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1H 2024 Investor Letter | September, 2024

Dear Investor,
For the six months ended June 30, 2024, Bonsai Partners Fund, LP, declined -3.3%
net of fees and expenses. The S&P 500 Total Return Index appreciated 15.3%

during this period.

Bonsai Partners Historical Returns Summary

o PP Pm ®m  mm®  ow  me S e
Bonsai Gross Return -2.9% 2.7% -26.5% -13.9% 277.9% 60.3% -17.6% 276.5% 26.3%
Bonsai Net Return -3.3% 21.5% -27.3% -14.8% 247.9% 56.1% -17.7% 225.0% 23.0%
S&P 500 Return 15.3% 26.3% -18.1% 28.7% 18.4% 31.5% -8.6% 18.2% 14.7%

Performance data shown represents past performance. Past performance is not indicative of future results. The period October 22, 2018, to
April 30, 2021, presents time-weighted returns of a representative Bonsai Partners, LLC ("Bonsai") managed account with the same strategy
and risk profile as Bonsai Partners Fund, LP, (the "Fund") which launched on May 1, 2021. Results from May 1, 2021, reflect the time-weighted
returns of Class A shares of the Fund.

Gross returns from October 2018 to April 2021 include transaction and commission fees. Gross returns from May 2021 to the present include
transaction and commission fees and fund operating expenses, such as administrative and audit fees but do not include management or
performance fees. Net returns reflect the gross returns (as described) reduced by a 1.0% management fee and a 10.0% performance fee above a
6.0% cumulative compounding hurdle.

All performance figures are calculated internally by Bonsai Partners and are therefore estimated, unaudited, and subject to adjustment. The
Investment return and principal value of an investment with the Fund will fluctuate so that an investment, when redeemed, may be worth more
or less than its original cost. Actual performance for a particular investor may be lower or higher than quoted performance due to different fee

structures, share classes, beginning periods, capital additions or withdrawals, or individual compliance related mandates. Please refer to
important additional disclosures at the end of this letter.

Timeless Ideas

Since Bonsai's inception in late 2018, we have shared roughly 220 pages of
partnership letters. While not literary masterpieces, these letters are important as
they communicate our actions and motivations, making them a significant part of
our relationship with you. That said, forty pages is a lot of writing to share each
year, even if you exclude disclosures and exhibits.

Today, I better understand what I want our letters to look like. I want to write

letters that I would like to read. When I think about the business writing that I find
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most useful, it typically revolves around ideas that 1) are valuable, 2) others haven’t
already discussed, and 3) are relevant long into the future. Great writing is often
timeless.

Looking back at some of our oldest letters, I regret spending so much time
explaining quarterly share price movements because these passages do not offer
much value today. On the other hand, the letters I’'m most proud of convey ideas
that are just as important now as they were when I wrote them.

If someone picks up one of our letters many years from now, I hope they will still
learn something useful. Unfortunately, timeless ideas are rare but worth the effort
because they repeatedly pay the reader dividends far into the future.

In the spirit of sharing more timeless ideas with you, I will obsess over the quality of
our writing rather than the quantity. If our roles were reversed, I'd rather receive
fewer total pages with more long-shelf-life ideas than more pages hastily written
out of an obligation to a schedule.

Unfortunately, novel timeless ideas do not show up often; they take time to arrive,
mature, and form. For example, I already know what Intend to write about in our
fourth quarter 2024 letter, but I'm still figuring out how to say it. If I can't offer
timeless ideas the headspace they deserve, I can’t communicate them effectively to
you, regardless of whether I find them in the first place. The ideas must be ready.

Similar to the structure of our letters over the past 1-2 years, we will continue
explaining what we own, outlining our portfolio management decisions, and
(hopefully) sharing some timeless investing concepts along the way. While our
investment write-ups may not fall under timeless content, they purposefully act like
a time capsule explaining who we are and how we behaved at a point in time, while
potentially demonstrating timeless ideas in practice.

If I want to improve the quality of our letters, the format must match the content.
Although we will continue sharing letters quarterly to partners, I plan to modify
their structure. Our interim letters in the first and third quarters will be shorter and
more procedural, sharing our portfolio and material changes and decisions, while
the semi-annual (second quarter) and annual (fourth quarter) letters will delve
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deeper into investment write-ups and broader concepts. Our letters will be shorter
when we have less to share. Similarly, if we need to share longer form writing
during interim periods, we will do so.

Today's world is noisier than ever, with more podcasts, letters, and articles
available than hours in the day to consume them. If we can increase the signal-to-
noise ratio of our letters, everyone will benefit.

Process and Outcomes

In each reporting period, I'm often asked to explain what our results mean.
Unfortunately, this is not an easy question to answer.

Stock prices fluctuate for various reasons in the short term, but they track a
company's earnings over the long term. Therefore, a successful investment process
identifies companies with growing earnings power.

We do not analyze period-to-period performance in our letters because it does not
explain how our investment process is doing. Instead, we describe our investment
decisions in significant detail and review the positions we exit. These are richer
datasets that explain our process and results.

Internally, rather than track share prices, we review business performance to
confirm whether the qualitative inputs we used to identify future earnings growth
remain intact. If our investment process is sound, the long-term results should be
adequate.

Operational Float

Sometimes, valuable concepts present themselves in new ways. For example, I
believe "float" exists in multiple forms. Float is valuable to investors because it
amplifies a company’s returns without the added risks of leverage. For simplicity,
let’s refer to the version of float popularized by Warren Buffett as “time-based
float.”
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Time-based float exists when a company collects a resource before it must pay it
back-a time lag. A classic example of time-based float is an insurance company that
collects premiums well before paying out claims. The insurance company can invest
customer premiums until claims are paid out, increasing operating efficiency.

The value of good ideas is limited by the degree other investors understand them.
“Time-based” float is now widely recognized, which is problematic for today's
investors. When Warren Buffett exploited time-based float, he retained significant
value because most others could not see what he saw. As consensus internalizes a
"mental model,” its value to investors diminishes as it becomes reflected in the
price. Mental models also follow maturity curves.

Let's discuss a different form of float, which we will refer to as “operational float.”
With operational float, instead of a time lag, a company benefits from having
customers and partners who directly or indirectly reduce its operating expenses.
Although “time-based” and “operational” float operate differently, they achieve
similar results: increased capital efficiency without the added risks of leverage.

To better understand operational float, imagine a high-performance sports car that
excels in speed and handling. The vehicle might lack a luxurious interior or
advanced technology features, but its buyers overlook these shortcomings if the car
excels in the attribute they value most: driving performance. The sports car
company saves significantly by avoiding investment in these tangential areas.

Costco operates like a sports car. Since it is a leader in selling high-quality products
at low prices, Costco customers overlook many of the company’s shortcomings,
significantly improving its capital efficiency. For example, Costco customers
overlook its limited product selection, barebones interiors, membership costs, or
potentially inconvenient locations. "Operational float” allows Costco to spend
significantly less in areas its competitors must invest heavily.

Ubiquiti (see our write-up below) also built its business model on top of operational
float. Like Costco, Ubiquiti’s products are outliers in terms of the attributes its
customers care most about, and as a result, Ubiquiti’s customers and partners
defray many of the company’s operating costs, resulting in industry-leading returns
on capital.
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“Operational float” is valuable because it does not look like "time-based float" yet
offers similar benefits. Because this concept is not yet widely recognized, investors
retain more value when they identify it. We intend to exploit this idea as long as it
remains outside consensus thinking.

New Investment: Ubiquiti (Ul)

You’ve likely noticed by now that we’re fascinated by things that don’t behave as
expected. Following our curiosity has been an excellent filter for where we spend
our time because we either learn something new or get lucky and stumble upon a
new investment idea.

As far as businesses go, Ubiquiti presented itself as a complex web of
contradictions. However, as we peeled back the onion, we learned that its
contradictions were the source of its competitive advantage. Allow me to share a
few of these puzzle pieces:

Ubiquiti is a provider of networking technology hardware. In 2012, Robert Pera, the
company’s founder and current CEO, wrote a blog post describing some of
Ubiquiti's unusual traits. He wrote (emphasis my own):

Robert Pera: “Perhaps something of an oddity amongst publicly traded
tech companies, Ubiquiti Networks was bootstrapped with no
operational funding from inception to the IPO. For a software
company, this path is challenging enough. But, Ubiquiti makes hardware.
And with making hardware comes the additional financial burden of
funding larger and larger manufacturing expenses as the business
grows.”!

How could a fast-growing hardware company self-fund its growth without raising
outside capital? Here is another riddle:

Although Ubiquiti’s products are ~70% as functional as enterprise-grade
networking equipment (e.g., Meraki (Cisco), Aruba Networks (HPE), or Ruckus
Networks (CommScope), etc.), the company sells its products for roughly one-third
of the price and without charging lucrative recurring maintenance fees. But that’s
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not the strange part. Ubiquiti is also considerably more profitable than its
competitors.

Next, if you consider that Ubiquiti appears from the outside to be a “boring”
networking hardware business, this contradicts the company’s remarkable long-
term financial performance. Over Ubiquiti’s publicly available financial record
(from 2008 to 2023), the business grew its revenue from $22m to $1.9 billion, a 15-
year compounded annual growth rate of 34%. Over the same period, Ubiquiti
maintained a median operating profit margin of 32% and a median return on
invested capital of 60%. These are figures that most software companies dream of,
but Ubiquiti sells hardware!

To make matters even more confusing, although Ubiquiti is a longstanding publicly
listed company, it operates like a lifestyle business for its founder. Today, Robert
Pera, Ubiquiti's 46-year-old founder and CEO, owns ~93% of all outstanding
shares, which is virtually peerless for a >$10 billion company listed on the New
York Stock Exchange. Similarly, Ubiquiti’s board of directors and executive team
resemble a skeleton crew of just a few people each.

L https://rjpblog.com/2012/06/11/post-3-bootstrapping-strategies-part-1-the-compromise-
between-today-and-tomorrow/

Finally, beginning in 2018, the company discontinued all earnings calls and investor
relations activities for interested investors who made it this far into their story. If
you want to solve this puzzle, you are on your own. As far as barriers to investment
are concerned, Ubiquiti sets a very high bar.

With the facts presented, our job was to determine whether the company's unusual
results were a mirage or built upon solid foundations.

Ubiquiti’s Unique Model
I'll share what I believe is the critical insight behind Ubiquiti’s business model,

which explains many of the questions above, but before I do, it is essential to offer
some background on the company.
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Ubiquiti is a product-focused company. Before founding Ubiquiti, Robert Pera
worked a brief stint as a networking hardware engineer at Apple, where he gained
muscle memory on how to build great products. Like Apple, Ubiquiti believes in the
tight integration between hardware and software, emphasizing beautiful design.
Ultimately, Ubiquiti operates like a playground for engineers who want to build
great I.T. products since this is how Robert wants to spend his time. Of the ~1,500
employees at Ubiquiti, over 1,000 are in research and development, which is a
highly unusual employee mix for an I.T. company.

Robert realized that if they delivered products far ahead on the price-to-quality
spectrum, its customers and partners would cover many of Ubiquiti’s operating
expenses. This dynamic is "operational float," as described above. Ubiquiti’s
model self-perpetuates because its operational cost savings are often passed back to
the customer through R&D and lower product prices, further driving its price-to-
quality advantage.

Ultimately, operational float explains how Ubiquiti can simultaneously sell high-
quality products at disruptively low prices while enjoying industry-leading
profitability. Although the average networking equipment competitor spends 30-
60% of its revenue on selling, general, and administrative expenses, Ubiquiti
spends only 10% of its revenue this way. The magic of operational float helps
Ubiquiti charge significantly lower prices while earning higher margins on average.

For example, Ubiquiti only relies on a small sales and marketing function and
instead believes that great products sell themselves—another idea borrowed from
Apple. Similarly, because customers are willing to go out of their way to buy
Ubiquiti’s products, the company does not incentivize distribution partners with fat
margins, which keeps customer prices low and direct-to-consumer penetration
high. Further, Ubiquiti does not maintain an extensive customer support team.
Instead, Ubiquiti maintains a design ethos that its products should be so easy to use
that customers don’t need phone-based support in the first place. Only recently did
Ubiquiti begin to offer apaid tier of phone support, and still today, most support
requests go through their online forums, where its users help one another, and a
small Ubiquiti team steps in on the most challenging questions. Due to these
dynamics, Ubiquiti saves a considerable amount on operating expenses.
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See below a hypothetical example of Ubiquiti’s unit economics compared to a
competitor's.

Ubiquiti Cizco (Meraki)

Product Sellmg Price $100 $300
Cost of Goods Sold -$55 -$115
Gross Profit $45 $185

% Margin 45% 2%
Operatmg Expense (Per Lin#) . -S10 -$110

% of Revenus -10% -37%
Operating Profit (Per Init) $35 §75

% Margin [ 35% | | 25% |
Armual Mamtenance Fees $0 $60

% of Hardware Revenue 0.0% 20.0%

Above: Hypothetical scenario using the underlymg margm structure of Ubiquit: and Cisco

Ubiquiti is difficult to compete against because in the hypothetical example above
(assuming Ubiquiti’s products sell for 1/3 of the price, on average), the competitor’s
cost of goods ($115) and operating costs per unit ($110) are both higher than
Ubiquiti’s selling price. A competitor would need to completely overhaul its
business model to compete with Ubiquiti in terms of price, which makes little sense
considering that Ubiquiti earns ~50% less profit per unit sold. Operating like
Ubiquiti is neither rewarding nor part of the DNA of the competition, which is a
powerful form of counter-positioning.

It's also important to recognize that, unlike its enterprise competitors, Ubiquiti
does not charge recurring annual fees for maintenance and support, which typically
cost ~20% of the initial hardware cost each year. These high-margin service fees are
where Ubiquiti's competitors earn outsized profits, and it's likely why they aren't
interested in going head-to-head with Ubiquiti in the first place. In this example,
two years of recurring service fees ($120) exceed the selling price of new Ubiquiti
hardware ($100). It's no wonder why customers flock to Ubiquiti products despite
their drawbacks.
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In the example above, while Cisco isn't the perfect comparison to Ubiquiti, we
selected it because it is the most profitable networking company in Ubiquiti’s peer
group. In contrast, most others in the SMB space are either unprofitable or
marginally profitable. Of all the enterprise competitors, Cisco is, therefore, the
most able to lower its prices and compete. Indeed, when we look at Cisco's lower-
priced Meraki line, which more closely competes with Ubiquiti, its prices are still
multiples higher than comparable Ubiquiti products.

While gross margins are typically the first-place investors look to see if a company
is doing something special, the real magic of Ubiquiti’s model lies in its extremely
low operating expenses. Although Ubiquiti typically has lower gross margins, many
of Ubiquiti’s costs are either covered outright, or shortcomings are overlooked due
to operational float. Such a dynamic allows Ubiquiti to spend significantly less in
the areas that aren’t their core focus while passing excess savings back to customers
through lower prices. As a result, Ubiquiti’s extremely lean operation allows the
company to offer excellent products at disruptively low prices and earn higher
profit margins than its competitors.

Due to these product-level dynamics, Ubiquiti's customer sweet spot is not ultra-
high performance or enterprise-tier customers but those seeking high-quality
products on a limited budget. Therefore, Ubiquiti’s core customer base is in the
"prosumer" market, small and mid-sized organizations, and international markets.

I have yet to describe Ubiquiti's product portfolio in depth because no individual
product lines are critical or unique. Instead, Ubiquiti's model revolves around
creating better-designed and priced versions of industry standards (routing,
switching, wireless access points, VoIP phones, access devices, security cameras,
etc.) rather than radically new product categories. Ubiquiti's outlier price-to-
quality ratio is its greatest innovation and what drives its long-term competitive
advantage.

Shrewd Capital Allocation as the Kicker

In addition to being a product-obsessed founder, Robert Pera has demonstrated his
skills as a shrewd businessperson and capital allocator. These skills are uncommon
together.
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Although Ubiquiti typically generates hundreds of millions of dollars of net income
each year, it takes an asset-light approach by outsourcing production to others and
mainly invests its capital through inventory. Therefore, the company’s net income
converts into free cash flow at attractive rates.

While Robert has never acquired another company, he has aggressively used free
cash flow to repurchase Ubiquiti stock and pay dividends. From 2016 to 2023, the
company repurchased $2.8 billion of its shares, or roughly $300m annually. As a
result, Ubiquiti’s outstanding share count shrunk by ~32% over these seven years,
nearly -4.6% each year.

To better understand Robert’s capital allocation mindset, see the below quote from
the company’s 2017 analyst day (before they discontinued all investor relations
efforts):

Robert Pera: “...this one is one of my favorites. It's from a company
called Teledyne and a CEO named Singleton, and he did something really
incredible. So when the market wasn't really high on his business and he
had a really low multiple, he bought back and he retired 90% of the stock.
And in the future, that essentially helped boost his earnings per share
40x....This actually helped me a lot even this past week whenever I got
frustrated with people knocking down the multiple, I just stared at this
and I said, hey, maybe they're working for us.”

Like Robert, Henry Singleton was an engineer turned CEO with a keen eye for
capital allocation in moments of opportunity. Since Robert currently owns 93% of
all Ubiquiti shares outstanding, the remaining 7% of floated shares are worth
approximately $600m. Considering that Ubiquiti repurchased $300m annually, on
average, from 2016 to 2023 and that free cash flow is likely to continue growing,
this creates an interesting situation for those who already own Ubiquiti stock. Share
repurchases are currently on hold since the company is now focused on paying down
debt after interest rates rose. However, share repurchases remain a future source of
optionality.

Risks

Every investment has risks, and Ubiquiti’s risks are mainly concentrated around its
operational footprint and governance. As mentioned above, Ubiquiti is structured

2131 Palomar Airport Road, Suite 205 andrew@bonsaipartners.com
Carlsbad CA, 92011 www.bonsaipartners.com



Bonsai Partners

as a playground for engineers interested in building great I.T. products. While this
is a novel idea, this vision naturally opposes operational processes, which Robert
views as hindering innovation. From our research, Ubiquiti is often disorganized,
with Robert employing an autocratic leadership style.

Robert is notoriously capricious, leading to changing product roadmaps and
significant turnover among higher-ranking employees and at the board level. Even
today, the executive team and board are incredibly lean despite past problems.
Weak internal processes and controls ultimately led to multiple operational gaffes,
including the company falling victim to a ~$47 million wire fraud scheme in 2015.

Although past operational missteps forced the company to improve its
infrastructure-such as bringing on a new CFO, adding KPMG as its auditor, etc., I
don’t consider all their operational concerns resolved. The company’s board
governance remains lackluster, and operations teams remain extraordinarily lean.
However, I believe the business's operations are much improved from where they
used to be, and its strengths outweigh its weaknesses. Ultimately, Ubiquiti
probably shouldn’t have gone public, and they’re still dealing with growing pains
from that decision.

On one hand, Robert is a visionary founder who takes no salary from the company,
treats the stock like gold, and deeply cares about the products he builds. On the
other hand, Robert built a lifestyle business based on how he wants it to operate,
which means he does not have the same degree of checks and balances you typically
find at other founder-led publicly traded companies. Robert's hand remains firmly
on the tiller, even in areas he should delegate to others.

Concluding Thoughts

Ten years ago, if you asked me how to identify an outlier CEO, I would tell you that I
look for managers with deep work experience at top-performing companies, strong
communication skills, an MBA, and a compensation package aligned with future
share price appreciation. Today, my answer to that question is quite different.

The more I learn about great companies and the people who build them, the more I
realize they're often run by people so unassuming and strange that you would never
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pick them to be the CEO if they had to interview for the position. These people
could only become the CEO if they created the business themselves or rose through
the ranks over time. These unusual leaders are obsessed with the problems they're
solving because it's their life's work—it’s not just a job to them. Unconventionally
successful companies are often built by unconventional people. Ubiquiti is, if
nothing else, unconventional.

Ultimately, Ubiquiti sells excellent products at disruptive prices, and this valuable
combination provides a long runway for compounded growth, coupled with leading
profitability and an aligned owner who thoughtfully allocates capital. When we
acquired our position, the company was valued at a historically low valuation
multiple, which improved our odds of a reasonable outcome. Put together, Ubiquiti
has the potential to deliver attractive long-term compounded growth, and we’re
excited to see what the company is capable of.

Concluding Thoughts

As always, thank you for your partnership.
Please don't hesitate to contact me with questions or comments.

Fondly,

Andrew Rosenblum
andrew@bonsaipartners.com
(858) 367-5854
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Disclaimer:

Bonsai Partners, LLC (“Bonsai”) is the investment manager of Bonsai Partners Fund, LP (the “Fund”).

This letter has been updated from its original version. Disclaimers were revised to reflect current standards and clarifications for the intended
audience. Certain visual elements, formatting and brand identifiers have been refreshed to align with our current branding. These changes do
not alter the core message of the original letter.

This document is provided for informational purposes only and is intended solely for the person to whom it is delivered, it is confidential and
may not be reproduced or redistributed to any party in any form, without the prior written consent of Bonsai. Information contained in this
document is current only as of the date specified in the document, regardless of the time of delivery and does not purport to present a complete
picture of Bonsai or the Fund, nor does Bonsai undertake any duty to update the information set forth herein.

The performance data shown represents past performance. Past performance is not indicative of future results. *The period October 22, 2018,
to April 30, 2021, presents time-weighted returns of a representative Bonsai Partners, LLC ("Bonsai") managed account with the same strategy
and risk profile as Bonsai Partners Fund, LP, (the "Fund") which launched on May 1, 2021. Results from May 1, 2021, reflect the time-weighted
returns of Class A shares of the Fund.

Gross returns from October 2018 to April 2021 include transaction and commission fees. Gross returns from May 2021 to the present include
transaction and commission fees and fund operating expenses, such as administrative and audit fees but do not include management or
performance fees.

Net returns reflect the gross returns (as described) reduced by a 1.0% management fee and a 10.0% performance fee above a 6.0% cumulative
compounding hurdle.

All performance figures are calculated internally by Bonsai Partners and are therefore estimated, unaudited, and subject to adjustment. The
investment return and principal value of an investment with the Fund will fluctuate so that an investment, when redeemed, may be worth more
or less than its original cost. Actual performance for a particular investor may be lower or higher than quoted performance due to different fee
structures, share classes, beginning periods, capital additions or withdrawals, or individual compliance related mandates.

The S&P 500 Total Return index is a basket of 500 large U.S. stocks, weighted by market capitalization, and is the most widely followed index
representing the U.S. stock market. The S&P Total Return Index includes the reinvestment of dividends. Benchmarks and financial indices are
shown for illustrative purposes only. They provide general market data that serves as a point of reference to compare the performance of other
securities that make up a particular market. Such benchmarks and indices are not actively managed and do not reflect the expenses associated
with managing an actual portfolio, the cost of investing in the instruments that comprise it, or other fees. No representation is made that any
benchmark or index is an appropriate measure for comparison.

This document does not constitute an offer to sell or the solicitation of an offer to purchase any securities of the Fund, or any other funds or
accounts managed by Bonsai. Any such offer or solicitation can only be made by means of the delivery of a confidential private placement
memorandum (the "PPM") and execution of the limited partnership agreement (the "LPA") and subscription documents (the "Sub-Docs" and
together with the PPM and the LPA, the "Offering Materials"). The Offering Materials contain material information not included herein
regarding, among other things, information with respect to risks and potential conflicts of interest. This document should not be used as the
sole basis for making a decision to invest in the Fund or any other funds or accounts managed by Bonsai. In making an investment decision, you
must rely on your own examination of the Fund and the terms of any offering. You should not construe the contents of this document as legal,
tax, investment or other advice, or a recommendation to purchase or sell any particular security. Bonsai does not provide tax, accounting or
legal advice.

Past results are not necessarily indicative of future results and no representation is made that results similar to those discussed can be achieved.
Investments in funds and accounts managed by Bonsai may lose value. Investment results will fluctuate. Certain market and economic events
having a positive impact on performance may not repeat themselves. An investment in the Fund involves a high degree of risk and the portfolio
is under the sole trading authority of Bonsai. An investor should not make an investment unless it is prepared to lose all or a substantial portion
of its investment. The fees and expenses charged in connection with this investment may be higher than the fees and expenses of other
investment alternatives and may offset profits. There is no guarantee that the investment objective will be achieved.

This document may contain certain statements that may be deemed forward-looking statements. Please note that any such statements are not
guarantees of any future performance and actual results or developments may differ materially from those projected. Any projections, market
outlooks ,or estimates are based upon certain assumptions and should not be construed as indicative of actual events that will occur. Market
data, articles and other content in this material are based on generally-available information and are believed to be reliable. Bonsai does not
guarantee or warrant the accuracy or completeness of the information contained in this material. The information is of a general nature and
should not be construed as investment advice. Bonsai assumes no liability or responsibility for any errors or omissions in the content of these
materials or other communications.

Portfolios managed by Andrew Rosenblum and Bonsai Partners, LLC (including Bonsai Partners Fund, LP) may have a beneficial interest in any
or all of the securities mentioned in this letter. Bonsai may change its position regarding any or all of the securities mentioned in this letter.
Bonsai may buy, sell or otherwise change the form of its investments in any or all of the securities mentioned in this letter for any reason and
disclaims any duty to provide any updates or changes to the information presented herein, including, without limitation, any changes to
portfolio composition.
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