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Corpay’s evolution into a broader corporate payments business combines established competitive
advantages, attractive economics and a long runway for growth as businesses modernise how they
manage and spend money.

What the company does?

Corpay is a global payments and expense-management company that helps businesses control
spending, pay suppliers and manage expenses more efficiently. Its solutions go beyond simply
moving money by reducing administration, improving visibility and helping prevent unauthorised
spending.

The business operates across three main areas, namely Corporate Payments, Vehicle Payments
and Lodging Payments. Corporate Payments helps companies automate supplier payments,
manage commercial cards and make international payments. Vehicle Payments manages fuel, tolls,
parking and other vehicle expenses, while Lodging Payments helps businesses arrange and pay for
workforce and crew accommodation.

Corpay earns transaction and service fees, card-payment economics, foreign-exchange margins
and lodging commissions as these payments flow through its platforms.

Why we like it: an evolving business with a larger opportunity

Formerly known as FLEETCOR, Corpay has evolved from a predominantly fleet-card business into a
broader business-to-business payments platform. This transformation is central to our investment
case, expanding the company into faster-growing markets while leveraging its existing customer
relationships, networks and payment infrastructure.

The shift is already visible with Corporate Payments representing 41% of group revenue in the
second quarter of 2026 and growing organically by 16%. As this business grows, Corpay's growth
opportunity expands while its reliance on the more mature vehicle business declines.

We therefore believe viewing Corpay simply as a fuel-card company understates what the business
is becoming: an increasingly important platform through which companies control, automate and
manage their expenditure.
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Competitive advantage: a self-reinforcing payments ecosystem

Corpay's moat is built around its specialised networks, customer relationships and deep integration

into business workflows.

1. A Scaled, Self-Reinforcing Ecosystem: Corpay serves more than 800,000 business clients
and connects them to more than 4 million merchants and vendors through 30+ proprietary
networks. Each participant benefits from the ecosystem:

« Business clients: Gain lower costs and discounts, simpler payments, better expense control,
fraud prevention and useful spending data.

o Merchants and vendors: Gain access to alarge pool of recurring customer spending, supporting
transaction volumes and strengthening loyalty to Corpay's network.

o Proprietary networks: Specialised integrations and payment controls provide better
functionality and economics than general-purpose payment solutions, while generating
valuable transaction data.

o Network growth: More customers and merchants increase the network's usefulness,
generating more data, cross-selling opportunities and deeper customer integration. This
strengthens switching costs and supports retention above 90%.

This creates a virtuous circle: more customers attract merchants; greater merchant acceptance
attracts customers and increasing transaction volumes generate more data and opportunities
to deepen relationships.

2. Embedded Switching Costs: Corpay is integrated into invoice processing, payment approvals,
expense management and accounting workflows. Changing providers therefore involves more
than replacing a card; it can require changing systems, processes and established ways of
working. This helps explain consistently high customer retention of above 90%.

3. Specialised Products and Infrastructure: Corpay solves payment problems that general-purpose
bank products often cannot. Fleet customers, for example, can control what drivers purchase,
where they purchase it and how much they spend. International customers gain access to
payments, foreign bank accounts and sophisticated FX management. Replicating these
capabilities requires technology, merchant relationships, licences, compliance infrastructure and
specialised sales expertise built over many years.

Together, these advantages make Corpay increasingly valuable as more customers, merchants and
transactions enter its ecosystem.

A high-quality business model

Corpay benefits from the recurring nature of business expenditure. Customers repeatedly pay
suppliers, refuel vehicles and arrange accommodation, creating durable transaction volumes.
Combined with retention above 90%, this results in long customer relationships during which
Corpay can cross-sell additional products.

Corpay’s business model benefits from favourable lifetime economics. It incurs the cost of acquiring
customers upfront, but those relationships are long-lasting and become more valuable over time
through higher transaction volumes and cross-selling. Because the incremental cost of servicing
additional activity is relatively low, revenue growth can translate into attractive margins and strong
cash generation.
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This strong cash generation has supported both acquisitions and share repurchases. Under
long-serving CEO Ron Clarke, Corpay has compounded revenue and cash earnings per share at
approximately 17% and 19%, respectively, since listing, while reducing its share count materially.
Capital allocation has therefore been an important component of long-term shareholder value
creation.

Growth Prospects

Corpay's largest opportunity is the continued digitisation of business payments. Many mid-sized
businesses still rely on manual invoice processes, bank transfers, cheques and fragmented payment
systems. Corpay brings these activities together, helping businesses automate payments while
maintaining greater control over expenditure.

Managementestimates aroughly S600 billion global revenue opportunity across spend management,
cross-border payments and vehicle solutions. Corpay estimates that it holds a market share of less
than 1% in both spend management and cross-border payments, illustrating the runway available
if it can continue gaining share.

Growth should come from winning new customers, cross-selling more products, geographical
expansion and acquisitions. Recent transactions such as Alpha Group and the investment in
AvidXchange further strengthen Corpay's capabilities in cross-border payments and accounts-
payable automation, accelerating the shift towards Corporate Payments.

Risks

Corpay operates in competitive payments markets against banks, established payment companies
and newer technology providers, creating potential pressure on pricing and customer-acquisition
costs. Transaction volumes are also exposed to economic conditions, while fuel prices, foreign-
exchange movements and electric-vehicle adoption can affect parts of the business.

Acquisitions introduce execution and integration risk, while the use of debt increases the importance
of disciplined capital allocation. Finally, the company's long association with CEO Ron Clarke creates
key-man and succession risk.

Valuation and return potential

A good business does not automatically make a good investment; the price paid remains critical.
Despite the shares rising approximately 37% year to date, Corpay still trades at less than 14 times
expected earnings over the next twelve months. Management is targeting organic revenue growth
of 10%+ a year and approximately 22% annual growth in cash earnings per share between 2026
and 2029. Even allowing for earnings growth below these targets, we believe the combination of its
established earnings base, expanding corporate payments business and attractive valuation offers
the potential for mid-teens annualised returns without relying on a re-rating.

For us, the central attraction is Corpay’s ability to compound earnings and cash generation over
time. A higher valuation multiple could provide additional upside, but it is not a prerequisite for an
attractive investment outcome.
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NORTHSTAR

CIS DISCLOSURES

Boutique Collective Investments (RF) (Pty) Ltd (“BCI”) is a registered Manager
of the Boutique Collective Investments Scheme, approved in terms of the
Collective Investments Schemes Control Act, No 45 of 2002 and is a full
member of the Association for Savings and Investment SA.

Collective Investment Schemes in securities are generally medium to long
term investments. The value of participatory interests may go up or down and
past performance is not necessarily an indication of future performance. The
Manager does not guarantee the capital or the return of a portfolio. Collective
Investments are traded at ruling prices and can engage in borrowing and scrip
lending. A schedule of fees, charges and maximum commissions is available
on request. BCl reserves the right to close the portfolio to new investors and
reopen certain portfolios from time to time in order to manage them more
efficiently. Additional information, including application forms, annual or
quarterly reports can be obtained from BCl, free of charge. Performance
fees will be calculated and accrued on a daily basis based upon the daily
outperformance, in excess of the benchmark, multiplied by the share rate and
paid over to the manager monthly.

Performance figures quoted for the portfolio is from Morningstar, as at the
date of this document for a lump sum investment, using NAV-NAV with
income reinvested and do not take any upfront manager’s charge into account.
Income distributions are declared on the ex-dividend date. Actual investment
performance will differ based on the initial fees charge applicable, the actual
investment date, the date of reinvestment and dividend withholding tax.
Boutique Collective Investments (RF) Pty Ltd retains full legal responsibility
for the third party named portfolio.

Although reasonable steps have been taken to ensure the validity and
accuracy of the information in this document, BCl does not accept any
responsibility for any claim, damages, loss or expense, however it arises,
out of or in connection with the information in this document, whether by
a client, investor or intermediary. This document should not be seen as an
offer to purchase any specific product and is not to be construed as advice
or guidance in any form whatsoever. Investors are encouraged to obtain
independent professional investment and taxation advice before investing

with or in any of BCl/the Manager’s products.

Income funds derive their income from interest-bearing instruments in
accordance with Section 100(2) of the Act. The yield is a current yield and

is calculated daily.

A feeder fund is a portfolio that invests in a single portfolio of collective
investment schemes, which levies its own charges and which could resultin a

higher fee structure for the feeder fund.

THE FINANCIAL ADVISORY AND INTERMEDIARY SERVICES ACT, 2002

Northstar Asset Management Proprietary Limited is an authorised financial
services provider in terms of the Financial Advisory and Intermediary Services
Act 2002. All information contained in this document should not be construed,
or relied upon, as advice. If you require financial and/or investment advice,

please engage the services of an independent financial adviser.

INFORMATION AND CONTENT

The information and content (collectively 'information') accessible in this
document are provided by Northstar as general information about the
company and its products and services. Northstar does not guarantee the
suitability or potential value of any information or particular investment
source. Any information in this document is not intended nor does it
constitute financial, tax, legal, investment, or other advice. Nothing contained
in any service or any other content in this document constitutes a solicitation,
recommendation, endorsement or offer by Northstar. Nothing contained in
any service or any other content in this document constitutes a solicitation,
recommendation, endorsement or offer by Northstar. lllustrations, forecasts
or hypothetical data are not guaranteed and are provided for illustrative
purposes only; returns or benefits are dependent on the performance of
underlying assets or other variable market factors; there are risks involved in
buying or selling a financial product; past performances are not necessarily

indicative of future performances; and no guarantees are provided.

NORTHSTAR ASSET MANAGEMENT

Northstar Asset Management (Pty) Ltd

Registration No. 1996/001423/07 | FSP number 601

Suite 1A, Madison Place, Alphen Office Park, Constantia Road,
Constantia PostNet Suite #784, Private Bag X16, Constantia 7848
Tel +27 (0)21 810 8400 | Fax +27 (0)21 794 2885

info@northstar.co.za | www.northstar.co.za

DISCLAIMER

The Management of portfolios is outsourced to Northstar Asset Management
(Pty) Ltd, (FSP) Licence No. 601, an Authorised Financial Services Provider
under the Financial Advisory and Intermediary Services Act, 2002.
This information is not advice, as defined in the Financial Advisory and
Intermediary Services Act (No. 37 of 2002). Please be advised that there may
be representatives acting under supervision. The manager retains full legal
responsibility for the co-named portfolios. Legal Information http://northstar.

co.za/page/legal-information/



