
 

 9401 Wilshire Blvd, Suite 705, Beverly Hills, CA 90212 

April 12, 2018 

Dear Partner: 

The Legion Partners Composite Index (the “LPC Index”) gross return for the first quarter of 2018 was 

+2.14% versus -0.08% for the Russell 2000 Total Return Index (“R2K TR Index”).   Since Inception on August 

22, 2011, the LPC Index is up 355.27% gross versus 157.42% for the R2K TR Index over that same time 

period (see the attached performance tear sheets for additional returns information, including the returns 

of the active components of the LPC Index and for the detailed notes and disclosures.)   

The Legion Partners’ Composite Index’s performance and its market benchmarks since inception are 

summarized in the table below: 

* Inception date is August 22, 2011; see Notes and Disclosures 

 
In the first quarter of 2018, our two comingled funds, Legion Partners, L.P. I and Legion Partners, L.P. II 

were up 2.70% gross and 1.16% gross, respectively.  Since bottoming at the end of May 2016, these two 

funds are up 64.70% gross and 71.88% gross, respectively, versus 35.86% for the R2K Total Return Index.  

Our composite index over this most recent 22 month period (which includes the two comingled funds and 

all our co-investment vehicles) is up 62.71% gross, as our co-investments have also continued to perform 

well.   

As of March 31, 2018, our comingled funds had ten meaningful positions (fourteen positions in total) with 

exposure to five of the nine Russell 2000 sectors (producer durables, consumer staples, financials, 

consumer discretionary and technology).  Legion’s investments in the technology, consumer discretionary 

and consumer staples sectors positively impacted results in the first quarter, while our investments in the 

producer durables and financial sectors negatively impacted our results in the quarter.   

We’d like to bring to your attention one of our new 2018 comingled fund investments in SPS Commerce, 

Inc. (“SPSC” or the “Company”).  As a result of several disappointing quarters, the Company’s valuation 

had become quite attractive in our view, at which point we began a more intensive due diligence process.  

Given SPSC’s slowing growth, we believed this presented an opportunity for us to get involved with an 

  ANNUALIZED 

 Q1 2018 1 YR 3 YRS 5 YRS INCEPTION* 

LPC Index Gross 2.14% 35.71% 17.42% 15.22% 25.77% 

LPC Index Net 1.53% 32.30% 13.36% 10.64% 18.50% 

R2K TR -0.08% 11.79% 8.39% 11.47% 15.38% 

S&P 500 TR -0.76% 14.00% 10.78% 13.31% 16.24% 
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agenda to help fix a great underlying business and catalyze meaningful long-term value for all 

shareholders. 

SPSC is a provider of cloud-based electronic data interchange (“EDI”) solutions to the retail ecosystem.  

Put simply, their SaaS solution facilitates the communication of critical supply chain documents (i.e. 

purchase orders, invoices, etc.) between retailers and suppliers.   To become more time efficient and save 

money, many businesses have implemented EDI to process critical supply chain documents in a consistent 

format.  Prior to the broad adoption of EDI, many businesses used fax machines to transmit orders and 

invoices and relied on manual processing, which resulted in significant errors.  Given the low relative cost 

of modern EDI and its ability to improve the quality and reliability of communication, it has quickly become 

a must-have solution for suppliers and retailers.  The somewhat complex and time-consuming 

implementation of an EDI solution results in high switching costs for customers who rarely replace a 

system once it is installed. 

Historically, EDI was a software product exclusively used by large enterprises on their own servers.  The 

advent of the cloud has allowed EDI to become economical for all businesses, as the software can be 

hosted on remote servers and accessed through the internet.  Instead of buying an expensive software 

license upfront and then running the software on its own servers, a customer can now subscribe to the 

software-as-a-service (hence “SaaS”) offering and simply pay for usage on a monthly or annually recurring 

basis.  While this may be more expensive over time (and conversely more valuable to the software 

vendor), the customer benefits from always having the most recent version of the product and from the 

ability to add/remove users almost instantly.  The SaaS offering is highly attractive for small and medium 

sized businesses (SMBs) who also completely avoid the large upfront investment in software, hardware 

and people to operate the system.  For the software vendors (like SPSC), this model provides a highly 

predictable recurring revenue base, which in turn earns most SaaS companies a premium valuation. 

SPSC is the #1 cloud EDI player in the industry.  The Company’s sales strategy was historically focused on 

targeting highly qualified supplier leads from its retailer partners.  This approach allowed SPSC sales reps 

to rapidly sign up suppliers to their EDI network, backed by the clout of the retail partners who were 

demanding EDI adoption.  The strategy propelled the Company’s 20%+ organic growth for years, justifying 

the Company’s high sales & marketing expenditures.  Over time, SPSC gained a large, diversified customer 

base which resulted in a strong “network effect”, helping to further attract new suppliers.  New suppliers 

considering an EDI solution could shorten their implementation time by months if their existing retailers 

were already part of the network.  Today, with about 2,000 retailers and about 75,000 suppliers, SPSC has 

built an important, non-technical moat that helps shield the Company from technological disruption and 

strengthens its sales pitch. 
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For years, management could simply deploy more sales reps to increase growth.  However, in 2017 growth 

slowed materially.  Management attributed its slowdown on “shifting IT priorities” amongst retailers.  We 

note, however, that a period of easy growth (about 12,000 new customers to SPSC from 2011 to 2016), 

driven by a legacy competitor’s exit of the SMB space (IBM Sterling decided to exit the SMB market in 

2010, shedding about 12,000 customers per our estimates) is now ending.  In addition, given our past 

experience investing in the software/SaaS industry, we know that slowdowns may also be due to a smaller 

total addressable market or “TAM”.  

Despite this meaningful slowdown, SPSC has made no material changes to its large salesforce which was 

specifically built to drive high growth.  We have evaluated the Company’s sales efficiency in detail and 

found that the average number of customers each sales rep acquires has nearly halved over the last three 

years, driving a significant jump in the average cost to acquire a customer.  Amongst SaaS investors, the 

most commonly used metric to assess a company’s return on its sales force investments is the LTV/CAC 

ratio (Lifetime Value / Customer Acquisition Cost).  A desirable level would be 3x or higher – SPSC’s 

LTV/CAC ratio deteriorated from 3x in early 2015 to 1x by late 2017.  At 1x, this essentially means the 

expected profits generated from the lifetime of a customer merely cover the costs of acquiring that 

customer.  In contrast, comparable SaaS businesses with similar growth profiles to SPSC have double the 

EBITDA margins of SPSC, implying healthy LTV/CAC ratios north of 3x.   

In January 2018, despite the Company’s slowing growth, the Company renewed and expanded its 

headquarters’ lease in downtown Minneapolis, agreeing to add two floors and increase square footage 

by nearly 30%, becoming the building’s largest tenant.  SPSC received naming rights with this new lease 

contract – the tower, which was previously known as the Accenture Tower, is now known as SPS Tower.   

Shortly after we became a shareholder of SPSC, we requested an extension of the fast-approaching board 

nomination deadline, in order to have more time for dialog with the Company and in hopes of facilitating 

an appropriate settlement.  The Company declined our request, which prompted us to move quickly and 

nominate several qualified individuals to SPSC’s board.  Concurrently with our process of submitting 

nomination packages, we met with management at their headquarters.  At the meeting we presented 

highlights of our investment case and agenda.  Given that our ~2% ownership of SPSC exceeded the 

aggregate amount of all management and directors and given the Company’s underperformance, we were 

confident that we could negotiate a settlement, or win a proxy fight if necessary.  Within two weeks of 

first meeting SPSC management, a settlement agreement was signed and publicly filed.  We are very 

pleased to have placed Mike McConnell, a veteran activist investor, and Mel Keating, a veteran technology 

industry executive, to SPSC’s board.  Both will be part of the newly formed Finance and Strategy 

Committee, and we look forward to watching Mike and Mel work to fully unlock shareholder value.  As 
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part of our negotiations and process, the Company is also adding a third director, Marty Reaume, who is 

currently the Chief People Officer of Twillio Inc. 

We are happy to announce our hire in the quarter of Sagar Gupta as Senior Analyst.  Sagar joins the firm 

from Finchwood Capital.  Sagar was previously at Balyasny Asset Management and prior to that worked 

in the Special Situations group at KKR.  We are excited about having Sagar join the firm.  We are also 

pleased to announce the hire of Maria Pacheco as Accounting and Operations Manager.  Maria joins the 

firm from Makaira Partners, LLC where she was a senior accountant.  Previously, Maria was at Hedge 

Solutions and prior to that at Rothstein Kass. 

We continue to identify attractive long-term investments and we are working diligently to create value 

through activist engagements with our existing portfolio companies.  We were particularly active in the 

first quarter of 2018, having helped place directors on boards at three portfolio companies during the 

quarter (including SPSC as noted above).  Please contact us if you have any questions or an interest in 

making or increasing your investment in Legion Partners. 

 
Sincerely, 
 
 

        
Chris Kiper   Ted White   David Katz 
Managing Director  Managing Director  Chief Operating Officer 

 
 
 
 
 
 
This document does not offer to sell or solicit any offer to buy any securities.  It is intended for informational purposes only 
for accredited investors.  An offer may only be made by a Confidential Offering Memorandum that will be provided on request 
by Legion Partners Asset Management, LLC (“LPAM”). Important information and assumptions concerning this document 
should be reviewed carefully.  Whereas many of the thoughts expressed in this document are stated in a factual manner, the 
discussion reflects only LPAM’s beliefs about the securities markets in which it intends to invest the assets of the fund. The 
information in this document is prepared as of its date, and may be different as of the date you review it. LPAM undertakes 
no obligation to revise or update any statement in this document for any reason. The investment objectives and methods 
summarized herein represent LPAM’s current intentions. Nevertheless, depending on conditions and trends in securities 
markets and the economy generally, LPAM may pursue any objectives, employ any techniques or purchase any type of security 
that it considers appropriate and in the best interests of the fund, consistent with the terms of the fund’s Offering Documents.  
This document is intended only for the recipient and should not be copied or distributed to any other party. 



Annualized

2011
1

2012 2013 2014 2015 2016 2017 Q1 '18 ITD
1

Return
1

Legion Composite Gross
2 43.35% 31.83% 44.00% 6.45% -0.32% 16.09% 32.97% 2.14% 355.27% 25.77%

Legion Composite Net
3 33.69% 21.12% 34.08% 0.00% -4.34% 12.44% 29.52% 1.53% 207.07% 18.50%

Russell 2000 TR 14.39% 16.35% 38.82% 4.89% -4.41% 21.31% 14.65% -0.08% 157.42% 15.38%

S&P 500 TR 12.88% 15.93% 32.39% 13.69% 1.38% 11.97% 21.84% -0.76% 170.37% 16.24%

1
 Legion Partners Composite and market indices based on Aug 22, 2011 start date; see Notes and Disclosures

2
 Dollar Weighted Gross Composite - details of active components on pages 2/3; see Notes and Disclosures

3
 Dollar Weighted Net Composite - details of active components on pages 2/3; Legion Partners L.P. I mgmt fee on drawn capital significantly higher than 2%

in first three year due to seeding arrangement; assumes 2% mgt fee and 20% perf fee acrrued monthly for CRI, TKR and RCMT co-investments;

includes RCMT consulting fees; Fund expense information is detailed on pages 2/3; see Notes and Disclosures

An investment in the Fund involves significant risk, including the risk of loss of all or substantially all of an investor’s investment in the Fund.  No assurance can be given that the investment objectives of the Fund will be achieved.  An investment in the Fund is suitable only for sophisticated investors for whom such an 

investment does not constitute a complete investment program and who understand fully, are willing to assume, and have the financial resources necessary to withstand, the risks involved in the specialized investment program in which the Fund will engage. Each prospective investor is urged to consult its own advisers to 

determine the suitability of an investment in the Fund, and the relationship of such an investment to the prospective investor’s overall investment program and financial and tax position.
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NOTES AND DISCLOSURES

Interests in any of Legion Partners' investment vehicles ("Vehicles") are not offered by this document.  An offer may only be made after you have received a Private Offering Memorandum concerning a Legion Partners Vehicle.  This document does not provide all information material to an investor’s decision to invest in a 

Legion Partners Vehicle, including, but not limited to, the risk factors.  This document should not be construed as investment advice and should be kept confidential.  This document may not be distributed without the prior written consent of Legion Partners Asset Management, LLC.  This document is for informational 

purposes only and does not constitute a solicitation to purchase interests in a Legion Partners Vehicle.  Prospective investors may not subscribe for interests in a Legion Partners Vehicle until they are determined to have met certain criteria described in the respective Vehicle's Private Offering Memorandum.  Prospective 

investors are advised to review the Private Offering Memorandum and consult their own advisors regarding any potential investment in a Legion Partners Vehicle. 

* Note these co-investments may depart from the industry standard definition of a co-investment project

Beverly Hills, CA 90212twhite@legionpartners.com

The Composite performance data includes: Completed Projects: 1) Co-investment* project in CRI (8/22/11 - 4/16/12) - prior to the actual formation of Legion Partners Asset Management in April 2012, the Legion Principals identified the investment opportunity, developed the strategy and assisted the client with the 

engagement on this investment, but the client had discretion over the assets, allowing the client to handle the trading on their own desk and to have a say in determining the timing of both purchasing and selling the investment;  2) Co-investment* project in TKR (6/5/12 - 5/17/13) - Legion Partners identified the investment 

opportunity, developed the strategy and led the engagement on this investment, but the client had discretion over the assets, allowing the client to handle the trading on their own desk and to have a say in determining the timing of both purchasing and selling the investment;  3) Co-investment* project in RCMT (11/1/11 - 

11/14/17) - prior to the actual formation of Legion Partners Asset Management in April 2012, the Legion Principals identified the investment opportunity, developed the strategy, led the engagement, won the proxy contest and had discretion over the assets;  4) Legion Partners Special Opportunities, L.P. IV (co-investment) 

which was launched 6/1/16 and exited 10/18/17; 5) Legion Partners Special Opportunities, L.P. VI (co-investment) which was launched 6/7/17 and exited 11/29/17; and 6) Legion Partners Special Opportunities, L.P. III (co-investment) which was launched 4/5/16 and exited 12/31/17; and Ongoing Projects: 1) Legion 

Partners, L.P. I (comingled fund) which was launched 1/2/14;  2) Legion Partners Special Opportunities, L.P. I which was launched 7/1/14 (4 co-investment projects to-date of which 3 are exited and the 4th launched 12/15/16); 3) Legion Partners, L.P. II (comingled fund) which was launched 8/1/14; 4) Legion Partners 

Special Opportunities, L.P. II (co-investment) which was launched 12/14/15; 5) Legion Partners Special Opportunities, L.P. V (co-investment) which was launched 1/30/17; 6) Legion Partners Special Opportunities, L.P. VII which was launched 7/31/17; and 7) Legion Partners Special Opportunities, L.P. VIII which was 

launched 12/13/17.  Comparison of Legion's Composite performance or the performance of any of Legion's Funds to a market index may be inappropriate because, among other things, the respective Legion Vehicle is not as diversified as a market index.  Each market index assumes all dividends are reinvested back into its 

index.  Market index returns are from the first co-investment's inception date 8/22/11.  Market index information was compiled from sources that Legion Partners believes are reliable.  However, Legion Partners makes no representation or guarantees about the accuracy and completeness of such information.  Unlike the 

Composite which is actively managed, draws down and returns capital over time and may maintain a cash position, an index is unmanaged and fully invested.  The comparison of the Composite's performance to these indices may be inappropriate because the Composite may be more or less volatile than these indices.   

Russell 2000.  The Russell 2000 is a small-cap stock market index of the smallest 2,000 stocks in the Russell 3,000 Index (3,000 publicly held US companies representing approximately 98% of the investable US stock market).  S&P 500®. The S&P 500® is a capitalization-weighted index of 500 selected common stocks, 

most of which are listed on the New York Stock Exchange, chosen for market size, liquidity and industry group representation.  It is widely recognized as representative of the equity market in general.  

Solely for its own purpose and reliance, Legion Partners engaged KMPG to perform an agreed upon procedures engagement, which addressed the gross calculation methodologies followed, and no exceptions were reported.  This engagement did not constitute an audit or an attestation under the GIPS standards and no 

procedures were performed for periods subsequent to April, 30, 2014.  Past performance is not indicative of future returns.  The results for all years are based on Legion Partners' internal books and records.  Unless otherwise specified, the Composite's performance results reflect the return of cash from dividends from the 

co-investments made prior to 2014 and the retention of dividends in the vehicles launched in 2014 or thereafter.  Performance results include trading commissions.  Unless otherwise specified, the Composite's performance results represent the returns experienced by a hypotheical full fee paying investor for money invested 

on the Composite launch date (8/22/11) and allocated pro rata over time at the start date of each of the investments that are included in the Composite.  Returns experienced by individual investors may vary depending on various factors, including their date of investment and eligibility to receive “new issue” profits and 

losses.  The investment environment and market conditions may be markedly different in the future and investment returns will fluctuate in value.

PERFORMANCE OF $100,000 INVESTED IN COMPOSITE AT INCEPTION

FOR MORE INFORMATION PLEASE CONTACT

Ted White, Managing Director

(424) 253-1774

LEGION PARTNERS PERFORMANCE REPORT

PERFORMANCE VS BENCHMARKS

Legion Partners Asset Management, LLC

9401 Wilshire Blvd, Suite 705

David Katz, COO 

(530) 677-5420
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Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2011 10.44% 29.80% 43.35% 2011 8.49% 23.23% 33.69%

2012 23.18% -0.80% -15.74% 28.02% 31.83% 2012 17.84% -1.48% -15.91% 24.06% 21.12%

2013 18.65% -3.19% 9.43% 14.57% 44.00% 2013 14.41% -2.12% 7.31% 11.57% 34.08%

2014 -4.42% 9.57% -1.93% 3.65% 6.45% 2014 -5.71% 8.31% -3.73% 1.71% 0.00%

2015 -2.94% 1.54% -6.19% 7.80% -0.32% 2015 -2.93% 0.62% -7.21% 5.54% -4.34%

2016 6.19% -5.07% 9.18% 5.48% 16.09% 2016 5.17% -5.75% 7.84% 5.19% 12.44%

2017 0.08% 9.93% 10.27% 9.61% 32.97% 2017 -0.61% 9.21% 9.80% 8.66% 29.52%

2018 2.14% 2.14% 2018 1.53% 1.53%

1
 A dollar weighted gross composite including completed co-investments in CRI and TKR, RCMT and Legion Partners

2
 A dollar weighted net composite including completed co-investments in CRI and TKR, RCMT and Legion Partners

Special Opportunities LP III, IV and VI; and ongoing Legion Vehicles (Legion Partners, L.P. I; Legion Partners Special Special Opportunities LP III, IV and VI; and ongoing Legion Vehicles (Legion Partners, L.P. I; Legion Partners Special

Opportunities, L.P. I; Legion Partners, L.P. II; and Legion Partners Special Opportunities, L.P. II, V, VII and VIII); Opportunities, L.P. I; Legion Partners, L.P. II; and Legion Partners Special Opportunities, L.P. II, V, VII and VIII); returns

returns are gross of all fees and only include trading commissions; see Notes and Disclosures are net of all fund related expenses, and include an assumed 2% management fee and 20% performance fee accrual

monthly for RCMT, CRI and TKR; see below for specific details on expense items in the Legion Funds

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2014 5.42% 16.89% -14.18% -6.77% -1.41% 2014 2.15% 14.58% -14.40% -7.94% -7.76%

2015 -0.37% 3.93% -9.53% 1.35% -5.06% 2015 -1.31% 3.06% -10.20% 0.11% -8.56%

2016 3.93% -4.26% 4.98% 7.85% 12.67% 2016 2.65% -5.18% 4.19% 7.18% 8.69%

2017 -2.34% 10.78% 12.14% 9.69% 33.08% 2017 -2.87% 10.28% 11.79% 9.00% 30.51%

2018 2.70% 2.70% 2018 2.01% 2.01%

3
 January 2, 2014 launch date (only $100,000 capital drawn); first trading day on 2/6/14; 

4
 January 2, 2014 launch date (only $100,000 capital drawn); first trading day on 2/6/14; expenses include mgmt fees,

returns are gross of all fees and only include trading commissions; see Notes and Disclosures accrued perf fees (15% with relative hurdle) and all other fund operating, research and trading expenses; fund org/legal

startup expenses accrued and amortized over 60 months from February 2014; high expense ratio in first three years as

vehicle scaled and from high management fee rate to fund operations (Seed Capital); see Notes and Disclosures

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2014 -3.27% -6.13% -9.21% 2014 -3.58% -6.61% -9.95%

2015 0.64% 3.39% -9.24% 1.77% -3.89% 2015 0.20% 2.90% -9.72% 1.29% -5.72%

2016 4.60% -6.32% 5.57% 9.46% 13.24% 2016 4.06% -6.71% 5.13% 8.96% 11.20%

2017 -2.87% 11.98% 15.12% 12.88% 41.33% 2017 -3.31% 11.48% 14.64% 10.66% 36.76%

2018 1.16% 1.16% 2018 0.75% 0.75%

5
 August 1, 2014 launch date; returns are gross of all fees and only include trading commissions;

6
 August 1, 2014 launch date; expenses include mgmt fees (1% for founders class), accrued perf fees (20% with 6%

see Notes and Disclosures annual hurdle) and all other fund operating, research and trading expenses (operating costs capped at 1% annualized);

fund org/legal startup expenses accrued and amortized over 60 months; see Notes and Disclosures

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2014 17.01% 27.42% 49.09% 2014 11.96% 24.33% 39.21%

2015 -10.68% 5.54% 3.39% 2.66% 0.05% 2015 -8.08% 3.99% 0.86% 0.44% -3.16%

2016 36.63% 11.97% 21.13% 2.96% 90.80% 2016 36.06% 11.46% 19.38% 4.09% 88.44%

2017 25.07% 3.73% -2.84% 0.17% 26.26% 2017 21.22% 3.42% -1.80% 0.30% 23.47%

2018 -4.86% -4.86% 2018 -4.28% -4.28%

7
 July 1, 2014 launch date; returns are gross of all fees and only include trading commissions;

8
 July 1, 2014 launch date; expenses include accrued perf fees (20% with relative hurdle thru 12/31/15;

includes 4 co-investments to-date, of which 3 have been exited; see Notes and Disclosures  15% with relative hurdle thereafter) and all other fund operating, research and trading expenses

(no management fees); fund org/legal startup expenses accrued and amortized over 60 months;

includes 4 co-investments to-date (3 exited); see Notes and Disclosures
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SPECIAL OPPORTUNITIES, L.P. I GROSS QUARTERLY PERFORMANCE  %
7

SPECIAL OPPORTUNITIES, L.P. I NET QUARTERLY PERFORMANCE  %
8

LEGION PARTNERS: PERFORMANCE OF ACTIVE COMPOSITE COMPONENTS

LEGION PARTNERS COMPOSITE NET QUARTERLY PERFORMANCE  %
2

LEGION PARTNERS, L.P. I NET QUARTERLY PERFORMANCE  %
4

LEGION PARTNERS, L.P. II NET QUARTERLY PERFORMANCE  %
6

LEGION PARTNERS, L.P. II GROSS QUARTERLY PERFORMANCE  %
5

LEGION PARTNERS, L.P. I GROSS QUARTERLY PERFORMANCE  %
3

LEGION PARTNERS COMPOSITE GROSS QUARTERLY PERFORMANCE  %
1



Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2015 6.99% 6.99% 2015 5.54% 5.54%

2016 32.41% -39.70% 10.60% 13.18% -0.05% 2016 26.12% -36.65% 10.14% 12.79% -0.75%

2017 -7.85% 72.38% 6.05% 19.29% 100.94% 2017 -8.23% 60.33% 5.04% 16.54% 80.12%

2018 -13.25% -13.25% 2018 -11.84% -11.84%

9
 December 14, 2015 launch date; returns are gross of all fees and only include trading commissions;

10
 December 14, 2015 launch date; expenses include mgmt fees (1%), accrued perf fees (20% with 6%

see Notes and Disclosures annual hurdle) and all other fund operating, research and trading expenses (operating costs capped

at about 1% annualized); fund org/legal startup costs expensed upfront; see Notes and Disclosures

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2017 35.78% 4.48% -2.84% 0.15% 38.03% 2017 28.52% 3.59% -2.58% 0.01% 29.70%

2018 -4.86% -4.86% 2018 -4.26% -4.26%

11
 January 30, 2017 launch date; returns are gross of all fees and only include trading commissions;

12
 January 30, 2017 launch date; expenses include mgmt fees (1%), accrued perf fees (20% with 6% annual

see Notes and Disclosures hurdle) and all other fund operating, research and trading expenses (operating costs capped at

about 1% annualized); fund org/legal startup costs expensed upfront; see Notes and Disclosures

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2017 15.68% 6.20% 22.86% 2017 12.40% 4.79% 17.78%

2018 12.19% 12.19% 2018 9.61% 9.61%

13
 July 31, 2017 launch date; returns are gross of all fees and only include trading commissions;

14
 July 31, 2017 launch date; expenses include mgmt fees (1%), accrued perf fees (20% with 6% annual

see Notes and Disclosures hurdle) and all other fund operating, research and trading expenses (all expenses paid monthly via additional

capital contributions); fund org/legal startup costs expensed upfront; see Notes and Disclosures

Year Q1 Q2 Q3 Q4 Year Year Q1 Q2 Q3 Q4 Year

2017 3.04% 3.04% 2017 2.42% 2.42%

2018 22.41% 22.41% 2018 17.99% 17.99%

15
 December 13, 2017 launch date; returns are gross of all fees and only include trading commissions;

16
 December 13, 2017 launch date; expenses include mgmt fees (1%), accrued perf fees (20% with 6% annual

see Notes and Disclosures hurdle) and all other fund operating, research and trading expenses (operating costs capped at

about 1% annualized); fund org/legal startup costs expensed upfront; see Notes and Disclosures
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SPECIAL OPPORTUNITIES, L.P. VII NET QUARTERLY PERFORMANCE  %
14

SPECIAL OPPORTUNITIES, L.P. VIII NET QUARTERLY PERFORMANCE  %
16

SPECIAL OPPORTUNITIES, L.P. II GROSS QUARTERLY PERFORMANCE  %
9

SPECIAL OPPORTUNITIES, L.P. V GROSS QUARTERLY PERFORMANCE  %
11

SPECIAL OPPORTUNITIES, L.P. VII GROSS QUARTERLY PERFORMANCE  %
13

SPECIAL OPPORTUNITIES, L.P. VIII GROSS QUARTERLY PERFORMANCE  %
15

LEGION PARTNERS: PERFORMANCE OF ACTIVE COMPOSITE COMPONENTS

SPECIAL OPPORTUNITIES, L.P. II NET QUARTERLY PERFORMANCE  %
10

SPECIAL OPPORTUNITIES, L.P. V NET QUARTERLY PERFORMANCE  %
12


