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Disclaimers banzai

Basis of Presentation
This Presentation (this “Presentation”) is provided for informational purposes only and has been prepared to assist interested parties in making their own evaluation with respect to a potential investment in Banzai
International, Inc. (“Banzai” or the “Company”) and for no other purpose. By accepting, reviewing or reading this Presentation, you will be deemed to have agreed to the obligations and restrictions set out below.

No Offer or Solicitation

This Presentation and any oral statements made in connection with this Presentation do not constitute an offer to sell, or a solicitation of an offer to buy, or a recommendation to purchase, any securities of the
Company in any jurisdiction, nor shall there be any sale, issuance or transfer of any securities of the Company in any jurisdiction where, or to any person to whom, such offer, solicitation or sale may be unlawful under
the laws of such jurisdiction. This Presentation does not constitute either advice or a recommendation regarding any securities. No offering of securities shall be made except by means of a prospectus meeting the
requirements of the Securities Act of 1933, as amended, or an exemption therefrom.

Customer Data
Unless otherwise noted, all customer data included herein represents only Banzai Demio customers, excluding Banzai customers that are not Demio customers, for the period from January 1, 2019, through March 31,
2024. Banzai management believes this subset of customers is most representative of the Company's business going forward.

Industry and Market Data

No representations or warranties, express, implied or statutory are given in, or in respect of, this Presentation, and no person may rely on the information contained in this Presentation. To the fullest extent permitted
by law, in no circumstances will Banzai, or any of its respective subsidiaries, stockholders, affiliates, representatives, partners, directors, officers, employees, advisers or agents be responsible or liable for any direct,
indirect or consequential loss or loss of profit arising from the use of this Presentation, its contents, its omissions, reliance on the information contained within it or on opinions communicated in relation thereto or
otherwise arising in connection therewith. This Presentation discusses trends and markets that Banzai's leadership team believes will impact the development and success of Banzai based on its current
understanding of the marketplace. Industry and market data used in this Presentation have been obtained from third-party industry publications and sources as well as from research reports prepared for other
purposes. Banzai has not independently verified the data obtained from these sources and cannot assure you of the reasonableness of any assumptions used by these sources or the data’s accuracy or completeness.
Any data on past performance or modeling contained herein is not an indication as to future performance. This data is subject to change. Recipients of this Presentation are not to construe its contents, or any prior or
subsequent communications from or with Banzai or its respective representatives as investment, legal or tax advice. The Recipient should seek independent third party legal, regulatory, accounting and/or tax advice
regarding this Presentation. In addition, this Presentation does not purport to be all-inclusive or to contain all of the information that may be required to make a full analysis of Banzai. Recipients of this Presentation
should each make their own evaluation of Banzai and of the relevance and adequacy of the information and should make such other investigations as they deem necessary. Banzai assumes no obligation to update the
information in this Presentation.

Forward Looking Statements

This Presentation contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. Forward-looking statements often use words such as “believe,” “may,” “will,”
“estimate,” “target,” “continue,” “anticipate,” “intend,” “expect,” “should,” “would,” “propose,” “plan,” “project,” “forecast,” “predict,” “potential,” “seek,” “future,” “outlook,” and similar variations and expressions. Forward-
looking statements are those that do not relate strictly to historical or current facts. Examples of forward-looking statements may include, among others, statements regarding the Company’s: future financial, business
and operating performance and goals; annualized recurring revenue and customer retention; ongoing, future or ability to maintain or improve its financial position, cash flows, and liquidity and its expected financial
needs; potential financing and ability to obtain financing; acquisition strategy, including the Company’s expectations regarding market conditions and available opportunities, the Company’s ability to execute on such
strategy and the expected benefits of such strategy; proposed acquisitions and, if completed, their potential success and financial contributions; strategy and strategic goals, including being able to capitalize on
opportunities; expectations relating to the Company’s industry, outlook and market trends; total addressable market and serviceable addressable market and related projections; plans, strategies and expectations for
retaining existing or acquiring new customers, increasing revenue and executing growth initiatives; and product areas of focus and additional products that may be sold in the future.



Disclaimers (Continued) banzai

Forward Looking Statements (cont’d)

Because forward-looking statements relate to the future, they are subject to inherent uncertainties, risks and changes in circumstances that are difficult to predict and many of which are outside of the Company’s
control. Forward-looking statements are not guarantees of future performance, and our actual results of operations, financial condition and liquidity and development of the industry in which the Company operates
may differ materially from those made in or suggested by the forward-looking statements. Therefore, investors should not rely on any of these forward-looking statements. Factors that may cause actual results to
differ materially include changes in the markets in which the Company operates, customer demand, the financial markets, economic, business and regulatory and other factors, such as the Company’s ability to execute
on its strategy, its assumptions regarding available and serviceable markets, its ability to realize some or all of the expected benefits of its acquisition strategy and its ability to effectively integrate the businesses or
technologies it acquires, if any. More detailed information about risk factors can be found in the Company’s Annual Report on Form 10-K and the Company’s Quarterly Reports on Form 10-Q under the heading “Risk
Factors,” and in other reports filed by the Company, including reports on Form 8-K. The Company does not undertake any duty to update forward-looking statements after the date they are made.

Trademarks
Banzai owns or has rights to various trademarks, service marks and trade names that it uses in connection with the operation of its business. This Presentation also contains trademarks, service marks, trade names

and copyrights of third parties, which are the property of their respective owners. The use or display of third parties’ trademarks, service marks, trade names or products in this Presentation is not intended to, and
does not imply, a relationship with Banzai, an endorsement or sponsorship by or of Banzai, or a guarantee that Banzai will work or will continue to work with such third parties. Solely for convenience, the trademarks,
service marks, trade names and copyrights referred to in this Presentation may appear without the TM, SM, ® or © symbols, but such references are not intended to indicate, in any way, that Banzai or any third-party
will not assert, to the fullest extent under applicable law, their rights or the right of the applicable licensor to these trademarks, service marks, trade names and copyrights.

Non-GAAP Financial Measures

Some of the financial information and data contained in this Presentation, such as Adjusted EBITDA have not been prepared in accordance with United States generally accepted accounting principles (“GAAP”).
Adjusted EBITDA is defined as net income (loss) before interest expense, income tax expense (benefit), depreciation and amortization, as adjusted to exclude non-cash items or certain transactions that management
does not believe are indicative of ongoing Company operating performance, which include bad debt and distributions to shareholders. These non-GAAP financial measures, and other measures that are calculated
using such non-GAAP measures, are an addition to, and not a substitute for or superior to the most directly comparable financial measures prepared in accordance with GAAP.

Banzai believes these non-GAAP measures of financial results provide useful information to management and investors regarding certain financial and business trends relating to Banzai’s financial condition and
results of operations. Banzai’'s management uses these non-GAAP measures for trend analyses, for purposes of determining management incentive compensation, and for budgeting and planning purposes. Banzai
believes that the use of these non-GAAP financial measures provide an additional tool for investors to use in evaluating projected operating results and trends in and in comparing Banzai’s financial measures with
other similar companies, many of which present similar non-GAAP financial measures to investors. However, there are a number of limitations related to the use of these non-GAAP measures and their nearest GAAP
equivalent. For example, other companies may calculate these non-GAAP measures differently, or may use other measures to calculate their financial performance, and therefore Banzai’'s non-GAAP measures may not
be directly comparable to a similarly titled measures of other companies. See the Appendix for reconciliations of these non-GAAP financial measures to the most directly comparable GAAP measures.



EXECUTIVE SUMMARY

Investment Summary Highlights banzai
The Moment for MarTech Consolidation Recurring Revenue
The divergence between M&A volume and the growing Banzai’s integrated platform capitalizes on economies of
number of marketing technology (“MarTech”) companies scale and complementary customer bases to maximize
presents an exciting consolidation opportunity. cross-selling opportunities.
$28B+ Total Addressable Market’ Award-Winning Products
$28B+ total addressable market across the MarTech value Customers praise Banzai’s award-winning products for their
chain driven by tailwinds of digital channels. user-friendly interfaces and powerful features.
Disciplined Acquisition Playbook 19 M&A Transactions Supported by Team
Banzai has established a clear acquisition strategy with The Management team has supported 19 M&A transactions
well-defined evaluation and success criteria. In the past decade as buyer, seller, or operator.

(1) Source: Winterberry Group Strategic Due Diligence Report for Banzai, April 2023



MANAGEMENT OVERVIEW

Seasoned Leadership Team With Demonstrated Track Record banzai

Cohesive management team with long working history at Avalara, Verivox, and other leading companies
that has supported 19 M&A transactions over the past decade.

Joe Davy Mark Musburger Simon Baumer
CEO CFO CTO
Mvalara Werivox

Rachel Stanley
VP of Customer
Experience

Ashley Levesque
VP of Marketing

% SOFT

ROBOTICS

amazon




MANAGEMENT OVERVIEW

Executive Team M&A Track Record

2022 2022 2021
aboalarm /e volders DfElsg,/Undisclosed dem|0@/ banzai
2018 2017 2017
@GETSAFE / yerivox () Outbank / Yerivox Rightside/OOﬂU <
2015 2014 2014

Mvalara

MyLodgeTax / Mvalara  FUELCUEST / Avalara < TOPTARIF / VYerivox

Note: List does not include all M&A transactions executed by the management team

2020
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2017
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Tax
Technology / /[uwvalara

Services

2020
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WRE VAT APPLICATIONS

TAXCIENT / fwvalara

banzai

2018
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2015
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MARKET OPPORTUNITY

The Prize for Winning MarTech is Big banzai

Marketing Technology Market United States B2B MarTech Spend

2023E
Banzai TAM $39.4B

$28.1B

2023E
Banzai SAM

2023 2026
Banzai’'s Serviceable Available Market (SAM) is expected to Banzai’'s Total Available Market (TAM) is expected to grow
grow to $8.4B by 2026E, at a CAGR of 16.07% (2020-2026E) to $39.4B by 2026E, at a CAGR of 11.8% (2020-2026E)

Source: Winterberry Group Strategic Due Diligence Report for Banzai, April 2023



MARKET OPPORTUNITY

Explosion in MarTech Vendors
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MARKET OPPORTUNITY

Buyer’s Market for MarTech Industry Consolidation banzai

Substantial multiple arbitrage opportunity from private to public market valuations.

I

Public MarTech Comps!
E/V Sales (NTM) = 7.9x
Price / Earnings (NTM) = 37.5x

o 92 Opportunities Evaluated

< o 23 Opportunities in Pipeline
o 2 Active LOIls

(1) Public comps include: CRTO, MGNI, WIX, CRM, CXM, ADBE, TTD, HUBS, as of 2/20/24 10
(2) Based on Banzai’s pipeline as of 5/6/20224 where TTM revenue, TTM profit, and seller’s asking price or estimated valuation are all known
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Marketers need to deliver more growth with
less resources. Banzai is giving marketers the
data, analytics, and integrated applications
they need to win.



CUSTOMER PROBLEM

The Four Data Hats of the CMO banzai

<

¢  Attract 2¢ Engage Measure Integrate

13



Marketers struggle with an explosion of
SaaS vendors. Enterprises use an average
of

, leading to
and ]

(1) Netskope Cloud Report , August 2019



CUSTOMER PROBLEM

Unified Customer Data is a Top Challenge for Marketers banzai

Customer data specifically remains a huge 20%
challenge for marketers — in the 2022 Marketing

Data and Analytics Survey, 70% of marketing

analytics consumers agreed that access to

unified customer data is a major barrier to the 65%
success of marketing analytics, up from 65% in
the 2020 survey.]

2020 2022

(1) Gartner®, Cool Vendors™ in Marketing Data and Analytics, October 2022. GARTNER is a registered trademark and service mark of
Gartner, Inc. and/or its affiliates in the U.S. and internationally, and COOL VENDORS is a registered trademark of Gartner, Inc. and/or
its affiliates and are used herein with permission. All rights reserved.
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CUSTOMER PROBLEM

Ease of Integration is the Top Criteria for Marketers banzai

Marketers are Requiring
Solutions that Integrate
Seamlessly

90%

of marketers consider data centralization
capabilities as the most important factor when
choosing a new marketing technology solution.?

(1) Gartner®, Cool Vendors™ in Marketing Data and Analytics, October 2022. GARTNER is a registered trademark and service mark of
Gartner, Inc. and/or its affiliates in the U.S. and internationally, and COOL VENDORS is a registered trademark of Gartner, Inc. and/or
its affiliates and are used herein with permission. All rights reserved.

16






CUSTOMER SOLUTION

The Data-Driven Marketing Technology Platform banzai

Banzai is building a platform of mission critical marketing solutions that seamlessly integrate out of the box.

o N,

~
~ -
~ -

18



COMPANY OVERVIEW

Banzai Builds Mission-Critical, Data-Driven MarTech Solutions banzai

Audience Webinar
Targeting Hosting
Promotion Content
& Sharing Distribution
Attract Engage
Identifying & Attracting the Engaging & Converting Leads
Right Leads aUElaaes m E AlContent to Customers
Acquisition Creation
>¥Reach] U Demio | /. Boost & A O Demio
Net New & ﬁ 9’5, Community
Audiences ’ Platforms
\ banzai @
4 ROI

Attribution

I I ' $ Customer

Journey

Marketing automatio®
Integrate O ot Measure
. . Ad Platform _
Trusting & Accessing Training Making Better & Faster
Unified Data ROI Business Decisions

Tracking

0, Demio

19



COMPANY OVERVIEW

Demio - The Top Webinar Platform for Marketers’

03:35:00

64 Attended
Focused: 32

Session Duration Avg. Time Attended

34m 24m

71% of Session Duration

Avg. Time Focused

13m 45s

57% of Time Attended

B3 Export CSV of Participants

(1) Source: Best Webinar Software Of 2024, Forbes

(O Attended Focused

What is Your Favorite
Demio Feature?

Automated

Analytics/Metrics

Customization Options

Engagement Tools

25%

25%

25%

25%

Customer Avatar Worksheet

¥ 122 Downloads

banzai

Chat

Public v All

Send a Reaction X

‘ Maryna Paryvai  Host
@
Hi E SR N @
, B\ a2 B Q) B =
v EY NS I9W e

@ Mikey e o

Hello
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COMPANY OVERVIEW

Reach - Demand Generation on Autopilot

379M

Contact Database

70,000+

Registrations

Mental Fitness: Exercises For Brain Health

Cuerview £t Regatrstors  Admen

Sl

& Running
(g amzey 3 2 Rl

Total leacks 2 Cortactec ieads

1351 88%

Tota Regetrations

Recent Regatr st ons

Corcells Frzgerald
1030 %

Nancy Mann
o DAl

Lucy Cain
r@lagui

fimO"u@wWncie

a2
@ Core Nerns
'

(1) Source: ThoughtSpot Case Study, 2019, Banzai

Reguirathors s tme

(AT . « i . J S - 13N : 5 e e

$1M Revenue

75% Increased Registrations
ThoughtSpot Case Study’

5,000+

Campaigns

Mantid Filness Ex.

Open Awe [ Ropy Rate -

68% 3%

@ Event Basics

& Registration
‘ Attendees

Contacts

banzai

Functions *
Finance HR "
Legal Markating Medic ¥ and Health
Operations Sale Product Development
Al Design Government
Education Manufacturing £ -Commaerce
Construction Entertainment Consulting

Telecommunications  Technology/Software  Other (enter below)

Company size

1-%0 5100 01-2%0
WHhat (s The I g OB 508 OF yOur 100 regnir s (

Entry Partnes

Job title keywords (include)
data scence

ant 1o inCiude i

JOb title keywords (exclude)

demand generation

m
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COMPANY OVERVIEW

Banzai Delivers Award Winning Products

G G G

High High High
Performer Performer Performer
[ Hid-Market [ Euope
WINTER WINTER WINTER
2023 2023 2023

C G, G

High High High
Performer Performer Performer
| Europe
SPRING SPRING SPRING
2023 2023 2023

G G G,

High High
Leader Performer Performer
| SUMMER | Mid-Market | Europe |
2023 < —

Source: G2 Awards, CloudRatings, Hubspot

G

High
Performer

United Kingdom

WINTER
2023

G

Momentum
Leader

| SUMMER _
2023

G

Best
Est. ROI

Small Business

SUMMER
2023

High
Performer
| SPRING
2023

G

Leader

United Kingdom

SUMMER
2023

PRODUCT
| EXCELLENCE

Cloud
Ratings

N 2023

High
Performer

SPRING
2023

3

Leader
| Small Business

SUMMER
2023

Certified App

banzai

Top 50

BEST SOFTWARE AWARDS

2022
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COMPANY OVERVIEW

Our Customers Love Us

FA\ Adobe
800+

Increased Registrations

ActiveCampaign >

1,900+

Hosted Sessions
(YTD 2022)

DataRobot
2,200+

Increased Registrations

[=) Square
155+

Hosted Sessions
(2020—2022)

ThermoFisher
SCIENTIFIC

300+

Hosted Sessions
(2020—2023)

¢ nintex
40%

Increase in Prospect
Attendance

== Microsoft

3,100

Increased Registrations

servicenow

1,300+

Increased Registrations

Nutshell
5X

Increase in Conversion Rate

banzai

Floify
1,000+

Hosted Sessions
(2020—2023)

THINKIFIC
250+

Hosted Sessions
(2020—2023)

=teamgantt

15%

Increased Attendance Rate

(» qvalia
< 30

Minutes to Setup on Demio

A Il
tinuifi"' $ee g= Fireflies

3X

Webinar Conversions

890+

Hosted Sessions
(2021—2023)
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COMPANY OVERVIEW

Acquisition Strategy: Evaluation Playbook banzai

Evaluation Playbook

Financial Performance

ARR /7 EBITDA YOY Growth Regulation S-X

Strategic Fit

Product/Platform -
Cross-Sell Market Opportunities

Customer Metrics

m“

Synergy

Product/System - :
Integration Cost Efficiencies

Banzai's Evaluation Playbook is
focused on growth and
profitability profile, and
strategic cross-sale potential.

24



COMPANY OVERVIEW

Acquisition Strategy: Success Playbook banzai

Success Playbook

Rule of 40
focuses on customer retention,
NPV & IRR

expansion, efficiency, and
g rOWt h = Assumes appropriate hurdle rate

Customer Expansion

Reduced Churn Cross-Sell

KPlIs
Relative to Plan
LTV/CAC SN Impact on Combined Entity

25

Actual Performance vs. Forecast




COMPANY OVERVIEW

Capitalization Table: Long Term Investors

Based on 18,073,145 shares of Class A Common Stock and 2,311,134 shares of Class B Common Stock outstanding as of April 12, 2024

Shareholder Group

Class A Common Shares

Class B Common Shares

Total Shares

banzai

Joseph Davy 4,398 2,311,134 2,315,532 11.4%
Executive Team (Other) 186,960 186,960 0.9%
Entities Affiliated with DNX Partners 1,251,786 1,251,786 6.1%
Estate of Roland A. Linteau, Il 1,573,538 1,573,538 7.7%
ALCO Investment Company 2,396,261 2,396,261 11.8%
7/GC & Co. Holdings LLC 5,064,110 5,064,110 24.8%

Pledged to Banzai International, Inc. 1,000,000 1,000,000 4.9%
Cantor Fitzgerald 1,113,927 1,113,927 5.5%
Other Shareholders (Float) 6,482,165 6,482,165 31.8%
Total 18,073,145 2,311,134 20,384,279

(1) 1,000,000 shares of 7GC & Co. Holdings, LLC Class A Common Shares are subject to a share proceeds agreement as part of the
business combination, which the company expects to finalize with 7GC & Co. Holdings, LLC prior to 6/15/2024

26



COMPANY OVERVIEW

Financial Results & Forecast

Profit and Loss! FY 2023

banzai

2024 ARR Growth Forecast

$8.1M - $10.0M

2024 Growth Target

$4.6M

Revenue 4,561,301
Cost of Revenue 1,444,617
Gross Profit 3,116,684
Operating Expenses 12,912,233
Adjusted EBITDA (Loss) -10,217,988
Other Income, net -62,985
Total Other Expenses 4,125,289
Net Loss -14,406,262

2023 2024

Metric

ARR? $4,600,000
(est., ending 12/31/23)

2023

2024

$8,100,000 to $10,000,000
(forecast, ending 12/31/24)

New Customers3 Q4: 397

Q1: 580 (46% growth g/q)

(1) Source: Banzai 2023 10-K
(2) Source: Banzai Press Release 2/20/24
(3) Source: Banzai Press Release 4/16/24

Selected New Logo Wins 2024 YTD

IIr
CISCO.

\GROWDSTRIKE & Globe Life

enovis. rLUSNCE ) ConvertKit

eeeeeeee d AES Company

loanDepot

2 RRD

INTERNATIONAL

[7AbsorbTech wim Rede Kors  COpY.al

-~
........
......

DNS][:i[ter * Sunlight Financial
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COMPANY OVERVIEW

Banzai’s Marketing Technology Opportunity banzai

Marketing Technology is a Huge & Fast
11,000+ MarTech SaaS companies present a major Growing Opportunity

opportunity for consolidation.’

‘ $28B TAM, growing by 11.8% CAGR from 2020 to 20262
M&A down 50%+ in 2023, creating many attractive opportunities?

Banzai is building and acquiring mission-critical
Marketing TeChnOIOgy solutions across three ‘ Banzai currently serves 3,000+ customers, presenting a great

functions, to create a fam”y of seamlessly opportunity for customer organic & inorganic expansion

integrated solutions for our customers.
‘ Experienced team who has successfully executed on SaaS

strategy

¢ © Q

Attract Engage Measure Integrate

Recurring revenue model, high profit margins, and significant
operating leverage combined with rapid growth

(1) ChiefMarTec Marketing Technology Landscape, 2023
(2) Winterberry Group Strategic Due Diligence Report for Banzai, April 2023 28
(3) From 2021 through June 30, 2023; PitchBook Q2 2023 Global M&A Report, July 2023



APPENDIX

Risk Factors Summary banzai

Actual events, circumstances, or results are difficult or impossible to predict and may differ materially from those contemplated in any forward-looking statements made in this Presentation and are due to a variety of
risks and uncertainties, each of which could materially and adversely impact Banzai’'s operations, financial results and business as a whole, including, but not limited to, that Banzai: is dependent upon customer
renewals, the addition of new customers, increased revenue from existing customers and the continued growth of the market for its platform; may fail to or respond effectively to rapidly changing technology, evolving
industry standards and changing customer needs or requirements, and its platform may become less competitive as a result; may not successfully execute on its strategy and continue to develop and effectively
market solutions that anticipate and respond to the needs of its customers; may fail to properly manage its technical operations infrastructure, experience service outages, undergo delays in the deployment of its
applications, or its applications may fail to perform properly; has completed acquisitions and may acquire or invest in other companies or technologies in the future, which could divert management’s attention, result in
additional dilution to its stockholders, increase expenses, disrupt operations or harm operating results; may not realize some or all of the expected benefits of its acquisition strategy; may not effectively integrate the
businesses or technologies it acquires, if any; may fail to further enhance its brand and maintain its existing brand awareness or expand its customer base; may fail to effectively develop and expand its marketing,
sales, customer service, operations, and capabilities or achieve broader market acceptance of its platform; may not manage its growth effectively, execute its business plan, maintain high levels of service or address
competitive challenges adequately; and may face significant competition. Other risks and uncertainties include changes in domestic and foreign business, market, financial, political and legal conditions; risks relating
to the uncertainty of the projected financial information and assumptions regarding available and serviceable markets; Banzai’'s ability to successfully and timely develop, sell and expand its technology and products,
and otherwise implement its growth strategy; risks relating to Banzai’s operations and business, including information technology and cybersecurity risks, loss of customers and deterioration in relationships between
Banzai and its employees; risks related to increased competition; risks relating to potential disruption of current plans, operations and infrastructure of Banzai; risks that Banzai experiences difficulties managing its
growth and expanding operations; the impact of geopolitical, macroeconomic and market conditions; the ability to successfully select, execute or integrate future acquisitions into the business; and those factors
discussed in the Company’s Annual Report on Form 10-K and the Company’s Quarterly Reports on Form 10-Q under the heading “Risk Factors,” and in other reports filed by the Company, including reports on Form 8-
K. If any of these risks materialize or its assumptions prove incorrect, actual results could differ materially from the results implied by statements made in this Presentation. There may be additional risks that Banzai
does not presently know or that Banzai currently believes are immaterial that could also cause actual results to differ from those contained in forward-looking statements. Accordingly, you should not place undue
reliance on its forward-looking statements.

Adjusted EBITDA Reconciliation
In addition to our results determined in accordance with U.S. GAAP, we believe that Adjusted EBITDA, a non-GAAP measure as defined below, is useful in evaluating our operational performance distinct and apart

from certain irregular, non-cash, and non-operational expenses. We use this information for ongoing evaluation of operations and for internal planning purposes. We believe that non- GAAP financial information, when
taken collectively with results under GAAP, may be helpful to investors in assessing our operating performance and comparing our performance with competitors and other comparable companies.

Non-GAAP measures should not be considered in isolation or as a substitute for analysis of our results as reported under GAAP. We endeavor to compensate for the limitation of Adjusted EBITDA, by also providing
the most directly comparable GAAP measure, which is net loss, and a description of the reconciling items and adjustments to derive the non-GAAP measure. Some of these limitations are: Adjusted EBITDA does not
consider the potentially dilutive impact of stock-based compensation; Although depreciation and amortization are non-cash charges, the assets being depreciated and amortized may have to be replaced in the
future, and Adjusted EBITDA does not reflect cash capital expenditure requirements for such replacements or for new capital expenditures or contractual commitments; Adjusted EBITDA does not reflect impairment
and restructuring costs; Adjusted EBITDA does not reflect interest expense or other income; Adjusted EBITDA does not reflect income taxes; Adjusted EBITDA does not reflect audit, legal, incremental accounting and
other expenses tied to M&A or the Business Combination; and Other companies, including companies in our own industry, may calculate Adjusted EBITDA differently from the way we do, limiting its usefulness as a
comparative measure.

Because of these limitations, Adjusted EBITDA should only be considered alongside results prepared in accordance with GAAP, including various cash-flow metrics, net income (loss) and our other GAAP results and
financial performance measures.
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APPENDIX

Net Income/(Loss) to Adjusted EBITDA Reconciliation

(8 in Thousands)
Net loss
Other income, net

Depreciation expense

Stock based compensation

Interest expense

Interest expense - related party

Provision for income taxes

Loss (gain) on extinguishment of debt

Loss on modification of simple agreement for future equity

Loss on modification of simple agreement for future equity - related party
Change 1n fair value of simple agreement for future equity

Change in fair value of simple agreement for future equity - related party
Change 1n fair value of bifurcated embedded derivative liabilities

Change 1n fair value of bifurcated embedded derivative liabilities - related party
Transaction related expenses™

Adjusted EBITDA

*Transaction related expenses include

(8 in Thousands)

Year Ended
December 31,

2023

$ (14,406)

(63)

7
1,246
2,631
2,923

(208)
(2,752)
(1,405)
(3,063)

4,746

$ (10,218)

Year Ended
December 31,

2023

Professional fees - audit $
Professional fees - legal

Incremental accounting

Market study, M&A support

560
254
2,731
1,201

Transaction related expenses $

4,746

banzai
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