITDA"Y

5.7x

A Current Senior Secured and Unsecured Convertible Net Debt / {77} 4.8X
LTM Adj. EBITDAf 5.2x (3.8x when excluding Unsecured
Convertible debty, leverage will reduce quickly as the
company continues to grow organicafly

leverage will reduce to 4.8x (3.5x when excluding

Unsecured Convertible deBt 1.4x

A This will be further accelerated through debt repayments
nmf

A Based on FY25 analyst consensus Adj. EBITDA estimates, | :
from free cash flovg C$20MM completed in G1 : ,,,,,, i I . L

. . IPO (FY 20 FY 21 FY 22 FY 23 FY 24 Current: Current:
A Currently, the weighted average interest cost on the ( ) LTM Adj. FY 25

O2YLI yeQa RSo6G A& T dmc2 EBITDA  Consensus
Adj. EBITDA®?

1. Net debt as reported divided by LTM Adjusted EBITDA. Shown as at end of Fiscal Year (June 30) and Current LTM Adgisted EBBES&ptember 30, 2024. Adj. EBITDA,
; FE ; Net Debt / Adj. EBITDA, and Senior Secured and Unsecured Convertible N&tdp&BRITDA arendn Cw{ Y SI ad.NSdeCwf &I ¥S | Z8AMBédbz2y . . ) ) . .
When belngcertaln |severyth|ng 2. Shown based on FY 25 analyst consensus Adjusted EBITDA estimate of C$277 midkmearbef 52024 Strictly private and confidential for discussion purposes only67 /
3. This may constitute forwa#doking information and/or forwartboking statements. Please see "Forwhodking Statements". Imdition, the consensus estimate presented
here does not represent the opinions, forecasts or predictions of the Company. See "Disclaimer"”



PATH TO FURTHER REDUCING LEVERAGE Dirham

NET DEBT REDUCTION PRINCGIPLES lllustrative Deleveraging Examglbet Debt / Adj. EBITBA
A oA - A A Adj. EBITDA (C$MM) .
A Reduceleverage[ 2  SNJ 1 KS / 2Ytal ye@ Q& bSid 5856 Fvon Ton y o
. . . . 0 0
Adjusted EBITDA ratio below 4.0x by focusing on organic ClirTrslnt Consensus Growth vs. Growth vs. Growth vs.
growth and allocating at least 70% of Leveraged Free Cash @ Current  Current  Current
Flow234to Net Debt reduction, until that ratio is met.
Current Net 5.2x 4.8x 4.7% 4.5% 4.3x
Debt
A Pause M&ASuspend significant M&A activity until
- - - C$50MM 5.0 4.6 45 4.3 4.2
leverage is below 4x. Dye & Durham will selectively pursue £ | Repayment X X X X X
accretive M&A that supports leverage target of-3.5x. o
)
Z | C$100MM 4.8x 4.4x 4.4% 4.2x 4.0x
Repayment
A Commitment to reducing NeDebt to Adjusted EBITDA CS150MM
leverage ratio below 4.0x as quickly as possililerough a Repayment 4.6x 4.2x 4.2x 4.0x 3.8x
combination of debt reduction, organic growth, and cash \Z e
flow i t, with a goal to operate the business in a " Achievable and rapid-.,
ow improvement, wi goal to op usi | # pathto <4.0x leverage ™,
range of 2.5x to 3.5x leverage in the long térm : exists driven by strong %
i business fundamentals
B and management B
%, executing well against
strategy
1. ?gits)g;irt:]a;ed on FY 25 broker consensus Adjusted EBITDA estimate of C$277 million as of December 6, 2024; In addititns thetiowate presented here does not represent the opinions, forecasts or predictions of the Company. See
Whenbeingcertainiseverything 2 emasdres cosnriouisanoundiul | vo 1 & dils 100t 8 e Y e maaaso0s gt eies A 1rgbiteson s ey (o comtalicd so@ue . priyate. angl Sonfidenial 1o sfiseugsion purnoses pply S8

including interest payments, capital expenses, and lease obligsAinEBITDA & Net Debtare HorC w{ Y S| & dzNBaCw{ Sh8§Bad8B8aébz2y
3. After taking consideration of current holdback and contingent consideration liabilities
4. This may constitute forwarioking information and/or forwartboking statements. Please see "Forwaodking Statements”



| WE ARE CREATING A GLOBAL UNIFIED CULTURE TO WIN Durham

2024 Employee Engagement Results and Benchmarking 2024 D&D Employee Tenure vs. US Metjsears)

A Management is dedicated to building a dynamic global culture while navigating A
the challenges that come with scaling and uniting 35+ unique businesses and

cultures worldwide

A While today, our culture ranks-ime with the average company, we strive to A
create a unified, higiperforming global organization that ranks as a Great
Place to Work within the next two years

70%

60%

50%

40%

30%

Trust Index Score

20%

10%

0%

“‘ ."
o~ Based o,
: 70% ‘-_
: employee

"\ response ,~'
,, rate ‘.’

Average Workplace 2024 Dye & Durham 2024  Great Places to Work

@)

1.
Whenbeingcertainiseverything §
4.

Results Certification Threshold

Great Places to Work survey completed in Summer 2024
Trust Index results across average companies as defined by Great Places to Work

US Bureau of Labor Statistics as of January @@//www.bls.gqv/nqw;release/pdf/tenute.pdf
/ 2YLINRAASR 2F 535048 {SyA2NJ[SIRSNEKALI ¢SFY 6{[¢0

As it rapidly scaled and transformed its business, Dye & Durham continuously
aligned itdeadership, management team , and work force, to meet the
evolving needs of the business and our customers

It is a point of pride that the Company has been able to identify, elevate, and
retain top talent across the organization, including through the business
integration process.

Median US Tenure Average D&D Sr. Mgmt. Average D&D Company
Tenure? Tenure

Strictly private and confidential for discussion purposes only 69 /
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MEET THE BOARD



HIGHLY QUALIFIED BOARD WITH THE RIGHT EXPERIENCE, PESFEBPECTIVE?A]
SKILLSETS TO PROVIDE EFFECTIVE OVERSIGHT OFERYRIXDMG K

Colleen Moorehead Matthew Proud

_ _Independent Chair CEO
J
A Dye & Durham director since 2023 A Dye & Durham director since 2013
A 35+ years of experience with senior A At the forefront of driving innovation

management experience in financial and meaningful transformations within

services, technology, business and web the Canadian legal services industry

based services A Extensive strategic business and
operations experience

David Oppenheimer

N

A 2024 Dye & Durham director nominee
A 25+ years of executive experience with

helped reshape industries
DocuGuard

Whenbeingcertainiseverything

% Edward D. (Ted) Prittie

A Dye & Durham director since 2020

A An executive with Iron Mountain
leading technology companies that have A ~25 years of records management
experience, starting with the founding of

1 1)
L

Mark Ernst

&

A 2024 Dye & Durham director nominee

A 30+ years of financial services
experience, including executive,
operational, capital allocation, strategy

development, and M&A leadership
experience

New Director Incumbent Director

Luke McCormick

Dye & Durham director since 2024
Deep investing experience across all
asset classes

10+ years of experience as a global
multi-asset class investor

EricShahinian

A 2024 Dye & Durham director nominee

A 10+ years of experience as a successful
investor and capital allocator

A FoundedCamadartners, which
manages investments for institutional
and high net worth investors
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ROBUST MIX OF SKILLS AND INDUSTRY EXPERIENCE CREATING A BALANEXE:

STRONG BOARD

New Director Incumbent Director

Management / Leadership Experience Industry Experience

. . Public
Independent Strategic Information Risk International Finance / Sales/ Human Capital Corporate Execut_we/ Financial Technology/ Company
) h . : . Markets /  Development/ GSuite .
Directors Planning Technology Management Operations  Accounting  Marketing Resources . . Services Software Board
M&A Operations  Leadership )
Experience
Colleen
Indp. Chair
Mark Ernst V V V V V V V V V V V V V
Luke
McCormick
David
Oppenheimer
Edward D.
(Ted)Prittie

When beingcertain iseverything Note: The skills matrix above does not include the responses @Hatnianwhich would be additive to the skills included herein.
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| REFRESHED BOARD WITH STRONG INDEPENDENCE & SHAREHOLBERDNESY

Timeline of Proactive and Shareholder Informed Board Refreshment

2021 2022 2023 2024
# of Director Addition(s) 1 1 2 4
Ronnie Wahi* [ SAtAS hQp 2y 23K aSlgen Moorehead EricShahinian
Peter CBrimm* Mark Ernst

2024 AGM Pro Forma Board Profile Highlights David Oppenheimer

Separate Chair & CEO w/ Average Director Tenure Board Independence of Luke McCormick

Independent Chair of ~2 Years 86%

*No Longer on Board / no longer seekinggtection at 2024 AGM

When beingcertain iseverything 1.  This may constitute forwasdoking information and/or forwartboking statements. Please see "Forwiaotking Statements” Strictly private and confidential for discussion purposes only 73 /



CEO SUCCESSION PLAN Dirham

With Dye & Durham wepositioned for anew era of growtly; 2 4 A a (KS NAIKOI OGAYS 02 S@2f ¢
leadership to a new CEO who will inspire this next stage of growty R 1 SSLI 6§ KS / 2YLI yedQa Yz2YS

CEO Matthew Proud will remain in his role for approximately three months or until the Bschsskarch for his
successor is completed.

Anorderly transition procesSy adzNBa GKI G GKS aSyA2N) £ SI RSNAKALI 04SFY OF y
organic growth opportunities, without interruption.

The Board has developed a matrix of skills and experience that the new CEO should bring with them to the position
including, but not limited to, substantive experience in leading global SaaS organizations.

¢KS YFGONRE 61 & RSOSE2LISR GKNRdAdAK GKS AyLlzi 2F .21 NR YSY
shareholders.

The refreshed Dye & Durham Board has extensive experience in leadership succession and can lead a
comprehensive and credible process, informed by shareholders, to choose a new wtaks CEO.

When beingcertain iseverything Strictly private and confidential for discussion purposes only 74 /
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PATH FOR THE COMPANY



| 9bDLDbO9Q{ Gt[!béXDPDPEI 9. ! +£9 bh »—Eg

[ 2NB tFNIOa 2F 9y3IAySQa atfl yé The Reality

G! YRSNEGIYR FYR RAFIYy2aS
! YRSNEUOIYR RNAGYSNA 27F L oyaIAYySQa aLX Il yé akKz20
6/ 2y RdzOG | Fdf 42YS NBOA & haveZERQIzy RSNRA UIF YRAY 3 2T 5¢

business.

Oy IAYSQAa mnn RI & aLX
jargon, and not at all informed by any

knowledq_e of the business.
NOKS(Ge1llSsax

Gal 1S RSOAAAZ2YEXE

Oy IAAYSQa LXIYy A& G2 NBLEIFIOS (GKS 02FNR YR fSIFRSNAKAL) ¢
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Adj. EBITDA Near Term lllustrative Outlook (C$MM)

£ "_"J Upper end r — = Upper end
of range of range
$554
D&D Value Creation Plan Engine's "Plan® D&D Value Creation Pldn Engine's "Plan®
oyIAYSQa CflgSR atfl yé 9y3IAYSQa Cfl SR atfl yé
x  ~3% of growth is based on price increases, yet Engplansing to LOWER prices x  Lower Adj. EBITDA margins, resulting in C$25MM+ LESS ADJ. HidmDAe &
x  ~3% of growth is expected to be driven by transaction growth when the market rebound SdNKI YQa t Iy Xadditisnal2ddtSront ddferiggyharéntertal economics
Ad | fNBlFIRe WHzyRSIN& | @eXDLlYRQ{ 5hLbD to employees
x  ~4% of growth expected to come fromcreéssS  f  kPIGEMJE S{YILXO D 2FF 59 PDYHAYSQa oLt I YWHCGHERLENERAGERI A dzf INBX fF UIA 9SG 2
work done to dateto bring together AWORLD CLASS synergistic group of businesses Plan, despite its apparent criticism of elevated leverage
OYVIAYSQa aLlyé A& o0l aSR 2y | 7Tl ADwodld rdsylittndevdipiofitabiftyh y 3 2 F
Note: Adj. EBITDA and Adj. EBITDA Margin are @w { YSI & dz_NS aecwf Sla SS_ adBB aéab2y _ _ _ _
When beingcertain iseverything " ?rt;:rl:g rvg'vtznau'lZtgﬂmﬁﬁvf;nt:?éfr:feﬂscﬁsﬁig"gﬁ'n‘ffmg&zffo.lgo/ioﬁifrﬁgfﬁ'iﬂﬁgiﬂuﬁfﬁﬂ \?vﬁﬁhleg.gg/;nk;vgeﬁ;ﬁrﬁnﬁa?aﬁéEBITDA' margins per Side 66 Near Term outiook: 7ij/i)rictIy private and confidential for discussion purposes only77 /
2. Starting with an LTM revenue figure of C$458 million as @5Qwith 10.0% organic revenue growth rate applied fortwoyedmso I YR p &z ! R2® 9. L¢5! YINHAya LISN a¢KS 9y 3IAYyS {fFLuSQa hLSNIaAy3d tflye

3. 58S 9 5dNKIFYQa !'R2ad 9. L¢5! 2dzif221 A& B/ PHp YAftA2Yy KAIKSNI GKFy 9y3IAaySQa alLX | yé
4. This may constitute forwasddoking information and/or forwartboking statements. Please see "Forwhotking Statements™
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‘ A ) Unaffected Share Price

A Arbitrary unaffected date that
does not reflect recent material
2027 Share Price Valuation Bridge' updates to the bus_lness, including
g strong Q2FY25 guidance

A Engine switches between

reference point dates throughout
Base case within three years is a ~3x return u K é ANI & LI | y ¢

Our Operating Plan Provides a Credible, Achievable Path to Tripling Dye & Durham’s Share Price in Less Than Three Years

Improving FCF conversion will
dramatically enable the Company

to de-lever the balance sheet : ECE Generation
A 9y3airysSqQa aLXlyé|Aa

generate ~C$109MWMof Free

Cash Flow on average which is ng
different than our Value Creation
Plan Near Term outlo8Kwith
further upside to the Value
Creation Plan as top line grows)

Multiple Expansion
Unaffected FCF Generation 1.2 Organic EBITDA Growth -2 Multiple Expansion ntrinsic Value Intrinsic Value A

Share Price (2025 - 2027) (2025 - 2028) Per Share (@ 12.5X) Per Share (@ 15X) Simply applying a higher multiple
to arrive at a desired share price
2028 EBITDA $322.9 $322.9 does not justify the outcome or

(x) EV/ NTM EBITDA likelihood of success
Multiple

12.5x 15.0x

Potential Share Price ~$46.34 ~$56.21

. —_ . 1. ! @SN} 3S CNBS /lFakK Ctz2g o6acC/ Céov OFfOdA FGSR a ¥F2ff 26 adby66.Pmiloy Pye RISuand Hasiclare® ¥ Odzydzt F A @S C/ C ISy SNI GA2Yy LISNI o NAR3
Whenbemgcertaln |Severyth|ng outstanding arrives at ~C$326 million cumulative FCF over theythegeperiod from FY287; this implies average annual FCF@$109 million Strictly private and confidential for discussion purposes only 78 /
2. See Slidé6 Near Term outlook
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LACK OF UNDERSTANDING OFDYBE ! BUSINESS

9y IAYSQa

t - 3S dpy 27F

Our Slate Will Refocus the Strategy Toward Organic Growth (aka Growth Not Solely Driven by M&A and Pricing)

Gt [ ! bé

LR a9Emg[

Engine’s slate will ensure that the right leadership is in place to execute a plan that will drive organic growth

Various Operational Levers Exist To Optimize the Business & Grow Dye & Durham Organically

= Opportunities to license out or divest solutions that are non-core would enable management to focus investment and bandwidth
CQIERUSNESS o o o o o o o e e e e e
Court Solutions, GhostPractice and the broader South Africa business are prime examples of misfit acquisitions that dilute
management’s focus and attention as they are outside DND's core geographic and product markets.

Simplify Product Line & Geographic Footp.

B DND has existing content and technology in various categories, such as wills, estate planning and compliance.
Integrate Practice Area Tools in High-Traffic | = These capabilities are not discoverable to customers using its conveyance flagship products.
Offerings to Drive Cross-Selling Significant opportunity exists to allow customers to find, try and buy these capabilities by embedding them within the Unity®
platform.

( C )Eigrﬁcaﬁopﬁrtu_mlyaisgmgqui_m new customers for ﬁlD?legE pra_cﬂc?ma_nagael? software. W

Only ~50% of small law firms in Canada, the U.K. and Australia use a firm-wide legal practice management solution, suggesting |
significant white space in growing DND’s legal practice management software products.
We believe DND’s aggressive pricing, such as the 10x price increase in certain products has resulted in significant customer I
attrition. DND needs to introduce different pricing tiers to compete with simpler solutions. [
By increasing its field sales team and offering simplified products at a lower price point, we believe there is an opportunity to
recapture lost customers and drive net new customer growth. [

Customer Acquisition Growth / Pricing
Strategy

DIY law is a high-growth area as law firms are losing customers to consumers that go direct. DND has unigue capabilities around
incorporation, entity management and wills that are appropriate to leverage against this emerging high-growth market.

DND has a strong position in residential real estate, but its position is limited in commercial. Both markets share some workflow,
including title search & transfer and government filings. There is further opportunity to build mortgage financing and commercial
conveyancing capabilities to extend into the commercial market.

Extend Offerings in Product Adjacencies

Per management estimates of core market

Whenbeingcertainiseverything 1 : ‘ . . .
2. As at FY@4; driven from D&D Unity Platform, which is not present in British Columbia and Quebec

( A\; Produci Line & Geographic Footprint

A Court Solutions is a small partnership that does not distract
management and currently has no revenue

A GhostPracticevas a highly strategic acquisition with a large
presence in the South African practice management market
(est. ~30% revenue market share of spaimidsized law
firmsto T GKSNB A& y2 aoNRIFRSNE

Integration

A As discussed in length across previous slides, a core foclis
for Dye & Durham today is integrating all single point
solutions and providing a unified offering to customers
GKA&E A& y204d | aySse
already

© Pricing Strategy
A

Dye & Durham is positioned as a premium offering that
provides a superior product and customer experience
relative to competitors

A Currently focused on selling value added packages of
products with clear buyer value when combined

A 9y3airayS ONRGAOAT Sa
a lower price point is required, yet they rely on price
increases as a key lever to driving top line growth in thein
aLx | ye

A Engine suggests there is significant white space in core
marketsq Dye & Durham already has >80% of Canadian feal
estate market share
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DYE &OURHAMACCRETIVE M&A STRATEGY

Engine falsely claims M&A activity has been value destructive,
comparing our current, under valued trading multiple to acquisition
multiples from different time periods and market conditions

FeE—_—_—_—-_—_—-_—_—_—-_-_—_T—-_—_—_——_——-—_—_—__—-—_—_—-—_—_—_—___—__E—___—_—__—_—_—— 1
1 A Dye & Durham employs a disciplined M&A strategy, prioritizing accretive I
|  acquisitions to drive growth I

| A We consistently acquired targets at significantly lower multiples compared to ouy
own trading multiple at the time of acquisition

A Material postIPO acquisitions have been completed at a median EV / LTM EBIi’DA -
discount of ~709%0 2 Y LJ- NB R

G2 588 9 5d2NKI YQa GINJ-m\ya

595Qa

al G SNRAI -IPO Olj dzA & A G A 2

Dye &
Durham

Oy IAYS NBFSNER 58S 9 5dzNKI YQa a&7FN
true evolution and discipline of our M&A strategy
—A_M_&A_ aaithyFas_e;oI;eoT Wi_th ;ur_ov_ergll EUS_I ne_ss_str_ate_gy _______ :

A During FY21 & FY22, we were focused on acquiring world class d&étpace

has since slowed since as we pivoted our strategy to focusing on integrating th

GKS GAYS

Ydzf GALX S |
Acquisition Capital Deployéd

C$1.7BN
B Pre-Synergy Acquisition Multiple (EV / LTM EBITDA)
m Peer Set EV / LTM Adj. EBITDA at¥&cq.
mDND EV/LTM Adj. EBITDA at Acq.
71x
C$230MM
@® poweredbypie $/SAIGLOBAL &> DoProcess &lcLosaLx R PR
) - ‘ ‘ Financial Soluions FY21 & FY22 FY23 & FY24
September, December, December, February, December,
2020 2020 2020 2021 2021

. - . Sources: Capital 1Q, Company disclosures
Whenbeingcertainiseverything

2. Based on unaffected date prior to announcement

1. Excludes outliers 1.0x outside of standard deviation; Peer Set figures are adj. averages off calendarized figureslitkefd b this presentation for Peer Set
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3. Acquisition Capital Deployed illustrated as acquisition consideration actually paid in each year (including amounts pagablend deferred, contingent / earout payable in the respective year)



| DYE & DURHAM: A GREAT PLACE TO WORK Dirham

Engine relies on hangicked, biased, and incorrect Glassdoor reviews
from non-current employees

I Dye & Durham engaged accredited independent third partyo conduct our 2024 |
1 employee satisfaction survey where the results were dramatically better than what
I Engine alludes to with Glassdoor and consistent with the Average Workplace i 2024

Engine uses false claims about the turnover of leadership at
Dye & Durham

|
I Engine makes a claim that senior leadership has seen a mass exodus while inclu:ding
I leaders thatstill hold leadership positionst Dye & Durham as leavers

[ tFAY @#{ftARS wH 2F 9y3IAYySQa. at fF yeé. .
{ y y %ngme Ftalse C}éum L(Sllde 22 of
On Glassdoor, DND has an employee OYIAYSQa atflyéo
rating of 1.8 out of five stars based on
—55% Trust Index 328 company reviews
score in line with Fact
Average Workplade
~850
328 MISSION-CRITICAL
SOFTWARE FOR LEGAL,
FINANCIAL & BUSINESS
a
GLASSDOOR
Dennis Barnhart @ -2nd E Dye & Durham Australia
. i . . Managing Director, Asia Pacific Region Finalist, 2024 Australia CEO of
Verified Reviews from Unverified Reviews the Year Awards
Current Employees
When beingcertain iseverything iou{rcess:SGIa{ssfdo}?rﬁ%nkeglr:b 428 1 NB / NBI (i ATy0= Index rBsl8 actoés aversige TompaRies/asizkfinet NG reatPlacesty \WoTk Strictly private and confidential for discussion purposes only 81 /
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