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Research background

Vendor Management Systems (VMSs) continue to be an
important technology solution with more enterprises
leveraging contingent workers as part of their workforce
and requiring a capable technology solution for Contingent
Workforce Management (CWM). In recent years, VMSs
have not only enhanced features and functionalities related
to traditional staff augmentation but also expanded
capabilities to include other areas within CWM, such as
services procurement, independent contractors, and direct
sourcing.

The VMS technology landscape is evolving, with many
technology providers building capabilities to serve
specialized client needs across geographies and
industries. Providers are increasing the breadth and depth
of their functionalities/offerings and enhancing the User
Interface / User Experience (Ul/UX) of the solution.
Additionally, they are enhancing integration capabilities to
create end-to-end ecosystems and investing in next-
generation technologies such as automation, generative
Al, and Al agents.
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In the full report, we analyze the VMS technology
landscape across various dimensions:

e Everest Group’s PEAK Matrix® evaluation, a
comparative assessment of 29 leading VMS providers

e Competitive landscape in the VMS technology provider
market

e Remarks on key strengths and areas of improvement
for each VMS provider

e Assessment of VMS capabilities

Scope of this report

Geography: global
Industry: all industries

Product: Vendor Management System
(VMS)
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Understanding Vendor Management System (VMS)

Vendor Management System (VMS) is the core technology for procuring and managing contingent work
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(staff augmentation) —1, Statement of Work (SOW) )
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Analytics — program-specific and market intelligence | AI/ML/RPA leverage | mobility (web and mobile applications)

Integration layer (APIs) ATS/CRM HRIS/HRMS ERP FEMS Payroll Timekeeping Other point solutions

Note: The above is a schematic representation of all existing and emerging functionalities/capabilities of VMSs. It is important to note that the focus of VMSs can include all/specific elements within the above listed elements
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Everest Group PEAK Matrix®

Vendor Management System (VMS) PEAK Matrix® Assessment 2026 — Global | SimplifyVMS is positioned as a Leader
and a Star Performer

Everest Group Vendor Management System (VMS) PEAK Matrix® Assessment 2026 — Global?:2:3.4
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Market impact
Measures impact created in the market

Aspirants

Low

o Vision and capability High

Measures ability to deliver products successfully

1 Assessment for b4health, Connecting-Expertise, Medefis, PIXID, StafferLink, SAP Fieldglass, and VectorVMS does not include provider inputs and is based on secondary research, provider public disclosures, and Everest Group's internal intelligence and interactions with
enterprise buyers

2 Assessment for Peopulse and Prosperix is based on partial participation

3 Connecting-Expertise, VectorVMS, and PIXID VMS are all part of PIXID Group — all brands continue to operate and go to market independently, hence they have been positioned accordingly

4 Global VMS PEAK Matrix also includes some region- and industry-specific providers with a strategic focus on the US healthcare market. These providers include b4health, Medefis, ShiftWise Flex, StafferLink, and Trio VMS. Some of the other major VMS players such as
AgileOne, Coupa, FlexTrack, and SmartERP are not positioned on the PEAK Matrix® due to a lack of sufficient data

Source: Everest Group (2026)

/Eerest Group® Proprietary & Confidential. © 2026, Everest Global, Inc. | this document has been licensed to SimplifyVMS
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SimplifyVMS profile (page 1 of 3)
Everest Group global assessment — Leader and Star Performer

Measure of capability: @ Low . High

Market impact Vision and capability
Emerging/ Implementation, |Engagement and
Vision and Core Differentiating Ul/UX, and commercial
Market adoption | Portfolio mix | Value delivered Overall strategy technology technology support model Overall
Global o (™ 9 (* ® ® ® @ 9 ®
Strengths
e Based in the US, SimplifyVMS is a contingent workforce technology provider offering a unified — It integrates with IC compliance and payrolling partners such as People 2.0, MBO, and Upwork,
platform supporting temporary labor, ICs, and services procurement / SOW supporting flexible engagement models including EoR/AoR
® |t has a diversified footprint across buyer sizes, industries, job families, and regions including North e |t provides robust services procurement / SOW capabilities with source-to-pay coverage, supporting
America, followed by EMEA, APAC, and LATAM. It has made region-specific investments in RFx creation, bid comparison, contract negotiation, milestone tracking, and automated invoicing. It
compliance and localization, including country-level labor laws, union/work council requirements, has also strengthened its budget tracking and change order workflows, enabling real-time visibility
complex rate structures, and taxation frameworks into SOW financials and scope changes
e |t provides comprehensive end-to-end capabilities across workforce types, covering requisition e |t offers a native direct sourcing capability through HireHQ, providing a white-labeled, configurable
through offboarding. It has strengthened automation across the life cycle, enabling pre-configured talent engagement platform that enables clients to build and manage private talent pools, integrate
approvals, rate controls, and automated downstream actions such as onboarding triggers, invoicing, with external job boards, and leverage Al-driven matching, candidate engagement, and internal
and offboarding workflows mobility use cases within a unified ecosystem
e |t offers end-to-end IC management across onboarding, compliance, invoicing, and performance e |t continues to invest in SimplifyBridge, a proprietary iPaaS solution, which offers its clients a rich
workflows marketplace of connectors, robust API, plug-and-play compatibility with job boards and talent platforms,
— It has enhanced IC qualification through a configurable decision wizard with region-specific along with self-service capabilities that allow clients to monitor and configure integrations independently

compliance logic

/ﬁe rest Group®



SimplifyVMS profile (page 2 of 3)

Everest Group global assessment — Leader and Star Performer

Market impact
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Measure of capability: @ Low . High

Vision and capability

Vision and
Market adoption | Portfolio mix | Value delivered Overall strategy
o o 0 0 O
Strengths

e |t has invested significantly in Al and automation across multiple workflows, positioning Al as a core
platform layer

— It provides gen Al capabilities for job description optimization, screening question generation, °

candidate matching, and profile summarization
— It offers Al copilots and conversational assistants to guide users through requisition creation,

approvals, and workflow navigation °

— It has invested heavily in Al agents through its Hiring Al Hub, deploying 50+ specialized agents
across use cases such as candidate screening, IC vetting, SOW comparison, interview
automation, compliance validation, and skills intelligence

— It supports Al-driven automation across workflows, including automated reminders, document °

parsing (for example, resumes, and SOWs), and guided workflow execution through Al agents
and decision-tree wizards

— It has introduced Al-driven features such as candidate scoring, SOW comparison, and interview
automation with detailed explainability and audit trails

® |t has recently invested in an Al-led program intelligence capability through a dynamic client health

/ﬁe rest Group®

Emerging/ Implementation, |Engagement and
Core Differentiating Ul/UX, and commercial
technology technology support model Overall

[ J [ J o 9 ®

and maturity assessment framework, providing real-time scoring, roadmap recommendations, and
contextual insights, while enabling self-service access for clients and MSPs

It provides robust reporting and analytics capabilities with high configurability, offering 70+ standard
reports and a custom report builder leveraging unlimited User-defined Fields (UDFs), while
integrating external market data sources to support rate benchmarking and workforce insights

It offers comprehensive supplier management capabilities providing real-time supplier scorecards
across metrics such as fill rates, responsiveness, and quality, while supporting tiered distribution,
configurable sourcing strategies, and continuous feedback loops through surveys, evaluations, and
reporting dashboards

It has enhanced healthcare capabilities through improved credentialing and compliance workflows,
Al-driven credential parsing, and deeper integrations with scheduling/timekeeping systems to support
shift-based and per diem workforce management

Referenced clients highlighted the platform’s ease of use and configurability, reporting and self-
service capabilities, and innovative technology roadmap with Al-driven enhancements as key
strengths



SimplifyVMS profile (page 3 of 3)

Everest Group global assessment — Leader and Star Performer

Market impact
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Measure of capability: @ Low . High
Vision and capability

Vision and
Market adoption | Portfolio mix | Value delivered Overall strategy
) ) S S o
Limitations
e SimplifyVMS has a strong presence in North America and a growing footprint in EMEA and APAC; o

however, clients with global requirements should carefully assess its capabilities to ensure an
alignment with their specific needs

* While SimplifyVMS offers comprehensive services procurement / SOW capabilities, certain °

advanced functionalities such as what-if budget forecasting and modeling are not currently
supported, limiting deeper financial scenario planning for complex SOW programs

e [t has invested significantly in Al across multiple workflows; however, some capabilities (for example, °

continuous learning loops and advanced agentic Al use cases) are still evolving, requiring further
maturity and broader client-level deployment

/I;e rest Group®

Emerging/ Implementation, |Engagement and
Core Differentiating Ul/UX, and commercial
technology technology support model Overall
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While SimplifyVMS provides skills-based matching and analytics, it does not currently support the
automated identification of emerging job roles or skill clusters, relying instead on configurable
reporting and manual interpretation

While its platform maturity and experience with larger-spend programs continue to grow rapidly, large
MSPs managing complex programs should evaluate its capabilities in the context of their specific
requirements and scale

Referenced clients highlighted opportunities to deepen analytics and reporting, enhance shift
scheduling, and expand capabilities around total workforce management
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Market trends
Evolving trends in the VMS market

) Key drivers for VMS product Challenges
Market size and growth
Stat t of work / i i [ i F ted izati i
e The total VMS SUM continues to - atement of wor Ent.erprlses are increasingly managing I'Et:\gme_n e Many organizations still operate _
. o . ervice project-based work through VMS enterprise disconnected HR, procurement, finance,
remain large and resilient, with Procurement o technology i o .
. . platforms, driving the demand for and staffing systems, making integrations
steady growth driven by rising landscape

adoption of end-to-end contingent
workforce management including
services procurement

e Services procurement/ SOW is
one of the fastest-growing
segments, as enterprises shift
from staff augmentation to
outcome-based engagements

e While North America remains the
most mature market, EMEA and
APAC are seeing accelerated
adoption, driven by regulatory
complexity and enterprise
globalization

e Growth is also supported by
mid-market adoption, as buyers
seek more cost-effective,
easy-to-deploy VMS solutions
with faster time-to-value

/ae rest Group®

Al, automation, and
analytics adoption

Platform
consolidation and
integration

Direct sourcing and
talent pooling
demand

Mid-market and
flexible deployment
models

end-to-end SOW lifecycle capabilities.

Providers are investing in gen Al, predictive
analytics, and automation to improve
sourcing, matching, and program
efficiency, although the adoption is still
evolving.

Organizations are moving toward
integrated ecosystems, with VMS acting
as the orchestration layer across HR,
procurement, and finance systems.

There is a growing focus on curated talent
pools, redeployment, and marketplace
models to reduce cost and improve talent
access.

Demand is rising for modular, configurable,
and faster-to-implement solutions,
especially among mid-sized enterprises.

Buyer demand for
measurable Al
outcomes

Complex global
compliance
requirements

Long enterprise
implementation
cycles

Ul/UX and adoption
limitations

complex and slowing transformation
initiatives

While Al interest is high, buyers are
increasingly cautious and expect
embedded, explainable, and outcome-
driven Al capabilities rather than
experimental features.

Expanding across regions requires
providers to support varying labor laws,
tax regulations, worker classification rules,
and data privacy requirements.

Large-scale deployments often involve
heavy configuration and change
management challenges.

Despite ongoing investments, many
enterprises continue to report usability
challenges and inconsistent experiences
across user personas.
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VMS market share by SUM

In 2025, despite the economic uncertainty, VMS providers persisted, with some expanding their market presence and increasing their
market share

Providers’ VMS market share by SUM 2025 Providers’ YoY growth in VMS SUM; 2025
(providers are listed in alphabetical order within each category) (providers are listed in alphabetical order within each category)

1 !

; 85Ceipal @' ELE\ATE [FLENTIS ¢ RECRUITIFI
>20% | beeline’  sAP Fieldglass \\, 30% Conexis

. N\
simplevms Stri0  workday.
L — WORKFORCE SOUITIONS. VNDLV

(== . (=9 " R . - :
‘.3§°§“ B Direciskills T MagnitGlobal Y] nétivevms “Bﬁé‘ connectingexpertise J{ g7 eqip [\ netvevms (2 nhd

120% | " 10-30% | .

.. 4
pixid 34 sitplify  \eclorVMS warkdoy, @ Peopuise PIXid YK @& prosperix  simplify
beyond the vms VNDLY
bdhedlth bridge 24 cei I % connectingexpertise " .
$: COCeipa o gexp X bshealth beeline: bridge. & Direclskills
<1% ELENATE eqip [@ALENTIS W\ is & matrix (@ nhd <10% . , C es ) .
’ v U Medefis & ’ M MagnitGlobal  ghmatrix  \\ Medefis ~ SAP Fieldglass |\,
Peopulse’ simplevms

@ eopulse @ Prosperix ¢ RECRUITIFI Simplevms @Staf!enfslztnk M talentnow- \VedorVMS

o stafferLink - QM talentnow  EEri0

uuuuuuuuu Staffing Software
Shittivise Flex

/I;e rest Group®



Vendor Management System (VMS) PEAK Matrix® Assessment 2026 — Global, North America, and EMEA | 10

Key buyer considerations
From workflow automation to intelligence-led workforce orchestration

Key sourcing criteria’

High g{j
=

Priority
- 1%

Low

End-to-end platform breadth with modular depth

Enterprises increasingly expect VMS platforms to support services procurement, Independent Contractor
(IC) management, direct sourcing, and shift-based workflows. Buyers are favoring products that can
provide breadth across external workforce channels while still offering depth in the modules most critical
to their operating model.

Global configurability, compliance, and localization

Buyers want systems that can enforce worker classification, tenure, pay rate, invoicing, tax, and country-
specific compliance rules across regions while still allowing local policy variation. Multilingual support,
multi-currency capability, and auditable controls are becoming core buying requirements for enterprise
programs.

Integration-led ecosystem and data interoperability

Enterprises increasingly expect the VMS to act as the orchestration layer across HCM/HRIS, ERP, ATS,
payroll, timekeeping, sourcing, screening, and analytics tools. Open APls, prebuilt connectors, and
stronger supplier-side integrations are now central to platform selection.

Advanced analytics, rate intelligence, and total talent visibility

Buyers expect supplier performance insights, rate and market benchmarking, workforce visibility across
talent channels, demand forecasting, and program analytics that support budget control and strategic
planning.

User experience, automation, and responsive support

Buyers continue to reward intuitive Ul/UX, persona-based workflows, mobile access, and faster
implementation. They also expect more embedded Al and automation, such as JD creation, matching,
guided decisioning, and workflow automation.

Summary analysis

The VMS market is shifting from a transactional staffing
technology category to a broader external workforce
orchestration layer. Buyers now expect platforms that can
connect staff augmentation, SOW, IC management, direct
sourcing, and workforce intelligence in one coherent
architecture.

Provider differentiation is increasingly centered on three
factors: breadth of modular capability, strength of
integrations and compliance controls, and the ability to
convert workforce data into actionable intelligence through
benchmarking, forecasting, and Al-enabled
recommendations.

Buyer feedback also suggests that execution matters as
much as innovation. Enterprises consistently value intuitive
UX, implementation quality, configurable workflows, and
responsive support, while continuing to push providers to
improve invoicing, localization depth, analytics usability,
mobile experiences, and the maturity of Al features.

1 The buyer considerations listed above are prioritized based on typical factors observed in VMS deals. However, the priority order will vary across deals depending on buyer requirements basis proposed solution, industries, and geographies in scope

/ae rest Group®
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VMS capability priorities

Select VMS providers with robust capabilities across the contingent workforce
lifecycle, including requisition management, supplier management, direct sourcing
enablement, SOW management, IC management, time and expense tracking, and
analytics. Prioritize platforms with strong configurability, integration capabilities,
and user-friendly experiences for buyers, suppliers, and workers

Key takeaways for
buyers

Enterprises are redefining VMS from being a
transactional procurement tool to a strategic workforce
orchestration platform.

Evaluate VMS platforms based on their ability to support worker classification,
audit trails, supplier compliance, regulatory adherence, and workforce visibility
across geographies. Strong governance workflows and configurable controls are
becoming critical, especially in highly regulated industries and regions.

@. Governance and compliance levers

The focus is shifting toward enabling end-to-end

visibility across external talent, optimizing cost and o~ |nte||igence and decisioning guardra”s
Supp“er performance’ Strengthenlng Compllance across -- Assess VMS providers on their investments in Al, automation, and advanced

. . . . — analytics capabilities that improve requisition intake, candidate matching, workflow
regions, and leveragmg data’ AI’ and mtegratlons to orchestration, supplier recommendations, onboarding efficiency, and predictive
drive faster, more informed workforce decisions. workforce insights.
Buyers are increasingly prioritizing platform scalability, %ﬁ Commercial and scalability levers

o ) . (s]b Prioritize VMS providers that offer modular, scalable platforms with flexible

eCOSyStem ConneCtN'tYa and user experience, while commercial models aligned to program maturity and workforce outcomes. Evaluate
expecting measurable outcomes in efficiency, agi”ty, solutions based on their ability to support expansion across regions, worker

categories, and evolving business needs without requiring significant

and talent access. reconfiguration, operational complexity, or disproportionate cost increases.

/ae rest Group®
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Appendix

PEAK Matrix® framework
FAQs

/ae rest Group®
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Everest Group PEAK Matrix® is a proprietary framework for assessment of market impact and
vision and capability

Everest Group PEAK Matrix

High

Major Contenders

Market impact
Measures impact created in the market

Low

Low Vision and capability High

Measures ability to deliver products successfully

/Eerest Group® Proprietary & Confidential. © 2026, Everest Global, Inc. | this document has been licensed to SimplifyVMS
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MATRIX"

Products PEAK Matrix® evaluation dimensions

Measures impact created in the market — 4
captured through three subdimensions

Leaders
Market adoption

Number of clients, revenue
base, and YoY growth

Major Contenders

Portfolio mix

Diversity of client base across industries,
geographies, environments, enterprise size class

Market impact

Value delivered

Value delivered to the client based
on customer feedback and other measures

Vision and capability

Measures ability to deliver products successfully.
This is captured through five subdimensions

Vision and strategy Core technology Emerging/differentiating technology Implementation, UI/UX, and support  Engagement and commercial model
Vision for the client and itself; Technical sophistication Capabilities related to emerging Configurability/customize-ability, Progressiveness, effectiveness, and
future roadmap and strategy ~ and breadth/depth across the categories such as services hosting and tenancy, integration, flexibility of engagement and

technology suite procurement, independent contractor training, and security: user interface, commercial models

management, and healthcare and user experience

/Eerest Group® Proprietary & Confidential. © 2026, Everest Global, Inc. | this document has been licensed to SimplifyVMS
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Everest Group confers the Star Performer title on providers that demonstrate the most
improvement over time on the PEAK Matrix®

Methodology
Everest Group selects Star Performers based on the relative YoY improvement on the PEAK Matrix

A

In order to assess advances on market impact, we evaluate each
provider’s performance across a number of parameters including:
® Yearly YoY revenue growth

e # of new licenses and extensions

¢ Value of license signings

¢ |mprovement in portfolio mix

i e |Improvement in value delivered

Market impact

Vision and capability

In order to assess advances in vision and capability, we evaluate each We identify the providers whose improvement ranks in the top quartile and
provider’s performance across a number of parameters including: award the Star Performer rating to those providers with:
® |nnovation ® The maximum number of top-quartile performance improvements across
® |ncrease in product scope and functionality all of the above parameters
e Expansion of product-associated consulting, training, support, and AND

maintenance capabilities ® At least one area of top-quartile improvement performance in both market
e Technology/domain-specific investments success and capability advancement

The Star Performer title relates to YoY performance for a given provider and does not reflect the overall market leadership position, which is identified as Leader, Major Contender, or Aspirant.

/ae rest Group®
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FAQs

Q: Does the PEAK Matrix® assessment incorporate any subjective criteria? Q: What is the process for a provider / technology vendor to leverage its PEAK Matrix positioning?
A: Everest Group’s PEAK Matrix assessment takes an unbiased and fact-based approach that A: Providers/vendors can use their PEAK Matrix positioning or Star Performer rating in multiple ways
leverages provider / technology vendor RFls and Everest Group’s proprietary databases containing including:
providers’ deals and operational capability information. In addition, we validate/fine-tune these results * Issue a press release declaring positioning; see our citation policies

K . . . . iofings.
based on our market experience, buyer interaction, and provider/vendor briefings e Purchase a customized PEAK Matrix profile for circulation with clients, prospects, etc. The

Q: Is being a Major Contender or Aspirant on the PEAK Matrix, an unfavorable outcome? package includes the profile as well as quotes from Everest Group analysts, which can be used in
A: No. The PEAK Matrix highlights and positions only the best-in-class providers / technology vendors PR
in a particular space. There are a number of providers from the broader universe that are assessed e Use PEAK Matrix badges for branding across communications (e-mail signatures, marketing

and do not make it to the PEAK Matrix at all. Therefore, being represented on the PEAK Matrix is
itself a favorable recognition.

brochures, credential packs, client presentations, etc.)

The provider must obtain the requisite licensing and distribution rights for the above activities through

Q: What other aspects of the PEAK Matrix assessment are relevant to buyers and providers other than an agreement with Everest Group; please contact your CD or contact us
the PEAK Matrix positioning?

A: A PEAK Matrix positioning is only one aspect of Everest Group’s overall assessment. In addition to
assigning a Leader, Major Contender, or Aspirant label, Everest Group highlights the distinctive
capabilities and unique attributes of all the providers assessed on the PEAK Matrix. The detailed
metric-level assessment and associated commentary are helpful for buyers in selecting
providers/vendors for their specific requirements. They also help providers/vendors demonstrate their
strengths in specific areas.

Q: Does the PEAK Matrix evaluation criteria change over a period of time?

A: PEAK Matrix assessments are designed to serve enterprises’ current and future needs. Given the
dynamic nature of the global services market and rampant disruption, the assessment criteria
are realigned as and when needed to reflect the current market reality and to serve enterprises’
future expectations.

Q: What are the incentives for buyers and providers to participate/provide input to PEAK Matrix
research?
A: Enterprise participants receive summary of key findings from the PEAK Matrix assessment

For providers

® The RFI process is a vital way to help us keep current on capabilities; it forms the basis for our
database — without participation, it is difficult to effectively match capabilities to buyer inquiries

® |n addition, it helps the provider/vendor organization gain brand visibility through being in included
in our research reports

/E\Verest Group® Proprietary & Confidential. © 2026, Everest Global, Inc. | this document has been licensed to SimplifyVMS
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Everest Group is a leading research firm helping business leaders make confident decisions. We guide clients through today’s market challenges and strengthen their strategies by applying contextualized problem-solving
to their unique situations. This drives maximized operational and financial performance and transformative experiences. Our deep expertise and tenacious research focused on technology, business processes, and engineering
through the lenses of talent, sustainability, and sourcing delivers precise and action-oriented guidance. Find further details and in-depth content at www.everestgrp.com.

Notice and disclaimers

Important information. Please read this notice carefully and in its entirety. By accessing Everest Group materials, products or services, you agree to Everest Group’s Terms of Use.

Everest Group’s Terms of Use, available at www.everestgrp.com/terms-of-use, is hereby incorporated by reference as if
fully reproduced herein. Parts of the Terms of Use are shown below for convenience only. Please refer to the link above
for the full and official version of the Terms of Use.

Everest Group is not registered as an investment adviser or research analyst with the U.S. Securities and Exchange
Commission, the Financial Industry Regulation Authority (FINRA), or any state or foreign (non-U.S.) securities regulatory
authority. For the avoidance of doubt, Everest Group is not providing any advice concerning securities as defined by the
law or any regulatory entity or an analysis of equity securities as defined by the law or any regulatory entity. All properties,
assets, materials, products and/or services (including in relation to gen Al) of Everest Group are provided or made
available for access on the basis such is for informational purposes only and provided “AS IS” without any warranty of any
kind, whether express, implied, or otherwise, including warranties of completeness, accuracy, reliability, noninfringement,
adequacy, merchantability or fitness for a particular purpose. All implied warranties are disclaimed to the extent permitted
by law. You understand and expressly agree that you assume the entire risk as to your use and any reliance upon such.

Everest Group is not a legal, tax, financial, or investment adviser, and nothing provided by Everest Group is legal, tax,
financial, or investment advice. Nothing Everest Group provides is an offer to sell or a solicitation of an offer to purchase
any securities or instruments from any entity. Nothing from Everest Group may be used or relied upon in evaluating the
merits of any investment. Do not base any investment decisions, in whole or part, on anything provided by Everest Group.

Everest Group materials, products and/or services represent research opinions or viewpoints, not representations or
statements of fact. Accessing, using, or receiving a grant of access to Everest Group materials, products and/or services
does not constitute any recommendation by Everest Group to (1) take any action or refrain from taking any action or

(2) enter into a particular transaction. Nothing from Everest Group will be relied upon or interpreted as a promise or
representation as to past, present, or future performance of a business or a market. The information contained in any
Everest Group material, product and/or service is as of the date prepared and Everest Group has no duty or obligation to
update or revise the information or documentation.

Everest Group collects data and information from sources it, in its sole discretion, considers reliable. Everest Group may
have obtained data or information that appears in its materials, products and/or services from the parties mentioned
therein, public sources, or third-party sources, including data and information related to financials, estimates, and/or
forecasts. Everest Group is not a certified public accounting firm or an accredited auditor and has not audited financials.
Everest Group assumes no responsibility for independently verifying such information.

Companies mentioned in Everest Group materials, products and/or services may be customers of Everest Group or have
interacted with Everest Group in some other way, including, without limitation, participating in Everest Group research

activities.
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