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This presentation regarding HashiCorp, Inc, referred to as “HashiCorp,” the “company,” “we,” “us” or “our,” or in similar terms contains forward-looking statements about us and our industry that involve
substantial risks and uncertainties, some of which cannot be predicted or quantified. All statements other than statements of historical fact contained in this presentation, including statements regarding our
future results of operations or financial condition, business strategy, plans and related outcomes, market size and growth opportunities, and objectives of management for future operations, are forward-looking
statements. In some cases, you can identify forward-looking statements because they contain words such as “anticipate,” “believe,” “contemplate,” “continue,” “could,” “estimate,” “expect,” “hope,
“may,” “might,” “objective,” “ongoing,” “plan,” “potential,” “predict,” “project,” “should,” “target,” “will,” or “would” or the negative of these words or other similar terms or expressions.

intend,”

We have based the forward-looking statements contained in this presentation primarily on our current expectations and projections about future events and trends that we believe may affect our business,
financial condition, results of operations, prospects, strategy, and financial needs. The outcome of the events described in these forward-looking statements is subject to risks, uncertainties, assumptions, and
other factors, including, among other things, our success in selling our products, our financial results, our ability to protect our intellectual property rights and any costs associated therewith, the future trading
prices of shares of our Class A common stock, our ability to compete effectively with existing competitors and new market entrants, the effects of any existing or future claims or litigation, our ability to comply
with modified or new laws and regulations applying to our business, and our operations, and the other risks, uncertainties, and assumptions. These risks, uncertainties, assumptions, and other factors are
described in greater detail under the heading “Risk Factors” in our most recently filed 10-K and Form 10-Q, as well as in other documents we file from time to time with the Securities and Exchange Commission
(the “SEC"). These and other important factors may cause actual results, performance, or achievements to differ materially from those expressed or implied by these forward-looking statements. Moreover, we
operate in a highly competitive and rapidly changing environment. New risks and uncertainties emerge from time to time, and it is not possible for us to predict all risks and uncertainties that could have an
impact on the forward-looking statements contained in this presentation. The results, events, and circumstances reflected in the forward-looking statements may not be achieved or occur, and actual results,
events, or circumstances could differ materially from those described in the forward-looking statements.

In addition, statements that “we believe” and similar statements reflect our beliefs and opinions on the relevant subject. These statements are based on information available to us as of the date of this
presentation. While we believe that such information provides a reasonable basis for these statements, such information may be limited or incomplete. Our statements should not be read to indicate that we
have conducted an exhaustive inquiry into, or review of, all relevant information. These statements are inherently uncertain, and investors are cautioned not to unduly rely on these statements.

Except as required by law, we undertake no obligation to update publicly or otherwise any forward-looking statements for any reason after the date hereof. We may not actually achieve the plans, intentions, or
expectations disclosed in our forward-looking statements, and you should not place undue reliance on our forward-looking statements.

This presentation also contains estimates and information concerning our industry, including market position, market size, and growth rates of the markets in which we participate that are based on industry
publications and reports. This information involves a number of assumptions and limitations, and you are cautioned not to give undue weight to these estimates. In addition, projections, assumptions, and
estimates of our future performance and the future performance of the markets in which we operate are necessarily subject to a high degree of uncertainty and risk. We have not independently verified the
accuracy or completeness of the data contained in these industry publications and reports.

This presentation includes certain financial measures that are not presented in accordance with generally accepted accounting principles in the United States (“GAAP”), such as, among other things, non-GAAP
remaining performance obligations, non-GAAP gross profit, non-GAAP gross margin, non-GAAP cRPO, TTM non-GAAP Free Cash Flow (“FCF”) margin, non-GAAP operating loss, non-GAAP net loss per share,
non-GAAP R&D expenses, non-GAAP S&M expenses, non-GAAP G&A expenses, non-GAAP operating expenses and non-GAAP operating margin to supplement financial information presented in accordance with
GAAP. We are presenting these non-GAAP financial measures because we believe that, when taken collectively, they may be helpful to investors because they provide consistency and comparability with past
financial performance by excluding certain items that may not be indicative of our business, results of operations, or outlook. However, non-GAAP financial measures have limitations in their usefulness to
investors because they have no standardized meaning prescribed by GAAP and are not prepared under any comprehensive set of accounting rules or principles. Such measures are presented for supplemental
informational purposes only and should not be considered in isolation or as a substitute for our consolidated financial statements, and should not be construed as alternatives to financial measures determined
in accordance with GAAP. A reconciliation of these measures to the most directly comparable GAAP measures is included in the Appendix to this presentation .

The non-GAAP measures as defined by us may not be comparable to similarly-titled non-GAAP measures presented by other companies, and such companies may use other measures to evaluate their
performance, all of which could reduce the usefulness of our non-GAAP financial measures as tools for comparison. Our presentation of such measures, which may include adjustments to exclude unusual or
non-recurring items, should not be construed as an inference that our future results will be unaffected by other unusual or non-recurring items. With respect to our guidance, we are not able to provide a
quantitative reconciliation of non-GAAP operating loss and non-GAAP EPS to the corresponding comparable GAAP financial measures without unreasonable efforts. We are unable to provide meaningful
estimates of the non-recurring charges and credits excluded from these non-GAAP financial measures due to the forward-looking nature of these estimates and their inherent variability and uncertainty. For the
same reasons, we are unable to provide the probable significance of the unavailable information, which may be significant.



HashiCorp

Cloud Infrastructure Automation

Our products represent the standard for cloud infrastructure
automation workflows for teams, and a system of record for
enterprise cloud programs.

Thousands of companies use HashiCorp to provision, secure,
connect, and run cloud infrastructure to support their
mission-critical applications.

Our software are de facto standards across the ecosystem, used
by DevOps practitioners around the world, and trusted by
enterprises everywhere.

HashiCorp
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HashiCorp

Cloud Infrastructure Automation

4,423 897

Customers'3 $100k ARR Customers?

ABN-AMRO P72
4 gm COMCAST

1. Number of customers is measured as of January 31, 2024, and is defined as the number of accounts with a unique account identifier for which we have an active contract in the period

2. Measured as of January 31,2024

3. Subsequent to the issuance of our Form 10-K for the fiscal year ended January 31, 2024, we identified an immaterial error in the calculation of our total customers count related to our self-service, or "pay as you use,” customers, which we have
corrected accordingly.



Q4 FY2024 Highlights

A o)) o))

$155.8M 4 423 897

15% YoY Growth vS. 3,870 in Q4 FY2023 vs. 798 in Q4 FY2023

Revenue Q4 FY2024 Total Customers? 2$100K ARR Customers

S %

~~~

5% $801.4M

vs. 131% in Q4 FY2023 19% YoY Growth
21% YoY Non-GAAP cRPO Growth!

Trailing Four Quarter Average Net ,
Dollar Retention Rate Total Non-GAAP RPOs

Current Remaining Performance Obligations, or cRPOs, represent the amount of contracted future revenue that has not yet been recognized, including both deferred revenue and non-cancelable contracted amounts that will be invoiced and
recognized as revenue in the next twelve months. GAAP cRPOs exclude customer deposits, which are refundable prepaid amounts that are expected to be recognized as revenue in the next twelve months. Non-GAAP cRPO is calculated on a
Non-GAAP basis. See appendix for reconciliation for Non-GAAP financial measures.

2 Remaining performance obligations, or RPOs, represent the amount of contracted future revenue that has not yet been recognized, including both deferred revenue and non-cancelable contracted amounts that will be invoiced and
recognized as revenue in future periods. GAAP RPOs exclude customer deposits, which are refundable prepaid amounts that are expected to be recognized as revenue in future periods. Non-GAAP RPO is calculated on a Non-GAAP basis. See

appendix for reconciliation for Non-GAAP financial measures.
3. Subsequent to the issuance of our Form 10-K for the fiscal year ended January 31, 2023, we identified an immaterial error in the calculation of our total customers count related to our self-service, or "pay as you use,” customers, which we have

corrected accordingly.



Path to FY2025 Acceleration

Go To Market Simplification Commercial Differentiation Enterprise Cloud
Net Dollar Expansion. @ LTS3. Enables greater 9 Integration. Cross product
Resource prioritization enables separation between integration enables connected
improvements. commercial and enterprise use cases.

community offerings.

) Messaging. Simplify to two © Readiness. Compliance,

conversations, ILM' and SLM?. Roadmap. Distinction and residency, disaster recovery.
. weight toward commercial
Fundamentals. Segmentation, offerings.

comp, process.

1. ILM - Infrastructure Lifecycle Management
2. SLM - Security Lifecycle Management
3.LTS - Long-Term Support



Generational Opportunity

HashiCorp at epicenter of shift to cloud

. IDC - Source: IDC, Semiannual Software Tracker, May 2022. The HashiCorp TAM presented here includes rHJ $7OB+ TAM 4X Growth

$157B

$119B

Big 3 Cloud Revenue'’

AWS € GoogleCloud /4 Azure

N

$15B

CY16A CCY17A CY18A CY19A CY20A CY21A CcY22A

Company filings from Amazon, Microsoft and Alphabet, as of December 31, 2022

the following IDC-defined functional markets: IT Automation and Configuration Management (ITACM) 2 In New Cloud-Native
Software, Network Infrastructure Software, Software-Defined Compute Software, and Information and CY26 Apps by CY253
Data Security Software. The TAM also includes Service Mesh revenue taken from IDC, Worldwide Service pps by

Mesh Forecast, 2021-2025 (Doc #US48108721), Aug 2021

. IDC - 750 Million New Logical Applications: More Background, IDC #US48441921, Dec 2021

HICORP



End-to-End Value Proposition
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Enabling the Cloud
Operating Model

A consistent way to provision, secure, connect, and
run any infrastructure for any application



The Shift

The transition to cloud & multi-cloud

Traditional Datacenter
“Static”

vmware

Virtual

" © HASHICORP

Modern Datacenter
“Dynamic”

9 = aws - 3

Private Cloud Public Cloud

Systems of Record Systems of Engagement

(



The Problem

Cloud introduces new principles

_ aws [ |
- B
Applications Private Cloud Public Cloud
Private Datacenter Systems of Record Systems of Engagement
Connect Host-based .
$ Networking Static = SIRIED
Secure High-trust .
. Identit
& Security IP-based - y
Provision Dedicated
S - Infrastructure as Code
& Operations Servers -

12 © HASHICORP



Our Market

The reality of multiple clouds

= aws : 3

Applications Private Cloud Public Cloud
Private Datacenter Systems of Record Systems of Engagement
ﬁ Connec|.: Hardware % NSX Cloud Map Open SM Google Istio
Networking
&l Securfa IP: Hardware % AD/LDAP AWS IAM Azure AD GCP IAM
Security
< PI‘OVISI("Jn vCenter 9 VRA Cloud Resource Cloud Dep.
& Operations Formation Manager Manager

13 © HASHICORP



Standardization

Dynamic infrastructure needs dynamic provisioning, security, and networking

Applications Private Cloud Public Cloud

Private Datacenter Systems of Record Systems of Engagement

Connect N |
& Networking 4 Consu
Secure N
& Security —7 v Vault
- Provision N
7 Terraform

& Operations

14 © HASHICORP rrlJ
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The Shift | Our opportunity at each layer
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INFRASTRUCTURE PLATFORM

© HASHICORP

TRADITIONAL SOLUTIONS CLOUD NATIVE SOLUTIONS
RDBMS CDW UAP oLTP APM

Database oracLe M b Sesnowtoke By e M @mongoDB
MESSAGE QUEUEING

Messaging TIBC2 H & CONFLUENT  STREAMING
APP SERVER SCHEDULING

Runtime I== M SEwindows I Vs | Containers | Severiess | Edge M | o Nomad
HARDWARE DATADOG

Networking el o JuniPer e () HashiCorp et s (& Consul
PERIMETER-BASED

Security paloalto | Check Point f|-|J HashiCorp IDENTITY BASED Vault
SERVER

Infrastructure eraws e (@) Hashicop o W s "} Terraform

(



Our Model



The Theory of Open Source Business Models

Win the
Practitioner

Enable the ———— . Grow the
Customer Ecosystem

2222222222222222

(/



rHJ HashiCorp A global partner ecosystem

Cloud providers Strategic technology partners Global network of systems integrators
a\w/g % paloalto vmware 3% snowfloke’ accenture @ * leidos
Google Cloud 0 MongoDB ' ::ll's'élé' R WX Tedhnology ARCTIQ AN\ pwcﬁj
E crosoft ® & RedHat  servicenow. EY/ OPTIV. Insight™*
-] AlibabaCloud O snyk splunk> I ffectual ¢ Cloudkinetics softserve

over 900 partners and 3,500 integrations



BLUEPRINT FOR CLOUD SUCCESS

Phases of adoption

Stage 1: Adopting Stage 2: Standardizing Stage 3: Scaling
(2}
3 L§ R ® o e | ——
AppDev m [ IaEEeas -
G'. teams . . IIS = Vcl)ﬂ ? 'his‘
" 288 O aws g2e O e
] (o0 8sa ~ 1 288 | [ 0
v Platform t.eam Platform t.eam
e 2 e
Singular teams Centralized approach Self-service provisioning
Ad hoc approach Policy enforced Automated remediation

Tactical solutions Team collaboration Cloud and on-premises



Product Overview &
Strategy



APPLICATION VALUE CHAIN

Establishing fundamental processes

Application Infrastructure Security
Lifecycle Management Lifecycle Management Lifecycle Management

9

GitHub g Azure DevOps ‘

 Bitbucket (g’ Jenkins rlJJ HaShiCOTP

©2024 HASHICORP



APPLICATION VALUE CHAIN

Applying a programmatic approach

2, O

Cloud services

AppDev teams

@00

0
0 &

,Oﬂ)\ Platform teams ﬂ °



APPLICATION VALUE CHAIN

Considering inherent risks

«

), 0 O

AppDev teams 3 5 % $ 4 2 5 M ...... Cloud services

Average waste on Average cost of a data
cloud spend’ breach?

OJ  platform teams ﬂ °

N

1. Gartner 2023 Worldwide public cloud forecast (2023)
2. 1BM’s Cost of a Data Breach report (2023)
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THE INFRASTRUCTURE CLOUD

Implementing a unified platform

@ | HashiCorp Cloud Platform

o

N

AppDev teams
...... Infrastructure

Security
Provisioning and Management

Identity and Access

,Q\)\ Platform teams

©2024 HASHICORP
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Cloud services

o i
O wvm



THE INFRASTRUCTURE CLOUD

Unblocking developer innovation

[©))
N
AppDev teams

App Template 1

D App Template 2

25 ©2024 HASHICORP

@ | HashiCorp Cloud Platform

Consistent workflow -

,(%)\ Platform teams

S

Cloud services

aws
~

o i
O wvm



BLUEPRINT FOR CLOUD SUCCESS

Incremental sophistication and value

Security

Stage 1: Adopting

Compose

Infrastructure as code
Provision cloud resources

Manage all secrets

Authenticate and authorize
Centrally manage

Collaborate

Version control integration
Role-based access

& 9 a

Enforce policy

Identity-based policies
Encrypt network traffic

Stage 2: Standardizing

Publish & discover

Private registry
Dynamic image usage

- P

Ensure continuity

Disaster recovery
Automated audits

Enforce policy

Policy as code
Integrate security tooling

Automate & observe

Automate privileged access
Global control plane

Stage 3: Scaling

+ "
/&
Enable self-service

No-code provisioning

Standardize application
delivery

Remediate

Key lifecycle management
Service-based automation

Observe & respond

Continuous validation
Automated remediation

Encrypt seamlessly

Encryption as a service
Transparent data encryption

Value grows with maturity


#

BLUEPRINT FOR CLOUD SUCCESS

Delivering business value

ﬂ Cost

Reduce cloud waste,
manual processes, and
tool duplication

@ risk

Lower the risk of breach
and enforce policy prior
to deployment

O People

Q Speed

Unblock developer
productivity for faster
time to market
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BLUEPRINT FOR CLOUD SUCCESS

Managing cloud spend

Stage 1: Adopting Stage 2: Standardizing Stage 3: Scaling
Infrastructure as code provisioning Policy-enforced guardrails Cost and monitoring integrations
Cross-team collaboration Ephemeral workspaces Continuous checks
Infrastructure state management Locality-aware routing Multi- and hybrid-cloud ready

20% $4.5M

reduction in annual annual savings
cloud bill

AstraZeneca@ {> NOVARTIS MedPeer

©2024 HASHICORP
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BLUEPRINT FOR CLOUD SUCCESS

Reducing risk profile

Stage 1: Adopting

Identity-based secrets management

Role-based access control

Observability and audit logs

Global retail
conglomerate

YOOX
NET-A-PORTER

GROUP *Way'falr

Stage 2: Standardizing

Policy-enforced guardrails
Dynamic secrets

Modern PAM

100%

audit success and $10M
saved via automation

P Sorivce petco

>

Stage 3: Scaling

Encryption as a service, tokenization
Continuous validation and remediation

Service networking

~2,400

physical stores with millions of
secrets managed

Walgreenas

DECATHLON
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BLUEPRINT FOR CLOUD SUCCESS

Accelerating application delivery

Stage 1: Adopting Stage 2: Standardizing ———— Stage 3: Scaling
Infrastructure as code Policy embedded workflows Self-service developer platform
Images as code management Golden image repositories No-code provisioning
Identity-based secret management Private registry for reuse Asset lifecycle management

Leading fintech 9 O % 5 X

provider less time spent provisioning faster time-to-market for
infrastructure application delivery

e
' ABN-AMRO Blackstone § BNPPARIBAS Deutsche Bank DISC@®VER KeyBank O-x % & Santander
>

RBC
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Infrastructure Lifecycle Management

@ | HashiCorp Cloud Platform

Infrastructure @

Infrastructure as code
to build, deploy and
manage the lifecycle of
infrastructure and
applications.

WORKFLOW SYSTEM OF LIFECYCLE
AUTOMATION RECORD MANAGEMENT

L \4

g it » @
Terraform Packer Waypoint Nomad
Infrastructure as Build and manage Automated Scheduling and

code provisioning images as code developer services orchestration

©2024 HASHICORP



Terraform | Infrastructure Automation

Secure and Optimize your infraStrUCture Ef:gtﬁcture, policies Infrastructure state,oatﬂii:tl:l,otg:::
Yvorkflows to maximize your 5 © = =
Investments T

Infrastructure as Code to define the desired HCL ‘ ‘
configuration of resources | _ u .

Infrastructure system of record for the state of Providers

resources across cloud providers Cloud | Private DaTt“e”tef'sew‘ce

Lifecycle management for provisioning and API

policy automation and continuously optimize }

cloud resources

Infrastructure



Security Lifecycle Management

@ | HashiCorp Cloud Platform

Security ©

ldentity-based
secure access to
machines, people
and services

WORKFLOW SYSTEM OF LIFECYCLE
AUTOMATION RECORD MANAGEMENT

v K (O
Vault Boundary Consul

Identity-based Secure remote Service-based
secrets management access networking

©2024 HASHICORE



Vault | Security Automation

In dynamic cloud infrastructure,
security starts with identity.

Identity-based security uses trusted
identities to automate access to secrets,
data, and applications

Security system of record to centrally store
and protect secrets across clouds and
applications

Lifecycle management of your credentials to
ensure proper oversight, rotation, and expiry

Client

S & 0

\

Token

\

\ 4

o =
Authentication System

-- AD LDAP IAM £ okta



Boundary | Cloud Access Management

Deliver secure human-to-machine
access for sensitive applications

Service based authorization by using
trusted identity to ensure the right roles gain
access to the right services and least
privilege access is enforced

Automated workflows for both end users
and administrators with passwordless access
and automated target discovery

Reduce risk exposure and remove long-lived
credentials with dynamic secrets and
just-in-time credentials using Vault

User

Access
Dynamic Secrets

© Code
Identity Provider

4

Authorize
Available Hosts & Services



Consul | Network Automation

Discover and securely connect any Applications &

service across any runtime

Multi-Platform Service Discovery to create a

source of truth and foundation for tracking and

routing services

Global Service Mesh & APl Gateway to secure .

service to service connectivity and centralize
traffic mgt

Platform
Networks &% ) ldentity S & clouds

Networking Infrastructure Automation to
reduce manual ticketing for dynamic IPs and \/

reduce misconfigurations



Customer Stories



LAND Customer Story

CUSTOMER EXAMPLE PRODUCTS CLOUD PARTNER
Pharmaceutical W Terraform Cloud aws

N
USE CASES

Infrastructure-as-code | No-code provisioning | Ephemeral workspaces

BENEFITS
Faster time to deploy applications
Reduced overhead & resource constraints

Landed with Terraform Cloud in Q4FY24.

This customer had internal pressure to reduce overhead and improve
their time to deploy applications. This customer opted to standardize on
Terraform Cloud after running community licenses.

Terraform Cloud allows this organization to standardize infrastructure
provisioning as well as leverage features like no-code provisioning,
private registry access and eventually Stacks to rapidly reduce the time
to onboard subsidiaries and significantly increase developer productivity.

(o) (o) o
(2 (G (@

¥ GitHub

aws

N

Developers

Version Control
System in GH

Push button to deploy
infrastructure



https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001qnwK3AAI/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001qnwK3AAI/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001qnwK3AAI/view

EXPAND Customer Story

CUSTOMER EXAMPLE PRODUCTS CLOUD PARTNER
Travel W Terraform aws
N’
V¥ Vault
USE CASES

Zero trust security | Infrastructure-as-code | Secrets management

BENEFITS
Faster time to deploy applications | Improved competitive positioning
Lower operating costs | Easier to migrate subsidiaries

Landed with Terraform Enterprise and Vault in FY20 and have since
expanded consistently, with their Q4FY24 expansion of both Vault and
Terraform putting them at over two times their initial land.

This customer has various subsidiaries operating at differing levels of
cloud maturity and as a result had continued to standardize on Terraform
Cloud. By more widely adopting Terraform Cloud, this customer has
lowered cloud operating costs across its subsidiaries and at the same
time increased its speed of application deployment.

Developers - sub #1 Developers - sub #2
(o) o o) o o) o)
(g (g1 ()1 [gm)} (g ()

N
ﬂ‘

aws
~—

Applications



https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001uStOWAA0/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001uStOWAA0/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v00001uStOWAA0/view

EXTEND Customer Story

CUSTOMER EXAMPLE PRODUCTS CLOUD PARTNER
SaaS Platform R} Boundary AWS & Google Cloud
N’
V¥ Vault
USE CASES

Secrets Management | Secure access management

BENEFITS
Streamlined access to Infrastructure | Easy integration into existing
Vault deployment | Accelerated time to value

Landed with Vault in FY21 and extended to Boundary in Q4FY24.

This software company initially used Vault to manage and issue one-time
credentials for developer access to cloud infrastructure.

The HashiCorp account team began discussions with this customer about
their broader cloud security posture, which led to the positioning of
Security Lifecycle Management with the addition of Boundary. The
customer expects Boundary to reduce the time it takes to develop and
deploy cloud infrastructure resources.

Developers Credential Injection

- o - v
[am)] N [am)

3

aws &) Google Cloud Private

N > Cloud



https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v000024GxHmAAK/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v000024GxHmAAK/view
https://hashicorp.lightning.force.com/lightning/r/Opportunity/0064v000024GxHmAAK/view
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Open Source to Commercial Scale

Approximate annual recurring revenue' ~40x

N .
Increase in ~ARR H‘ G
o . . o over 4 years
Multinational Financial siom+

Services Company.

$8.8M

Open Source journey

to Commercial license.
Started as a Consul, Packer,
Vagrant, Terraform OSS user
in late 2015-2016.

Ny

Use cases:

Infrastructure as Code, Secrets
Management, Service Mesh,
Network Infrastructure Automation

.H’

Ny $1.3M

N
$245K+

1HFY2023

2H FY2022

TH FY2022

2HFY2019 TH FY2020 2H FY2020 TH FY2021 2H FY2021

1. Our approximation of annual recurring revenue is calculated by a simple average of annual contract values from the indicated 2H FY and the prior 2HFY.

© HASHICORP
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Open Source to Commercial Scale

Approximate annual recurring revenue'

~30x

| ) Ny C
ncrease in ~ARR N
Multinational Financial over 5 years $10M+
Services Company.

Open Source journey .
to Commercial license. v G
Started as a Terraform OSS user
in early 2017

Y G
Ilrjw?rea:tariifﬁre as Code, Multi-Cloud, e $4.5M

Secrets Management, Service Mesh,
Service Discovery, Service Registry

$3.9M

 Jc

$2M

.H’ .=i (O

N
g $765K $860K

2H FY2023

TH FY2022 2H FY2022 TH FY2023

TH FY2019 2H FY2019 1H FY2020 2H FY2020 1H FY2021 2H FY2021

1. Our approximation of annual recurring revenue is calculated by a simple average of annual contract values from the indicated 2H FY and the prior 2HFY.

© HASHICORP
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Key Financial Data



Total Revenue B

Annual Revenue Quarterly Revenue $156
($ Millions) ($ Millions) $1435146
$136%138
$125
$N4
$g7 $101
$82
$75
$62 567
¢51 $55
$44
$33 $39

FY2020 FY2021 FY2022 FY2023 FY2024 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4
FY2020 FY2021 FY2022 FY2023 FY2024

Numbers may vary due to rounding.



Net Dollar Retention Rate

Trailing Four Quarter Average Net Dollar Retention Rate

Q2 Q3 Q4 Ql

Q2

Q3

Q4

®

FY2023

FY2024

45



®

Customer Commitments

Quarterly Total Non-GAAP RPO'%3
($ Millions)

$708 8 $700

6 O o/ of Q4 FY2024 RPO expected
O to be recognized in a year
$674 $660

$553
$498
$451 | $458

8
s336 ] >2°

$225
s171 | s175 | 198
$133

$101 | $110
Q3 Q4

Q2 Q3 Q4 Ql Q2

Ql Q2 Q3 Q@4 Ql Q2 Q3 Q4 Ql
FY2023 FY2024

Ql Q2 Q3 Q4
FY2021 FY2022

Remaining performance obligations, or RPOs, represent the amount of contracted future revenue that has not yet been recognized, including both deferred revenue and non-cancelable contracted amounts
that will be invoiced and recognized as revenue in future periods. GAAP RPOs exclude customer deposits, which are refundable prepaid amounts that are expected to be recognized as revenue in future periods.

Non-GAAP RPO is calculated on a Non-GAAP basis. See appendix for reconciliation for Non-GAAP financial measures.

3. Numbers may vary due to rounding.

46



Total Cloud Revenue )

Quarterly Cloud Revenue'?
($ Millions)

Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Ql Q2 Q3 Q4

FY2021 FY2022 FY2023 FY2024

1. Represents quarterly subscription revenue from HCP (and its predecessor cloud offerings) for the indicated periods.
2. Numbers may vary due to rounding. 47



Non-GAAP Gross Margin Profile' 2 (L

Annual Non-GAAP Gross Margin Quarterly Non-GAAP Gross Margin

(%) (%)

) o 87% 87% g4, 84% 85% 85% ga0, gqe, 86% 86%
81% go, 81% 81% 81% 81% 81% 82% g1% 3% RO

FY2020 FY2021 FY2022 FY2023 FY2024 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 QI Q2 Q3 4

FY2020 FY2021 FY2022 FY2023 FY2024

1. Non-GAAP Gross Margin is calculated on a Non-GAAP basis. See appendix for a reconciliation of Non-GAAP financial measures. 48
2. Numbers may vary due to rounding



Non-GAAP Operating Expenses

Annual Non-GAAP Operating Expenses' 2
(% of Revenue)
M Non-GAAP G&A
M Non-GAAP R&D
Bl Non-GaAP s&M

FY2020 FY2021 FY2022 FY2023 FY2024

Non-GAAP -39% | -21% | -28% | -26% | -14%
Op. Margin

1.
2. Numbers may vary due to rounding.

Quarterly Non-GAAP Operating Expenses' 2

Non-GAAPGM [l Non-GAAP R&D
(% of Revenue)

B non-caapssm [l Non-GAAP G&A

87% 87% .. . 85% 5% 86% 86%
81% goy 8% 8% 81% 81% 81% 82% g81% 83% 84% 84% 8% 85% g, g3

72% 8% 73%

73%
67% 66%

66% ga9, 66% 65% gao
64% 65% 64% goo, 0%
57%

60%

57% =7 57%
35% 34% ano o % % o % 33% 50% ..
32% ,q0 32% 30% 33% 31 31% 32% 33% 3% 509 3% 49%

26% o959 26% 29% 27%
18% 2% 199 19%

16% 16% 16% 15% 130 0 13% 18% 16% 16% 7% 15% 15% 15% 14% 14%

Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 QI Q2 Q3 Q4 Ql Q2 Q3 Q4 Ql Q2 Q3 Q4

FY2020 FY2021 FY2022 FY2023 FY2024

-43% | -46% -39% -31%-39%| -29% -14% -9% |-20%| ~31% ~24%|-32%|-32% -32% ~24% ~-20%|-20%|-25% -7% | -4%

Non-GAAP metrics are calculated on a Non-GAAP basis. See appendix for a reconciliation of Non-GAAP financial measures.

(L
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Long-Term Operating Model

FY2021 FY2022 FY2023 FY2024 Mid-Term Long-Term
Metrics Actuals Actuals Actuals Actuals Targets' Targets'
Revenue $212M $321M $476M $583M $2B+
Non-GAAP Gross Margin 81% 85% 85% 84% High 70s?2 78-80%
Non-GAAP Sales & Marketing 61% 64% 63% 54% High 40s 28-30%
Non-GAAP Research & Development 28% 30% 31% 30% Mid 20s 18-20%
Non-GAAP General & Administrative 13% 18% 17% 15% Low Teens 6-8%
Non-GAAP Operating Margin -21% -28% -26% -14% -10 to 0% 20% +

Quarterly Non-GAAP
Ol break even 4Q FY25

Non-GAAP TTM Free Cash Flow Margin -22% -20% -20% -4% 5% + 20% +

1. HashiCorp has not reconciled its expectations as to mid-term and long-term non-GAAP gross margin, non-GAAP sales & marketing expense, research & development expense, non-GAAP general & administrative expense, non-GAAP
operating margin, and non-GAAP TTM free cash flow margin to the most directly comparable GAAP measures. Due to the limited public trading history and significant volatility in the price of HashiCorp’s common stock, certain items, which
could be material, cannot be calculated without unreasonable efforts. In particular, the measures and effects of our stock-based compensation expense specific to our equity compensation awards and employer payroll tax-related items on
employee stock transactions are directly impacted by the timing of employee stock transactions and unpredictable fluctuations in our stock price, which we expect to have a significant impact on our future GAAP financial results.

2. Higher Cloud mix expected to normalize our Gross Margins in the High 70s.
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Financial Summary (L
($'s in Millions)!

FY2021 FY2022 FY2023 FY2024

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Qi Q2 Q3 Q4 Ql Q2 Q3 Q4

Total Revenue $ 443 $ 505 $ 552 $ 618 $ 669 $ 751 $ 822 $ Q6.6 $ 1009 $ N39 $ 12563 $ 1358 $

1380 $ 1432 $ 1461 $ 1558
Non-GAAP gross profit‘

$ 358 $ 409 $ 450 $ 505 $ 544 $ 623 $ 713 $ 837 $ 8.0 $ 961 $

1067 $ 159 $ 150 $ nN88 $ 1254 $ 1335
Non-GAAP gross margin 81.0% 81.0%

81.0% 82.0% 81.0% 83.0% 87.0% 87.0% 84.2% 84.4% 85.1% 85.3% 83.3% 83.0% 85.7% 85.7%
Non-GAAP S&M expense'

$ 322 $ 336 $ 313 $ 326 $ 382 § 495 $ 530 $ 639 $ 659 $ 733 $ 775 $ 80 $ 786 $ 86 $ 733 $ 766
Non-GAAP R&D expense’ $

144 $ 151 $ 146 $ 154 $ 177 $ 245 $ 253 $ 297 $ 324 $ 374 $ 389 $ 404 $ 425 $ 471 $ 47 $ 420
Non-GAAP G&A expense' $

66 $ 68 § 67 $ 79 $ 122 ¢ N9 $ 131 $ 21 $ 187 $ 256 $ 207 $ 22 $ 213 $ 213 $ 20 $ 223

(172) $ (145) $ (76) $ (65) $ (137) s (236) $ (200) $ (31) $ (320) $ (36.0) $ (30.4) $ (268) s (273) $
-39.0% -290%  -140%  -9.0% -200%  -310%  -240% -32.0% -317%

Non-GAAP operating loss'

@

(351 $ (105) s (65)
-316%  -242%  -197% -198%  -245% -7.3% -41%

Non-GAAP operating mc\rgin1
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GAAP to Non-GAAP Reconciliations

($'s in Millions

Total Revenue

Sales and marketing (S&M) expense on a GAAP basis
Less: Stock-based compensation expensel

Less: Amortization of acquired intangibles
Non-GAAP S&M expense

Non-GAAP S&M expense as a % of total revenue

Research and development (R&D) expense on a GAAP basis
Less: Stock-based compensation exper\sel

Non-GAAP R&D expense

Non-GAAP R&D expense as a % of total revenue

General and Administrative (G&A) expense on a GAAP basis

Less: Stock-based compensation expense'
Less: Acquisition-related expenses

Non-GAAP G&A expense
Non-GAAP G&A expense as a % of total revenue

1. In connection with tender offers and secondary sales of our common stock, stock-based compensation expense for fis

FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q Q2 Q3 Q4
$ 443 §$ 505 S 552 S 618 $ 219 S 669 S 751 §$822 S 966 $3208 S 1009 S 139 S 1253 S 1358 _S 4759 $ 1380 S 1432 $1461 $1558 S 583l
$ 329 $ 431 $ 39 $ 382 $ 1410 $ 389 $ 500 $535 $ 1271 $ 2695 $ 803 $ 877 $ 929 $ 950 $ 3559 $ 96 S 1011 $873 $ 901 $ 3691
$ 06 $ 95 S 06 S 06 s N3 $ 07 $ 05 $ 05 $ 632 S 649 $ 144 S 144 S 154 $ 140 S 582 s (120) s (154) s (140) s (135) s (549)
$ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - s (01) s - s (01) s (02
$ 322 S 336 S 313 S 326 s 1297 $ 382 $ 495 $53.0 S 63.9 $204.6 $ 659 S 733 S 775 S 8.0 S 2977 $ 786 S 856 $733 $766 S 3141
730% 66.0% 57.0%  530% 61.0% 570% 660% 640% 66.0% 64.0% 653% 64.4% 619%  59.6% 62.5% 57.0% 598% 501%  491% 53.9%
$ 145 $ 198 $ 151 $ 159 $ 652 $ 181 $ 249 $257 $ 963 $ 165.0 $ 472 S 479 S 539 S 464 S 1954 $ 542 $ 600 $543 $540 $ 2225
$ 04 $ 47 $ 04 $ 04 $ 60 $ 04 S 04 $ 04 S 666 $ 679 $ 147 $ 105 $ 150 S 60 S 462 s m8) s (1298) s (126) s (121) s (49.4)
$ 141 S 151 S 146 S 154 s 593 $ 177 $245 $253 S 297 s 971 $324 S 374 S 389 S 40.4 S 1491 $ 425 S 471 S 417 $420 S 1733
320%  30.0%  260%  250% 28.0% 26.0%  330%  310% 31.0% 30.0% 322% 32.8% 310%  29.8% 31.3% 30.8% 329%  285%  27.0% 29.7%
$ 73 $ 2565 § 73 § 85 s 485 $ 126 $ 124 $135 $ 736 § 121 $ 325 $ 354 S 334 S 337 $ 1350 $ 343 $ 354 $344 $329 S 1370
$ 07 $ 187 $§ 06 $ 05 $ 206 $ 05 $ 05 $ 04 $ 525 $ 538 $ 138 $ 139 S 127 $ 125 $ 529 $ (130) s (1387) s (134) s (ne) s (5.7)
$ - s - $ = s - $ - $ - s - $ - $ - $ - $ - $ = $ - $ - $ .- $ - $ (05) s - S - s _(05)
$ 66 $ 68 $ 67 S 179 $ 279 $ 122 $ M9 S131_S 2.1 $ 583 $ 187 $ 25 S 207 $ 212 S 821 S 213 S 22 $2.0 S$2.3 S 848
15.0% 130%  120% 13.0% 13.0% 180%  160% 160%  22.0% 18.0% 18.6% 18.8% 165% 15.6% 17.3% 15.4% 148% 144%  137% 14.6%

estimated fair value of common stock as of the date of the transactions

al 2020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the
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GAAP to Non-GAAP Reconciliations

($’s in Millions)’

FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024
Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

GAAP gross profit of license revenue $ 67 $ 83 $ 92 § 15 $ 357 $ 101 $ N8 S 99 S 156 $ 473 $ 100 $ 150 $ 174 § 202 § 625 $ 46 $ 162 $ 157 $ 191 $ 656
Add: Amortization of stock-based compensation of capitalized internal-use
software $ - $ - $ - $ - $ - $ - $ - $ - $ - s - s - $ - $ - s - s - $ - $ - $ - s - $ -
Add: Stock-based compensation expense $ = = = = $ - $ - $ - $ - $ - $ - $ - $ - = $ - = $ - $ = $ - $ - =
Non-GAAP gross profit of license revenue $ 67 $ 83 $ 92 S N5 s 357 $ 101 S N8 S 99 S 156 s 473 $ 100 $ 150 $ 74 S 202 S 625 S 146 162 $157 S 191 S 656
Non-GAAP gross margin of license revenue 985%  983%  983%  98.8% 985% 992%  996% 996%  99.7% 995% 962% 97.7% 978% 97.1% 97.3% 96.1% 970%  981% 97.0% 97.0%
GAAP gross profit of support revenue $ 295 $ 327 $ 363 $ 399 $ 1384 $ 443 $ 499 $580 S 573 $2095 $ 684 $ 720 $ 774 $ 840 $ 3017 $ 871 $ 877 $927 $952 $ 3627
Add: Amortization ot stock-based compensation of capitalized internal-use
software s - $: < s - §: = $: = s - $ - $ - $: = $ - $ = s - $ $ = $: $ - s - $ - s - s -
Add: Stock-based compensation expense $ 01 $ 08 $ 01 $ 01 s 1 $ 01 S 01 $ 02 § 77 s 8l si2ol s oos Moo sieo] s iss $ 23 $ 28 $ 24 $ 23 $ 98
Non-GAAP gross profit of support revenue $296 $334 S 364 S 400 $ 1395 $ 444 $ 500 $582 S 650 S 217.6 $ 703 S 742 S 795 S 862 $ 3102 $ 8.4 S 9.5 $ 951 $97.5 $ 3725
Non-GAAP gross margin of support revenue 832% 835% 850% 84.9% 842% 842% 860% 897%  90.5% 87.9% 88.8% 881%  888%  89.0% 88.7% 87.7% 870% 896% 895% 88.5%
GAAP gross profit of Cloud-hosted services revenue $ 01 s 00 s (07) s (02 s (07) $ 00 S 11§ 28 $ 06 $ 486 $ 40 $ 49 s 70 S 83 $ 243 $ 95 $ 108 S 121 $ 132 $ 456
Add: Amortization of stock-based compensation of capitalized internal-use
software $ - s - $ - $ - s - s - $ - S - s 04 s 04 $ 02 $ 02 $ 03 s 03 s 10 $ 04 $ 04 $ 05 $ 06 S 19
Add: Stock-based compensation expense s - s - $ - $ - s - $ 00 $ 00 $ 00 S 25 $ 25 $ 06 $ 07 $ 08 $ 06 § 28 $ 06 $ 06 $ 06 $ 04 § 22
Add: Amortization of acquired intangibles $ - $ - $ - $ - s - s - $ - $ - s - S - $ - s - $ - $ = s - s - S 04 $ 06 $ 07 S 17
Non-GAAP gross profit of Cloud-hosted services revenue $ 01 s 00 $ (07) s (02) s (07) S 00 $ 11 S 28 S 35 s 74 $ 48 S 58 $ 81 S 93 S 280 $ 105 $ 122 $13.8 $149 S 514
Non-GAAP gross margin of Cloud-hosted services revenue 22.0% 52% -71.9%  -95% -17.6% 05%  302% 529%  49.9% 39.9% 545% 550%  628%  63.9% 59.8% 63.6% 663% 693% 70.0% 67.5%

1. In connection with tender offers and secondary sales of our common stock, stock-based compensation expense for fis

estimated fair value of common stock as of the date of the transactions

al 2020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the
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GAAP to Non-GAAP Reconciliations

($'s in Millions)'

FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
GAAP gross profit of Total subscription revenue $ 363 § 409 S 448 § 513 $ 1734 $§ 544 § 628 $ 707 S 735 S 2614 $§ 823 s 919 s 1018 S 125 $ 3885 $ M2 s 147 $1205 S$I1275 S 4739
Add: Amortization of stock-based compensation of capitalized internal-use
software S $ - $ - $0 = $ - $ - $ - $ - s 04 s 04 $§ 02 s 02 s 03 s 03 S 10 $ 04 S 04 s 05 s 06 S 19
Add: Stock-based compensation expense $ 01 s 08 s 01 s 01 S 11 S ol s 01 s 02 s 102 s 106 $ 26 8 29 s 29 s 28 S n.2 $ 29 s 34 s 30 s 27 s 120
Add: Amortization of acquired intangibles $ - $ - $ = $ - $ - $ - $ - $ - $ - $ - $ - $ - $: S $: = s - S 04 s 06 s 07 S 1.7
Non-GAAP gross profit of Total subscription revenue $ 365 S 417 S 449 S 514 S 174.4 S 545 S 629 $70.9 S 84.0 S 2723 $ 851 S 95.0 $ 1050 S 156 $400.8 $ 1145 S M89 S1246 SI35 S 489.5
Non-GAAP gross margin of Total subscription revenue 84.7% 84.9% 84.4% 84.9% 84.7% 832% 85.3% 885% 89.0% 86.8% 86.5% 86.2% 87.4% 87.5% 86.9% 85.7% 855% 87.7% 87.7% 86.7%
GAAP gross profit of Professional services and other s (07) s (0) s 01 s (09) s (26) s (01) s (08) s 04 s (37) s (40) s (08) s 04 s 10 s (02) s o4 s - s (08) s - s 12 s 04
Add: Amortization of stock-based compensation of copitalized internal-use
software s - s - s - s - s - s - s - s - s - s - s - s - s - s - s - s - § - s$- s- s -
Add: Stock-based compensation expense § 00 $§ 02 s 00 s 00 s 03 S 00 § 00 S 00 s 33 s 34 § 07 § 07 s 07 s 05 $ 26 $ 05 s 07 § 07 s 07 s 28
gross profit of services and other s (07) s (08) s o0a s (0.9) s (23) s (01) s (06) s 0.4 s (0.3) s (07) s (01) s 1ms 17 s 02 s 29 s 05 s (01) s 07 s 19 s 3.0
Non-GAAP gross margin of Professional services and other -545% -56.3% 39% -66.7% -37.9% -86% -429% 19.2% -15.2% -92% -3.5% 296% 332% 6.8% 19.7% 1.4% -24% 16.7% 32.8% 16.2%
1. In connection with tender offers and secondary sales of our common stock, stock-based compensation expense for fiscal 2020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the

estimated fair value of common stock as of the date of the transactions
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GAAP to Non-GAAP Reconciliations

($'s in Millions)'

FY2021 Fy2021 FY2022 FY2022 FY2023 FY2023 FY2024
Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q Q2 Q3 Q4
Total GAAP Operating Expenses $ 547 $ 884 $ 542 $ 575 $ 2548 $ 697 $ 873 $926 $2970 $ 546.6 $1600 $ 1708 $ 1801 §$ 1752 $ 686.2 $ 1790 $ 1965 $ 1761 $ 1771
Less: Stock-based compensation expense' $ 18 § 329 s 16 S 16 $ 379 $ 6 s 14 s 13 s 1822 $ 186.6 $ 429 $ 388 § 430 s 325 $ 1572 $ 368 S 420 $ 400 s 371
Less: Amortization of acquired intangibles $ - $ - $ - $ - $ - 5 = $ - $ - $ - $ - g < $ - $ - $ = $ - $ - $ 01 s - $ 01
Less: Acquisition-related expenses S $ - $ = $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ = $ - $ - $ 05 § - $ -
Total non-GAAP Operating Expenses $ 53.0 $ 555 $ 526 $ 55.9 $ _217.0 $ 68.0 $ 859 S$913 S 1148 $360.0 $ N7.0 $ 1321 $ 1371 S 1427 $ 528.9 $ 1422 S 153.9 $136.1 S$139.9

1. In connection with tender offers and se

>ondary sales of our common stock, stock-bas

estimated fair value of common stock as of the date of the transactions

“ompensation expense for fisc

12020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the



GAAP to Non-GAAP Reconciliations

($'s in Millions)'

Total net loss per share on a GAAP basis

Add: Amortization of stock-based compensation capitalized in software
development costs

Add: Stock-based compensation expense’

Add: Adjustment to total fully diluted earnings per share?
Add: Amortization of acquired intangibles

Add: Acquisition-related expenses

Non-GAAP net loss per share, basic

Non-GAAP net loss per share, diluted

Weighted average shares, basic

Weighted average shares, diluted

Total net loss on a GAAP basis
Add: Amortization of stock-based compensation capitalized in software
Add: Stock-based compensation expensel
Add: Amortization of acquired intangibles
Add: Acquisition-related expenses
Non-GAAP net loss

1. In connection with tender offers and secondary sales of our common stock, stock-based compensation expense for fiscal 2020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the

Fy2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024

Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Qi Q2 Q3 Qa4 Ql Q2 Q3 Q4
s (03) s (078) s (014) s (om) s (1.32) s (024) s (037) s (033) s (170) s (348) s (04) s (04) s (038) s (026) s (147) s (028) s (034) s (020) s (018) s (0.98)
$ - § - §$ - § - s - $ - $ - § - § - s - s - § - s - § - s 000l $ - § - § - § - s 00
$ 003 § 054 § 003 $§ 003 § 062 $ 003 § 002 § 002 $ 147 $ 241 § 025 $ 023 S 025 $ 019 § 092 s (042) $ 024 § 022 S 02 § 088

s - s 000 s (00) s - s - $ - $ - s - s (00) s - $ 000 § - $ - § - s (o) s - s - s - s - s -

$ - $ - :§ 00 § - s 00l

$ - $ - §8 - s -
s (0.28) s (0.23) s (012) s (0.08) s (0.70) s (021) s (035) s (031 s (024) s (1.07) s (007) s (017) s (0.13) s (0.07) s (055 s (0.70) s (010) s 003 s 005 s (0.08)
$ (0.28) s (0.23) s (0.12) s (0.08) s (0.70) s (0.21) $ (035) s (0.31) s (0.24) s (107) s (047) $ (047) s (0.13) s (0.07) s$(055) s (0.70) s (010) S 0.03 S 0.05 s (0.08)
611 622 649 65.2 63.4 65.7 66.5 66.8 1336 833 182.9 1852 187.1 188.8 1860 190.8 1926 194.6 197.2 1938
611 622 649 65.2 634 65.7 66.5 66.8 1336 833 182.9 1852 187.1 188.8 1860 190.8 1926 2039 2051 1938
FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
s (189) s (485) 5 (93) s (69) s (836) s (156) s (249) s (220) s (227.7) (29020) s (782) s (748) s (720) s (494) s(2744) s (533) s (663) $ (39.4) s (3.6) s (190.7)
$ - $ - § - & - $ - $ - §$ - $ - $ 04 $ 040 S$ 02 $ 02 $§ 03 $ 03 S 10 S 04 $ 04 S$ 05 S 06 S 19
$ 19 § 339 $§ 17 § 17 $ 32 $§ 17 $§ 15 $§ 15 § 1957 $20040 S 462 § 424 S 467 § 357 S 1710 S 402 S 462 S 437 S 406 § 1706
§ = § =g 2§ s s - $ - $ - §$ - § - s - $ - §$ - $§ - s - s - $ - S 05 $ 07 s 07 S 19
$ - § - - s - s _ - $ - § - $ - s - s - $ - §$ - § - § - $ - $ - §$ 05 s - s (00) s 05
s (170) s (146) s (76) s (5.2 $(444) s (139) s (23.4) s (205) s (31.6) s (89.4) s (31.8) s (322) s (25.0) s (13.4) s(1024) s (127) s (188) S 55 S 102 s (15.7)

estimated fair value of common stock as of the date of the transactions
2. The sum of the fully diluted earnings per share impact of individual reconciling items may not total to fully diluted Non-GAAP net loss per share due to the weighted-average shares used in computing the GAAP net loss per share differs from the

weighted-average shares used in computing the Non-GAAP net loss per share and due to rounding of the individual reconciling items. The GAAP net loss per share calculation uses a lower share count as it excludes potentially dilutive shares, which

are included in calculating the non-GAAP income per share.
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GAAP to Non-GAAP Reconciliations

($'s in Millions)'

Total Revenue

Total gross profit on a GAAP basis
Add: Amortization of stock-based compensation of capitalized internal-use

software

Add: Stock-based compensation expense in cost of revenue'
Add: Amortization of acquired intangibles

Non-GAAP gross profit

Non-GAAP gross margin

Total Revenue

Operating Loss
Add: Amortization of stock-based compensation of capitalized internal-use

software

Add: Stock-based compensation expense'
Add: Amortization of acquired intangibles
Add: Acquisition-related expenses
Non-GAAP operating loss

Non-GAAP operating margin

1. In connection with tender offers and secondary sales of our common stock, stock-based compensation expense for fis

FY2021

FY2021

FY2022

FY2022

FY2023 FY2023 FY2024 FY2024

Q Q2 Q3 Q4 Qi Q2 Q3 Q4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4
$ 443 S 505 S 552 S 68 S 219 669 S 751 S 822 S 966 $3208 S 1009 S 139 S 1253 S 1358 $4759 S 1380 S 1432 S 1461 S 1558 S 5831
$ 356 S 399 S 449 S 504 s 1708 542 § 622 S 71 S 698 $2573 S 8.5 § 923 § 1028 § 123 $3889 S M2 S U39 S 1205 S 1288 S 4744
$ = gpe= g oW g 2 s - - s - s - § 04 S 04 s 02 S 02 S 03 S 03 S 10 S 04 S 04 S 05 S 06 S 19
s 01 s 10 s 01 s ol s 14 01 s§ 01 s 02 s 185 s 139 $ 33 s 36 S 37 $ 32 S 138 $§ 34 $ 41 S 37 $ 34 § 147
s - S 04 S 06 S 06 s 17
$ 358 S 409 s 450 S 505 s 122 544 s 623 S 713 S 837 $2716 S 850 S 961 S 1067 S 153 S 4037 S M50 S 118.8 S 1254 S 1334 S 4927
81.0% 81.0% 8l.0%  820% 81.0% 810%  830%  87.0%  87.0% 85.0% 842%  844%  852%  85.3% 848% 833%  830%  858%  856% 84.5%
FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
S 443 S 505 S 552 S 68 S 219 669 S 751 S 822 S 965 $3208 S 1009 S 139 S 12563 S 1358 $4759 S 1380 S 1432 S 1461 S 1558 S 5831
S (191) s (484) s (93) s (7)) s (840) (154) s (251) s (215) $(2272) s(2892) s (784) s (786) s (773) s (629) $(2972) s (678) s (826) S (556) S (483) $(2543)
s - s s s s - - s - s - s 04 S 04 S 02 S 02 S 03 S 03 S 10 S 04 S 04 S 05 S 06 S 19
s 19 s 39 s 17 s 17 s 392 17 § 15 8§ 15 § 1957 $2004 S 463 S 424 S 467 S 358 S 1712 S 402 S 461 S 437 S 406 S 1708
s - s 05 § 07 s 07 s 19
$ - $ 05 § - S (00) s 05
s (172) s (145) s (76) s (55) s (448) (137) s (23.6) s (200) s (311) s(884) s (320) s (36.0) s (30.4) s (26.8) s(1251) s (272) s (351) s (107) s (65) s (79.9)
-39.0% -290% -140%  -90% -21.0% -200%  -310% -240% -320% -28.0% -3.7%  -3L6%  -242%  -197% -26.3% -19.7%  -245% -7.3% -41% -136%

estimated fair value of common stock as of the date of the transactions

al 2020 and fiscal 2021, included $1.5 million and $32.1 million of expense, respectively, related to the amount paid in excess of the
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GAAP to Non-GAAP Reconciliations

($'s in Millions)'

FY2021 FY2022 FY2023 FY2024
GAAP RPOs Q1 Q2 Q3 Q4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4 Ql Q2 Q3 Q4
GAAP short-term RPOs (“cRPO") $ 1006 $ 162 $ 136 $ 1658 $ 1787 $ 1986 §$ 2207 $ 2689 $ 2843 §$ 3042 $ 3224 $ 3751 $ 3735 $ 3989 $ 4021 $ 4602
GAAP long-term RPOs $ 548 $ 623 $ 743 $ 98] $ 1092 $ mN88 $ 1283 $ 1599 $ 1496 $ 171.8 $ 2094 §$ 2720 $ 2618 $ 2835 $ 2762 $ 3156
Total GAAP RPOs $ 1554 $ 1785 $ 2060 $ 2639 $ 2879 $ 3174 $ 3490 $ 4288 $ 4339 $ 4760 $ 5318 $ 6471 $ 6353 $ 6824 $ 6783 $ 7758
Customer Deposits
Customer deposits expected to be recognized within the

$ 173 $ 181 $ 175 $ 204 $ 183 $ 171 $ 169 $ 203 $ 209 $ 201 $ 1901 $ 227 $ 211 $ 24 $ 187 $ 229
next 12 months
Customer deposits expected to be recognized after the

$ 25 $ 19 $ 13 $ 18 $ 14 $ 13 $ 20 $ 31 $ 28 $ 23 $ 25 $ 40 $ 38 $ 42 $ 34 $ 27
next 12 months
Total customer deposits $ 198 $ 200 $ 188 $ 222 $ 198 $ 184 $ 190 $ 234 $ 237 $ 224 $ 216 $ 267 $ 249 $ 256 $ 221 $ 256
Total Non-GAAP RPOs $ 1752 $ 1985 $ 224.8 $ 286.1 $ 307.7 $335.8 $3680 S 4522 $457.6 $498.4 $5534 S 673.7 $ 660.2 $7080 $7004 S 8014
Total Non-GAAP short-term RPOs (“cRPO") $ N7.9 $ 1343 $ 1491 $ 1862 $ 1971 $ 2157 $ 237.7 $ 2892 $ 3053 $ 3243 $ 3415 $ 397.7 $394.6 $420.3 $ 4208 $ 4831
Total Non-GAAP long-term RPOs $ 573 $ 642 $ 757 $ 999 $ 1M0.6 $ 1201 $ 1303 $ 1630 $ 1523 $ 1741 $ 219 $ 276.0 $ 2656 $ 2877 $ 2796 $ 3183
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GAAP to Non-GAAP Reconciliations

($'s in Millions)'

FY2021 FY2021 FY2022 FY2022 FY2023 FY2023 FY2024 FY2024

Q Q2 Q3 Q4 Q1 Q2 Q3 Q4 Qi Q2 Q3 Q4 Q Q2 Q3 Q4
Total TTM GAAP net cash from operating activities $ (451) s (39.8) s (487) s (398) $ (398) $ (205) s (407) s(55.8) s (56.2) s (562) $ (723) s (100.9) s (930) s (845) s (845) s (669) s (434) s(196) s (108) s (109)
Add: Purchases of property and equipment $ (40) s (48) s (51) s (43) s (43) s (3) s (07) s(02) s (02) s (02) s (02) s (02) s (03 s (03) s (03 s (04) s - s (05) s (07) s (07)
Add: Capitalized internal-use software $ (04) s (10) s (1.9) s (29) s (29) $ (39) s (47) s (57) s (e4) s (6.4) $ (66) $ (71) s (79) s (87) s (87) $ (277 s (290 s () s n3) s (n3)
Non-GAAP TTM Free Cash Flow $(49.5) $(452) s(556) s(468) s (46.8) s (257) s(46.2) s(616) s(628) s(628) s (79.) $(108.2) s (101.2) $(93.5) s (93.5) s (70.0) s (46.3) s(31.2) s(22.9) _s (22.9)
Non-GAAP TTM Free Cash Flow Margin -350% -27.0% -29.0% -220% -22.0% -10%  -180% -220% -20.0% -20.0% -223%  -27.5%  -232%  -196% -19.6% -13.6% -85% -55% -3.9% -3.9%
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