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“Innovation is the ability
to see change as an
opportunity,
not a threat.”



Commercial Cards have
supported businesses for
decades...

When was the
Commercial Card launched?
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Commercial Cards have
supported businesses for
decades...

When was the
Commercial Card launched?

1948

1963 Q 1971

Launched in , the first Charge Card
was issued by Diners Club to cover
restaurant bills in NYC.

BONUS FACT!

This Card had a merchant fee of




Commercial Cards deliver unique value for B2B payments
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Virtual Card adoption for
payables is growing
exponentially...

What was the total EMEA
processed on virtual cards in 2023 ?
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Virtual Card adoption for
payables is growing
exponentially...

What was the total EMEA
processed on virtual cards in 2023 ?

‘ 30B€ ° O0B €
Q 250B€

, Virtual Cards

became the dominant card type
globally in 2023.

Growing at

BONUS FACT!

Citi’s largest VCA program

reached in 2023.




Cards’ Evolution from Expense on Plastic, to Procurement on VCA
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The uses for virtual cards
are evolving in line with
technology...

What is the
on virtual cards for AP?
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The uses for virtual cards
are evolving in line with
technology...

What is the
on virtual cards for AP?

500€ ° 1.000€

1.500€

citi

The ATV on virtual cards exceeded
in 2023, having more than
doubled in the past 5 years.

BONUS FACT!

Citi’s largest VCA transaction was a
tax liability payment.




Market Trends: Commercial Cards displace traditional methods

B2B Form of Payment adoption across transaction values:
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With rising interest rates,
cashflow is a priority for
merchants...

What is the current average
for suppliers?




With rising interest rates,
cashflow is a priority for
merchants...

What is the current average
for suppliers?

Having increased by a further 3 days
since the pandemic, global average DSO
is currently at

NOT SO FUN FACT

Invoices are paid on average with
a delay of




Buyer’s Viewpoint: VCA adoption driven by financial savings
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Just like for suppliers, interest
rates drive working capital
pressure for buyers...

What of invoices are paid

outside of payment terms?

0 -

>30%

0 -~




Just like for suppliers, interest
rates drive working capital
pressure for buyers...

What of invoices are paid
outside of payment terms?

>30%

0 -~

Over of supplier invoices are paid
late, twice more than before the
pandemic*.

NOT SO FUN FACT!

Uncollectable invoices have also
vs 2019.




Supplier’s Viewpoint: VCA use progressing from need of certainty

Active Buyer/Supplier negations around the
form of payment is now common practice
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Set-up by 1in 3 clients for acceptance
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Citi offers Card solutions to address a wide range of needs

SPEND ANALYSIS

STEP1

.

Standard Cards

for traditional flows

Plastic, Virtual, Mobile
(Physical PoS)

Identify new opportunities to
leverage commercial card payments

SUPPLIERACTIVATION

STEP 2

Activate new flows on the client’s commercial card program through Citi’s Supplier Enablement expertise and wide range

of hybrid payment solutions, to maximize supplier adoption

.

Variable Interchange
for adapting the card rate to the specific goods & services purchased

Buyer and Supplier select one of 20+ published rates to transact:

Straight-Through-Processing (STP)

for suppliers looking to automate Accounts Receivable
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PR
C I tl PoS: Point of Sale. ERP: Enterprise Resource Planning. Smarter Payments with Citi Commercial Cards






Citi Optimized Pay - Drivers of Adoption

® = =
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Citi Optimized Pay Case Study — Working Capital Benefit

Client

A large leading global life
sciences and diagnostics
innovator operating in the
Healthcare sector

8 Legal

Entities
Onboarded

€ 17 Million

Processed in 2024 (Aug YTD)

Working Capital

Supplier Onboarding

Early Payment Discounts

@ I

N

Before
Cash flows subject to periodic fluctuation

Expensive supplier onboarding

Lengthy onboarding campaigns

Limited understanding of client cost
structure

Optimized Pay

Extended DPO for our client
Reduced DSO for suppliers

No supplier onboarding resulting in
significant savings

Straight forward implementation with basic
Purchase Card

Scalability of early payment discount flows
across vendors with lengthier payment
terms

Clear understanding of client’s cost
structures and margins

Actively approached vendors with potential
liquidity issues

Ci

ti




Citi Optimized Pay Case Study - Tail End Spend

Client

Multinational financial
institution and a leader in
provision of investment
management services

17 Legal

Entities
Onboarded

€ 7 Million

Processed in 2023

Ci

Maximize operational
efficiencies

Access to rebates

Risk mitigation

Before

& Costly one-off vendors with low value
invoices

% Expensive supplier onboarding

@ Lengthy onboarding campaigns

Q Supplier’s low willingness to invest in card
accepting technology

Citi Optimized Pay

Process automation savings per PO/Invoice

Supplier Rationalization

No supplier onboarding resulting in
significant cost efficiencies

Straight forward implementation with basic
Purchase Card

ti




Switch to to maximize the
value of your !



IRS Circular 230 Disclosure: Citigroup Inc. and its affiliates do not provide tax or legal advice. Any discussion of tax matters in these materials (i) is not intended or written to be used, and cannot be used or relied upon, by you for the purpose of avoiding any tax penalties and (ii)
may have been written in connection with the “promotion or marketing” of any transaction contemplated hereby (“Transaction”). Accordingly, you should seek advice based on your particular circumstances from an independent tax advisor.

This communication is provided for informational purposes only and may not represent the views or opinions of Citigroup Inc. or its affiliates (collectively, “Citi”), employees or officers. The information contained herein does not constitute and shall not be construed to constitute
legal, investment, tax and/or accounting advice by Citi. Citi makes no representation as to the accuracy, completeness or timeliness of such information. This communication and any documents provided pursuant hereto should not be used or relied upon by any person/entity (i)
for the purpose of making regulatory decisions or (ii) to provide regulatory advice to another person/entity based on matter(s) discussed herein. Recipients of this communication should obtain guidance and/or advice, based on their own particular circumstances, from their own
legal, investment, tax or accounting advisor.

Any terms set forth herein are intended for discussion purposes only and are subject to the final terms as set forth in separate definitive written agreements. This presentation is not a commitment or firm offer and does not obligate us to enter into such a commitment, nor are we
acting as a fiduciary to you. By accepting this presentation, subject to applicable law or regulation, you agree to keep confidential the information contained herein and the existence of and proposed terms for any Transaction.

We are required to obtain, verify and record certain information that identifies each entity that enters into a formal business relationship with us. We will ask for your complete name, street address, and taxpayer ID number. We may also request corporate formation documents, or
other forms of identification, to verify information provided.

Certain Services and/or products mentioned in this communication may contain provisions that refer to a reference or benchmark rate which may change, ceases to be published or be in customary market usage, become unavailable, have its use restricted and/or be calculated in
a different way. As a result, those reference or benchmark rates that are the subject of such changes may cease to be appropriate for the services and/or products mentioned in this communication. The services and/or products mentioned in this communication reflect Citi’'s
service and/or product offering at the date of communication but this may be subject to change from time to time.

We encourage you to keep up to date with the latest industry developments in relation to benchmark transitioning and to consider its impact on your business. You should consider, and continue to keep under review, the potential impact of benchmark transitioning on any existing
services and/or product you may have with Citi, or any new services (you avail) and/or product you enter into with Citi. Citi does not provide advice, or recommendations on the suitability of your service and/or product choice including with respect to any benchmark transitioning
on any existing service and/or product you have with Citi. You should obtain professional independent advice (tax, accounting, regulatory, legal, financial or otherwise) in respect of the suitability of your service and/or products in light of benchmark transitioning as you consider
necessary.

The services and/or products mentioned in this communication reflect Citi’s service and/or product offering at the date of communication, but this may be subject to change from time to time.

© 2024 Citibank, N.A. Citi, Citi and Arc Design and other marks used herein are service marks of Citigroup Inc. or its affiliates, used and registered throughout the world.
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