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Disclaimer

General

All references in this presentation to “Nuvei”, the “Company,” “we,” “our,” “ours,” “us” or similar terms refer to Nuvei Corporation, together with its subsidiaries. All references to “$”, “US$”, “dollars” and “U.S. dollars” are to United
States dollars and all references to “C$” are to Canadian dollars.

Supplementary Financial Information

Nuvei is today providing one-time Supplementary Financial Information for the fiscal years 2020 and 2021, with the intent of helping investors better understand the components of the Company’s revenue and its growth profile. All
revenue and percentages in the Supplementary Financial Information section are, or are derived from, components of revenue as calculated in accordance with the accounting policies used to prepare the revenue figure
presented in the Company’s financial statements under IFRS. The Company does not intend to provide Supplementary Financial Information on an on-going basis.

Market and Industry Data

The information contained in this presentation contains statistical data, estimates and forecasts concerning the industry in which the Company participates that are based on independent industry publications, including those
published by Euromonitor International Limited (“Euromonitor”), from third-party sources, websites and other publicly available information, as well as the Company’s internal sources and general knowledge of, and expectations
concerning, the industry.

The industry market positions, shares, market sizes and growth estimates included in this presentation are based on estimates using the foregoing independent industry publications and the Company’s internal data and estimates
based on data from various industry analyses, our internal research and adjustments and assumptions that we believe to be reasonable. Although the Company has no reason to believe this industry information is not reliable, we
have not independently verified data from industry publications and analyses and cannot guarantee their accuracy or completeness and do not make any representation as to the accuracy of such data. In addition, the Company
believes that data regarding the industry and industry market positions, shares, market sizes and growth provide general guidance but are inherently imprecise. Further, these estimates and assumptions involve risk and
uncertainties and are subject to change based on various factors. These and other factors could cause results to differ materially from those expressed in the estimates and assumptions. Market and industry data is subject to
variations and cannot be verified due to limits on the availability and reliability of data inputs, the voluntary nature of the data gathering process and other limitations and uncertainties inherent in any statistical survey. In addition,
certain of these publications, studies and reports were published before the global COVID-19 pandemic and therefore do not reflect any impact of the COVID-19 pandemic on any specific market or globally. In addition, we do not
know all of the assumptions regarding general economic conditions or growth that were used in preparing the forecasts from the sources relied upon or cited herein. Accordingly, investors should not place undue reliance on this
information.

Non-IFRS and Other Financial Measures

Nuvei’s audited consolidated financial statements have been prepared in accordance with IFRS as issued by the International Accounting Standards Board. The information presented in this presentation includes non-IFRS financial
measures, non-IFRS financial ratios and supplementary financial measures, namely Adjusted EBITDA, Adjusted EBITDA margin, Organic Revenue, Organic revenue growth, Adjusted net income, Adjusted net income per basic
share, Adjusted net income per diluted share, Free cash flow, Total volume and eCommerce volume. These measures are not recognized measures under IFRS and do not have standardized meanings prescribed by IFRS and are
therefore unlikely to be comparable to similar measures presented by other companies. Rather, these measures are provided as additional information to complement IFRS measures by providing further understanding of our
results of operations from our perspective. Accordingly, these measures should not be considered in isolation nor as a substitute for analysis of the Company’s financial information reported under IFRS. These measures are used
to provide investors with additional insight of our operating performance and thus highlight trends in Nuvei’s core business that may not otherwise be apparent when relying solely on IFRS measures. We also believe that securities
analysts, investors and other interested parties frequently use these non-IFRS and other financial measures in the evaluation of issuers. We also use these measures in order to facilitate operating performance comparisons from
period to period, to prepare annual operating budgets and forecasts and to determine components of management compensation. We believe these measures are important additional measures of our performance, primarily
because they and similar measures are used widely among others in the payment technology industry as a means of evaluating a company’s underlying operating performance.

Non-IFRS Financial Measures

Adjusted EBITDA: We use Adjusted EBITDA as a means to evaluate operating performance, by eliminating the impact of non-operational or non-cash items. Adjusted EBITDA is defined as net income (loss) before finance costs,
finance income, depreciation and amortization, income tax expense, acquisition, integration and severance costs, share-based payments and related payroll taxes, loss (gain) on foreign currency exchange, and legal settlement and
other.

Organic revenue: We use Organic revenue as a means of evaluating performance. This measure helps provide insight on organic and acquisition-related growth and presents useful information about comparable revenue
growth. Organic revenue means revenue excluding the revenue attributable to acquired businesses for a period of 12-months following their acquisition and excluding revenue attributable to divested businesses.

In prior periods, we presented different adjusted revenue non-IFRS measures. As we continue to execute on our acquisition strategy and align with other companies in our industry, we believe that Organic revenue and Organic
revenue growth are useful means of evaluating our performance and help provide insight on organic and acquisition-related growth. As our level of acquisitiveness has increased in recent periods, we believe these measures
present more useful information about comparable growth in the period.
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Adjusted net income: We use Adjusted net income as an indicator of business performance and profitability with our current tax and capital structure. Adjusted net income is defined as net income (loss) before acquisition,
integration and severance costs, share-based payments and related payroll taxes, loss (gain) on foreign currency exchange, amortization of acquisition-related intangible assets, and the related income tax expense or recovery for
these items. Adjusted net income also excludes change in redemption value of liability-classified common and preferred shares and accelerated amortization of deferred transaction costs and legal settlement and other.

Free cash flow: We use Free cash flow as a supplementary indicator of our operating performance. Free cash flow means, for any period, Adjusted EBITDA less capital expenditures.

Non-IFRS Financial Ratios

Adjusted EBITDA margin: Adjusted EBITDA margin means Adjusted EBITDA divided by revenue.

Adjusted net income per basic share and per diluted share: We use Adjusted net income per basic share and per diluted share as an indicator of performance and profitability of our business on a per share basis. Adjusted net
income per basic share and per diluted share means Adjusted net income less net income attributable to non-controlling interest divided by the basic and diluted weighted average number of common shares outstanding for the
period. The number of share-based awards used in the diluted weighted average number of common shares outstanding in the Adjusted net income per diluted share calculation is determined using the treasury stock method as
permitted under IFRS.

Organic revenue growth: Organic revenue growth means the year-over-year change in Organic revenue divided by Organic revenue in the prior period. We use Organic revenue growth to assess revenue trends in our
business on a comparable basis versus the prior year.

Supplementary Financial Measures

We monitor the following key performance indicators to help us evaluate our business, measure our performance, identify trends affecting our business, formulate business plans and make strategic decisions. Our key
performance indicators may be calculated in a manner that differs from similar key performance indicators used by other companies.

Total volume and eCommerce volume: We believe Total volume and eCommerce volume are indicators of performance of our business. Total volume and similar measures are used widely among others in the payments
industry as a means of evaluating a company’s performance. We define Total volume as the total dollar value of transactions processed in the period by merchants under contractual agreement with us. eCommerce volume is the
portion of Total volume for which the transaction did not occur at a physical location. Total volume and eCommerce volume do not represent revenue earned by us. Total volume includes acquiring volume, where we are in the
flow of funds in the settlement transaction cycle, gateway/technology volume, where we provide our gateway/technology services but are not in the flow of funds in the settlement transaction cycle as well as the total dollar value
of transactions processed relating to alternative payment methods and payouts. Since our revenue is primarily sales volume and transaction-based, generated from merchants’ daily sales and through various fees for value-added
services provided to our merchants, fluctuations in Total volume will generally impact our revenue.

Organic volume growth: Organic volume growth means the year-over-year change in Organic volume divided by Organic volume in the prior period. We use Organic volume growth to assess revenue trends in our business on
a comparable basis versus the prior year.

Forward-Looking Information

This presentation contains “forward-looking information” within the meaning of applicable securities laws, including, without limitation, Nuvei's outlook on Total volume, Revenue and Adjusted EBITDA for the three months ending
March 31, 2022 and the year ending December 31, 2022 as well as medium and long-term targets on Total volume, Revenue and Adjusted EBITDA margin. This forward-looking information is identified by the use of terms and
phrases such as “may”, “would”, “should”, “could”, “expect”, “intend”, “estimate”, “anticipate”, “plan”, “foresee”, “believe”, or “continue”, the negative of these terms and similar terminology, including references to assumptions,
although not all forward-looking information contains these terms and phrases. Particularly, information regarding our expectations of future results, performance, achievements, prospects or opportunities or the markets in which
we operate, expectations regarding industry trends and the size and growth rates of addressable markets, our business plans and growth strategies, addressable market opportunity for our solutions, expectations regarding growth
and cross-selling opportunities and intention to capture an increasing share of addressable markets, the costs and success of our sales and marketing efforts, intentions to expand existing relationships, further penetrate verticals,
enter new geographical markets, expand into and further increase penetration of international markets, intentions to selectively pursue and successfully integrate acquisitions, and expected acquisition outcomes and benefits,
future investments in our business and anticipated capital expenditures, our intention to continuously innovate, differentiate and enhance our platform and solutions, expected pace of ongoing legislation of regulated activities and
industries, our competitive strengths and competitive position in our industry, expectations regarding our revenue, revenue mix and the revenue generation potential of our solutions, expectations regarding our margins and future
profitability, our financial outlook and guidance as well as medium and long-term targets in various financial metrics, and the future impact of the COVID-19 pandemic is forward-looking information.

In addition, any statements that refer to expectations, intentions, projections or other characterizations of future events or circumstances contain forward-looking information. Statements containing forward-looking information
are not historical facts but instead represent management’s expectations, estimates and projections regarding future events or circumstances. Any financial outlook and targets, as the case may be, may also constitute “financial
outlook” within the meaning of applicable securities laws and are provided for the purposes of assisting the reader in understanding the Company’s financial performance and measuring progress toward management’s objectives
and the reader is cautioned that it may not be appropriate for other purposes.
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Forward-looking information involves known and unknown risks and uncertainties, many of which are beyond our control, that could cause actual results to differ materially from those that are disclosed in or implied by such forward-
looking information. These risks and uncertainties include, but are not limited to, the risk factors described in greater detail under “Risk Factors” of the Company’s annual information form (the “AIF”) such as: risks relating to our
business and industry, such as the ongoing COVID-19 pandemic, including the resulting global economic uncertainty and measures taken in response to the pandemic; the rapid developments and change in our industry; intense
competition both within our industry and from other payments methods; challenges implementing our growth strategy; challenges to expand our product portfolio and market reach; challenges in expanding into new geographic
regions internationally and continuing our growth within our markets; challenges in retaining existing clients, increasing sales to existing clients and attracting new clients; managing our growth effectively; difficulty to maintain the
same rate of revenue growth as our business matures and to evaluate our future prospects; history of net losses and additional significant investments in our business; our level of indebtedness; risks associated with past and future
acquisitions; challenges related to a significant number of our merchants being small-and-medium sized businesses (“SMBs”); concentration of our revenue from payment services; compliance with the requirements of payment
networks; challenges related to the reimbursement of chargebacks from our merchants; our bank accounts being located in multiple territories and relying on banking partners to maintain those accounts; the impact of the United
Kingdom’s departure from the European Union; decline in the use of electronic payment methods; changes in foreign currency exchange rates affecting results of operations; deterioration in the quality of the products and services
offered; loss of key personnel or difficulties hiring qualified personnel; impairment of a significant portion of intangible assets and goodwill; increasing fees from payment networks; challenges related to general economic and
geopolitical conditions, business cycles and credit risks of our clients; reliance on third-party partners to sell some of our products and services; misappropriation of end-user transaction funds by our employees; frauds by merchants,
their customers or others; coverage of our insurance policies; the degree of effectiveness of our risk management policies and procedures in mitigating our risk exposure; the integration of a variety of operating systems, software,
hardware, web browsers and networks in our services; the costs and effects of pending and future litigation; various claims such as wrongful hiring of an employee from a competitor, wrongful use of confidential information of third
parties by our employees, consultants or independent contractors or wrongful use of trade secrets by our employees of their former employers; challenges to secure financing on favorable terms or at all; challenges from seasonal
fluctuations on our operating results; risks associated with less than full control rights of some of our subsidiaries; changes in accounting standards; estimates and assumptions in the application of accounting policies; occurrence of a
natural disaster, a widespread health epidemic or pandemic or other events; impacts of climate change; challenges related to our holding company structure, as well as risks relating to intellectual property and technology, risks
relating to regulatory and legal proceedings and risks relating to our Subordinate Voting Shares.

Forward-looking information is based on management’s beliefs and assumptions and on information currently available to management, regarding, among other things, general economic conditions and the competitive
environment within our industry, including the following assumptions: (a) Nuvei's results of operations and ability to achieve suitable margins will continue in line with management’s expectations, (b) the Company will continue to
effectively execute against its key strategic growth priorities, without any material adverse impact from the COVID-19 pandemic on its or its merchants’ business, financial condition, financial performance, liquidity nor any significant
reduction in demand for its products and services, (c) losses owing to business failures of merchants and customers will remain in line with anticipated levels, (d) the Company’s ability to capture an increasing share of addressable
markets by continuing to retain and grow existing customer relationships in high growth verticals while adding new customers adopting our technology processing transactions in existing and new geographies at or above historical
levels, (e) Nuvei’s continued ability to maintain its competitiveness relative to competitors’ products or services, including as to changes in terms, conditions and pricing, (f) Nuvei’s continued ability to manage its growth effectively, (g)
the Company will continue to attract and retain key talent and personnel required to achieve its plans and strategies, including sales, marketing, support and product and technology operations, in each case both domestically and
internationally, (h) the Company’s ability to successfully identify, complete, integrate and realize the expected benefits of, acquisitions and manage the associated risks, (i) absence of material changes in economic conditions in our
core markets, geographies and verticals, (j) the size and growth rates of our addressable markets and verticals, including that the industries in which Nuvei operates will continue to grow consistent with management’s expectations,
(k) the accuracy of our assumptions as to currency exchange rates and interest rates, including inflation, and volatility in financial markets, (l) the absence of adverse changes in legislative or regulatory matters, (m) the absence of
adverse changes in current tax laws, (n) projected operating and capital expenditure requirements, and (o) the COVID-19 pandemic, including any variants, having durably subsided with broad immunity achieved in our core markets,
geographies and verticals, including the elimination of social distancing measures and other restrictions generally in such markets. Unless otherwise indicated, forward-looking information does not give effect to the potential impact
of any mergers, acquisitions, divestitures or business combinations that may be announced or closed after the date hereof. Although the forward-looking information contained herein is based upon what we believe are reasonable
assumptions, investors are cautioned against placing undue reliance on this information since actual results may vary from the forward-looking information.

Consequently, all of the forward-looking information contained herein is qualified by the foregoing cautionary statements, and there can be no guarantee that the results or developments that we anticipate will be realized or, even
if substantially realized, that they will have the expected consequences or effects on our business, financial condition or results of operation. Unless otherwise noted or the context otherwise indicates, the forward-looking information
contained herein represents our expectations as of the date hereof or as of the date it is otherwise stated to be made, as applicable, and is subject to change after such date. However, we disclaim any intention or obligation or
undertaking to update or amend such forward-looking information whether as a result of new information, future events or otherwise, except as may be required by applicable law.

The guidance in this presentation is only effective as of the date given, March 28, 2022, and will not be updated or affirmed unless and until the Company publicly announces updated or affirmed guidance. Distribution or
reference of this deck following March 28, 2022 does not constitute the Company re-affirming guidance.

Trademarks, Trade Names and Logos

This presentation refers to certain trademarks and trade names, including “Nuvei” and “Simplex”, which are protected under applicable intellectual property laws and are the property of Nuvei. In addition, Nuvei’s names, logos 
and website names and addresses are owned or licensed by Nuvei, as applicable. Nuvei also owns or has the rights to copyrights that also protect the content of its products and/or services. Solely for convenience, our trademarks, 
trade names and copyrights referred to in this presentation may appear without the ® or ™ symbol, but such references are not intended to indicate, in any way, that we will not assert our rights to these trademarks and trade names to 
the fullest extent under applicable law. All other trademarks and logos used in this presentation are the property of their respective owners.
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Today’s Agenda
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3

People & Culture 
(Nikki Zinman )

Financials 
(David Schwartz )

Q&A4

Unpacking Our Growth – Inorganic 
(Scott Calliham )
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5

7

8

1 Introduction & Deep Dive
(Phil Fayer)

Product & Technology 
(Yuval Ziv)

Unpacking Our Growth – Organic
(Motie Bring)

Our Marketing Strategy
(Guillaume Conteville )
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By being flexible and agile, we provide the 
payment technology and insights our customers 
and partners need to succeed locally and globally 
with one integration.

Accelerating our customers' business with 
tomorrow’s payment platform.

Our Purpose

How We Do It
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124 150
247

376

725

940 - 980

2017 2018 2019 2020 2021 2022E

Continuing Momentum
Medium-Term(4) Growth Target:

30%+

Nuvei at a Glance

($M)

Revenue Profile

Nuvei Today 

Digital Transformation Journey
2017 – 2021 CAGR:

+55%

(3)

200+
Global 

Markets

$95B+
Total 

Volume(1)

~150
Currencies

~86%
eCommerce

Volume(1)

530+
Payment 
Methods

46
Acquiring 
Markets

146%
NRR(2)

1,368
Employees

Consistently Executing on Our Strategy

Growing addressable market 
& geographic footprint

Modular / scalable products

High growth verticals

Customer focused

Unique culture

Attractive financial profile

Strong Performance and We’re Just Getting Started!
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Source: Company data. 

(1) Total volume does not represent revenue earned by the Company, but rather the total dollar value of transactions processed by customers 
under contractual agreement with the Company. See “Disclaimer – Supplementary Financial Measures”.

(2) Net revenue retention rate which is calculated by dividing revenue earned in a specific period by the revenue earned from the same 
customers in the corresponding period of the previous year. Our calculation of Net revenue retention rate for a given period only includes 
revenue from customers that were customers during the corresponding period of the previous year, and excludes revenue from new 
business onboarded during the last 12 months. See “Disclaimer-Supplementary Financial Information.”

(3) Represents the high and low points of the Company’s Financial Outlook for the fiscal year ending December 31, 2022. The guidance in this 
presentation is only effective as of the date given, March 28, 2022, and will not be updated or affirmed unless and until the Company publicly 
announces updated and affirmed guidance. Distribution or reference of this presentation following March 28, 2022 does not constitute the 
Company re-affirming guidance.

(4) “Medium-term” has not been defined by Nuvei nor does Nuvei intend to define it. This target should not be considered as a   projection, 
forecast or expected results but rather goals that we seek to achieve from the execution of our strategy over time. This growth target is fully 
qualified and based on a number of assumptions and subject to a number of risks described under the heading “Forward-Looking 
Information” of this presentation. This target is provided for the purpose of assisting the reader in understanding the Company’s financial 
performance and measuring progress toward management’s objectives and the reader is cautioned that they may not be appropriate for 
other purposes.
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Our Modern, Scalable, Modular Technology Platform Available “A La Carte” Goes Far Beyond Acquiring

Harnessing Our Full Stack of Capabilities to Support Our Clients

Risk 
Management

(RAAS)

Card 
Issuing

Launched 2022

Banking as a 
Service

Launched 2021

Chargeback 
Guarantee

Launched 2021

Cashier
Customer

Authentication
Launched 2021

Global 
Gateway 

Open 
Banking 

Payments
Launched 2021

Currency 
Management

Data Analytics 
and 

Reconciliation

Local 
Acquiring

46 Markets

APMs and 
Cryptocurrencies

530+

Global &
Instant Payouts
Launched 2021

Native Commerce Platform

Value Added 
Services

On/Off Ramp
Launched 2021

Reporting

Global
Merchants

Consumer

Single Integration | One Relationship
Global Connectivity | Reconciliation | Simplified Net Settlement

Payment
Networks

Banks

With 12 major releases in 2021 and 300 sprints — backed by ~500 technologists — we’re never resting!
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c

$66

$43

$96

2020 2021

Organic Inorganic

$601

$376

$725

2020 2021

Exceptional Growth by Executing On Our Strategic Initiatives

Organic Revenue Growth Driving Momentum

($M) +93% Reported
+61% Organic(2)

Source: Company data.

(1) Nuvei is providing organic volume and organic volume growth today on a one-time basis. See “Disclaimer-Supplementary Financial Information.”
(2) Organic revenue and organic revenue growth are non-IFRS measures. See Appendix for a reconciliation to the nearest IFRS measures.

Revenue
($B) +121% Reported

+53% Organic(1)

(1)

Volume Clear and Simple Growth Drivers

Product Innovation

Geography Expansion

New Customers

Existing Customers
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$184
$301

$177

$395

$11

$23

$5

$6

$376

$725

2020 2021

North America EMEA LATAM APAC

Just Starting Our Journey Expanding Around the World

Revenue by Region

Global Payments Volume(1)

$19
$67

$177

$391

$11

$23

$5

$6

$212

$487

2020 2021

North America EMEA LATAM APAC

+93% +130%
YoY Growth % YoY Growth %

$12.0 Trillion

North America

$9.3 Trillion

EMEA

$1.5 Trillion

LATAM

$28.0 Trillion

APAC(2)

Revenue by Region Global eCommerce Direct Revenue by Region(3)

APAC
+16%

LATAM
+112%

EMEA
+123%

North America
+64%

APAC
+16%

LATAM
+112 %

EMEA
+121 %

North America
+251 %

Source: Company data and Euromonitor International, Consumer Finance, 2022 Edition. The information published by Euromonitor contains statistical data, estimates and forecasts. 
See “Disclaimer – Market and Industry Data”.
(1) Global Payments Volume data represents Euromonitor Total Card Payment Transactions plus Consumer Electronic Direct/ACH Transactions.
(2) APAC is comprised of Asia-Pacific and Australasia’s Euromonitor totals.
(3) Nuvei is providing global eCommerce direct revenue by region today on a one-time basis. See “Disclaimer-Supplementary Financial Information.”12

($M) ($M)
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13%
14%

31%

19%

56%

67%

$376

$725

2020 2021
eCommerce Reseller Small & Medium-Sized Businesses Global eCommerce direct

Strong Distribution with Focus On Our Global eCommerce Direct Channel

Revenue by Channel

+93%

YoY Growth %

Note: Represents reported figures. Figures inside bar charts represent percent of total.
Source: Company data.

Primarily North American card-present 
business

Small & Medium-Sized
Businesses

Customer relationships developed by 
independent third-party sales partners

eCommerce Reseller

Customer relationships developed by 
the Company’s direct commercial teams 
focused on high-growth verticals

Global eCommerce Direct

+111%

+17%

+130%

Revenue

13

($M)



CONFIDENTIAL – DO NOT DISTRIBUTE

~80% of Growth From Current Customers With Ample Opportunity For More

Growing With Our Customers

101%

146%
152%

179%

2020 2021

Total Global eCommerce direct

Source: Company data.

Net revenue retention rate is calculated by dividing revenue earned in a specific period by the revenue earned from the same customers in the corresponding period of the previous year. Our calculation of Net revenue 
retention rate for a given period only includes revenue from customers that were customers during the corresponding period of the previous year, and excludes revenue from new business onboarded during the last 12 
months.

Wallet Share Expansion

Adoption of Technology

Geographic Expansion

Service

+

+

=

Net revenue retention rate 
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69%

62%

31%

38%

$376

$725

2020 2021

Acquiring Modular Technology

+73%

+138%

Modular Technology Revenue Grew nearly 2x the Rate of Acquiring

Revenue by Acquiring and Modular Technology

+93%

YoY Growth %

Note: Acquiring revenue represents revenue derived from the credit and debit card association networks. Modular technology revenue represents revenue derived from our proprietary platforms and includes, for 
example, gateway, global processing, APMs, currency management, global payouts, fraud risk management, card issuing, cryptocurrency payments, open banking, data reporting, reconciliation tools, in addition to a long 
list of value add capabilities. Figures inside bar charts represent percent of total.
Source: Company data.

Our modular technology 
offering provides greater 
flexibility and engagement
with our customers

Revenue 

15
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Global eCommerce Direct Channel Yields the Company’s Lowest Losses

Risk Management | Myth vs. Fact

Note: Represents reported figures for 2021. 
Source: Company data.

~44% ~41%

~15%

2021 Total Volume eCommerce Reseller Small & Medium-Sized
Businesses

Global eCommerce direct

$95B

2021 Losses = ~$3 million
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$42

$193

$71

2020 2021

Investment in Direct Sales Yielding Compelling and Accelerating Results

Accelerating New Customer Wins

Note: Represents reported figures. Revenue by cohort represents revenue based on the year in which the new merchants are on-boarded.
Source: Company data. 

2020 cohort 2021 cohort

$27

$152

$58

2020 2021

Total Global eCommerce direct

Revenue ($M)

We continue to expand our 
direct commercial sales team
globally

Revenue ($M)
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Expanding Momentum Across Our Focus Verticals Globally

Revenue by Vertical

Note: The table above provides revenue by merchant classification. 
Source: Company data. 
(1) Digital Goods & Services means products and services for which the consumers buy intangible goods and services online.
(2) Online Retail means retail for which the consumer buys tangible goods and services directly online.
(3) Through its proprietary fraud and risk management tools, Simplex provides zero-chargeback guarantee to its customers. 

($M) 2020 2021
% of 

Revenue
% Growth 

YoY

Regulated Online Gaming $93.5 180.8 25.0% 93%

Financial Services 62.6 95.8 13.2% 53%

Consumer Retail 68.1 93.9 13.0% 38%

Digital assets and cryptocurrencies 4.7 80.5 11.1% 1,626%

Digital Goods & Services(1) 42.4 53.1 7.3% 25%

Social Gaming 8.6 52.1 7.2% 504%

Industrials, Building Material and Construction 34.8 42.1 5.8% 21%

Healthcare 18.7 27.9 3.9% 49%

Restaurants 18.6 23.6 3.3% 27%

Association & Co-operatives 1.0 23.3 3.2% 2,229%

Professional Service 8.4 13.7 1.9% 62%

Travel 5.1 7.9 1.0% 56%

Online Retail(2) 6.0 7.3 1.0% 22%

Charitable, Funeral, Government, and Child Care Services 2.4 3.1 0.4% 25%

Energy and Utilities 1.2 2.8 0.4% 125%

Simplex(3) - 16.5 2.3% n.m.

Revenue $376.1 $724.5 100.0% 93%

Year ended December 31 

Several Key Existing and Recent New 
Customer Wins
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Debit

35M 42M

Credit

553M 833M

Alternative Payment 
Methods

79M 305M

Total 667M 1,180M

Transaction Count by Tender Type

Scaling Quickly and Powering Our Customers’ Growth

Note: Represents reported number of transactions processed on Nuvei’s platform by tender type. 
Source: Company data. 

2021
2020

+51%

+21%

YoY Growth %

+285%

+77%
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Executing On Our Clear and Simple Growth Strategy

Product
Innovation

Growth Within Existing
Customers

Acquisition of
New Customers

Strategic
M&A
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Today’s Agenda
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2

3

People & Culture 
(Nikki Zinman )

Financials 
(David Schwartz )

Q&A4

Unpacking Our Growth – Inorganic 
(Scott Calliham )

6

5

7

8
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Product & Technology 
(Yuval Ziv)

Unpacking Our Growth – Organic
(Motie Bring)

Our Marketing Strategy
(Guillaume Conteville )
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Tomorrow’s Payment Platform, Designed to Accelerate Our Customers' Business

Why we Win

A Robust Payment 
Platform with One 

Single API 

Global Pay-in and 
Payout

Performance
Optimization

Customization at Scale

Scalability
A la Carte

Interoperability
Actionable Reporting Human Touch

1 2 3 4

5 6 7 8
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Robust Payment 
Platform with One 
Single API

1
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State of the Art Platform

Consumer Merchant BanksPayment Networks

Alternative Payment Networks

Single Integration Global Connectivity Reconciliation Simplified Net Settlement| | |

Consumer Merchant

An End-to-End Proprietary Platform in Constant Deployment
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Global Pay-in & Payout 2
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Local Acquiring 46 55 36 48

Number of Acquiring 
Connections

200+ Just a few Just a few Just a few

APM 530 250 30 70

Digital Assets
On & Off Ramp

129 coins

No

0

US only

Just a few

On Ramp only

~80

Open Banking
RTP, ACH, Faster Payments, 

SEPA, and Instant SEPA
ACH, Faster Payments, SEPA, 

and Instant SEPA
ACH

ACH, Faster Payments, and 
SEPA

Global Pay-In & Payout

Source: Company data, presentations, filings, and research reports.

Unparalleled Depth and Breadth of Global Product Solutions
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What Our Partners Say About Us

https://nuvei.wistia.com/medias/wz85lfy19u?wtime=0s


Performance 
Optimization

3
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Performance Optimization Suite

Smart Routing Partial Approval Decline Recovery

Authorization

Strong Customer 
Authentication

eKYC Suite Chargeback 
Management

Fraud 
Management

Authentication Risk Management

Chargeback 
Guarantee

State of The Art Features Designed To Drive Customer Revenue

30
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Smart Routing Partial Approval Decline Recovery

Routing 
decision

Payment engine

AI / ML models

Custom routing rules

Merchant

• Amount

• Currency

• Payment method

• Transaction type

• Acceptance rate

• Transaction cost

• Chargeback ratio

• More risk parameters

Technology That Drives Higher Approval Rates

Authorization



Authorization
Traditional Flow

Consumer Merchant Cart Abandoned

$0.00X

Nuvei’s Flow

Merchant

Nuvei
Orchestration

Layer

Smart 
Routing

Successful 
transaction 

Declined Transaction

Authorization (continued)

C a s c a d i n g

Acquirer 2 Acquirer 3Acquirer 1

X

X

X

X

Nuvei 
Acquiring

Technology That Drives Higher Approval Rates

X

X

Partial 
Approval

Decline 
Recovery
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Strong Customer
Authentication

eKYC Suite

Frictionless Compliance

Authentication
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Fraud 
Prevention

Chargeback
Management

Zero Chargeback
Guarantee

Fighting Fraud While Increasing Revenue

Risk Management

34



Customization at Scale 4



Innovation Starts With Our Customers’ Requirements

https://nuvei.wistia.com/medias/qbrxtgqru1?wtime=0s
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Czech Republic

Custom Workflow by CountryRegulatory & Country Specific Customizations
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Czech Republic

Custom Workflow by CountryRegulatory & Country Specific Customizations
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Czech Republic

Custom Workflow by CountryRegulatory & Country Specific Customizations
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Recreating the Seamless Apple Pay / Google Pay Experience

Customer Specific Features Rolled out Seamlessly and Instantly Globally

40



Scalability 5
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Scalability

4 Data
Centers

Segregated 
Platforms

99.999%24x7x365Easily 
scalable

API GatewaySecurity 
Layers

Scalable Platform That Can Handle High Demand Peak Events
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A la Carte 
Interoperability

6
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Robust Proprietary Platform Merchant Choice

Global Gateway Global Gateway 

APMs and 
Cryptocurrencies

APMs and 
Cryptocurrencies

Local 
Acquiring 

Local 
Acquiring 

Risk 
Management

(RAAS)

Risk 
Management

(RAAS)

Cashier
Customer

Authentication

Open 
Banking 

Payments

Currency 
Management

Data Analytics 
and 

Reconciliation

Global &
Instant Payouts

Card Issuing Banking as a 
Service

Chargeback 
Guarantee

Value Added 
Services

On/Off RampReporting Cashier
Customer

Authentication

Open 
Banking 

Payments

Currency 
Management

Data Analytics 
and 

Reconciliation

Global &
Instant Payouts

Card Issuing Banking as a 
Service

Chargeback 
Guarantee

Value Added 
Services

On/Off RampReporting

Providing Modular Technology With Flexibility To Our Customers

A la Carte
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Seamlessly Integrating With Customers’ Existing Stack

Banks

PSP 

Consumer Merchant
PSP

Acquirer 1

Acquirer 3

Acquirer 2

APM vendor 2

PSP
APM vendor 1

Payment 
Networks

Provider

ProviderProvider

Provider Provider

Provider Provider

Provider

45



CONFIDENTIAL – DO NOT DISTRIBUTE

Interoperability Supporting “Land & Expand” Approach

PSP
APM vendor 1

Acquirer 4

ProviderProvider

Banks

PSP 

Consumer Merchant
PSP

Acquirer 1

Acquirer 3

Acquirer 2

APM vendor 2

Payment 
Networks

Provider

Provider Provider

Provider Provider

Provider
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Interoperability Supporting “Land & Expand” Approach

PSP
APM vendor 1

Acquirer 4

ProviderProvider

Banks

PSP 

Consumer Merchant
PSP

Acquirer 1

Acquirer 3

Acquirer 2

APM vendor 2

Payment 
Networks

Provider

Provider Provider

Provider Provider

Provider

APM vendor 3
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Interoperability Supporting “Land & Expand” Approach

Payment 
Orchestration

PSP
APM vendor 1

Acquirer 4

ProviderProvider

Banks

PSP 

Consumer Merchant
PSP

Acquirer 1

Acquirer 3

Acquirer 2

APM vendor 2

Payment 
Networks

Provider

Provider Provider

Provider Provider

Provider

APM vendor 3
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Reporting 7
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More Transparent

More Granular

More Actionable

More Real Time

Reporting

Delivering Actionable Insights For Customers With a Complex Payment Stack
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Human Touch 8



Sophisticated merchants need 
dedicated human experts not 
chatbots:

• Technical team

• Onboarding team

• Management team

Human Touch
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Robust Platform / Single API

Global Pay-in / Pay Outs Less Less Less

Performance Optimization Less Less Less

Customization No No No

Scalability

A la carte Interoperability One size fits all One size fits all One size fits all

Orchestration No No No

Reporting
Less granular & 

transparent
Less granular & 

transparent
Less granular & 

transparent

Human Touch Less Less Less

Why We Win

Tomorrow’s Payment Platform Designed To Accelerate Our Customers' Business
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Roadmap

Banking-as-a-Service

Issuing

Omni

Geographic 
Expansion

Marketplaces

2

Gaming 

Growing our TAM with our 2022 Innovation Roadmap
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Today’s Agenda

55
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People & Culture 
(Nikki Zinman )

Financials 
(David Schwartz )

Q&A4

Unpacking Our Growth – Inorganic 
(Scott Calliham )

6

5

7

8

1 Introduction & Deep Dive
(Phil Fayer)

Product & Technology 
(Yuval Ziv)

Unpacking Our Growth – Organic
(Motie Bring)

Our Marketing Strategy
(Guillaume Conteville )
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Our Chief Commercial 
Officer

Motie Bring 
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Deep Dive Into Organic Growth

Product

Innovation

Growth within 
Existing

Customers

Acquisition of
New Customers

Strategic
M&A

Laser Focused On Driving Revenue From Existing and New Customers
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80% of Our Growth From Expanding Wallet Share with Existing Customers

Executing On Our Land & Expand Approach

Note: Represents reported figures. Revenue by cohort represents revenue based on the year in which the new merchants are boarded. 
Source: Company data. 

($M)

Revenue

$211

$428

2020 2021

Global eCommerce Direct

Technology through 
innovation and agility

Geographical reach  

Tailored customer 
engagement model

2020 and before
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What Our Existing Customers Say About Us

https://nuvei.wistia.com/medias/w2m4ijvuk9?wtime=0s
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Realizing Success as We Doubled New Business

Accelerating Our Client Wins 

Note: Represents reported figures. Revenue by cohort represents revenue based on the year in which the new merchants are boarded. 
Source: Company data. 

Revenue

$27

$58

2020 2021

New Business for Global eCommerce Direct

Expanding our sales footprint

Articulating our value 
proposition 

Enhanced pre- and 
onboarding experience 

New business

($M)
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Onboarding Seasoned Vertical Experts in Each Region

Focus on Building Our Global Sales Force

LATAM APACNorth America EMEA

2021

2020

2022
(YTD)

29

13

587

1 310

9

346

14

# of Direct 
Salespeople

29x growth(1) 5.8x growth(1) 3x growth(1)Expanded sales force into 
LATAM in 2022

3

1

Source: Company data.
(1) Represents growth in direct sales headcount between 2020 – YTD 2022.61
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Bringing it all Together 

Source: Company data.

Existing 
Customers

New 
Customers

Accelerating New Customer Wins While Expanding Wallet Share With Existing Customers
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Only Scratching the Surface

$50+ Trillion Global Payments Volume Provides Exciting Whitespace Opportunity

Note: Chart not drawn to scale, for illustrative purposes only.
Source: Company data and Euromonitor International, Consumer Finance, 2022 Edition. The information published by Euromonitor contains statistical data, estimates and forecasts. See “Disclaimer – Market and Industry Data”.

(1) Global Payments Volume data represents Euromonitor Total Card Payment Transactions plus Consumer Electronic Direct/ACH Transactions.
(2) APAC is comprised of Asia-Pacific and Australasia’s Euromonitor totals.63



We are Just 
Getting Started
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Today’s Agenda
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Guillaume Conteville 

Our Chief Marketing 
Officer
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Fueling the Business

Website
/SEO

Driving Brand Awareness

Focus on Building Awareness to Drive Growth

Awareness

Consideration

Preference

Conversion

Making Nuvei Famous
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Awareness

PR & Social

Lead 

Generation

Media Partnerships

Support

Advertising

LinkedIn, SEM, Retargeting, Account Based Marketing

Events

Customer Event

Website Redesign Website Maintenance & Optimization

Marketing Technology

Sales Enablement

Key Opinion Leaders, Forrester, Gartner, RFP Consultants

Advertising

Game-Changing Marketing Investment

Leveraging all Channels to Make an Impact Across all Verticals and Geographies
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Messaging

Look and Feel

Reach

Tomorrow’s Payment Platform 
Designed to Accelerate Your Business

30x Monthly Impact

Showing our Colors and Ge tting Out There
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PR   Advertising
Content WebsiteEventsDigital

Brand Tracker Optimization Framework

Sales 
Support

Nuvei Worldpay Adyen Stripe

Wave 1 Wave 2

Impressions

Leads

MQL

1.07 M

1,833

581

CPM

CPL

CPML

Fueling the BusinessDriving Brand Awareness

Making Every Dollar Count

Constantly Optimizing ROI
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Today’s Agenda
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Our Senior Vice President, 
M&A and Strategy

Scott Calliham



Adding New Capabilities

Expanding Geographically

Increasing Scale

Strategic Approach

Our M&A Playbook

Self-Sourced

Efficient Capital Allocation

Defined Integration Process

Execution Approach

We Have a Disciplined Approach to M&A to Ensure an Efficient Use of Our Resources

73



Strategic M&A – Smart2Pay, November 2020

Description
• Smart2Pay is a payment processing service that enables merchants to accept 

alternative payment methods globally

Deal Terms • Purchase Price: $336.7M

Performance

Source: Company data.

$41
$62

2020 2021

Smart2Pay Full Year Revenue ($M)

There is an additional $5.3 
million in acquiring related 
cross-sales revenue in ‘21

Smart2Pay Provides Us with the Power to Roll-out 15-30 new APMs Per Quarter
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Description

• Base Commerce is a leading provider of integrated payment solutions that 
processes ACH and credit card acquiring volume

• Mazooma is a North American payments provider with instant bank-to-bank 
payments for pay-ins and payouts and real time payments for accelerated 
withdrawals allowing customers to receive payouts immediately

Deal Terms
• Base Commerce Purchase Price: $92.7M(1)

• Mazooma Purchase Price: $54.5M(2)

Performance

Base Commerce Full Year Rev ($M)

Source: Company data. 
(1) Includes an estimated contingent consideration of $3M.
(2) The initial consideration includes a cash amount of $43.1M and $11.4M paid through the issuance of 138,522 Subordinate Voting Shares to the sellers. The purchase price also includes working capital and closing 

adjustments and includes contingent consideration of up to a total maximum consideration, including the initial consideration, of $400M Canadian dollars ($316.5M). The contingent consideration is subject to meeting certain 
performance metrics over a three-year period.

Strategic M&A – Base Commerce, January 2021 & Mazooma, August 2021

$2.4

$51.1

$4.5

$53.8

Base and Mazooma Positions Us as a Leader In Real-time ACH Capabilities

Mazooma Full Year Rev ($M)

$51.2

$53.8

2020 2021

$2.4

$4.5

2020 2021
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Description
• Simplex adds turnkey simplicity to the process of buying and selling 

cryptocurrency (i.e., on-ramp/off-ramp capabilities) as well as a risk-as-a-service 
through zero-chargeback guarantee.

Deal Terms • Purchase Price: $250M plus working capital(1)

Performance $29

$93

2020 2021

Simplex Full Year Revenue ($M)

Source: Company data. 
(1) The cash consideration of $290.6M includes $40.6M relating to working capital and closing adjustments. The closing adjustments are mainly due to the cash balance of $52.8M held by Simplex at the closing of the acquisition.

Strategic M&A – Simplex, September 2021

Simplex Bridges the Fiat World to the Digital Asset World to Allow us to 
Participate in the Growth and Innovations in the Industry
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Description
• Paymentez provides payment solutions to merchants and financial 

institutions, including gateway, white-labeling, card acquiring, and prepaid card 
options, in Latin America

Deal Terms • Purchase Price: $24.5M

Performance
$1.7

$2.1

2020 2021

Paymentez Full Year Revenue ($M)

Strategic M&A – Paymentez, September 2021

Paymentez Gives us the Leadership and the Platform to Capture the Growth
Opportunities in LATAM

77 Source: Company data.



Current Market

Strong Balance Sheet & Flexibility

Market Environment

M&A will Continue to Remain a Strategic Pillar for Our Growth
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Today’s Agenda
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Our Chief People Officer

Nikki Zinman
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We foster a community through attracting and retaining talented individuals to join us in shaping 
tomorrow’s payment industry.

Our Dynamic Culture
We are Distinctively Human at Our Core

Our community is built on the following foundational pillars:
Entrepreneurial | Innovative | Performance Driven | Knowledgeable | Transparent

Employee Testimonials 

–Amanda, Contact Center Supervisor

–Sean, Manager, eCommerce Relationship 
Management

It’s a positive work environment that 
encourages your personal and 
professional growth.

“

“

Source: Company data.
(1) Represents Glassdoor employee ratings as of February 2022.

We are like a big family; everyone is 
here to support and empower each 
other.

“
“

4.3/5
Glassdoor Overall 

Rating(1)

99%
Approve of 

CEO(1)

4.3/5
Career 

Opportunities(1)

4.2/5
Culture & 
Values(1)

4.0/5
Senior 

Management(1)
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33%

17%14%

36%

Operations Sales & marketing

General & administrative Technology & product

Our Team
Global and Growing

Global Footprint of ~1,370 Employees

Global Workforce with Scale Across Diverse Regions Playing a Critical Role at Nuvei

Function

456

North America

840

EMEA

13

APAC

59

LATAM

Note: Headcount by region as of December 31, 2021. 
Source: Company data. 

2020 2021 2022

# of employees:

% growth vs. 2020:

869 1,368

57%

■ Canada (HQ) 
■ USA   

■ Argentina    
■ Brazil     
■ Colombia     
■ Mexico 

■ Bulgaria    ■ Netherlands
■ Cyprus ■ Romania
■ Israel ■ Spain
■ Italy ■ United Kingdom
■ Lithuania

■ Singapore

Continued 
Expansion
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43%
36%34%

30%
26% 24%

Total Workforce Leadership Roles Tech Roles

Our Diversity
Multicultural and Supporting Women in Technology

Source: Company data and Statista June 2021. 
(1) Represents Glassdoor employee ratings as of February 2022. 
(2) Big Tech includes Apple, Amazon, Google, Meta/Facebook, and Microsoft; represents average for the group.

Women in Our Workforce 

Big Tech(2)

vs.Glassdoor Rating on 
Diversity & Inclusion(1)

4.2/5

We Represent

70 
Nationalities
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Taking Care of Our Own
Engagement and People First 

Incentive Alignment

LTIP Available to all Employees

Attract and retain top talent via 

Globally Inclusive Equity Plan

Employees granted $100K in 

Nuvei Stock Options(1)

Additional Time Off if quarterly 

objectives achieved 

Career Development

Career Progression, Training and 

Professional Development 

Focus on Personal Growth

Promoting from within

Learning Management System

offering targeted and self-

directed development

Wellness

Cultural Diversity activities

Paid Parental Leave

Mental Health Awareness  

activities

Fitness programs

Health and Well-Being Speaker 

sessions

Fun Environment

Source: Company data.
(1) At time of IPO. 

Fun and Collaborative workplace

Monthly Celebrations 
Employee Appreciation 

Workforce challenges 
Charitable Giving 

Team Building events

Innovative Work
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Our ESG Process
Evolving Journey Ahead

ActionPlanningEvaluation

Conducted a 
comprehensive 

ESG diagnostic to 
identify Nuvei’s 

material ESG risks 
and opportunities

Informed our 
leadership team 

on managing and 
prioritizing ESG 

goals and 
disclosures 

Created an internal 
working group 

focused on ESG 
oversight

Gaining insights 
from ESG-aligned 

subject matter 
experts

Exploring our 
policies, practices, 
and initiatives that 
advance our ESG 

efforts

Developing 
Nuvei’s inaugural 
framework-based 

ESG report
Enhancing and 

establishing 
internal programs 
and initiatives to 

advance ESG 
goals 

Tracking and 
monitoring our 
performance 
against our 
prospective 
benchmarks

Committing to 
annual reporting of 
our ESG progress

2020-2021 2021-2022 Ongoing

To
d

a
y
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Michael Hanley
Lead Director

25+ Years of experience

David Lewin
Director

15+ Years of experience

Daniela Mielke
Director

30+ Years of experience

Pascal Tremblay
Director

25+ Years of experience

Philip Fayer
Chair and CEO

20+ Years of experience

Samir Zabaneh
Director

15+ Years of experience

Our Board of Directors

Commerce Technology 
Advisors, LLC
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Our Chief Financial Officer

David Schwartz
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Strong Growth, High Margins, Profitable and Cash Generative

Fintech Like No Other Fintech

Consistent Top Line 
Growth

70%+
Revenue CAGR

(2019-2021)

Strong Organic 
Revenue Growth

60%+
(2021) (1)

High Gross 
Margin

80%
(2021)

Operating 
Leverage

44%
Adj. EBITDA Margin(2)

Based on Adj. EBITDA(2) of 
$91.5M (2021)

Solid Balance 
Sheet

~$750M
Cash

(Dec-2021)

Significant Free 
Cash Flow

$290M+
(2021 FCF(3))

Source: Company data.
(1) Organic revenue growth means the year-over-year change in Organic revenue divided by Organic revenue in the prior period. Organic revenue represented $601 million of total revenue of $725 million in 2021 
(organic revenue in 2020 was $374 million). Organic Revenue Growth is a non-IFRS measure. See "Non-IFRS Measures." See Appendix for a reconciliation to the nearest IFRS measure.
(2) Adjusted EBITDA and Adjusted EBITDA margin are non-IFRS measures. See “Non-IFRS Measures”. See Appendix for a reconciliation to the nearest IFRS measure.
(3) Free cash flow is a non-IFRS Measure. See "Non-IFRS Measures." See Appendix for a reconciliation to the nearest IFRS measure.

Profitable

$105M+
Net Income (2021)

Robust Cash From 
Operating Activities

$265M+
(2021)
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Reported revenue >$500M, revenue growth > 60%, Net Income > $0, and 
Cash from Operating Activities > $250m in CY‘21

Reported Cash from Operating 
Activities > $250M

(CY‘21) 

90

Unique Financial Profile

Reported Net Income > $0
(CY‘21)

Publicly listed Fintechs(1) with 
Reported Revenue >$500M 

(CY’21)

Reported Revenue growth > 60% 
(CY‘21) 22

14

5

138

10

Note: All metrics based on reported CY21A.
Source: Pitchbook and FactSet as of 3/25/22.
(1) Defined by Pitchbook as B2B Payments and Fintech verticals.
(2) For Nuvei, CY’21A metrics are: $725M Revenue, 93% reported revenue growth (61% Organic revenue growth), $107M Net Income, and $267M Cash from Operating Activities. 

One of Few Fintechs With Scale, Robust Growth, Profitability & Cash Generation 

(2)
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Underpinned by Highly Scalable Operating Model

5%

9%

4%

16%

19%

22%

25%

Fixed costs

Cost of revenue

S
G

&
A

Source: Company data. 
Note: Based on 2021 data. 

Variable costs

Commissions

Employee compensation

D&A

Professional fees

Share-based compensation

Other

(47%)

(53%)

Opportunities to Expand Profit Margin

As a % of total 
expenses

Opportunity to reduce as 
a % of total expenses

Opportunity to leverage 
fixed costs with 
additional scale
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$8.9 $8.9
$11.5

$13.9

$20.6
$21.9 $21.6

$31.5

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021

($B)

Recurring Revenue Stream with 80% of 2021 Revenue Growth from Existing Customers

Execution on Strategy Yielding Consistent & Strong Growth

Total Volume(1) Revenue

+127%

Source: Company data.
Note: Numbers may not sum due to rounding. 
(1) Total volume does not represent revenue earned by the Company, but rather the total dollar value of transactions processed by merchants under contractual agreement with the Company. 

See "Disclaimer - Supplementary Financial Measures".

$83.2 $83.3
$93.8

$115.9

$150.5

$178.2 $183.9

$211.9

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021

($M)

+83%

Reported 
YoY growth: 83% 64% 32% 46% 81% 114% 96% 83%121% 107% 61% 53% 132% 145% 87% 127%
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$33.3
$37.4

$41.0

$51.3

$65.5

$79.4 $80.9

$91.5

40% 45% 44% 44% 44% 45% 44% 43%

0%

50%

100%

150%

200%

250%

-5

15

35

55

75

95

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021

$68.1 $69.8
$76.7

$92.4

$123.3

$145.1 $145.6

$162.8

82% 84% 82% 80% 82% 81% 79% 77%

0%

50%

100%

150%

200%

250%

-5

15

35

55

75

95

115

135

155

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021

($M)

Robust Profitability While Reinvesting for Sustainable Growth

Resulting in High Margins

Gross Profit & Margin (%) Net income, Adjusted EBITDA & Margin (%) (1)

+76%

($M)

Source: Company data.
(1) Adjusted EBITDA and Adjusted EBITDA Margin are non-IFRS measures. See “Non-IFRS Measures”. See Appendix for a reconciliation to the nearest IFRS measure.

Net income 
/ (loss) $12.3$28.0$38.9$27.8$22.6($77.9)$14.0($62.3)

+78%
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Source: Company data.
(1)  Represents Adjusted EBITDA – capital expenditures (defined as acquisitions of property, equipment and intangible assets). Free Cash Flow is a non-IFRS measure. See "Non-IFRS Measures." 
See Appendix for a reconciliation to the nearest IFRS measure. 
(2) Net cash position (cash less total credit facilities) as of December 31, 2021.

$31.0 $32.3
$36.9

$45.7

$60.7

$73.0 $74.5

$81.8

3% 6% 4% 5% 3% 4% 3% 5%

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021

CAPEX (% of Revenue)

Cash Generation + Low Leverage = Capital Allocation Flexibility

Managed Growth Results in High Cash Generation & Strong Balance Sheet

Net cash position(2) of

$250M
and

low leverage

($M)

Free Cash Flow

Cash from Operating Activities, Free Cash Flow(1) & Capital expenditures (% of  Revenue)

Cash from 
operating activities

($0.6) $33.4 $16.1 $53.4 $85.6$45.8 $62.9 $65.0
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Disciplined Capital Allocation for Continued Growth

 Investments in people, platform and marketing
 Balance investment with outlook marginOrganic Growth

 Governance and stewardship around alternatives
 Share buyback (normal course issuer bid)
 Flexibility to repay debt early

Capital Structure

 Selective acquisitions which add capabilities, 
geographic reach and/or scaleStrategic Acquisitions

Cash balance(1) of

~$750M

Cash From 
Operating Activities 

of

$265M+
(2021)

Source: Company data.
(1) Cash as of December 31, 2021.

Multiple Capital Allocation Alternatives to Drive Shareholder Value

95



CONFIDENTIAL – DO NOT DISTRIBUTE

What We Expect for 2022

(In U.S. dollars)
Three months ending

March 31, 2022
Forward-looking

Year ending 
December 31, 2022 

Forward-looking

Total volume(1) (billions) 28 – 29 127 – 132

Revenue (millions) 208 – 214 940 – 980

Adjusted EBITDA(2) (millions) 82 – 85 407 – 425

Source: Company data.
The guidance in this presentation is only effective as of the date given, March 28, 2022, and will not be updated or affirmed unless and until the Company publicly announces updated or affirmed guidance. 
Distribution or reference of this deck following March 28, 2022 does not constitute the Company re-affirming guidance.
(1) Total volume does not represent revenue earned by the Company, but rather the total dollar value of transactions processed by merchants under contractual agreement with the Company. See "Disclaimer 
- Supplementary Financial Measures".
(2) Adjusted EBITDA is a non-IFRS measure. See “Non-IFRS Measures”. See Appendix for a reconciliation to the nearest IFRS measure.

Nuvei is providing financial outlook for the three months ending March 31, 2022 and the fiscal year ending December 31, 2022. The financial outlook and specifically the Adjusted EBITDA(2) reflects the Company’s strategy to accelerate its investment in 
distribution, marketing, innovation, and technology. 

The financial outlook is fully qualified and based on a number of assumptions and subject to a number of risks described under the heading "Forward-Looking Information" of this presentation. Nuvei's outlook also constitutes "financial outlook" within the 
meaning of applicable securities laws and is provided for the purposes of assisting the reader in understanding the Company's financial performance and measuring progress toward management's objectives and the reader is cautioned that it may not be 
appropriate for other purposes. 

Other than with respect to revenue, the Company only provides guidance on a non-lFRS basis. The Company does not provide a reconciliation of forward-looking Adjusted EBITDA (non-lFRS) to net income (loss) due to the inherent difficulty in forecasting 
and quantifying certain amounts that are necessary for such reconciliation. In periods where significant acquisitions or divestitures are not expected, the Company believes it might have a basis for forecasting the IFRS equivalent for certain costs, such as 
employee benefits, commissions and depreciation and amortization. However, because other deductions such as share-based payments, net finance costs, gain (loss) on financial instruments carried at fair market value and current and deferred income 
taxes used to calculate projected net income (loss) can vary significantly based on actual events, the Company is not able to forecast on an IFRS basis with reasonable certainty all deductions needed in order to provide an IFRS calculation of projected 
net income (loss). The amount of these deductions may be material and, therefore, could result in projected IFRS net income (loss) being materially less than projected Adjusted EBITDA (non-lFRS). These statements represent forward-looking information 
and may represent a financial outlook, and actual results may vary. See the risk and assumptions described under the heading "Forward-looking information" of this presentation. 

Reiterating Q1’22 and Full Year 2022 Outlook
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Outlook 
(midpoint)

$317

$416

2021 2022 2023

$725

$960

2021 2022 2023

Our Targets

Growth Targets(4)

Total volume(1) 30%+ annual year-over-year growth in the medium term(3)

Revenue 30%+ annual year-over-year growth in the medium term(3)

Adjusted EBITDA margin(2) 50%+ over the long term(3)

Note: For illustrative purposes and excludes any future acquisitions.
Source: Company data. 
(1) Total volume does not represent revenue earned by the Company, but rather the total dollar value of transactions processed by merchants under contractual agreement with the Company. See "Disclaimer - Supplementary Financial Measures".
(2) Adjusted EBITDA and Adjusted EBITDA margin are non-IFRS measures. See “Non-IFRS Measures”.
(3) “Medium term” and “long term” have not been defined by Nuvei nor does Nuvei intend to define them. These targets should not be considered as projections, forecasts or expected results but rather goals that may result from the execution of our strategy.
These growth targets are fully qualified and based on a number of assumptions and are subject to a number of risks described under the heading “Forward-Looking Information” of this presentation. These targets are provided for the purposes of assisting the 
reader in understanding the Company’s financial performance and measuring progress toward management’s objectives and the reader is cautioned that they may not be appropriate for other purposes. 
(4) These growth targets are fully qualified and based on a number of assumptions and subject to a number of risks described under the heading “Forward-looking Information” of this presentation. These growth targets serve as guideposts as we execute on 
our strategic priorities, and they assume a normal business environment, continuing momentum and performance of the Company’s core business and favorable tailwinds of the verticals it serves. We will review and revise these growth targets as economic, 
market, and regulatory environments change. 

Revenue Adjusted EBITDA(2)

Actual Actual

Reiterating Medium- and Long-Term Targets

Outlook 
(midpoint)
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Today’s Agenda

98

2

3

People & Culture 
(Nikki Zinman )

Financials 
(David Schwartz )

Q&A4

Unpacking Our Growth – Inorganic 
(Scott Calliham )

6

5

7

8

1 Introduction & Deep Dive
(Phil Fayer)

Product & Technology 
(Yuval Ziv)

Unpacking Our Growth – Organic
(Motie Bring)

Our Marketing Strategy
(Guillaume Conteville )



Thank You



Appendix

• Disclaimer
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Statements of Profit and Loss and Comprehensive Income or Loss
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Consolidated Statements of Financial Position Data
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Consolidated Statements of Financial Position Data
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Consolidated Statements of Cash Flow Data
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Reconciliation of Adjusted EBITDA and Free cash flow to Net Income (Loss) and Cash 
flow from operating activities
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Reconciliation from IFRS to Non-IFRS Results – Adjusted Net Income
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Revenue by Geography

The table above summarizes our revenue by geography based on the billing location of the merchant.
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Reconciliation of Organic Revenue and Organic Revenue Growth to Revenue

(a) The Company acquired Smart2Pay Technology & Services B.V on November 2, 2020, Base Commerce on January 1, 2021, Mazooma on 
August 3, 2021, and Simplex and Paymentez on September 1, 2021. In May 2020, the Company disposed of CreditGuard.
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