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Disclaimer

Cautionary Note Regarding Forward-Looking Statements

This presentation (the “Presentation”) contains summary information about the activities of Sezzle as of the date of this Presentation. The information in this Presentation is of a general nature and does not purport to be complete and the information in the
Presentation remains subject to change without notice. Also, the information in the Presentation should not be relied upon as advice to potential investors or current shareholders. This Presentation has been prepared without taking into account the objectives,
financial situation or needs of any particular prospective investor or current shareholder. Before making an investment decision, prospective investors and current shareholders should consider the appropriateness of the information having regard to their own
objectives, financial situation and needs and seek appropriate advice, including financial, legal and taxation advice appropriate to their jurisdiction. The Presentation also includes information regarding our market and industry that is derived from publicly
available third-party sources that have not been independently verified by Sezzle.

This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended (the “Securities Act”), and Section 21E of the Securities Exchange Act of 1934, as amended (the ‘Exchange Act”), including but
not limited to forward-looking statements regarding anticipated new products, our ability to gain future market share, our timeline and intentions relating to operations, our business strategy, our estimated revenues and losses, our prospects, and the plans and
objectives of management. These forward-looking statements generally can be identified by the use of words such as "anticipate,” "expect," "plan," "could," "may." "will," "believe," "estimate," "forecast," "goal." "project," other words or expressions of similar meaning
(or the negative versions of such words or expressions). These forward-looking statements are based on our current expectations and assumptions and on information currently available to us. These forward-looking statements are subject to risks and
uncertainties that could cause actual results to differ materially from those expressed or implied, including but not limited to those set out in this Presentation and: (i) impact of the “buy-now, pay-later” (‘BNPL”) industry becoming subject to increased regulatory
scrutiny; (i) impact of operating in a highly competitive industry; (jii) impact of macro-economic conditions on consumer spending; (iv) our ability to increase our merchant network, our base of consumers, and gross merchandise value (GMV); (v) our ability to
effectively manage growth, sustain our growth rate and maintain our market share; (vi) our ability to maintain adequate access to capital in order to meet the capital requirements of our business; (vii) impact of exposure to consumer bad debts and insolvency of
merchants; (viii) our ability to comply with the applicable requirements of Visa and other payment processors; (ix) impact of the integration, support and prominent presentation of our platform by our merchants;(x) impact of any data security breaches,
cyberattacks, employee or other internal misconduct, malware, phishing or ransomware, physical security breaches, natural disasters, or similar disruptions; (xi) impact of key vendors or merchants failing to comply with legal or regulatory requirements or to
provide various services that are important to our operations; (xii) our ability to protect our intellectual property rights and third party allegations of the misappropriation of intellectual property rights; (xiii) impact of the costs of complying with various laws and
regulations applicable to the BNPL industry in the United States and Canada; (xiv) the impact of litigation, regulatory investigations and actions, and compliance issues on our business; (xv) significant and sudden declines or volatility in the trading price of our
common stock and market capitalization; and (xvi) other factors identified in the “Risk Factors” section of our most recent Annual Report on Form 10-K (the “Annual Report”) and the Company’s subsequent filings filed with the SEC available at www.sec.gov.
Except as required by law, we undertake no obligation to update or revise any forward-looking statements contained in this Presentation or oral forward-looking statements made in connection with this Presentation to reflect events or circumstances after the
date of this Presentation.

This Presentation has been prepared in good faith, but no representation or warranty, express or implied, is made as to the fairness, accuracy, completeness, correctness, reliability or adequacy of any statements, estimates, opinions or other information, or the
reasonableness of any assumption or other statement, contained in the Presentation (any of which may change without notice).

All financial figures are expressed in U.S. dollars unless otherwise stated.

In addition to financial measures presented in accordance with U.S. generally accepted accounting principles (“U.S. GAAP”), this Presentation includes certain financial information, including Gross Merchandise Volume (“GMV”, formerly known as Underlying
Merchant Sales, or UMS), Monthly On-Demand & Subscribers (“MODS”), and Active Subscribers, which has been provided as supplemental measures of operating performance that are key metrics used by management fo assess Sezzle’s growth and operating
performance. For example, GMV is an operating metric in assessing the volume of transactions that take place on the Sezzle Platform, which is an indicator of the success of our merchants and the strength of the Sezzle Platform and MODS is a monthly metric
that captures unique users of the On-Demand product and subscribers enrolled in Anywhere and Premium products. Sezzle also use these operating metrics in order to evaluate the effectiveness of our business strategies, to make budgeting decisions, and to
compare our performance against that of other peer companies using similar measures. GMV, MODS, and Active Subscribers do not represent revenue earned by Sezzle, are not components of Sezzle’s income or included within Sezzle’s financial results
prepared in accordance with GAAP. The GMV, MODS, and Active Subscribers financial measures used by Sezzle may differ from the non-U.S. GAAP financial measures used by other companies.

No Offer or Solicitation
This report shall not constitute an offer to sell or the solicitation of an offer to buy any securities, nor shall there be any sale of securities in any jurisdiction in which such offer, solicitation or sale would be unlawful prior to registration or qualification under the
securities laws of any such jurisdiction. No offering of securities shall be made except by means of a prospectus meeting the requirements of Section 10 of the Securities Act or pursuant to another available exemption.

WebBank

Loans are originated by Sezzle and third party lenders, including WebBank. Refer to your loan agreement for lender information. All loans are subject to credit approval. Pay Later: For example, for a $300 loan, $75 down payment + $7.49 service fee today, then
3 payments of $75 every 2 weeks. 45.0% APR. Service fees vary by loan amount. Paid subscription may be required. Pay Monthly: For example, a $1,000 loan over 6 months would result in 6 monthly payments of $166.67 at 0.00% APR, $178.90 at 24.99%
APR, or $184.29 at 35.99% APR. Minimum purchase amount and down payment may be required.
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Sezzle at a Glance



10 Years of Sezzle

Since Inception’ App Store Ratings?
+$14B Gross Merchandise Volume +79M Completed Sign-Ups 4.9/5 Aoplesiore 4,5/5 Google Play
e Newsweek THE WALL, STREET JOURNAL, FORTUNE TIME CNET Forbes
As Awarded by: onee
: World’s Top America’s Best BNPL App for Top 5 America’s Best Companies Best for Best Mid-Cap
Fintech Companies ~ Best Companies Credit Building BNPL Apps Growth Leaders to Work for Building Credit Companies
6 & i
‘ J
@ ’Lm-
Sezzle Launches Launch of Credit L Q‘fam?': of Nasdaq Announct.ad o New $300M
i Reportin Profitability Listing® ST S 0L Credit Facilit
Pay-in-4 P 9 Initiatives Announced in Mar ‘22 - 9 Repurchase Program* Y
d ..\- | |
Sezzle Australian Stock Launch of Premium Launch of Anywhere Laug:::efrg?biank Announced $100M
Founded Exchange IPO Subscription Subscription P Repurchase Program?®
On-Demand
_— — — — — —
Jan 2016 Aug 2017 Jul 2019 Nov 2020 Jun 2022 Sep 2022 Jun 2023 Aug 2023 Sep 2024 Mar 2025 Dec 2025 May 2026

@ sezzle | Sezzle Overview Presentation

1Since Inception figures are rounded to the nearest billion and million, respectively. 2 App ratings as of May 13, 2026. 3 Sezzle officially delisted from the Australian Securities Exchange (ASX) on January 16, 2024. 4 On March 10,
2025, the Board of Directors authorized a stock repurchase program to repurchase up to $50 million of our outstanding shares. This program commenced April 7, 2025 and expired December 4, 2025. Separate from the $50
million repurchase program, Sezzle previously completed $20.0 million in stock repurchases as of July 9, 2024, under plans announced on December 22, 2023 ($5.0 million) and June 20, 2024 ($15.0 million). 8 During 1Q26,
the Company repurchased $24.8 million of common stock under its $100.0 million share repurchase program. 4



1Q26 Snapshot

1Q26 Results FY2026 Updated Guidance

\ Feb Guid
GMV Growth (YoY) 37.3% eb Guidance

Total Revenue Growth 25%—30%

Total Revenue Growth (YoY) 29 2% $170.0wm

Adjusted Net Income?*
T 32.4% YoY

Net Income  $51.3M

May Guidance\

30%—35%
$180.0m

T 40.2% Yoy

Costs? as a % of Total Revenue

Net Income Margin 37.9% Adjusted Net Income $4.70 $5.10
@r Diluted Share? T 30.9% YoY T 42.1% YoY
Adjusted EBITDA!  $71.1M
Adjusted EBITDA Margin 52.5% 1Q26 Consumer Engagement Highlights
Total Revenue Less Transaction Related 74.0% Average Quarterly Purchase Frequency 7.1

1Q25 Average Quarterly Purchase Frequency 6.1x
Last Twelve Months (LTM) Return on Equity®  ©2.0% Monthly On-Demand & Subscribers (MODS)° 887k
k YoY Net New MODS in 1Q26 229K

T Adjusted EBITDA is a non-GAAP financial measure. For a reconciliation of Adjusted EBITDA, see Appendix V. 2 Total Revenue Less Transaction Related Costs is a non-GAAP financial measure. For a reconciliation of Operating Income and
Total Revenue Less Transaction Related Costs, see Appendix II. 3 Return on Equity is calculated as Net Income over the last twelve months divided by average shareholders’ equity during the same period. 4 Adjusted Net Income is a non-
GAAP financial measure. For a reconciliation of Net Income and Adjusted Net Income see Appendix IV. FY2026 Non-GAAP adjusted financial guidance reflects associated with Corporate Strategic Projects. 5 As of March 31, 2026. Monthly
On-Demand & Subscribers (MODS) defined as the combined total of Active Subscribers and Monthly On-Demand useadd-backs for estimated FY2026 expenses rs. Monthly On-Demand users are unique users that have made at least one

. . urchase through On-Demand during the month. MODS rounded to the nearest thousand.
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The Markets We Serve



The Nascent and Growing BNPL Market

BNPL is the fastest-growing share category within North American E-Commerce

North America E-Commerce Payment Mix
% share of transaction value

s2.6T st ~$156B ~$288B
‘, +12.6% CAGR i 2025 North America E-Com. 2030 North America E-Com.
BNPL value BNPL value (forecast)

15% 13%

North America E-Commerce BNPL Value

______________________

33% 30%

BNPL is "completely woven into the fabric of digital

e . wallets"
30% A44% 4 +9.3% CAGR
""""""""""" BNPL is becoming more prevalent within Digital Wallets,
which are now extending from E-Commerce checkout
2025 2030 Forecast

into the physical point of sale
Digital Wallets = Credit Cards ™ Debit Cards ™ A2A ® Others B BNPL

Slg nificant Oppor‘l‘unify BNPL E-Commerce Market Penetration North America vs. Mature Markets in 2025
for Market Growth in o NN o, WEE o oo o
North America G 6% mmm 25% I 19% i|= 19% 18% j 13%

. . Source: Worldpay, The Global Payments Report 2026.
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BNPL Outpacing the Payments Market

Total North America E-Commerce Market
CAGR Growth Rate from 2019 t0 2025 CAGR Growth Rate from 2025 to 2030\

Product Type

BNPL 61.0% 12.6%

Credit Card 11.5% 4.3%

Debit Card 14.3% 3.3%

k North America E-Commerce Market 17.4% 6.3%

BNPL North America E-Commerce Market Share

Market Share 2025 2030 Forecast

8%

% of North America 6%

Source: Worldpay, The Global Payments Report 2026.
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U.S. Consumer Credit Market Snapshot

Younger generations struggle with below average credit scores

U.S. FICO Score Distribution?

27%
20%
15%
15%
Poor Fair Good Very
300-579 580-669 670-739 740-799

23%

Exceptional
800-850

Average FICO by Age®
752

60+ 50-59 40-49 30-39

{ U.S. Avg: 715 :|

678

18-29

Adults who are either
32M credit invisible or
unscoreable’

of Americans

569 prefer debit for
daily purchases?

of Gen Z consumers

20% have never used a

credit card?

1Credit invisible are those with no mainstream credit profile at the credit bureaus; unscoreable are those with some information in their mainstream credit file, but not enough to generate a conventional score. Federal
Reserve, Consumer & Community Context (Oct 2025). 2 U.S. News & World Report (Data as of December 2025). 3 NerdWallet Average Credit Score By Age (Data as of April 2025). 4 Experian (Data as of September 2025).
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A Dual-Sided Value Engine

Why Consumers Use Sezzle Why Merchants Use Sezzle
66 We are seeing Sezzle guests
come back more often — knowing L\Bea"s
Compare Prices ° NK gs 00 they have that flexibility, they shop more. 99 eese=INC.

Easily find the best deals &

while shopping in-app.

Target

In-App Engagement Driven by Personalized
Shopping & Financial Tools

In-App Placement Product Marketplace
Earn Tab « Price Comparison « Sezzle Mobile Maximizing engagement & Providing hyper-personalized
Price Comparison « Agentic Commerce « And More! driving additional sales for merchant and product
merchant partners recommendations
Consumer Profile & Benefits! Merchant Profile & Benefits?
40% s
o o
81% /3 <6months || Upto57% 110%
of BNPL Users Would f Sezzle Consumers ar f BNPL Users Reported
Leave Carts Without BNPL o Sezzle LONSUmers are © sers teeporte Payback Period Average Order Value Lift Return on Investment (ROI)

Gen Z and Millennials Increased Credit Score

Offered at Checkout

12023 PYMNTS series entitled “The Credit Accessibility Series” in collaboration with Sezzle. 22023 The Total Economics Impact of Sezzle, Forrester Research, Inc. 3 As of December 31, 2025.
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Robust & Expanding
Product Ecosystem



Comprehensive Suite of Payment Options

Pay-in-4'

€ Merchant Nama $100.00
@ sezzle o

€ Back

Complete your order

Reviaw your arder details for Merchant Name.

Down Payment Due Today $25.00
Bi-weekly Payment Schedule ~
(1) Today $25.00

4 Jan 22,2024 E3
Promo Code Apply
Order Total $100.00

2424~

Down Payment

Offering a full suite of payment options, allowing consumers to choose
based on their schedule and needs

\ —— Example: $100 Purchase ——

25% 25% 25% 25%

$25 $25 $25 $25

Time of Week Week Week
purchase 2 4 6

Pay-in-Full

#sezzle

Complete your order

R yeur are datits for asechant Hame,
0000

0050

Long-Term?

Choose a plon
Cangrotuiations! Youre eligitie.

O 526666 /mortn

©® 9112/ mooen

1Originated by Sezzle and third party lenders, including WebBank. 2 Length of loan and APR vary by user and merchant offering and are determined by Sezzle's long-term lending partner. Loan origination is subject to applicable licensing requirements.
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Expanding Our Ecosystem

Initial Business Model

Launched in 2Q22

Launched in 2Q23

Launched in 4Q24

o o [ o >
/lshopify (0 Magento WIX:om\ / \
‘ﬁcommsnce comment
COMMERCE i VY. P —
T3 Justifi = MO DS1
i ® anywhere —
$184.99 -
4 payments of $46.24 with & sezzle in 8 a
‘ss-:_r;,, l Monthly On-Demand
& Subscribers
Direct & Virtual Premium Anywhere
- - o On-Demand
Card |n1-eg ration Subscription Subscription
Offers comprehensive suite of payment Access to 350+ premium Pay Later anywhere Visa Pay Later anywhere Visa is
options, enabling consumers to choose merchants through Affiliate & is accepted including all accepted, with a one-time service
vased on their schedule and neey Gift Card platform partners Premium benefits fee? at the point of purchase /

Integrated Non-Integrated

Built into merchant payment options Subscription and one-time fee solutions for consumers to utilize Sezzle where not built info merchant payment options

"Monthly On-Demand & Subscribers (MODS) defined as the combined total of Active Subscribers and Monthly On-Demand users. Monthly On-Demand users are unique users that
have made at least one purchase through On-Demand during the month. 2 Service Fee (Finance Charge).
@ sezzle | Sezzle Overview Presentation 13



Strategic Pivot to Subscribers,
Yielding Higher-Value Engagement

44K 9 >35x 37~

Net New Subscribers in 1026 More Orders from Subscribers Top 10% Anywhere Subscribers In-store Orders as % of
vs. Non-Subscribers on Average 90-days Frequency! Total Anywhere Orders?
MODS® S Prioriize Subscripfion over On-Demand
| 918,000 887,000 |
748,000 784,000 : On-Pemand . .
658,000 ; | Dehbgrg’re shift back to Subscn[oer
§ i | acquisition to concentrate on higher
§ i | lifetime value consumers
i—® Subscription
i | +48.4% YoY growth driven by targeted
i | acquisition and expanded benefits
1Q25 2025 - S
m Active Subscribers ® Monthly On-Demand Users

Frequency defined as average Sezzle orders per active Anywhere subscriber for 1026. Represents the 90-day frequency at the 90 percentile. 2 Orders placed during 1Q26. 3 Monthly On-Demand & Subscribers (MODS) defined as the combined total of
Active Subscribers and Monthly On-Demand users. Monthly On-Demand users are unique users that have made at least one purchase through On-Demand during the month. MODS rounded to the nearest thousand.

@ sezzle | Sezzle Overview Presentation 14



Helping Consumers
Build Credit History
through

Sezzle Up

®sezzle@®

r//f‘?@

&+

e, <
e :"r ‘{;}

Start Your Journey
to Better Credit

& . —~
TransUnion>  EQUIFAX  TExperian.  Innovis )

You're almost there

Complete all 3 steps to join Sezzle Up

‘<: Link your checking account & set it >
as your default payment method

) Verify your account with your SSN >

@ sezzle | Sezzle Overview Presentation

The first BNPL platform in North America to

offer credit reporting optionality through
short-term installments in the U.S. & Canada

.. .
TrqnsUnion® EQUIFAX !.eXpe”O” Innov@

Files Sezzle Up Consumer purchase activities
to all major credit bureaus in the U.S.

Lower

2" payment failure rate for average Sezzle Up Consumer
versus non-Sezzle Up Consumer

Order count per Sezzle Up Consumer
versus non-Sezzle Up Consumer



Delivering More for Consumers

=D ---

Pay with Sezzle at Checkout

O Debit Card =

Y-

O Credit Card

® Buy Now Pay Later with @ sezzle

5 payments $20.00 today
Due every 2 weeks. Change plan

[} |
20%  20%  20%  20%  20%

Today Week 2 Wesk 4 Wosk 6 Week B

Pay-in-5

Expanded short-term
installment optionality to meet
evolving consumer preferences

®sezzle

& VISA

@)

Hold Near Reader

Virtual Card
in Canada'

)

First closed-end BNPL virtua
card in Canada, live with
select integrated merchants
including JD Sports & SoftMoc

sezzle

Unlimited 5G

Startir

$29.99/mo.

+ taxes and fees

Sezzle
Mobile Plan'

On AT&T’s network, offerin
a competitively priced
unlimited wireless plan

starting at $29.992

~

g

Payment options
Your order total is $1.194.92 Change

O $1194.92 due taday 1 payment

$298.73 biweekly
O Due today $298.73

$0.00 $1194.92

$203.82 / month
@ Due today $0,00

$28.00 §1.222.92

Enhanced
Long-Term Lending'

Expanding long-term lending?®
capabilities across the entire
BNPL product suite

T Launched in 2Q26. 2 $29.99 starting price applies to Sezzle Anywhere members; rates may vary. 3 Length of loan and APR vary by user and merchant offering

@ sezzle | Sezzle Overview Presentation

and are determined by Sezzle's long-term lending partner. Loan origination is subject to applicable licensing requirements.



We're Building an All-in-One Services Platform

Financial Tools

Pay-in-4 « Pay-in-5 e Pay-in-2 « Pay-in-Full « Long-Term Lending ¢ On-Demand « Anywhere
Premium e Sezzle Balance « Sezzle Up

Product Roadmap
@ Enhanced Long-Term Lending! &/ Launched in May 2026 @) Debit & Secured Credit Cards

. Deposit Accounts . Post-Purchase Split Program

Shopping & Engagement features

Earn Tab  Price Comparison « Product Marketplace « Care Benefits & Insurance « Browser Extension
Sezzle Mobile « Product Insurance

Product Roadmap

() Sezzle Mobile N/ Launched in Apr 2026 () Receipt Scanning & Rewards (beta)

‘::} Agentic Commerce (beta)

TLength of loan and APR vary by user and merchant offering and are determined by Sezzle’s long-term lending partner. Loan origination is subject to applicable licensing requirements.
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Growing Profitably
Through Strong Execution



Al-Driven Efficiency at Scale

From underwriting to support, proprietary Al is driving operating leverage while enhancing the consumer experience

(Consumer-Facing Al Features J ﬁnternal Al Initiatives J

& Al Chargeback Agent

Faster review fime, higher throughput

Leveraging Al Coding Assistants Across Engineering

Faster builds, shorter development cycles, rapid prototyping

% Sezzle Codebox

Proprietary platform democratizing development across the organization

n[J\| Sezzle Intelligence Assistant (SIA)
.\ In-house Bl & data intelligence platform for faster insights, deeper visibility

g Support AutoQA Tool

© Automated ticket scoring for compliance and retention insights

Al Support Chatbot Al Shopping Assistant

(beta)
Resolving 60—70% of Driving stronger =& Sezzle Forge
chats without escalation click-to-order conversion @«—' Centralized company knowledge hub powering faster decision-making
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Accelerating Growth
with Efficient Acquisition
& Stronger Retention

<6 months Marketing Payback Period

Marketing Spend ($ in millions)’

$11.2
$8.8 $8.8 $9.3
i . . .
1025 2Q25 3Q25 4Q25 1026

m Marketing Spend

1 Marketing Spend corresponds to the Marketing, Advertising, and Tradeshows line item presented in the

Company’s Consolidated Statements of Operations and Comprehensive Income (unaudited)
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Acquisition

~

Subscribers deliver higher LTV & stronger refurns on marketing spend

+48.4%

YoY Growth in

Digital Ads - In-App Incentives - Checkout Cross-Sell

Active Subscribers

\_

Retention & Engagement

Earn Tab - Gamification - Sweepstakes

In less than a year, the Earn Tab has become a daily engagement hub
that keeps Sezzle top of wallet and drives purchase frequency

+55% 4.8M

BNPL conversion Earn Tab visits since e ‘ ‘

=
=]
8

T——
I
[.—

within 30 days of first launch in June 2025 s @
Earn Tab activity

k Offers in the neighberheod
D S
Vooger (-

Moliday

- -
e
o

-~

20



Robust & Proprietary In-House Underwriting Strategy
LSezzIe Model is more predictive than FICO for new Sezzle consumers’ delinquencyw

V Sezzle Proprietary & 3" party ML Models mSezzle Model FICO
Fraud -
&)
V Sezzle Baby Prophet Model 5 I
Credit powered by Custom Credit Bureau Model g | [ | [ | [ = — — — —_
[0
o
V Sezzle Bureau Based Model ! 2 S 4 ° 6 / 8 ? 10
Score Decile

Credit powered by Custom Credit Bureau Model

Existing Consumer Models L Spending Power allocated directly by Sezzle Model w

VvV 3d par’ry ML Models mmmm Charge-off Average Spending Power
Fraud -
V Sezzle Proprietary Model (5" generation)
Credit || | | —
1 2 3 4 5 6 7 8 9 10

Score Decile

Advancing our credit decisioning and collections toolkit
Expanding O Accelerating Model Enhancing Repayments
Data Sources Q Iteration Velocity through Machine Learning
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Superior Unit Economics Driven
by Portfolio Velocity

The short duration product
results in quick portfolio turnover,

§ 64.0% ro- »@® LTMIQ26 with repayment trends evident after 14 days
© 1
[0} 1
T, ! Type of Loan Std. Loan Tenox
[0}
@ 2 63.0% i
c O 1
oNg . Sezzle 42 days
8= 3.5 point margin expansion
g o 020% & $1.4B GMV increase Lease-to-Own 12+ months
= o T
wn 0] 1
UK : Personal Loans
- 1 -
0 2 61.0% ! (e.g. home improvement) 12-84 months
C 1
[} 1
3'? _________ ® LM1625 Auto Loan ~70 months
© 60.0%
° Home Equity Line of
|_ -
Credit (HELOC) 10-15 years
59.0%
0.0% 1.0% 2.0% 3.0% 4.0% Qome Mortgage 15-30 years

Provision for Credit Losses as a % of GMV

1Total Revenue Less Transaction Related Costs is a non-GAAP financial measure. For a reconciliation of Operating Income and Total Revenue Less Transaction Related Costs, see Appendix Il.
Table source: PYMNTS, Wells Fargo, U.S. Bank, Experian, Citizens Bank, SoFi
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YoY Progression Overview

Total Revenue

Net Income

Adjusted Net Income!

Adjusted EBITDA Margin?

Total Revenue Less Transaction Related
Costs3 as a % of Total Revenue

Non-Transaction Related Operating Expenses*
\ as a % of Total Revenue

1025

$104.9M

$36.2M

$35.3M

49.0%

70.4%

25.6%

1Q26

$135.5M

$51.3M

$50.0M

52.5%

74.0%

25.3%

YoY Change

+29.2% 4
+41.9% 4
+41.5% 4
+35Pts B

+36pPts 1

-0.3Pts §

' Adjusted Net Income is a non-GAAP financial measure. For a reconciliation of Net Income and Adjusted Net Income, see Appendix V. Adjusted prior periods to include the windfall/shortfall to income tax expense for equity-based
compensation and corporate strategic project costs. 2 Adjusted EBITDA Margin is a non-GAAP financial measure equal to non-GAAP Adjusted EBITDA divided by Total Revenue. For a reconciliation of Net Income to non-GAAP
Adjusted EBITDA, see Appendix V. Adjusted prior periods to include corporate strategic project costs. * Total Revenue Less Transaction Related Costs is a non-GAAP financial measure. For a reconciliation of Operating Income and
Total Revenue Less Transaction Related Costs, see Appendix II. 4 Non-Transaction Related Operating Expenses is a non-GAAP financial measure and is equal to Personnel, Third-Party Technology and Data, Marketing, Advertising,

and Tradeshows, and General and Administrative Operating Expenses. See Appendix lIl for reconciliation of Non-Transaction Related Operating Expenses and respective definitions.

@ sezzle | Sezzle Overview Presentation
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YoY Engagement Metrics

Monthly On-Demand & Subscribers (MODS)!

+229k

Quarterly Purchase Frequency (Average)

+1.0x

1Q26 887,000 1Q26 7.1x
YoY YoY
1Q25 658,000 1Q25
Active? Consumers Repeat Usage as a % of Total Orders (Cumulative)
o
sosow| *136% || . I | * 5O BP*
YoY YoY
Unique Merchants® Shopped at by Consumers Number of Transactions®
+ +35.89
oo I | 125 || v | -5 | *55-5%
YoY YoY

TMonthly On-Demand & Subscribers (MODS) defined as the combined total of Active Subscribers and Monthly On-Demand users. Monthly On-Demand users are unique users that have made at least one purchase through
On-Demand during the month. MODS rounded to the nearest thousand. 2 Active is defined as having had at least one transaction through the Sezzle platform in the last twelve months, not subject to a minimum required
number of transactions criteria (Consumers rounded to nearest thousand).  Unique Merchants and Number of Transactions are rounded to the nearest thousand.

@ sezzle | Sezzle Overview Presentation

24



Last Twelve Months (LTM)
QoQ Engagement Metrics

S

Quarterly Purchase Frequency (Average)

Ve

Active! Consumers

Ve

Unique Merchants? Shopped at
by Consumers

7.0x
6.5x O
- . .

2Q25 3Q25 4Q25 1Q26

3,105,000

2.971.000 3,049,000

3Q25 4Q25

2,860,000

2Q25 1Q26

474,

000 163,000
b . .
2Q25 3Q25 4Q25

489,000

1Q26

+0.5x QoQ

+1.8% QoQ

+26k QoQ

TActive is defined as having had at least one transaction through the Sezzle platform in the last twelve months, not subject to a minimum required number of transactions criteria (Consumers rounded to nearest thousand).

0 sezzZle | Sezzle Overview Presentation

2Unique Merchants are rounded to the nearest thousand.
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Gross Merchandise Volume (GMV) & Total Revenue

Gross Merchandise Volume (GMV)

$3.940.4 [ +37.3% YoY

|
$2.540.2 ‘ J l

$1.807.8 $1.743.4 $1.824.3

2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26
B GMV ($ in millions) B GMV ($ in millions)

Total Revenue

$114.8 $125.6 $159.4 - $104.9 $98.7 $116.8 $129.9 $135.5
mu m B e s Im N Bl
2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26
mmmm Total Revenue ($ in millions) % of GMV mmmm Total Revenue ($ in millions) % of GMV
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Transaction Related Costs'

As a % of GMV

) (o]

$169.3

$120.1
$101.4 $78.8 $78.4 - - $31.0 $38.4 $53.5 $46.3 $35.0
B == s e mas B S s

2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26

mm Transaction Related Costs ($ in millions)

% of GMV mm Transaction Related Costs ($ in millions) % of GMV

As a % of Total Revenue

e

$101.4 $120.1
$78.8 $78.4 - - — $38.4 $63.5 $46.3 $35.2
B = e e mas B S e

2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26

mmm Transaction Related Costs ($ in millions) % of Total Revenue mmmm Transaction Related Costs ($ in millions) % of Total Revenue

Transaction Related Costs is a non-GAAP financial measure that represents the combined total of Transaction Expense, Provision for Credit Losses, and Net Interest Expense.
For a reconciliation of Transaction Related Costs, see Appendix I.
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Transaction Related Costs'

Transaction Expense Provision for Credit Losses Net Interest Expense

FY2026 guidance of 2.5%-3.0%

[0.4%]—[0.4%]—[0.4%]—[0‘3%Ho‘s%]

$32.2

15.3 4o $17.4  $190 $185 $20.6 $23.7

$ $ $12.8 $15.7 $20  $35  $39  $37  $3.0
e s BE BN = s T B -

Q25  2Q25 3Q25 4Q25  1Q26 Q25 2025  3Q25  4Q25  1Q26 Q25 2025 3Q25 4025 1Q26

% of GMV

% of GMV ~ mmmm Provision for Credit Losses ($ in millions)

mm Transaction Expense ($ in millions) % of GMV mmmm Net Inferest Expense ($ in millions)

./ /0

$89.3
$66.0 5550 (0.3% H 05% 0.5% H 0.4% |
$435 3408 ¢392 O $626 $20.4 :
: $23.2 $53  $86 SI6O  $138 8140
H H BN B == B R am omm wm

2021 2022 2023 2024 2025 2021 2022 2023 2024 2025 2021 2022 2023 2024 2025
% of GMV mmmm Net Interest Expense ($ in millions) % of GMV

mmm Transaction Expense ($ in millions) % of GMV mmmm Provision for Credit Losses ($ in millions)

1 Transaction Related Costs is a non-GAAP financial measure that represents the combined total of Transaction Expense, Provision for Credit Losses, and Net Interest Expense.
For a reconciliation of Transaction Related Costs, see Appendix .
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Total Revenue Less Transaction Related Costs'

As a % of GMV

-6-5% -6.0%

$151.0

$13.4 $47.1 $81.0 $73.9 $60.3 $63.3 $83.5 $100.3
— [ [ ] — I [ | [
2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26

mmm Total Revenue Less Transaction Related Costs ($ in millions) % of GMV mmmm Total Revenue Less Transaction Related Costs ($ in millions) % of GMV

As a % of Total Revenue

37.5%

$281.0

$13.4 $47.1 $81.0 Dl $73.9 $60.3 $63.3 $83.5 $100.3
2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26

mmmm Total Revenue Less Transaction Related Costs ($ in millions) % of Total Revenue mmmm Total Revenue Less Transaction Related Costs ($ in millions) % of Total Revenue

Total Revenue Less Transaction Related Costs is a non-GAAP financial measure. For a reconciliation of Operating Income to Total Revenue Less Transaction Related Costs see Appendix Il.
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Non-Transaction Related Operating Expenses

% of Total Revenue

[ 76.0% —{ 75.5% —
$94.8 — S118.2

$87.4 $74.8
- - - - $26.9 $27.7 $31.6 $32.0 $34.3
I s N S e
2021 2022 2023 2024 2025 1Q25 2Q25 3Q25 4Q25 1Q26
Corporate Strategic Projects Costs ($ in millions) Corporate Strategic Projects Costs ($ in millions)
= o = $0.3M $3. 1M $0.0M $0.4M $1.3M $1.3M $0.3M
mmm Non-Transaction Related Operatfing Expenses ($ in millions) % of Total Revenue mmmm Non-Transaction Related Operating Expenses ($ in millions) % of Total Revenue
Corporate Strategic Project Costs Included in Capital Markets Antitrust Banking Charter
c . Exploration e m ..

Non-Transaction Related Operating Expenses: Litigation Application

(Completed in 4Q25)

TNon-Transaction Related Operating Expenses is a non-GAAP financial measure and is equal to Personnel, Third-Party Technology and Data, Marketing, Advertising, and Tradeshows, and
General and Administrative Operating Expenses. See Appendix lll for reconciliation of Operating Expenses to Non-Transaction Related Operating Expenses and respective definitions.
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Net Income & Adjusted Net Income

Net Income

$36.2 ga27 9513

$27 6 $26.7 - .

1Q25 2Q25 3Q25  4Q25 1Q26

mmm Net Income ($ in millions) % of Total Revenue

29.0% H 29.6% |
$133.]

($38.1)
2021 2022 2023 2024 2025

($75.2)

mmmm Net Income ($ in millions) % of Total Revenue

Adjustments Adjusted Net Income!

$0.1
$0.8 1.2 1.3 $42.8 $50.0
($0.8)  ($2.8) (312 ($1.3) $35.3 $24 . $25 J
1Q25 2Q25 3Q25 4Q25 1Q26 1Q25 2Q25 3Q25 4Q25 1Q26
u Adjustments ($ in millions) mmmm Adjusted Net Income ($ in millions)
% of Total Revenue
$2.0
.
$3.0) 615 (4132 ($4.7) -
($41.2)
$73.)
2021 2022 2023 2024 2025 2021 2022 2023 2024 2025
u Adjustments ($ in millions) mmmm Adjusted Net Income ($ in millions)

% of Total Revenue

! Adjusted Net Income is a non-GAAP financial measure. For a reconciliation of Net Income and Adjusted Net Income see Appendix IV. Adjusted prior periods to include the
windfall/shortfall to income tax expense for equity-based compensation and corporate strategic project costs.
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Net Income, Adjusted Net Income,
& Adjusted EBITDA

Net Income & Adjusted Net Income!

$133.14128.4

$785 $65.3 $36.2835.5  $27.6$24.8 $267¢25.4 $42.7$428 95138500
$7.1 $5.6 _ : : : :
SR [ T mppeS————— =
_ 1Q25 2Q25 3Q25 4Q25 1Q26
($75.2) $73.) ($38.]) (841.2)
2021 2022 2023 2024 2025
= Net Income ($ in millions) m Adjusted Net Income ($ in millions) m Net Income ($ in millions) m Adjusted Net Income ($ in millions)

Non-GAAP Adjusted EBITDA?

52.5%

$88.7

$51.4 $38.4 $39.6 $58.3 Sl
o) — - ees == B B
@ ($21.4) 1Q25 2Q25 3Q25 4Q25 1Q26
2021 2022 2023 2024 2025
mmmm Adjusted EBITDA ($ in millions) % of Total Revenue mmmm Adjusted EBITDA ($ in millions) % of Total Revenue

T Adjusted Net Income is a non-GAAP financial measure. For a reconciliation of Net Income and Adjusted Net Income see Appendix IV. Adjusted prior periods to include the windfall/shortfall to income tax expense for equity-based
compensation and corporate strategic project costs. 2 Adjusted EBITDA is a non-GAAP financial measure. For a reconciliation of Adjusted EBITDA, see Appendix V. Adjusted prior periods to include corporate strategic project costs.
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Select Balance Sheet & Cash Flow Metrics

Balance Sheet ($in Thousands) Mar 31, 2025 Mar 31, 2026
Key Assets \

Cash and cash equivalents' $88,893 $120,448

Restricted cash $31,976 $26,938

Total cash $120,869 $147,386

Notes receivable, net $146,628 $262,967

Key Liabilities

Merchant accounts payable $65,380 $57,568
Drawn on line of credit? $70,800 $145,500
kl'o’ral Stockholders’ Equity’ $125,762 $196,722

Cash Flow ($ in Thousands)

Cash provided from operations® $52,479 $88,978
Cash (used for) provided from investing activities $6,050 ($22,493)
Cash used for financing activities ($36.114) ($21,495)
Net Increase in Cash, Cash Equivalents, and Restricted Cash? $22,415 $44,990

10n March 10, 2025, the Board approved a $50.0 million repurchase program, which was completed on December 4, 2025. On December 15, 2025, the Board authorized an additional $100.0 million repurchase program with no

fixed expiration, subject to market conditions and other factors. 2 The availability on the line of credit for quarters ending March 31, 2025 and March 31, 2026 was $52.2M and $69.0M, respectively. 3 Effective December 31, 2025, the
Company restated notes receivable-related cash flows from operating to investing activities in the consolidated statement of cash flows. March 31, 2025 amounts have been restated to conform to the current presentation, see Appendix
VI. This change did not affect net change in cash for any period presented. # Excludes the effect of exchange rate changes on cash of $144 and ($205) thousand for the quarters ending March 31, 2025 and March 31, 2026, respectively.
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2026 Guidance

2026 Guidance

{(November 2025)
Total Revenue Growth Not Provided
Adjusted Net Income! Not Provided
Adjusted Net Income Per $4.35

KDiIuTed Share!

2026 Guidance
(February 2026)

25%—30%

$170.0M

$4.70

~

2026 Updated Guidance
(May 2026)

30%—35%
$180.0M

$5.10

1 Adjusted Net Income and Adjusted Net Income per Diluted Share are non-GAAP financial measures. For a reconciliation of Net Income to Adjusted Net Income and Adjusted Net Income per
Diluted Share, see Appendix IV. FY2026 Non-GAAP adjusted financial guidance reflects add-backs for estimated FY2026 expenses associated with corporate strategic projects.
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Founder-Led Management Team
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Charlie Youakim Paul Paradis Lee Brading Amin Sabzivand
CEO & Co-Founder President & Co-Founder Chief Financial Officer

Chief Operating Officer
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Appendices



Reconciliation of Operating Expenses to Transaction Related Costs
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