——
ign Exchange Securities

E——— L
Commodities Global Payments Forei

INTL FCStone






INTL FCStone Inc. provides clients
with the global market access,
liquidity and expertise they need to

serve their customers, outperform

their competitors, manage their
risk, and grow their businesses.
We do so by providing clearing
and execution, risk management
and advisory services, and market
intelligence across asset classes
and markets around the world.




FINANCIAL HIGHLIGHTS
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SELECTED SUMMARY FINANCIAL INFORMATION
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OVERVIEW

VISION & PHILOSOPHY

In 2003, the current management team reconfigured
the campany as a provider of financial services
focused on under-served clients in niche markets.
We started with equity of less than $10 million and
10 people, and with the vision that, with relentless
effort and execution, a clear focus on providing great
service and value for our clients, and using common
sense and doing the right thing rather than the easy
thing, we could build a global financial business that
might one day become a credible and recognized
franchise.

Our financial "north star” has been the remarkable
power of compounding on our shareholder capital,
which we harness to become a bigger and more
valuable business. In addition, this approach enables
us to create our own capital runway for growth.

As a result, we are less dependent on the capital
markets, and thus can be flexible and opportunistic in
approaching them.

Ironically, the great financial crisis of 2008 created
unexpected opportunities for us to accelerate our
growth, expand our capabilities and our footprint,

OUR BUSINESS

Today, we are a diversified global brokerage

and financial services firm offering a vertically
integrated product suite, including high-touch
execution, electronic access through a wide variety
of technology platforms in almost every major
global market and financial product, and insightful
market intelligence and advice, as well as post-trade
settlement, clearing and custody services. This is a
unigue product suite outside of the bulge bracket
banks, and it creates “sticky” relationships with aur
clients. We help these clients access market liquidity,
maximize profits and manage risk.

Our businesses are supported by our global
infrastructure of regulated operating subsidiaries, our
advanced technology platform and our team of more
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and thus better position ourselves for achieving

our long-term goal of becoming a larger financial
business. In the face of a more rigerous and complex
regulatory framework, we decided to invest in
retaining our broad capabilities to better serve our
clients, while many of our competitors withdrew
from markets and narrowed their offerings. When
these regulatory and related capital pressures forced
consolidation amongst smaller players, we became
an opportunistic consolidator - and at valuations
that allowed us to keep compounding our book value
without the need to incur undue amounts of goodwill

Over the last 15 years our steady, determined and
disciplined approach has helped us achieve our
compounding strategy, with shareholder capital
increasing at a compound annual growth rate of 31%,
off the back of revenues that grew at 35% CAGR.
These growth rates declined into the mid-20% range
as we became larger and as the aftermath of the
financial crises provided some significant headwinds,
but despite these headwinds, we believe that we
were still positive outliers in our industry in terms of
performance.

than 1,700 employees (as of September 30, 2018).

We believe our client-first approach differentiates us
from large banking institutions, engenders trust and
has enabled us to establish leadership positions in a
number of complex fields in financial markets around
the world.

Our revenue stream is diversified by asset class,
client type and geography, with a significant portion
of recurring revenue derived from monetizing client
balances in the form of consistent and predictable
interest and fee earnings on the float.



INTL Growth (US$ millions)
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Our Clients

We currently serve mare than 20,000 commercial
and institutional clients, and more than 80,000
retail clients located in more than 130 countries. We
believe that our clients value us for our attention to
their needs, our expertise and flexibility, our glohal
reach, our ability to provide access to liquidity in
hard-to-reach markets, and our status as a well-
capitalized and regulated organization.

Strategic Position

We believe that we are well-positioned to capitalize
on key trends impacting the financial services
sector. In particular, embracing regulatory change
has created a competitive advantage for us and has

positioned us well for continued growth. Today's
stringent regulatory requirements for financial
services firms act as barriers to entry, making it
difficult for existing and new participants to compete
with our business model.

We believe we have become a counterparty of
choice for a number of mid-sized clients that larger
institutions can no longer profitably serve. Similarly,
as the number of smaller competitors continues to
decline due to regulatory challenges and increased
capital requirements, we have gained market share
and have taken advantage of attractive acquisition
opportunities by leveraging our regulatory expertise.

2018 AMMUAL REFORT | 5



BY THE NUMBERS

$505 Million Stockholders’ Equity \\‘
Access to 36 Global Exchanges \\‘

More than 1,700 Employees Globally //'
$976 Million Operating Revenue //'
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INTL FCStone

SHARE PRICE OVER 15 YEARS
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CHAIRMAN'S LETTER

In 2018, we achieved shareholder return on equity of 11.6% and earnings
per share of $2.87 for the year. Stated after adjustment for the impact

of recent U.S, tax legislation, we achieved an ROE of 16.0%* and EPS

of $3.98.%) We believe that this performance places us in the top tier for
companies in our industry.

As Chairman, | am proud of the value that the compound effect of consistently strong return on equity
generates for our sharehalders, and we continue to favor it over other measures of value such as stock
price. As a shareholder myself, | appreciate the multiplier effect it has on our company’s book value.

We believe that our continued ability to turn strong performance into value for shareholders, coupled
with the continuation of market trends more favorable to our business, puts us in a position of strength
and will create new opportunities to deliver more value to our clients and our shareholders going
farward.

With an eye toward expanding our flexibility to seize such opportunities, we explored a potential public
debt offering in October of 2018, However, hewing to our governing principle and discipline of acting
only when "the price is right,” we chose to withdraw the offering as terms became unfavorable in the
face of sudden market instability. That said, we will continue to monitor the markets and look to re-
engage investors when conditions permit.

While industry cansolidation continues to generate acquisition apportunities for our company, only
two met our criteria this year: We strengthened our Global Payments offering by acquiring the fully
accredited SWIFT Service Bureau from PayCommerce, and we secured an EU-based footprint for INTL
FCStone post-Brexit with the acquisition in Luxembourg of Carl Kliem S.A.

Maintaining a strong company culture remains a vital component of our strategy to grow our

client base and drive shareholder value. Our people continue to be our most important assets,

and our continuing and constant objectives are to encourage and reward them for innovative and
entrepreneurial thinking. At the same time, we continue to stress the tenets of teamwaork and the
critical importance of collaborating with colleagues to sell products and services across our platform.

Into this culture, we welcome Diane L. Cooper, who has joined our board. As President and CEO of GE
Capital's Commercial Distribution Business, Diane achieved a record of strong performance amid fierce
competition and sometimes challenging market environments. She'll fit in perfectly, and | look forward
to the depth of knowledge and experience she will bring to the boardroom as we seek to maximize the
value of our company.

Moving from a welcome to a farewell, we extend our best wishes to Brian Sephton as he embarks on
a well-deserved retirement. Currently our head of Compliance and Legal, Brian has filled several key
roles in our company over his 14 years with us. We are grateful for his tireless efforts, his wise counsel,
and his unparalleled eye for the critical detail, and we are sad to lose him.

(1) A reconciliation between GAAP and non-GAAP amounts shown is provided in Appendix A

2007 2008 2009 2010 2010 2010

FCStona acquired FCStone acquirad International Assets Risk Management The Compary acguired Hanley The Company acquirad
Chicago-based MNashyille-based Holding Cosporation and Incerporated, energy risk Group companies to expand the the futures division of
Diowries-0'Neill, dairy Glabecot, eattan FCStone Group, management specialists, group's OTC trading business. Hencorp, colter, cocoa
specialists, spacialists, Inc. merged. was acquired by the newly and sugar specialists.

merged Company.



As in previous years, | will close this letter by taking stock of how far we've come as a company. Since
2002, your company has grown operating revenue from $5.2 million to $975.8 million and net income
from a loss of $300,000 to a profit of $55.5 million this year. Over the same period, shareholder equity
has grown fram $4.3 million ta $505.3 million.

As we know, the unprecedented convergence of historically low interest rates and low volatility
following the market crash of 2008 severely tested our strategy and our model. Yet, we pressed on,
and over the last several years have approached or achieved or our targets for return on equity
and earnings per share (with 2017 a notable exception). Now as interest rates and volatility climb
back toward their historic norms, we are not anly reaping the rewards of our perseverance, but also
beginning to harness the latent potential of our strategy and our model.

Against the backdrop of this growth, the past year's performance, and increasingly favorable market
conditions, we see our vision for this company truly taking shape. Today, the global markets generate
wealth and opportunity on a scale unprecedented in history; through our extensive conduits into and
between those markets, we connect our clients directly to those opportunities and help power their
growth. In doing 50, we power our own.

None of this would be possible without you, our shareholders, and all the people who deliver value to

this company every day. We are proud that we are a company run by shareholders for shareholders,
and as one of you, | remain bullish about our future.

JOHN RADZIWILL
Chairman

A NEW FORMAT

To serve our shareholders better, we've chosen this year to discuss in greater detail our vision, business,
strategy and the key perfarmance indicators we use to measure our progress and hold ourselves
accountable to our stakeholders. Our goal in doing so is to provide readers with a clearer and mare
easily comparable picture of where we've been, where we are, and where we're going from year to year.

2011 2011 2011 2012 2012 2012
International Assets Ambrian Commodities The Company acquired The Company acquired TRE Online neaws and Thea institutional
Holding Corporation Limited "ACLT), was the business of the Metals Futures Ltd., a Londan-based analysis subscription accounts of Tradewire
changed narme 1o acquired to provide Divigion af MF Glabal brakerage and clearing firm far service Comrmadity Securities, LLC. are
INTL FCStane Inc. commodities execution and upgraded to LME commercial coffee and cocoa Network is [aunched, acquired.

capabilities in the key Category Ome ring dealing customiers that also offers

LME market. membership. energy and financial products.



CHIEF EXECUTIVE'S LETTER

2018 was a record year in which we achieved some significant milestones. Our
net operating revenue approached $1 billion, shareholder funds now exceed
$500 million, and we took in more than $100 million in pre-tax earnings.

Growth in Revenue and Market Share

During the year we saw revenue growth in all our segments - all of which achieved individual high water
marks — and overall growth in operating revenue of 24%. This was due to organic growth of our client footprint
as we continue to become a more recognized franchise, and to generally more favorable market conditions.
Our business performs best when we have moderate volatility and can earn a carry on our customer float,

and we had both working for us during 2018. Volatility increases risk for hedgers and provides money-

making opportunities for speculators, so it drives more activity from both types of clients. While volatility has
increased recently, it remains generally low histarically. This will likely change as central banks continue to
withdraw from stimulus and the markets normalize.

During this record-breaking year, we continued to grow our business and build our franchise across both
commercial clients (i.e. non-financial industry companies, primarily) and institutional clients. Our strong rates
of growth in both revenue and transactional volumes substantially cutpaced the rate of industry growth -
providing evidence that we have grown market share, Our hard work aver many years is starting to pay off as
we have become a more recognized and respected player in our markets by clients, prospective employees
and competitors.

Acraoss all our segments we have margins on incremental revenue of approximately 50% (depending on
product and business mix}, which allows us to achieve significant operating margins if we can contain central
overheads. During 2018, we achieved an 18% increase in net operating revenues with fixed compensation only
growing by 4% and all other fixed costs growing by 6%, driving operational leverage to the bottom line,

Over the last two years, as more normalized market conditions have returned, we now have a number of
highly predictable revenue sources from interest and fees, which cover an increasingly material portion of
the central overhead required to operate our franchise. Covering the bulk of our costs with a high degree of
certainty provides greater "ballast” and predictability to our earnings.

Adding Companies and Capabilities - Patiently

We continued to see many small-to medium-sized acquisition opportunities — proof that that the industry
trend towards consolidation continues. We remain patient and disciplined in evaluating these opportunities
and making sure there is a good cultural fit (a client-first mentality), clear strategic value to our franchise in
the form of either client relationships or added capabilities, and ability to be financially accretive quickly. Very
few opportunities pass muster, but we did conclude two small, bolt-on acquisitions during the year, and one
right after year end, none of which were considered material but all of which add value to our franchise.

Carl Kliem S.A, is an independent interdealer broker based in Luxembourg, a leading European financial hub,
The company provides foreign exchange, interest rate and fixed-income products to a diverse, institutional
client base across the European Union. Carl Kliem S.A. employs approximately 40 people and has more

2013 2013 2013 2014 2015 2015

INTL FC5tona The Company #ccownts of First The Company The Company completas the INTL FCStone inc

Markets LLC exits its physical American Capital and completes the acquisition of GX Clarke & consolidates its

registers as a base metals Trading Corp. acquired, consalidation of its Co, & institutional dealer in securities, rates and FCM

swap dealer. business. adding correspondent twin UK subsidiaries, LA government securities, Businesses into INTL
cleaning service INTL FCStane Ltd federal agency and mortgage- FC5tane Financial Inc.
capabilities, and INTL Glahal backed securities.

Currencies Ltd.



than 400 active institutional clients. This acquisition provides us with a diverse offering and complementary
relationships for a wide range of our products. As a fully regulated EU entity, it also secures our market
presence in the European Union as the Brexit process plays out.

PayCommerce Financial Solutions, LLC is a fully accredited SWIFT Service Bureau provider. The acquisition
enables us to act as a SWIFT Service Bureau for our 300-plus correspondent bank network, thus providing
another important service for delivering cross-border payments in local currencies to the developing world.
In addition, we upgraded our regulatory status in Brazil to allow us to handle larger payments locally. While
this process took the better part of three years to complete, we saw an immediate uptick in revenue as we
enhanced our capabilities in this key payment corridor.

Just after year end, we reached agreement to acquire the New York-based broker-dealer formerly known as
Miller Tabak Roberts, an institutional fixed income business specializing in high yield, convertible, emerging
market and distressed debt. This acquisition brings with it more than 40 experienced professionals, expands
our current fixed income product offering, and adds more than 2,400 institutional relationships. We expect
that our existing clients will benefit from these additions to our offering, while our newly acquired clients will
benefit fram the consolidation of the former Miller Tabak Roberts offering and our own offering.

Regulation Creates Opportunity

During the year, we saw the MiFID Il regulatory regime come into effect (as well as new Basel bank
requirements) in the European Union. This is an update of MiFID |, and together, they constitute the European
equivalent of Dodd-Frank. Its aim is to bring greater transparency to financial markets and better protection
to investors. This is a massive piece of regulation which has had, and will continue to have, wide-ranging and
perhaps unforeseen consequences. We have taken the view that we are in the regulation business and that
this in turn provides us with a competitive advantage, We do not believe that our current activities will be
adversely impacted materially by this new regulation, which has created a more complex environment in
Europe and for European-based banks and brokers. We believe that this will be a positive development for us
in the medium term and beyond.

The Downside of Volatility

While moderate volatility drives client activity, extreme volatility causes liguidity stress on our clients that
must meet margin calls. If they cannot, their accounts are liguidated - resulting in potential losses for these
clients and perhaps charge-offs for us if they fail to meet their obligations. After our 2018 fiscal year end, we
experienced just such an event when both natural gas and crude oil experienced historic moves. In the case
of natural gas, the daily move on successive days reached multiples of the standard exchange requirements.
A number of FCM client accounts, managed by a commodity trading advisor, were adversely affected by these
price moves. While we had required significantly increased margin from these accounts, the price moves were
so extreme that all positions in these accounts had to be liquidated - resulting in a significant aggregate debit
balance. While the aggregate debit was within our worst-case stress test scenario, it was nonetheless a painful
reminder that markets can swing suddenly and improbably — more often than we think. We continue to pursue
collection of these receivables in the ordinary course of business.

2016 2016 2017 2018 2018 2018

Thie Company completas The Company agrees The company The Company bolsters its Tha Company secures INTL FCStone axpands its
acquisition of the to acguire the London- re-launches the former Global Payments offering a post-Brexit footprint institutional affering with
coffEspandent securities based EMEA oils bismess independent wealth by acquiring the SWIFT in the EL by acquiring the acquistion of US-
clearing business and of ICAP plc, expanding adwisory service of Sterne Service Bureau of Luxembourg-hased based broker-dealer GMP
independent weaalth the Company's global Ages LLC a5 58 Stone FayCammerce Carl Kliem Sa. Securities LLC [formerly
managernent business energy capabilities, Wiealth Management Inc. Miller Tabak Roberis)

from Sterme Agee, LLC.



CHIEF EXECUTIVE'S LETTER

STRATEGY

To achieve our vision of becoming a best-in-class financial franchise and our key financial objective of
compounding our capital at 15%, we need to run a resilient and growing business despite the highly cyclical
nature of the markets we operate in.

We focus on mitigating exposure to market risk, ensuring adequate liquidity to maintain our daily operations,
and making non-interest expenses variable, to the greatest extent possible. Our strategy is to employ

a centralized and disciplined process for capital allocation, risk management and cost control, while
delegating the execution of strategic objectives and day-to-day management to our experienced people, This
requires high-quality managers, a clear communication of performance objectives, and strang financial and
compliance controls. We believe this strategy will enable us to build a more scalable and significantly larger
organization that still embraces an entrepreneurial approach to business, supported and underpinned by
strong centralized financial and compliance controls,

KEY PERFORMANCE INDICATORS

We have, since our inception, set out some simple but effective key performance indicators to monitor our
strategic progress and hold ourselves accountable. Because we take a long-term approach, all of these
indicators are focused on long-term performance and we recognize that we may underperform at times in
adverse markets and, similarly, outperform when we have tailwinds.

Compounding Capital:

Target: Annual shareholder return on equity of 15%
This objective implies growing our net earnings by

a similar amount annually as our retained earnings
grow. Our executive and senior management
compensation plans use this target for annual bonus
determination.

The chart below presents ROE and Adjusted ROE for
the last five fiscal years. In fiscal 2014, 2015, and 2018,
there is no difference between ROE and Adjusted
ROE. In fiscal 2017, Adjusted ROE excludes the bad
debt on physical coal, net of incentive recapture. In
fiscal 2018, Adjusted ROE excludes the impact of H.R.

We now have the benefit of evaluating our
performance through perhaps the worst business
cycle for financial companies in a generation —

the great financial crisis. For us this was the worst
possible environment for our business due to
historically low volatility crimping client volumes,
zero interest rates on our client float and significantly
increased regulatory cost and capital. Despite these
conditions, we still recorded positive annual ROE

in the high single digits — below our target, but still
better than most of our peers. We are pleased that
our business model achieved the desired result even
in these dire conditions.

As market conditions have normalized, with central
banks around the world starting to retreat and
allowing some modicum of volatility and interest
rates to prevail (although still historically low), we
have performed better and in 2018 exceeded our 15%
target on an adjusted basis.
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1, the Tax Cuts and Jobs Act ("Tax Reform”) and had
debt an physical coal. A reconciliation between ROE
and Adjusted ROE is provided in Appendix A,

ROE and Adjusted ROE

20.0% ROE W Adjusted ROE
15.0%
10.0%
5.0% I
0.0% I

2014 2015 2016 2017 2018

We saw our adjusted return on equity expand due to
higher interest rates, which increased earnings on our
float substantially, nearly all of which drops to the
bottom line. Slightly elevated volatility also drove
maore volume on our platform. In addition, we also
saw strong underlying growth in our client footprint,
as we added new accounts at a healthy rate and
realized some market-share gains.

|



Product Diversification and Client Footprint Expansion
Target: Grow our offering and footprint prudently to guard against individual market cyclicality.

One of the key ways we have both grown our
revenue and mitigated the inherent cyclicality

in aur individual markets is through revenue and
client diversification. We have actively expanded
our capabilities into different asset classes, markets
and client segments, which both diversifies our
revenue and creates a more valuable financial
netwark for our clients, as they can avoid the need
for multiple brokers. On the client side, we started
by focusing on commercial clients looking to hedge
their financial risks, as we saw this as providing a
durable stream of revenue. We expanded this client
hase geographically and by industry. More recently
we have significantly grown our footprint with
institutional clients looking to access the markets
through our network to gain exposure and make

money trading or investing. We also deal with a
large and growing number of financial institutions.
Finally, we increasingly serve a retail client base
(mainly through intermediaries). All of this creates
traffic over our network and grows our client
balances and float income.

The chart below shows the increasing diversification
of segment income, which protects our bottom line.

During 2018, we saw continued strong growth and
expansion of our commodities hedging segment in
Europe, which added diversification. In addition, the
acquisitions mentioned above provided both client
and product diversification.

Segment Income

B Commercial Hedging [l Global Payments

Securities

2014

Physical Commadities

W Clearing & Execution Services

2018

16%
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CHIEE EXECUTIVE S LETTER

Intellectual Capital:

Target: 5 -10% organic growth in revenue
producers.

We recognize that this is often a "guality-not-
guantity” metric. Our business is based on sticky,
long term and meaningful value-added relationships
with our clients, While we are increasingly looking
to leverage our professional staff with appropriate
technology to drive efficiencies, people and
intellectual capital matter. Over the past 10 years, as
we have grown our capabilities, it has become easier
to attract the caliber of talent we need to drive our
business. As always, we take a patient and persistent
approach to attract people who think as we do and
want to build a long-term client-centric business.

Efficiency in Driving Revenue Growth

Target: Minimum return per front office producer

of $1 million per annum.

This is a key measure of our success in productivity
and efficiency in driving revenue through use of
technology as well as leveraging existing client
relationships and expanding our products and
capabilities.

We have comfortably exceeded this target in
recent years. The 2018 increase of 16% to $1.5
million per annum average is reflective of better
market conditions, as well as our progress on better
leveraging our revenue producers with technology
and better leveraging our growing capabilities into
our client relationships.

Efficient and Scalable Infrastructure

of Revenue-producing staff is

To ensure that we keep an efficient and scalable
infrastructure, we target that more than 50% of our
employees should be client-facing and generating
revenue. This forces us to control support and
infrastructure costs and drive efficiencies with
technology.

142018 ANNUAL REPORT

Number of Front Office Staff

2014 2015 2016 2017 2018

We managed to attract good talent during 2018, and
the acquisitions mentioned above will bring even
more proven and experienced talent to the company.

Revenue Per Front Office Head
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We have not consistently achieved this target for

the better part of five years largely due to the high
minimum infrastructure and operational costs related
to the clearing, settlement and custody side of our
business. We are working incrementally to address
this in two ways: 1) better use of technology to reduce
operational costs, and 2) achieving better scale an
our clearing platform (especially securities) driving
the operational leverage in this business.

Flexible Cost Structure

Target: =50% of our total costs variable to
revenue.

To compound our capital consistently, we need to
ensure that we have a resilient business model with
a highly flexible cost structure to protect our bottom
line through the inherent cyclicality of the markets.

We dao this by limiting fixed costs - especially fixed
compensation, which represents our largest expense.

This target has been achieved for the last five years.

Compensation Ratio

Target: Ratio of total compensation to operating
revenue less than 40%.

Compensation is our largest single expense and must
be managed effectively.

We adopt a transparent and flexible compensation
model that limits fixed costs but rewards
performance and puts us in a partnership
arrangement with our key people. We believe that
successful people in our industry are attracted to
such arrangements. However, we also balance

this approach with the need to ensure that overall
compensation cost is proportional to the return
shareholders require for supporting the costs, capital
and risks associated with providing our platform.

We saw a decrease in this metric from approximately
43% in 2015 to 39% in 2017, when we acquired the
Sterne Agee securities clearing operations. This
clearing business was below scale and not covering
its fixed costs when acquired. Subsequently, it

has added more than 30 correspondent clearing
relationships and is now both profitable and starting
to realize operational leverage.

Variable Cost Ratio

016 017

Compensation to Operating Revenue

2014 2015 2018 2017 2018
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Risk Metrics - De

Minimis Directional Risk and

Our goal is to minimize the directional risk we take
when acting as a principal to ensure that we take on
limited risk and ensure stable, consistent revenues.

We seek to act as a facilitator to our clients in
accessing the global trading markets and minimize
taking direct market risk. In certain of our business
activities, we act as a principal to facilitate client
trade execution, and for such transactions, we seek to
offset market risk through matched transactions and
hedging, and limit as much as possible the length of
our holding period.

We monitor our success in mitigating market risk
through proxies, which include analyzing the
variance of daily trading profitability and bad debt
exposure. Our daily trading profitability tends to
follow a bell-curve distribution, which we believe

Risk Metrics - Bad Debt Expense

Target: bad debt less than 1% of annual
operating revenue.

As a clearer, we guarantee the performance of our
clients to the exchanges and counterparties that

they execute trades with, and as such, we assume
counterparty risk. Our risk department calibrates our
risk to ensure that, in a normal market environment,
our client charge-offs are proportional to our capital
and operating revenue, and also to ensure that in the
times of severe market stress (Black Swans), we avoid
catastrophic loss and are able to continue to function
normally.

We fulfill an essential function within the market
structure and we are becoming increasingly
important in filling this role as consolidation in the
sector continues. Our risk department reviews the
creditworthiness of our clients and their ability
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reflects our limited exposure to direct market risk. In
this regard, we did not have a daily marked-to-market
loss in 761 trading days during the period from
October 1, 2015 through September 30, 2018, even
during periods of extreme market volatility.

Bad Debt, Excluding Coal

B Bad debt, excluding physical coal == As a % of Operating Revenues

360 1.4%
7.0 1.2%
56,0 1.0%

g 5.0 0.8%
% $4.0 08%
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(1) In fiscal 2007 and 2018, bad debt excludes bad debt on
physcial coal of $47.0 million and 51.0 million, respectively.

to perform on their obligations, including making
margin calls to cover negative market moves.

The chart above provides our annual charge offs
and is empirical evidence of our risk management
approach,



FINANCIAL PERFORMANCE

As putlined in the prior sections, we believe that we offer our clients an experience that is not available
through other financial intermediaries. Clients receive superior execution services, including "one call” trader
access and market intelligence traditionally provided only by large, diversified global banks. Our unique
offering provides many of our clients with products and services that are often inaccessible to them due to
their middle-market size, and that our competitors cannot offer due to a lack of size and scale.

We believe that this combination creates strong and lasting client relationships and provides us with
opportunities for revenue growth through cross-selling. Our deep relationships are evidenced by strong client
growth in all business lines, including a net gain of maore than 3,100 clients since 2017, and by our long-
standing client relationships. We employ a data-driven approach to consistently tailor our product offerings to
the changing needs of our clients and continuously monitor the resources they use and activities they pursue.

Within this context, we achieved strong operating revenue growth of $191.8 million, for a total of $975.8
million in fiscal 2018 - a 24% increase over the prior year. The return of some periods of volatility in our key
markets resulted in increased client activity and a widening of spreads in fiscal 2018, which combined with
increases in short-term interest rates and average client balances, resulted in record operating revenues in all
five of our reporting segments.

Overall segment income increased 55%, with Commercial Hedging and Physical Commodities adding $23.6
million and $48.0 million respectively. Clearing and Execution Services added $17.9 million, while our Global
Payments segment added $9.2 million. These gains were modestly offset by a $5.8 million decline in Securities
segment income.

Net income increased $49.1 million to $55.5 million in fiscal 2018 compared to fiscal 2017, primarily related
to the growth in operating revenues as well as the reduction in bad debt related to the physical coal business.
Net income in fiscal 2018 includes an estimated one-time income tax charge of $19.8 million related to the
enactment of U.5. Tax Reform. This charge is related to the re-measurement of our deferred tax assets and
liabilities arising from a lower U.S. corporate tax rate and shift to a territorial tax regime as well as a charge
related to the deemed repatriation of unremitted earnings of foreign subsidiaries. Excluding the impact of Tax
Refarm, net income in fiscal 2018 would have been $75.3 million™

On the expense side, we continue to focus on maintaining our variable cost model and limiting the growth of
our non-variable expenses. To that end, variable expenses were 61% of total expenses in fiscal 2018 compared
to 53% in the prior year period. Non-variable expenses declined $30.7 million versus the prior year. However,
excluding the bad debt on physical coal, non-variable expenses increased $15.3 million year-over-year or 5%.

PERFORMANCE BY CLIENT TYPE

Increasingly, our business is centered on commercial clients looking to hedge and mitigate financial risks
inherent in their operating businesses, and on institutional clients looking to either invest or trade in the
financial markets. In addition, we have our Global Payments platform, which is increasingly driven by banks
and financial institutions, and in many ways is a technology-driven platform.

Commercial Clients

Through our Commercial Hedging and Physical Commodities segments, we provide our 7,000 to 10,000
commercial clients globally with a high-value-added and high-touch service that we believe differentiates us
from our competitors and maximizes the opportunity to retain them as clients. Our services are designed to
quantify and monitor commercial entities’ exposure to commadity and financial risk, develop plans to control
and hedge those risks, and provide post-trade reporting against specific client objectives. Our clients are
assisted in the execution of their hedging strategies through a wide range of products, from listed exchange-

(1) A reconcillation between GAAP and non-GAAF amaunts shown is provided in Appendix A.
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traded futures and options to basic OTC instruments that offer greater flexibility to structured OTC products
that are customized to suit the client's individual risk profile and needs. To our mid-sized clients, we offer
structured products that are usually reserved for the largest clients of global banks, as well as high-touch risk
management consulting traditionally associated with smaller boutiques. These clients include producers/
end-users, wholesalers and merchants, corporations, introducing brokers, grain elevators, merchandisers, and
importers/exporters across many industries globally.

Our services span a majority of traded commodity markets, with the largest concentrations in agricultural
and energy commodities (consisting primarily of grains, energy and renewable fuels, coffee, sugar, cotton and
food service), as well as in base and precious metals products, We also provide execution of foreign currency
forwards and options and interest rate swaps, as well as a wide range of structured product solutions to our
commercial clients that are seeking cost-effective hedging strategies.

To further complement these capabilities, we also have a physical commodities capability in both metals and
agricultural markets where we can, on a selective base, assist our clients in procuring or selling commodities
or by-products, arrange logistics support and financing for these products, or embed risk management
programs in physical contracts to enable our clients to bypass the accounting complexities involved in using
derivatives.

This set of exchange-listed, OTC and structured products, combined with our physical capabilities, is
unmatched by our competitors, and we are seeing more extensive use of these capabilities by our commercial
clients. Again, this creates the kind of “sticky” relationships that are 1) more meaningful for our clients, as we
can solve most, if not all, of their hedging requiremeants, and 2) more valuable to us, as they create annuity-
type revenue streams.

While our offering to these commercial clients is "high touch,” with a relatively large education and advisory
component, we are developing the technology to do this mare efficiently and thus better leverage the
experience and expertise of our brokers. For example, we are looking to launch a digitized interface for all
of our clients, giving them a 360-degree view of all of their touchpoints with our organization. At the same
time, this interface will give our brokers the entire integrated view of a client’s relationship with us. We have
already digitized our market intelligence offering, which allows us to track the usefulness of each individual
report, as well as identify potential marketing leads from reader patterns.

During 2018, we launched a platform that enables clients to build structured products online from a set of
building blocks, and simulate outcomes to potentially determine the most suitable combination of products
relative to their needs, all with live pricing. Our precious metals business offers an industry-leading trading
platform that is driving volumes, as well as a first-in-industry online platform for physical trading of gold and
other precious metals. This platform prices available metal to desired locations and currency - inclusive of
foreign exchange and logistics costs. All of these tools are customized to meet client needs and to provide
them with greater convenience and added value.

Aggregate net operating revenue from our commercial clients in fiscal 2018 was $271.2 million (Commercial
Hedging - $226.4 and Physical Commodities - $44.8). This aggregate revenue was up 17% for the year and
constituted approximately 47% of total net operating revenue.

Aggregate net segment income from our commercial clients in fiscal 2018 was $113 million (Commercial
Hedging - $96.4 million and Physical Commodities - $16.6 million) and constituted approximately 43% of total
net segment income.
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Institutional Clients

Through our Securities and Clearing and Execution Services segments, we service our global institutional
clients by providing liquidity and trade execution, as well as electronic access (through a wide variety of
technology platforms) to a number of important global markets. These include more than 40 derivatives
exchanges and most global securities exchanges, as well as a variety of global execution facilities and
liguidity sources. Our clients include professional traders, funds, institutional money managers, commercial
bank trust and investment departments, broker-dealers, insurance companies, introducing broker dealers and
their clients.

Asset and product types include listed futures and options on futures, equities, mutual funds, equity options,
corporate, government and municipal bonds and unit investment trusts. We believe we are one of the leading
market makers in foreign securities, as we make markets in more than 5,000 ADRs, GDRs and foreign ordinary
shares - of which 3,600-plus trade in the OTC markets. In addition, we will, on request, make prices in more
than 10,000 unlisted foreign securities. We provide value-added solutions that facilitate cross-border trading
and believe our clients value our ability to manage complex transactions, including foreign exchange, utilizing
our understanding of local market convention, liquidity and settlement protocols around the world.

We act as an institutional dealer in fixed income securities, including United States Treasury, United States
government agency, agency mortgage-backed and asset-backed securities. We are also a broker-dealer in
Argentina, where we are active in providing institutional execution in the local capital markets. Through our
London-based Europe, Middle East and Africa oil voice brokerage business, we provide brokerage services
across the fuel, crude and middle distillates markets to more than 200 commercial and institutional clients
throughout these regions.

We also originate, structure and place debt instruments in the international and domestic capital markets.
These instruments include complex asset-backed securities (primarily in Argentina) and domestic municipal
securities. We also actively trade in a variety of international debt instruments, as well as operate an asset
management business.

As part of our integrated offering, we provide competitive and efficient clearing an major futures and
securities exchanges globally, as well as prime brokerage in major foreign currency pairs and swap
transactions. Additionally, we provide clearing of foreign exchange transactions, in addition to clearing of a
wide range of OTC products.

Over the last three years, we have significantly expanded our institutional capabilities and client footprint

via some key strategic acquisitions. Our acquisition of Sterne Agee's Correspondent Clearing and Wealth
Management husinesses added correspondent securities clearing and wealth management capabilities

to our product and service offering. The acquisition of G.X. Clarke & Co,, an institutional dealer in United
States government securities, federal agency and mortgage-backed securities, helped deepen relationships
with approximately 650 institutional accounts. More recently, our 2018 acquisition of Carl Kliem S.A, a
Luxembourg-based and EU-regulated inter-dealer broker with more than 400 institutional relationships,
expands our institutional market coverage in Europe. We also increased our offering with the purchase of U.S-
based broker-dealer GMP Securities LLC (formerly Miller Tabak Roberts), which adds new products and more
than 2,400 institutional relationships,

Finally, during late 2018, we started an agency execution business in U.S. equities — a significant market where
we have little presence but some name recognition as a result of our leading position as a market-maker in
foreign securities. We have been recruiting experienced people with deep institutional relationships who would
be able to leverage our expertise and name recognition. We also have started to leverage our clearing and
custody capabilities into a prime brokerage capability for hedge funds, which is a new client segment for us.
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Aggregate net operating revenue from our institutional clients in fiscal 2018 was 5217.2 million (Clearing and
Execution - $122.6 million and Securities - $94.6 million). This aggregate revenue was up 10% for the year and
constituted approximately 37% of total net operating revenue,

Aggregate net segment income from our institutional clients in fiscal 2018 was $89.1 million (Clearing and
Execution - $48.3 million and Securities - $40.8 million). This aggregate segment income was up 16% for the
year and constituted around 34% of total segment income.

Global Payments

We provide global payment solutions to banks and commercial businesses, as well as charities and both
government and nongovernmental organizations, or NGOs. We offer competitive and transparent pricing in
approximately 140 currencies, which we believe is more than any other payments solution provider.

Our proprietary FXecute global payments platform is integrated with a financial information exchange ("FIX")
pratocol. This FIX protacol is an electronic communication methed for the real-time exchange of information,
and we believe it represents one of the first FIX offerings for cross-border payments in non-G20 currencies. FIX
functionality allows clients to view real-time market rates for various currencies, execute and manage orders
in real-time, and view the status of their payments through an easy-to-use portal. Additionally, as a member of
the Society for Worldwide Interbank Financial Telecommunication (“SWIFT™), we are able to offer our services
to large money centers and global banks seeking more competitive international payments services.

Three factors have opened opportunities for competitors in this market: 1) the general lack of transparency in
bank offerings in the global payments market with regard to fees and exchange rates, 2) the banks’ often more
expensive services, and 3) the lack of systematic regulation in and across destination countries. We believe
that we are a disrupter here, offering significant value to our bank, corporate and NGO/charities clients by
providing competitive and transparent payments solutions {in particular to non-G20 currencies) through an
efficient technology platform.

During 2018, we upgraded our regulatory status in Brazil and now have a fully-fledged domestic payments
capability handling both in-bound and out-bound payments. This is one of the major payments carridors
globally, and we saw an immediate and noticeable uptick in the volume and size of in-bound payments. Over
the medium term, we hope to see the same for out-bound payments.

Increasing globalization and the growth of international trade, as well as the need of corporations,
institutions, and individuals to move money across borders efficiently, have driven growing activity in the
global payments industry. Volume growth in the global payments market has been steady, driving revenue
growth for cross-border payments providers, Increasingly, this volume growth comes from transactions to
emerging economies, benefiting those few providers (such as us) that have a strong competitive position
in those emerging economies and an extensive correspondent bank network, which would be difficult to
replicate.

MNet operating revenue from our Global Payments business was $93.5 million, up 16% for the year and
constituted approximately 16% of total net operating revenue.

Net segment income was $59.8 million, up 18% for the year and constituted around 23% of total segment
income,

LOOKING AHEAD

Our core business performed well during 2018, as better market conditions unleashed the true earnings power
of our business model. Our return on equity was 11.6%. When adjusted for the impact of U.5. Tax Reform, it was
16.0%%, which is above our long-term target and a best-in-class performance, in our estimation.

(1) A reconciliation between GAAP and non-GAAP amounts shown is provided in Appendix 4.
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We plan to continue to leverage our unigue “all-through-one” business model and product offering, as we
believe it will continue to draw clients to our platform as industry consolidation continues, as well as enable
us to create deep client relationships, grow client balances, and increase clearing and execution revenues.

We continue to see gains in market share and attract new clients that are underserved by the global banks,
capitalizing on our position as one of the few publicly listed mid-sized financial services companies that offers
clients futures and options products through our well-capitalized independent FCM, structured products
through our swaps dealer, and securities through our broker-dealer division.

Management's priority is to remain laser-focused on our goal of becoming a best-in-class financial franchise
by relentlessly pursuing the following objectives:

+ Adding products and capabilities, either organically or through disciplined acquisition, to make us a
counterparty of choice for commercial and institutional clients looking to access markets with efficient
execution as well as post trade clearing, settlement and custody services.

« Expanding into client segments and geographies where we are under-represented, by acquiring suitable
talent through recruitment or disciplined acquisition of teams.

= More tightly integrating our offerings, platforms, marketing strategy and customer experience in order to
make the relationship more meaningful for the customer, “stickier” for the company, and more valuable to
us both.

+ Investing in client-facing technology - through an efficient mix of proprietary and industry-standard
platforms to better leverage our intellectual capital in driving revenue growth and providing customers
easier and more efficient access to our products and services

= Create a scalable execution and clearing infrastructure where costs per transaction are decreasing in
absolute terms.

+ Robust environment to dynamically allocate capital and resources to create maximum long-term value for
sharehalders.

«  Multi-layered risk management to ensure that we achieve the best risk-adjusted return for our business.

We believe that we have made significant strides aver the last couple years, as evidenced by our financial
performance, and have becoming increasingly recognized as a broker and counterparty of choice globally.
We are well positioned and excited about the prospects ahead.

On behalf of the executive management team, | want to firstly and most importantly thank all of our clients
for without you we have no business; we know we have to earn your trust every day by adding value to your
business, Thanks also to everyone on our amazing INTL FCStone team for their exceptional contributions
during this productive year, our Board and advisors for their guidance, our bankers for their financial support,
and our stockholders for entrusting their capital to us.

SEAN M. O'CONNOR
Chief Executive Officer
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INTL FCSTONE INC.

Corporate Governance Statement

The Company is committed to high standards of corporate governance and has put in place a framework that fosters
good governance, is practical for a company of our size and satisfies our current listing and regulatory requirements, The
Company has instituted a Code of Ethics that demands honest and ethical conduct from all employees. Specific topics
covered are conflicts of interest, fair dealing, compliance with regulations and accurate financial reporting.

Executives

The roles of Chairman and CEQ are split. The CEQ and CFO make all necessary representations to satisfy regulatory and
listing requirements. Executive compensation is detarmined by a Compensation Committee composed exclusively of
independent directors.

Board Of Directors

The Company has a Board of Directers consisting of one executive, one non-independent, and nine non-executive
directors, all nine of whom are independent. The Chairman is a non-executive director, The Board oversees the strategy,
finances, operations and regulatory compliance of the Company through regular quarterly meetings and additional
special meetings when required. The non-executive directors regularly meet independently of the executive directors. The
MNominating & Governance, Audit, Compensation and Risk Committees are each composed of at least three independent
directors. The Audit Committee meets the SEC reguirement that at least one of its members should be a financial expert.

Financial Reporting And Internal Control

The Company strives to present clear, accurate and timely financial statements. Management has a system of internal
controls in place, regularly assesses the effectiveness of these controls and modifies them as necessary. Risk management
is an important aspect of this system of internal contrals, and the Risk Committee monitors compliance with risk policies,

Investor Relations

The Company seeks to provide accurate and timely information to stockholders and other stakeholders to facilitate a
better understanding of the Company and its activities. The Company seeks to distribute such information as widely as
possible through filings on Form &-K, press releases and postings on its website, www.intlfcstone.com.

Forward-Looking Statements

This Annual Report contains "forward-looking statements” within the meaning of Section 274 of the Securities Act of 1933
and Section 21E of the Securities Exchange Act of 1934, These forward-looking statements involve known and unknown
risks and uncertainties, many of which are beyond the Company's control, including adverse changes in economic, political
and market conditions, losses from the Company's activities arising from customer or counterparty failures, changes

in market conditions, the possible Loss of key personnel, the impact of increasing competition, the impact of changes

in government regulation, the possibility of liabilities arising from violations of laws or regulations and the impact of
changes in technology on our businesses. Although the Company believes that its forward-looking statements are based
upon reasonable assumptions regarding its businesses and future market conditions, there can be no assurances that

the Company’s actual results will not differ materially from any results expressed or implied by the Company's forward-
looking statements. The Company undertakes no obligation to publicly update or revise any forward-looking statements,
whether as a result of new information, future events or otherwise. Readers are cautioned that any forward-looking
statements are not guarantees of future performance.
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APPENDIX A

The tables below present net income and diluted earnings per share as reported in accordance with Generally Accepted
Accounting Principles (*GAAPT). The tables below also present reconciliations to adjusted net income, adjusted diluted
earnings per share and adjusted ROE, which are non-GAAP measures.

The adjusted non-GAAP amounts reflect each item after removing the impacts of Tax Reform for the year ended
September 30, 2018 and the bad debt on physical coal, net of incentive recapture for the years ended September 30, 2017
and 2018, Management helieves that presenting our results excluding Tax Reform and the bad debt on physical ceal, net
of incentive recapture is meaningful, as it increases the comparability of period-to-period results,

{in millians) For the Year Ended
mmnﬁ.wmmdm September 30, 2018
Met income as reported (GAAP) 5555
Bad debt on physical coal, net of 10
incentive recapture, net of tax ’
Impact of Tax Reform 19.4
Adjusted net income (non-GAAF) 5763
(i millions) For the Year Ended
Siculation of adinsted dikuted eamings per September 30, 2018
Adjusted net income (non-G AP 5763
Lesa: allocation to parscipati
securities (c) R e 12
Adjusted net income allocated to comman $751
stackholders (non-GAAF) -
Divided by diluted weighted-zverage comman
shares used in the calculation of adjusted 16,934,430
diluted earnings per shara
Adjusted diluted eamings per share
non-GAAF} “ §398
{in millions) For the Year Ended
mﬂlll::‘n:.?:lmmnm.ﬂw ber 30, 2014 ber 30, 2015 ber 30, 2016 mber 30, 2017 ber 30, 2016
Met income, as reparted (GAAF) 5193 5557 §547 564 §$555
Bad debit on physical coal, net of incentive
recapture, ruep(ul fax 3 - - . 394 10
Impact of Tax Reform - - - - 158
Adjusted net income (non-GA&F) 5193 5557 §547 5458 $ 763
kholders' Equity, beginning of fiscal year $3353 53454 53971 54338 54499
Stockholders’ Equity, end of fiscal year 53454 33971 34338 344939 55053
Average of Stockholders' Equity $340.4 53713 §4155 54419 54776
Adjusted ROE 2% 150 153.2% 10.4% lals

241 2018 ANNUAL REFORT



OFFICE LOCATIONS

HEADQUARTERS
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