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Safe Harbor Statement

The statements in this slide presentation including statements regarding anticipated future
financial performance, Newtek's beliefs, expectations, intentions or strategies for the future, may
be "forward-looking statements" under the Private Securities Litigation Reform Act of 1995. All
forward-looking statements involve a number of risks and uncertainties that could cause actual
results to differ materially from the plans, intentions and expectations reflected in or suggested by
the forward-looking statements. Such risks and uncertainties include, among others, intensified
competition, operating problems and their impact on revenues and profit margins, anticipated
future business strategies and financial performance, anticipated future number of customers,
business prospects, legislative developments and similar matters. Risk factors, cautionary
statements and other conditions which could cause Newtek's actual results to differ from
management's current expectations are contained in Newtek’s filings with the Securities and
Exchange Commission and available through

Also we need to point out that our Capcos operate under a different set of rules in each of the 8
jurisdictions and that these place varying requirements on the structure of our investments. In
some cases, particularly in Louisiana or in certain situations in New York, we don’t control the
equity or management of a qualified business, but that cannot always be presented orally or in
written presentations.
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First Quarter 2010 Highlights

Announce Q1 2010 revenue of $25.9 million
7.5% growth vs. Q1 2009 revenue of $24.1 million

Announce Q1 2010 pretax net loss of $(874) thousand
$1.2 million improvement vs. Q1 2009 pretax net loss of $(2.1) million

Announce Q1 2010 post tax net loss of $(467) thousand

$509 thousand improvement vs. Q1 2009 post tax net loss of $(976)
thousand

Primary Q1 2010 revenue trends in EPP and Web Hosting exceed
Q1 2009 comparisons
Combined EPP and Web Hosting revenue for Q1 2010 is $23.6 million
e Versus Q1 2009 of $20.4 million
e 15% growth

Reaffirm 2010 annual guidance of $(2.4) million pretax net loss to
$2.3 million pretax net income
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First Quarter 2010 Highlights

$14.6 million five year term loan financed with Capital One Bank
which replaces GE loan which was due May 30, 2010

SBA lending business dynamics
Government guaranteed pricing is strong
Portfolio behavior is stable
Began originations again
e $11.6 millionin Q4 2009 and $12.3 million in Q1 2010
Securitization market begins to function for uninsured participations as well
New alliance partners queue up

Is This the beginning of a reversal in lending?

Asset management — servicing income — David Leone hired
New origination — 108 to 110 price for governments

90% guarantee — for how long

Continue exploring lender financing alternatives

SBA 504 lending opportunities
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Primary Corporate Initiatives and Strategy
Financial Results Snapshot
Developments in EPP & Web Hosting Segments

Web Hosting, EPP & eCommerce Initiatives

Small Business Finance Initiatives
Marketing Focus

Financial Review

2010 Outlook




First Quarter 2010 Conference Call Agenda

Projections for 2010 cash flow positive (2010 depreciation and
amortization expected to be approximately $5 million)

Lender projections for 2010 and variables
Projections for 2010 business segments EBITDA (in millions):
EPP: $5.6 to $6.5
Web Hosting: $6.2 to $7.2
Small Business Finance: $2.8 to $4.8
All Other: $(1.0) to $(0.7)
Corporate Activities: $(7.4) to $(7.1)
FDIC contract
Variables for success in EPP
Variables for success in Web Hosting
Variables for success in cash flow & expense control
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Continuation of our Strategy & Mission

1. What do we offer for our clients?
 Reduce their expenses
e Grow their revenues
 Reduce their risk

2. Become the authority for small businesses
3. 7 core offerings:
a) Primary: lending, EPP, insurance, hosting applications
b) Secondary: web design development, data storage, payroll

4. Cross sell and cross market the database by becoming
the authority

5. a) Walmart for small businesses
b) Amazon for small businesses

6. We know small business. We are “The Small Business
Authority”
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First Quarter 2010 Financial Re%
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$(467) thousand net loss for Q1 2010
Versus $(976) thousand net Io_s._s_::_j__?._g)__f_E&h'e Q1 2009
Q1 2010 pre-tax loss of $(874) thousand

Decreased pre-tax loss by 58% from Q1 2009’s pre-tax loss
of $(2.1) million

Depreciation and amortization non-cash expense of $1.3
million in Q1 2010.




First Quarter 2010 Financial Results

Q1 2010 vs. Q1 2009 core operating segment revenue:

Electronic Payment Processing: $18.8 million - up 19% over
Q1 2009

Web Hosting: $4.8 million - up 2% over Q1 2009

Small Business Finance: $1.3 million — down (28)% from Q1
2009

« Due to SFAS 166/ASC topic 860

Q1 2010 vs. Q1 2009 core operating segment pre-tax net
iIncome (loss):

Electronic Payment Processing: $1.1 million - up 13% over
Q1 2009

Web Hosting: $932 thousand - up 2% over Q1 2009

Small Business Finance: $(110) thousand — 81%
Improvement from Q1 2009
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Cash Position

$26.2 million in cash and cash equivalents, restricted
cash, and broker receivables at March 31, 2010, up
from $25.8 million at December 31, 20009.

Equates to $0.26 cash per share.

Equates to $0.74 cash per share when including restricted
cash and the broker receivable, which we received early in
April 2010.

$(4.4) million of net cash provided used in operating
activities in Q1 2010 versus $5.0 million of net cash provided
by operating activities in Q1 2009.

« Due to the effect of SFAS 166/ASC topic 860 and our return to SBA
lending

10



Development in EPP

Q1 2010 EPP revenue up 19% over Q1 2009

Q1 2010 EPP pre-tax net income up 13% over Q1 2009

Visa acquires CyberSource; Blackstone seeks to acquire FIS
Merchant attrition

Cash flow positive business

Significant operating leverage

Potential to increase market share

2010 EPP segment EBITDA of $1.5 million
versus Q1 2009 of $1.4 million

EPP segment does not have any debt

eCommerce — Single most important Corporate initiative and
identifier
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Web Hosting Initiatives

Q1 2010 versus Q1 2009:
Revenue up 2%
Pre-tax net income up 2%
Continued growth despite challenging market
Continue to invest in Web Hosting segment to support future growth

Continue to evaluate expenditures versus productivity, particularly
In marketing, seeking additional cost savings where applicable

Currently above 60% real estate capacity in our data center

Q1 2010 Web Hosting segment pre-tax net income of $932
thousand

versus Q1 2009 of $916 thousand

Great marketing channel to target IT partners and web developers —
TechExec
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Web Hosting & EPP Focus

One stop shop
Gateway, hosting, merchant processing, shopping cart
Everything you need

NewtPay™

NewtPay Pro™

TechExec™ Reseller

Combined marketing and client service focus
Free website offering

CyberSource comparison
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Positive Trends for SBA Lending

90% Government guaranty up from 75%

Significantly reduced government guaranteed lender
competition

Conventional loan market not very competitive
Better quality loans at better prices

We funded $12.3 million loans in Q1 2010
504 program
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Positive Trends for SBA Lending
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Small Business Finance

Hired Dave Leone, SVP. Our goal is to increase servicing portfolio
from $250 million to $1 billion

Bidding on sub & non-performing portfolios
Bidding on SBA servicing and sub-servicing contracts

We have very good lending infrastructure (origination, underwriting,
funding, servicing, and collection)

This infrastructure is valuable more so today

The most decimated sector may offer the best opportunity for
Newtek shareholders

108 to 110 pricing on governments

$14.6 million 5 year term loan financed with Capital One Bank
which replaced GE

FDIC contract
We are an S&P rated commercial servicer
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Brownsville - Update

Occupied new space officially on March 15, 2009

15,000 sq ft facility with the capacity for 145 positions, constructed with
$1.25m Federal Grant, co-located with University of Texas — Brownsville
(UTB)

24/7 bi-lingual processing center for all lines of business

UTB provides significant resource pool for interns, part time and
permanent employees

Language translation resource for all marketing and sales initiatives
(http://tinyurl.com/cfoz6w)

Cross training and cross servicing enhanced thru co-location of division
personnel

Outbound Initiatives To Date
Initial referrals generated verify client satisfaction with Newtek’s approach

Continued training of outbound personnel will increase quality of
generated referrals and hence close rates
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What is our Growth Strategy Going
Forward?

Emphasize cross-selling and cross-marketing into the
customer base which we are now doing

Continue to grow alliance channels as outsourcing of our
services is attractive to banks, credit unions, and other
affinity groups

Outbound campaign with direct focus on small businesses
through television and radio

Improve our cash flow
Reduce Capco activities and costs

Acquisitions within our footprint
Utilize balance sheet and strategic partner financings

We have hired the Rubenstein firm for public relations
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Marketing Focus



Marketing Adjustments

Messaging

What makes us unique?

Our relationship with the client. We now own the client. We
are calling our clients. Exceptionally well received.

We are their partners!!!

Reduce Expenses Reduce Risk

Financing EPP Insurance Coverage
SEO Payroll Cost PCI Compliance
eCommerce Premium Cost Insured Web Hosting
site
Hosting Cost Insured Merchant Services

Storage Cost
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Marketing Adjustments

Product Mix

Product Revenue Reduce Reduce
Growth Expense Risk

EPP / E-Commerce

Lending
Hosting
Storage
Web Design
SEO

Payroll

Insurance
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Employee Cross Sell

Keys to success:

Direct Management Oversight and Measurement — Daily
Coaching and Continuous Reinforcement in Both Words and Actions
Consistent information delivered across the enterpr ise

Improved Product Knowledge (Newtek University)
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Employee Cross Sell
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The Missing Ingredient

We are asking our employees to make large numbers of offers
that lead to quality referrals and closes

Each office has performed in terms of helping drive this process
and much of that should continue

As one company we need to be consistent and accountable for
the results

We must give our employees the tools they need to execute on
the objectives

Newtek University offers each employee a base level of product
knowledge
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Newtek University
(PHASE | - Product Training)

June 1, 2010 Start Date

Initial Delivery By Division Heads To All Employees
« Each Division head to deliver all modules to employees
 Each Division Head to act as SME to other Division Head
» 10 hour estimated delivery time
» Seven (7) Modules with subsequent testing

 Employee paid incentives to successfully complete all modules
and pass test

December 31, 2010 Completion Date
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Newtek University
(Phase | - Product Training )

Newtek University

Phase | Initial Modules:

Module 1 — Internal Referral Handling — Best Practices for Cross Selling
Module 2 — Product Knowledge — Payroll and Worker's Comp

Module 3 — Product Knowledge — Electronic Payment Processing
Module 4 — Product Knowledge — Web Design (Hosting)

Module 5 — Product Knowledge — Ecommerce

Module 6 — Product Knowledge — Lending (SBA and AR)

Module 7 — Product Knowledge — Insurance (Commercial and Personal)

What is the Product?
Why Does the Business Owner need it?
How is it used by the Business Owner?
What is the Newtek Differentiator?

* Increase Sales

* Reduce Costs

e Minimize Risk

27



Why is Product Knowledge Important?

We talk to thousands of customers every day
The Opportunities are out there

We want our employees finding the “need”
Product Knowledge = Confidence

Consistent level of knowledge/training drives more high
guality opportunities and closes

This is the missing piece and will drive results quickly
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Top Down Format is Critical

All managers must deliver a consistent message about how our
products work, why they help, and how/when they should be offered

Training delivered in top down format to ensure consistency
Phoenix by Bob Cichon
Wisconsin by Derek Depuydt
Brownsville by Brian Flax and Larry Paul
NY by Peter Downs
Delivered in sessions over time to all employees in geographic location

Timing and scheduling of the sessions in each office based on the
business needs (early morning, lunch, after work etc)

Top down is very critical because in order for the training to be
effective, it needs to be understood and reinforced daily in a consistent
way by all executives and managers in each office
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Testing

Upon completion of each module,
there will be a test for the employee to
take
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Role of Newtek Marketing
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Newtek’s Going Forward Channel Strategy
Must Fit The Mission

OUR MISSION STATEMENT

TO BE THE KNOWN BUSINESS SERVICES PROVIDER TO INDEPENDENT
BUSINESS OWNERS ACROSS THE GLOBE

“THE SMALL BUSINESS AUTHORITY”

OUR VALUE PROPOSITION

TO INCREASE SALES, REDUCE EXPENSES AND REDUCE RISK TO ALL
INDEPENDENT BUSINESSES ACROSS THE GLOBE

OUR INTERNAL GOALS

TO INCREASE THE AWARENESS AND MAKE OFFERS TO EXISTING AND
POTENTIAL CLIENTS

OUR OBJECTIVES
MULTIPLE PRODUCTS INTO MANY CUSTOMERS
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2010
Targeted Channels for Growth

Employee Cross Sell (Internal Channel)
Quality increase in referrals between Divisions
Marked improvement in closing percentages

Alliance (targeted) (External Channel)
Financial Institutions
Open New Business Account (“ONBA™)
$500 Value — Existing and new accounts
Direct to Market (External Channel)
Web Designer of eCommerce Web Sites
Business Owner with need for online presence
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Employee Cross Sell

Keys to success:

Direct Management Oversight and Measurement — Daily
Coaching and Continuous Reinforcement in Both Words and Actions
Consistent information delivered across the enterpr ise

Improved Product Knowledge (Newtek University)
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Building Blocks of Success
The Newtek Strategy

The Small Business Authority

Our employees can — the business owner
must be made aware:

That we can increase their sales

That we can reduce their costs

That we can minimize their risk

Each employee is an authority

An authority in their respective area

« With associates that are authorities in other
services

38



Media Plans and Ad Campaigns

Drip Campaigns

e Statement Messaging
Bill Inserts
Email blasts - Constant Contact
News letters
Employee messaging
Phone messaging
Email “tag line”
All Divisions
 All customers
e Minimum monthly
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Alllance Channel

MSSB — Morgan Stanley Smith Barney
Reopen SBA lending / AR
DRIP CAMPAIGNS TO ALL CUSTOMERS ALL TOUCH POINTS
Monthly Newsletter Coordinated Messaging
Monthly email Coordinated Messaging
Monthly billing statement (hard and soft) Coordinated Messaging
Monthly bill inserts (coordinated Messaging)
CU Strategy
RVP’s focus only on performing CU’s (80/20)
ONBA - “Open New Business Account”

 RVP’s driving CU'’s to utilize “Free Website” to stimulate businesses
In community and members to open new demand deposit account
(215t Century Toaster/inflation adjusted)
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Direct To Business

ECOMMERCE

D D R (Web Designers That Build Ecommerce Web Sites / Not Code Jockeys)
NewtPay™ / NewtPay Pro™
Newtek eCommerce Affiliate
“Extraordinary” Earnings w/ Newtek
Value offer to “their” customers

Business Owner
Newtek SiteCenter™
NewtPay™ / NewtPay Pro™
Newtek Cart
BM & OL Solution
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2010 Segment Guidance

In millions of dollars

Electronic Small
Payment Web Business All Corporate
Processing Hosting Finance Other Activities
Low High |Low High JLow High low High Lpw High
2010 Full Year
Revenue 76.6 78.8 |19.2 20.2 94 115 | 1.2 15 14 14
Pretax Net Income (Loss) 4.1 5.0 4.0 5.0 1.0 3.0 1.1) (0.8) | (7.9) (7.6)
Interest Expense - - 0.1 0.1 1.0 1.0 - - - -
Depreciation and Amortization 15 15 2.1 2.1 0.8 0.8 0.1 0.1 0.4 0.4
EBITDA 5.6 6.5 6.2 7.2 2.8 48 [(10 (07 (74 (7.1
Total
Business CAPCO Intercompany
Segments Segment Eliminations Total
Low High Low High Low High
2010 Full Year
Revenue 107.8 113.4 3.9 3.9 (1.5) 110.2 115.8
Pretax Net Income (Loss) 0.2 4.6 (2.6) (2.3) - (2.4) 2.3

*Note: totals may not add due to rounding
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Annual Pretax Loss Trend

in millions

$(17.5) $(13.1) $(4.0) $(0.1)

Pretax
Net Loss

-18-
2007 2008 2009 2010
Actual Actual Actual Forecast

Midpoint
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Consolidated Annual Pretax Loss

Year Amount (in millions)
2007 (17.5)
2008 (13.1)
2009 (4.0)
2010 (Forecast range (0.1)

midpoint)
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Financial Review
Seth A. Cohen - CFO



Non-GAAP Financial Measures

In evaluating its business, Newtek considers and uses EBITDA as a supplemental measure
of its operating performance. The Company defines EBITDA as earnings before interest
expense, taxes, depreciation and amortization. Newtek uses EBITDA as a supplemental
measure to review and assess its operating performance. The Company also presents
EBITDA because it believes it is frequently used by securities analysts, investors and other
interested parties as a measure of financial performance.

The term EBITDA is not defined under U.S. generally accepted accounting principles, or
U.S. GAAP, and is not a measure of operating income(loss), operating performance or
liquidity presented in accordance with U.S. GAAP. EBITDA has limitations as a analytical
tool and, when assessing the Company’s operating performance, investors should not
consider EBITDA in isolation, or as a substitute for net income (loss) or other consolidated
income statement data prepared in accordance with U.S. GAAP. Among other things,
EBITDA does not reflect the Company’s actual cash expenditures. Other companies may
calculate similar measures differently than Newtek, limiting their usefulness as comparative
tools. Newtek compensates for these limitations by relying primarily on its GAAP results
and using EBITDA only supplementally.
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Cash Position

In thousands of dollars

Balance at Balance at
March 31, 2010 December 31, 2009
Cash and cash equivalents $9,146 $12,581
Restricted cash $7,821 $6,739
Broker receivable $9,273 $6,467
SBA loans held for sale - $200
Notes payable $16,729 $16,298

Q1 2010 cash flow:
Net cash used in operating activities was $(4,436,000)
Net cash used in investing activities was $(2,164,000)
Net cash provided by financing activities was $3,165,000
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Discussion of the effects of SFAS 166/ASC Topic 860 on
accounting of sales of SBA 7(a) guaranteed portions

Assumptions for example:

$1,000 SBA 7(a) guaranty portions originated (shown as "SBA loans held
for sale")

SBA Form 1086 for secondary market sales of guaranteed portions
includes warranty for premium

Secondary market sale at 10% premium (to be considered financing
under ASC Topic 860 during premium warranty period)

3% historical rate of premium returned under warranty for Newtek Small
Business Finance guaranteed portions

Simplified sale accounting treatment shown (no creation of discount,
servicing asset, which would reduce premium income)
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Discussion of the effects of SFAS 166/ASC Topic 860
accounting of sales of SBA 7(a) guaranteed portions
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Q1 2010 Actual vs. Q1 2009 Actual

In millions of dollars

Revenue For Revenue For Pretax Net Pretax Net EBITDA For EBITDA For
The Quarter The Quarter Income (Loss) Income (Loss) The Quarter The Quarter
Ended Ended For The Quarter For The Quarter Ended Ended
March 31, 2010 March 31, 2009 Ended Ended March 31, 2010 March 31, 2009
Actual Actual March 31, 2010 March 31, 2009 Actual Actual
Actual Actual

Electronic 18.763 15.774 1.084 0.963 1.500 1.425
Payment
Processing
Web Hosting 4.790 4.675 0.932 0.916 1.440 1.741
Small 1.322 1.843 (0.110) (0.593) 0.435 0.054
Business
Finance
All Other 0.337 0.386 (0.348) (0.404) (0.303) (0.374)
Corporate 0.708 0.860 (1.531) (1.857) (1.441) (1.735)
Activities
CAPCO 0.780 1.578 (0.901) (1.103)
Interco (0.847) (0.995)
Eliminations
Total 25.853 24.121 (0.874) (2.078)
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2010 Segment Guidance

In millions of dollars

Electronic Small
Payment Web Business All Corporate
Processing Hosting Finance Other Activities
Low High |Low High JLow High low High Lpw High
2010 Full Year
Revenue 76.6 78.8 |19.2 20.2 94 115 (1.2 15 14 14
Pretax Net Income (Loss) 4.1 5.0 4.0 5.0 1.0 3.0 [1.1) (0.8) | (7.9) (7.6)
Interest Expense - - 0.1 0.1 1.0 1.0 - - - -
Depreciation and Amortization 15 15 2.1 2.1 0.8 0.8 0.1 0.1 0.4 0.4
EBITDA 5.6 6.5 6.2 7.2 2.8 481 (100 (0.7 | (74 (7.0
Total
Business CAPCO Intercompany
Segments Segment Eliminations Total
Low High Low High Low High
2010 Full Year
Revenue 107.8 113.4 3.9 3.9 (1.5) 110.2 115.8
Pretax Net Income (Loss) 0.2 4.6 (2.6) (2.3) - (2.4) 2.3

*Note: totals may not add due to rounding
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Going Forward: 2010
Barry Sloane - CEO



Questions & Answers



Addendum



In millions of dollars

EBITDA Reconciliation

EBITDA Reconciliation from Net Income (L0osS)
For The Three Months Ended March 31, 2010

Pretax Income Interest Expense Depreciation and Q12010
(Loss) for Q1 2010 for Q1 2010 amortization for Q1 2010 EBITDA
Electronic Payment 1.084 - 0.416 1.500
Processing
Web Hosting 0.932 0.018 0.490 1.440
Small Business Finance (0.110) 0.333 0.212 0.435
All Other (0.348) - 0.045 (0.303)
Corporate Activities (1.531) - 0.090 (1.441)
EBITDA Reconciliation to Net Income (Loss)
In millions of dollars For The Three Months Ended March 31, 2009
Pretax Income Interest Expense Depreciation and Q1 2009
(Loss) for Q1 2009 for Q1 2009 amortization for Q1 2009 EBITDA
Electronic Payment 0.963 0.002 0.460 1.425
Processing
Web Hosting 0.916 0.033 0.792 1.741
Small Business Finance (0.593) 0.418 0.229 0.054
All Other (0.404) - 0.030 (0.374)
Corporate Activities (1.857) - 0.122 (1.735)
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