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Welcome

Agenda

Thursday, November 21 | 9:00am - 12:05pm MST

9:00a - 9:05a

9:05a - 9:20a

9:20a-9:40a

9:40a - 10:00a

10:00a - 10:25a

10:25a - 10:35a

10:35a - 11:05a

1:05a - 11:20a

1M:20a - 12:05p

Opening Remarks
Alexandra Geller - Head of Investor Relations

Procore Overview
Tooey Courtemanche - Founder, President, & Chief Executive Officer

Growth Drivers
Howard Fu - Chief Financial Officer & Treasurer

Go-to-Market Strategy
Ryan Butler - SVP of Corporate & GTM Strategy & Operations

Procore Platform - Customer Journey
Wyatt Jenkins, Chief Product Officer

Break

Customer Fireside
Tooey Courtemanche - Founder, President, & CEO, Procore Technologies, Inc.
Joseph Haugland - President & Chief Operating Officer, Haugland Group LLP

Financial Summary
Howard Fu - Chief Financial Officer & Treasurer

Executive Q&A

Tooey Courtemanche - Founder, President, & Chief Executive Officer
Howard Fu - Chief Financial Officer & Treasurer

Steve Davis - President, Product & Technology

Larry Stack - Chief Revenue Officer

Sarah Hodges - Chief Marketing Officer

Paul Lyandres - Chief Business Officer



Forward-Looking Statements

This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended, about Procore Technologies,
Inc. (*Precore”) and its plans, products, services, and industry that involve substantial risks and uncertainties. All statements in this presentation and the accompanying oral commentary, other than statements of historical fact, are
forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. Forward-looking statements may relate to future events, future financial or operating performance, future financial metrics and
targets, Procore’s total addressable market, the achievement of “Triple TAM," expected benefits from Procore's new go-to-market operating model, capital allocation plans, projections of product or service availability, or new,
planned, or upgraded product, service, or technology developments. Forward-looking statements may be identified by the use of words such as “anticipate,” "believe,” "contemplate,” “continue,” “could,” “estimate,” "expect,” “intend,”
“may,” “plan,” "potential,” "predict,” "project,” “should,” "target,” “will,” or "would,” or the negative of these words, or other similar terms or expressions that concern Procore’s expectations, strategy, plans, or intentions.

Any statements regarding or relating to unreleased products, services or features, or any products, services or features that have been released but not yet made generally available (collectively, “In Process Products”), referenced in
this presentation or the accompanying oral commentary are forward-looking statements, including, but not limited to, statements regarding or relating to: certain artificial intelligence automation or capabilities within Procore’s products
or services [including Agents & Automation, and Insights & Benchmarks), certain Resource Management products (including Equipment Management), Maps, Assets, AR/Glasses, certain Attribute-Based Permissions, augmented reality
on BIM, dynamic hubs, and Government Zones. In Process Products may not currently be available, may only be available in limited or in “beta® form, and may not be developed, delivered, or made generally available on time or at all.
In addition, Procore has not decided whether, or how much, to charge for In Process Products, and reserves the right to do so in its sole discretion. As a result, customers who purchase Procore's products or services should make
their purchase decisions based solely upon features that are currently generally available, and not upon any expectations with respect to In Process Products.

You should not rely on forward-looking staternents as predictions of future events. Procore has based the forward-looking statements contained in this presentation and the accompanying oral commentary primarily on its current
expectations and projections about future events and trends that Procore believes may affect its business, financial condition, and operating results. The outcome of the events described in these forward-looking statements is subject
to risks, uncertainties, and other factors that could cause results, events, or circumstances to differ materially from Procore’s current expectations, including, but not limited to, Procore’'s expectations regarding its financial
performance (including revenues, expenses, and margins, and its ability to achieve or maintain future profitability), Procore's ability to effectively manage its growth, anticipated performance, trends, growth rates, and challenges in its
business and in the markets in which Procore operates or anticipates entering into, economic and industry trends (in particular, Procore’s ability to successfully deploy its go-to-market strategy, the rate of adoption of construction
management software, global construction spending, and digitization of the construction industry, inflation, interest rates, and other challenging geopolitical conditions), Procore's ability to develop or timely deliver new products,
services, and features and enhance existing products, services, and features, Procore's ability to attract new customers and retain and increase sales to existing customers (including by upselling or cross-selling Procore's products),
Procore's ability to continue to expand internationally, the effects of increased competition in Procore's markets and Procore's ability to compete effectively, Procore's estimated total addressable market, Procore's ability to achieve
“Triple TAM,” Procore’s ability 1o execute, and realize benefits from, its stock repurchase program, and as set forth in Procore’s filings with the Securities and Exchange Commission, including in the section titled "Risk Factors” in
Procore’s Annual Report on Form 10-K for the year ended December 31, 2023, filed on February 26, 2024, as updated by Procore’s Quarterly Report on Form 10-Q for the quarter ended September 30, 2024, filed on October 31, 2024,
In addition, statements such as “we believe” and similar statements reflect Procore’s beliefs and opinions on the relevant subject. While Procore believes that there is information that provides a reasonable basis for such statements,
that information may be limited or incomplete. Procore's statements should not be read to indicate that it has conducted an exhaustive inquiry into, or review of, all relevant information. You should not rely on Procere's forward-looking
statements. Procore assumes no cbligation to update any forward-looking statements to reflect events or circumstances that exist or change after the date on which they were made, except as required by law.

Market and Industry Data

This presentation also contains estimates and information concerning Procore’s industry, including market size and growth rates of the markets in which Procore participates, that are based on industry publications and reports. This
information involves a number of assumptions and limitations, and investors are cautioned not to give undue weight to such estimates. Procore has not independently verified the accuracy or completeness of the data contained in
these industry publications and reports.

Non-GAAP Financial Measures

This presentation includes non-GAAP financial measures, These non-GAAR financial measures are not prepared in accordance with U.S. generally accepted accounting principles ("GAAP), and may not be comparable to similarly=
titled measures presented by other companies or to third-party expectatiens, nor should they be construed as an alternative to other financial measures determined in accordance with GAAP. Procere believes certain non-GAAP
measures, as described in this presentation, are useful in evaluating its operating performance. Management uses non-GAAP financial infermation, collectively, to evaluate Procore's ongoing operations as well as for internal planning
and forecasting purposes. Procore believes that non-GAAP financial information, when taken collectively, is helpful to investors because it provides consistency and comparability with past financial performance, and may assist in
comparison with other companies, some of which use similar non-GAAP financial information to supplement their GAAP results. Refer to the Appendix for a reconciliation of those non-GAAP financial measures to the most directly
comparable GAAP measures.

Trademarks
The logos and trademarks in this presentation are the property of their respective owners and are used for reference purposes only.

PROCORE



Procore Overview

PROCORE




Key Takeaways

-

Construction is Massive

Significant digitization
opportunity provides
durable long-term growth
for a projected $15T"
industry

FRDEORE Source: "Oxford Economics: Future of Construction (September 2021) estimated global construction spend in 2030.

2o

Category Leader

Our leading platform and
industry partnership will
continue to deliver
strong customer ROI

Financial Improvement

We are committed to
efficiency and per share
improvement



Construction Is Highly Complex & Dynamic
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Custom / Prototype Business

Mobile | Decentralized Workforce

Complex Stakeholder Dynamics

Working Capital Constraints

Slow Payment Speed

High Insurance Costs

Constant Change




OUR VISION

Improve the lives of
everyone in construction.

OUR MISSION

Connect everyone
in constructionona
global platform.
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Resilience, Evolution & Success

Product Market Fit, Efficient Growth & Scale

.‘ Digital

#7 Catalyst:
Smartphones ﬁ s ﬂ
Become $150M+ $500M+ $1B+

Ubiquitous Revenue Revenue Revenue’

2007 2009 2010 2017 2018

D 1
# Catalyst:

. lllr.l-l.
Wi-Fi Evolve to new products,

Financial Available stakeholders, & geographies
Crisis on Job Sites S

PROGCORE  rote Fr24 revenue guidance of $1,147M at the midpoint. 8



Constructionis Massive

2022 Global Workforce
By Sector’

AGriculture. ... .cccoovevee vevivevne e . 26%
Manufacturing... ..o v v venne . 14%

Wholesale & Retail Trade.........14%

Transportation....
Other Services......m
Education.......cc i eicinnnn

Real Estate.......cccovvecevve veeveneve v
Public Administration................4%
Healthcare.....covv e e 4%
Food Service.......
Financials............
Utilities. ..o cerere e
[, Lo 71 T P, b

8% Larger $15T

i Than Global Transportation + Est. global construction spend
Siobel Worklorcs in 2022 Financials in 2022 Combined in 20302

FRDEORE Source: International Labour Organization (November 2023), 20xford Economics: Future of Construction (September 2021) estimated global construction spend in 2030,



Construction is Massive in our Markets

United States
52T+
ACV

. Active Go-To-Market

Australia/Mew
Zealand
$225B+

- v } ACV
) N . . $4T x2.5 "Triple TAM" as ACV
Active GTM Countries Active GTM Countries ACV through all 3 Stakeholders

pRuEuRE MNote: Active go-to-market countries are countries where we are actively pursuing new customers and do not include countries where we only sell via inbound demand. "ACV" refers to annual ,1 D’
construction volume. Refer to the appendix for the definition of annual construction volume and for more information about how ACV by regionfcountry is determined.



The Unified Platform

SOLUTIONS

Preconstruction Project Execution Resource Management Financial Management
Bid Management Project Management Field Productivity Project Financials

2D/3D Takeoff Safety Workforce Planning Pay

Estimating Quality Equipment Management Payment Applications
Prequalification Field Scheduling Materials Management Accounting Integrations
Design Coordination Closeout

PLATFORM CAPABILITIES

& BIM B Document Management M Assets

» Models » Design Plugins » Documents  » Specifications » Assel Register
= Field Viewer + BIM Data » Drawings = Photos & Videos » Asset Data

™ Collaboration 0 Field Solutions @ Maps &1 Enterprise Flexibility @& Ecosystem
= Conversations = Connectability = Mobile = Reality Capture = GI5S Data

» Workflows # Attribute-based Permissions » App Marketplace Integrations
= Notifications » Tablet * AR/Glasses = Locations

= Customization = Open AP

+ Al # Analytics

+ Insights & Benchmarks = Copilot + 360 Reporting

= Agents & Automation « Advanced Analytics

8 Secure & Compliant Zones

FHEEURE « Regional App Zones « Regional Data Zones

» Government Zones
Naote: See Disclaimer.




The Platform of Choice for Construction

OWNERS &
DEVELOPERS
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The Leader in Construction Technology

~$900B $1.2B $157M

Annual Construction Volume Annualized LTM Free
Committed on Procore Revenue Run Rate Cash Flow
~17K 2.2K+ 81
L
Total Customers Spending Customers Spending
Customers $100K+ in ARR $1M+ in ARR
Active Procore Projects Running Countries with
Users on Procore Active Procore Projects

Note: All data as of September 30, 2024. Free cash flow is a non-GAAP metric. "ARR" refers to annual recurring revenue. Active Procore Users are users that have completed at least two create or
update or delete (CRUD) events on the Procore platferm since January 1, 2023. Refer to the appendix for the definitions of annual construction volume, annualized revenue run rate, free cash flow,
FROEURE and annual recurring revenue, and for a reconciliation of non-GAAP measures to the most directly comparable GAAP measures.



Growth Drivers
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CFO Objectives > FCF Per Share Growth

Growth &
Monetization

Accelerating
Free Cash Flow

Per Share

New logo acquisition in both the U.S. and International
Expand existing customers

o Upsell via additional construction volume

o Cross-sell via new products

Optimize product development - GTM execution cycles

PROCORE

©

Capital
Allocation

©

Operational
Efficiency

Resources are allocated to the highest-ROIl opportunities
Strategically sequence the timing of investments and
associated returns to foster sustainable growth
Thoughtfully balance cash vs. equity

Opportunistically repurchase shares (new)

S&M: Improve GTM motions with consideration for
growth-adjusted LTV/CACs

R&D: Drive leverage via foundational platform capabilities
G&A: Scale via automation and lower cost service centers




Go To Market Dimensions

GEOGRAPHY

United States

Canada

UK & Ireland

Rest Of
Europe

Australia &
Mew Zealand

Middle East

PROCORE

STAKEHOLDER

CUSTOMER Owner General Speciality
SIZE Contractor Contractor

rerrce (R G

Mid-Market

,_
.t

SMB

Enterprise

Mid-Market
SMB

Enterprise
Mid-Market
SMB

I

Enterprise
Mid-Market
SMB

C____
C____J
1
]
C_ ]
]
]
B 2
N
L ]
"_1
;' )

I

Enterprise
Mid-Market
SMB

,_\
J

Enterprise
Mid-Markat
SMB

il

,_‘,_\
I‘_r :

Actively Pursuing Inbound Only ]

Note: All data as of September 30, 2024.

We operate the business via three
dimensions:

O by Geography
O by Customer Size
O by Stakeholder

Each dimension is a unique “market”

Not all possible “markets” are
actively pursued due to either
internal priorities / phasing or TAM /
opportunity size

16



Go To Market Dimensions: U.S.

STAKEHOLDER
CUSTOMER Owner General Speciality
GEOGRAPHY SIZE Contractor Contractor

emersrce (R G S

United States Mid-Market

SME |

Enterprise |

® U.S. is 84% of Total ARR
® The avg U.S. customer has 3-4 products

Canada Mid-Market
SMB |

Enterprise

UK & Ireland Mid-Market

|
I
I
|
I
I
SMB |
I
I
|
|
|
|
I
|
|

Enterprise

Rest Of

Europe Mid-Market

SMB

Enterprise |

Australia & £y
Mew Zealand Mid-Market

SMB |

Enterprise -

Middie East Mid-Market |

)
|
|
|
|
_|
I
I
|
)
)
|
|
|

FROEORE J Inbound Only |

MNote: All data as of September 30, 2024, "Total ARR" refers to total annual recurring revenue. Refer to the appendix for the definition of total annual recurring revenue.



Go To Market Dimensions: International

United States

Canada

UK & Ireland

Rest Of
Europe

Australia &
New Zealand

Middle East

PROCORE

CUSTOMER

STAKEHOLDER

General
Contractor

Speciality

SIZE Cremes Contractor

Enterprise
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Actively Pursuing Inbound Only ]

@ International is 16% of Total ARR

@ The avg Intl. customer has 3-4 products

18

Mote: All data as of September 30, 2024. "Total ARR” refers to total annual recurring revenue. Refer to the appendix for the definition of total annual recurring revenue.



Go To Market Dimensions: GCs

STAKEHOLDER

CUSTOMER Owner General Speciality
REGION SIZE Contractor Contractor

Enterprise

United States Mid-Market

SMB

e ————
. A A, A J

Enterprise
Canada Mid-Market
SMB

|

® GCs are 60% of Total ARR growing 16% YoY
® 49 GCs w/ $1M+ ARR
® 1,402 GCs w/ $100K+ ARR

(

Enterprise
UK & Ireland Mid-Market

il

SMB ® The avg GC customer has 3-4 products
Enterprise
:::;:: Mid-Market
SMB |
Enterprise
Australia & .
New Zealana  Mid-Market L
sMe |
Enterprise [:

Middie East Mid-Markat
SMB

PROCORE Il | oo-naony_| 19

MNote: Al data as of September 30, 2024, "ARR" refers to annual recurring revenue and “Total ARR™ refers to total annual recurring révenue.. Growth rates reflect year-over-year growth as of the quarter ending September
30, 2024, Number of $100K+ and $1M+ ARR customers |s based on customer count. Refer o the appendix for the definitions of customer count, annual recurring revenue, and total annual recurfing revenue.
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Go To Market Dimensions: U.S. GCs

United States

Canada

UK & Ireland

Rest Of
Europe

Australia &
New Zealand

Middle East

PROCORE

STAKEHOLDER

CUSTOMER
SIZE

Enterprise
Mid-Market
SM

Enterprise

Owner

General
Contractor

Speciality
Contractor

m
P T e g

Mid-Market

sMe |

® U.S. GCs are 51% of Total ARR growing 16% YoY

Enterprise I

® The avg U.S. GC customer has 3-4 products

Mid-Market l

SMB [

Enterprise I

Mid-Market I

!
L
I
|
I
I
I
I
I
I
I
)
|
|
I
I
I

— A A A A A A A A A A A A A A J

I

Inbound Only I

Actively Pursuing

Mote: All data as of September 30, 2024, "Total ARR" refers to total annual recurring revenue. Growth rates reflect year-over-year growth as of the quarter ending September 30, 2024. Refer to the
appendix for the definition of total annual recurring revenue.



Go To Market Dimensions: U.S. ENT GCs

STAKEHOLDER
CUSTOMER Owner General Speciality
REGION SIZE Contractor Contractor
Enterprise J _ [ . =
United States 0 1o L
sM |

Enterprise

@ U.S. Ent GCs are 31% of Total ARR growing 16%
YoY

m
P T e g

Canada Mid-Market
SMB I

® The avg U.S. Ent customer has 5-6 products

Enterprise I

UK & Ireland Mid-Market l

SMB [
Enterprise I
Rest Of
Europe
sme |
Enterprise
Australia &

Mew Zealand

Middie East Mid-Markat

)
|
)
)
]
|
|
|
|
|
Mid-Market l ] |
|
J
]
)
)
)
)

PROCORE _nomnsony_| ;

Mote: All data as of September 30, 2024, "Total ARR" refers to total annual recurring revenue. Growth rates reflect year-over-year growth as of the quarter ending September 30, 2024. Refer to the
appendix for the definition of total annual recurring revenue.



Go To Market Dimensions: ENR 400

Mew Zealand Mid-Market

Enterprise

Middie East Mid-Markat

STAKEHOLDER
CUSTOMER Owner General Speciality
REGION SIZE Contractor Contractor
Enterprise l ]-_ .
United States 0 1o o0 [ ] | ] [
. { } 1 t ® ENR 400 is 18% of Total ARR growing 15% YoY
Enterprise ’ J
Canada Mid—M:rkel ( ] ]| ® The avg ENR 400 customer has 5-6 products
swe | | |
Enterprise I ] ] I
UK & Ireland Mid-Market l ] “
SMB | | J(
Enterprise I ] ”
:::;:: Mid-Market | ] ] |
SMB | | Il
Enterprise ] ] |
Australia & ] ] |
[ —]
J( J(
J( I
J(

PROCORE _nomnsony_| ;

Mote: All data as of September 30, 2024, "Total ARR" refers to total annual recurring revenue. Growth rates reflect year-over-year growth as of the quarter ending September 30, 2024. Refer to the
appendix for the definition of total annual recurring revenue.



Go To Market Dimensions: SCs

STAKEHOLDER
CUSTOMER Owners General Speciality
REGION SIZE . Contractor Contractor .
Enterprise l H J_
unteastates g e | )( | S
sue | I |
Enterprise l J l ] _
Canada Mid-Market l ] [ ] _
sMe | I 1 _
Enterprise [ ] [ ] I _,|
UKireland  Mid-Market | H }_ ® SCs are 15% of Total ARR growing 22% YoY
SMB _
Enterprise |
Retor vony [ ) ~| ® 270 SCs w/ $100K+ ARR
swe | '| J| | ® The avg SC customer has ~3 products
Enterprise [ ] [ ] -
g e | J J
swe | I |
Enterprise I~ J [ J _ .
Middle East Mid-Market . ] L ] l |
swe | ) ) |

PROCORE (_moansony_] .

Note: Al data as of September 30, 2024, "ARR" refers 10 annual recurring revenue and “Total ARR™ refers to total annual recurring revenue. Growth rates reflect year-over-year growth as of the quaner ending
Saptamber 30, 2024. Number of $100K+ and $1M+ ARR customers s based on customer count. Refer to the appendix for the definitions of customer cownt, annual recurming revenue, and 1otal annual recurring revenue,



Go To Market Dimensions: Owners

STAKEHOLDER

CUSTOMER Owners General Speciality
REGION SIZE Contractor Contractor

Enterprise

United States Mid-Market

SMB

Enterprise

® Owners are 25% of Total ARR growing 16 %
YoY

® 26 Owners w/ $IM+ ARR
® 589 Owners w/ $100K+ ARR

Canada Mid-Market
SMB

Enterprise

UK & Ireland Mid-Market

Middie East Mid-Markat

|
SMB J( | ® The avg Owner customer has 3-4 products
Enterprise ] I |
:::;:: Mid-Market 1 | |
SMB | | |
Enterprise [ ] l |
g wavare | j J
sw [ J |
| l I |
Enterprise s
p ] l |
|

._._"._\I
A

SMEBE

PROCORE _nomnsony_| B

MNote: Al data as of September 30, 2024, "ARR" refers to annual recurring revenue and “Total ARR™ refers to total annual recurring revenue. Growth rates reflect year-over-year growth as of the quaner ending September
30, 2024, Number of $100K+ and $1M+ ARR customers |s based on customer count. Refer o the appendix for the definitions of customer count, annual recurring revenus, and total annual Fecurring revenue.




Growth Drivers

Win New
Customers

PROCORE

Pursue New
Geographies

Expansion via
Product Cross Sell

Expansion via
Volume Upsell

25



How We Land & Expand

take a few contract
cycles until we have

lllustrative Customer Example 5 ] 3!I3L1U; rf;?::?::jers
[ As (_:ustomers deploy more | have approx 3-4
projects on the Platform 1 4
" ) [ A\ products

and ramp their business N

- onto Procore, the majority EWIun!e

/" When a customer initially of the expansion growth Xpansion

purchases, the contract comes from volume

typically consists of:

1. Project Management,
our highest ASP
product

2. Modest % of their total
annual volume they
expect to deploy over
the contract term

| expansion J
A

B - Product
Vg Expansion

Volume
Expansion

LY

{ Typical products that are
cross-sold (Q&S, FINS)
have lower ASPs than
Project Mgmt, these add’l
bps are applied to the total

Product & Volume committed construction
New Logo | volume /
e A
Year O Year 1 Year 2 Year 3

Land Mix Favors Product, but Expansion is More Influenced by Volume

PROCORE

26



New Logo Opportunity

Select Penetration Rates Within Each Stakeholder

Estimated U.S.

Logo Capture Owners span most major
~ 2 % industries. We have seen early

success (~25% of ARR)

0
< 1 2 % 100K+ Addressable Owner ... across corporations (ie

Construction Logos in the ~100K Global Owners in Fortune 1000), energy, utilities,
United States Active GTM Countries education, and healthcare.
“Updated mn;l:ﬁmllogr l:ncm::: m:;:un <$2.5M In General 7 2 % 3 1 %
Contractor -
' ENR 400 US MM+ GC Logos
Estimated International

Logo Capture

260K+ Addressable Specialty 26% 28%

Construction Logos in Contractor
Active GTM Countries ENR 600 US MM+ SC Logos

<2%°’

. #'
- ~
S -

Note: Logo capture rates reflect our customer count as of September 30, 2024, as a percentage of the total estimated number of legos In Procore’s addressable markets (ora specified subset thereof) with at least $2.5M of annual construction volumse,
where the number of "captured” customers is defined as the aggregate numbser of entities (i) that have entered into one or more subscriptions with us that have recurring charges for which the term has not ended as of September 30, 2024, or (i) with
which we are negotiating a subscription renewal. Active go-to-market countries are countries where we are actively pursuing new customers and do not Include countries whare we only sell via inbound demand. Logo estimates by reglon and stakehobder
are based on Procore calculations using data from the U.S. Census Bureau, Frost & Sullivan, and D&B Hoovers. "ARR™ refers to annual recurring revenue. Refer to the appendix for the definitions of customer count and annual recurring revenue. General
Contractor ENR 400 and Speclaity Contractor ENR 600 metrics are based on the 2023 ENR cohor.
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Volume Upsell Opportunity ACY Commitment by Stakshokder

Today we only have ~45% of our customer’s total ACV

Annual Construction Volume (ACV) __General

Contractors

Commitment ~ $900B '
ACV Commitment by Customer Size
SMB
Mid-Market
-~ Enterprise

Qrzl Qr Q¥ o8 QrZ QFe QFI Qéll Q' QFE Q¥ 4l O Qe T

B us acv BB international Acy

MNote: "ACY" refers to annual construction volume. ACV commitment reflects construction volume contracted to run on the Procore platform by customers as of September 30, 2024. Refer to the appendix for the
F ROEORE definition of annual construction volume and for more information about how ACV by reglon/country is determined.



Volume Upsell Opportunity ACY Commitment by Stakshokder

Opportunity exists to capture an incremental $1T+ of
ACV from existing customers

Annual Construction Volume (ACV) __General
Commitment ~ $900B Contractors
ACV Commitment by Customer Size
SMB
Mid-Market
-~ Enterprise

Qral Qr7 Q¥ Qe o'l QFrl Q¥ el O3 QF: Q3 Qeln O Qr QI

B us acy B inemational ACY | Available Customer ACV

Note: "ACV" refers 1o annual construction volume, ACY commitment reflects construction volume contracted to run on the Procore platform by customers as of September 30, 2024, Refer 1o the appendix for the
definition of annual construction volurne and for more information about how ACV by reglon/country is determined.
PROCORE



Product Cross-Sell Opportunity

Continued opportunity for growth in Newer products with
products with historical cross-sell attach compelling opportunity

5%

50% [l Customer Attach Rate

| Customer White Space

25%

0%
Project Quality & Safety Project Invoice Bidding Resource Analytics Pay
Management Financials Management Management
ASP Relative
to Project - Medium Medium/fHigh Medium Low/Medium Medium/High Low/Medium High
Mgmt.

I RGEORE Note: Based on number of customers who have purchased these products as of September 30, 2024. Resource Management is a rebrand of Workforce Management.

30



Land & Expand Case Study

Enterprise Owner with ARR of $4.5M+

34% cAGRin 8 Years
1to 7 Products Volume
Expansion

Volume

+$70K
Added Analytics,
SMATSR,vome
Mgnalg:r::ﬁt &  Expansion Ne Change
Added Traini Vol Prequal
Center, ;?;?g? Elp.:r:;n
S Financials,
w‘rlh.Prmoiect Quality & Safety +$660K
Management +$80K
Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8 Today
Annual Recurring Revenue (ARR)
PROCORE 31

Note: All data as of September 30, 2024. Refer to the appendix for the definition of annual recurring revenue.



Land & Expand Case Study

Mid-Market GC with ARR of $500K+

52% cAcGRin 7 Years
1 to 6 Products and ACV Doubled

Volume
Expansion

+$253K

Volume

.;ﬂdﬂl A]ddltlonal Expan
acore atanca Removed Inw:\il:e
Management No Change

and
Volume
+$34K

Added BIM & si
Added Added Design i
Training Center, Coordination,
Quality & Safety, Invoice
F_F'l'2=lﬂj=:l1 Management
inancials, N
Initial Land Accounting +$79K SRRt
with Project Integrations -$13K
Management Volume
| +$34K | Downsell
BN $29K |
Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7
Annual Recurring Revenue (ARR)

Note: All data as of September 30, 2024. Refer to the appendix for the definition of annual recurring revenue.

PROCORE

Today
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Geographic Expansion Opportunity

. Active Go-To-Market

@ Active Go-To-Market

PROCORE

f | e

$2.1T $1.9T $1T

U.S. ACV International ACV ROW ACV

Note: Active go-to-market countries are countries where we are actively pursuing new customers and do not include countries where we only sell via inbound demand. "ACV" refers to annual
construction volume. Refer to the appendix for a definition of annual construction volume and for more information about how ACV by region/country and ROW ACV are determined.
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Construction is Growing, butis Cyclical

20%

15%

10%

3% Rates Begin LTS
! Rising o e
S, - " #d
b, 1 Leenast
4 ..-'-".'.-"
u%.-.--n".-n.---u.-...n---.-.n-.-.."-.--."".-.u".-.."--"'
Jan.'21 Jun.'21 Dec.'21 Jan.'22 Jun.'22 Dec.'22 Jan.'23 Jun.'23 Dec.'23 Jan.'24 Jun.'24 Sep.'24

PROCORE

Favorable
Demand Environment

Customer

Sentiment

1 Turns

., Cautious .~
- ot

e

Interest

== |J.S. Construction Spend YoY Growth == Fed Funds Rate (E

Source: U.S, Census Bureau | National Bureau of Economic Research, Federal Reserve Bank of New York | Effective Federal Funds Rate,
Mote: L.5. construction spend data and EFFR as of Movember 11, 2024.

Challenged
Demand Environment

Interest
Rate Cut .~

o,
T -

FFR)

34



Combined Opportunity

Several Large
Pursue New Countries Remaining w/
Geograp hies trillions of ACV available
across all stakeholders

Expansion via Avg Customer can 2x the # of
Product C Sell Products Attached
roduct Cross Se (3-4 — 6-8)

Expansion via ~55% of Current Customer
Vol U I Annual Construction Volume
olume Upse (~$1T) Remains Available

Win New ~360K Addressable Logos
Cust Across Active GTM Countries
ustomers (vs <17K current customers)

Mote: Active go-to-market countries are countries where we afe actively pursuing new customers and do not include countries where we only sell via inbound demand. Logo estimates are based on Procore calculations
PROBORE using data from the U.S. Census Bureau, Frost & Sulllvan, and D&B Hoovers. "ACY" refers 1o annual construction volume. Refer 1o the appendix for the definition of annual construction volume and for mare Informatian 35
about how ACV by reglon/country |s determined.



Go To Market Strategy

PROCORE




Previous Go-To-Market Model

_|_
_|_
_|_

PROCORE

Global Head Global Head Global Head Model Limitations:
of Sales of Customer of Marketing
Success L

Single/global approach to all regions
Matrix organization design
Disproportionate US focus

Generalist AEs only, no Product Overlays

While this model enabled us to
exceed $1B+ in annualized
revenue, we believe
improvements will enable us to
achieve multi-billion in revenue

37



New Go-To-Market Model

Benefits of Model:

El.ls"ﬂpﬂm
eCS/PS/Support + Local approach determined by regional GM

®Marketing

+ GMs responsible for entire GTM motion
+ Dedicated GMs for each region
_|_

Generalist AEs & Product Overlays

NAMER GM
@5ales
®C5/PS/Support
®Marketing

Enhanced customer experience
that is local and maximizes the
value and breadth of the platform.

Middle East GM
®5ales
®CS/PS/Support

®Marketing msm
®5ales
@CS/PS/Support
®Marketing

PROCORE



Bespoke Approach by Geography

AUS/NZ Middle East

PCOR Brand Recognition High

Industry Volume &

Logo Fragmentation High Med Low Low

'""gsé?nf;g:i':’;“’“ Low High High Med

Primary GTM Motion Expansion New Logo New Logo Focused New Logo
SN EAA L B ELCLLIGETE  Multi-Stakeholder ENT GCs MM/ENT GCs ENT Owners

FROEORE Note: The Primary GTM Motion and Primary GTM Stakeholder classifications are as of September 30, 2024, represent our primary focus areas, and are not intended to limit our stakeholder 39
audience.



Multiple Buyer Personas

2 &S 1 ® Y
Primary i.. =] & 'h‘ ¥ ll 8
Buyer & O gk
Personas Head of Pre- Estimator Head of Head of Virtual Chief Chief Controller Chief
) Construction Safety Quality Design Operating Financial Executive
Solutions Coordinator Officer Officer Officer

i ® N %

et X X
2]

X X X X

R vl X X X
(8]
N X X X

g Technical Overlay Specialist

PROCORE



Delivering Value

Expected Customer Benefits Expected Procore Benefits

Deeper account coverage from Procore Deeper account relationships

Greater access to platform specialists Stronger platform adoption
Higher platform adoption = higher ROI Higher retention and expansion rates
Higher ROI = digitize additional

processes and further consolidate their

Stronger and more durable revenue
growth
technology stack Higher margins and per share

performance

PROCORE 41



Case Study: “Swarmed” Account

Customer:

Enterprise Specialty Contractor

Before

Adopted and/or Expanded:

Added Quality & Safety

Added BIM & Design Coordination
Added Bidding

Tripled Volume Commitment

ARR Uplift:

Total ARR: Total ACV: 1 2 5 % +
$365K  $300M

PRDCGRE Mote: All data as of September 30, 2024. "ARR" refers to annual recurring rev

dppendix for the definitions of annual recurri g revenue, total annual recurning revenue, and annual construction volume:




Case Study: “Swarmed” Account

Customer:

ENR 100 General Contractor

Before

Adopted and/or Expanded:

e Added $1B in Annual Construction
Volume Committed

e Added Advisory Services

ARR Uplift:

Total ARR: Total ACV: 1 O 5 % +
$1.4M $2B

PRDCGRE TI:-JIU: All data as of September 30

ppendix for the definitions of annual recurring revenue, total annual recurring r Iy




Consistently Strong Win Rates

Historical Win Rates vs Y
Top 3 Competitors Combined < e3%
; (]
FY22 - YTD'24 New Logo Opportunities : Combined
100% ! Average Win Rate
: Against Top 3 4
Lgmere - Competitors !
itnenet, FY22 - YTO'24 7
. < 88% : N
All Oppertunities 100% / Mmgcwl':mm Y L P gosnasnansnarst W
In a Greenfield b 50%
Opportunity i
FY22-¥TD'24 f
Compelitive vs, . o . co0 B
Greenfield Competitive Deals 48% Greenfield 52%
~ 0%
FY22 FY23 YTD24
By Competitor
Gross Retention Rate
95% 95% 94%
0% 25% 50% 75% 100% i i o
B i Other Competitors
£ competitor A
- Competitor B
Competitor C
FY22 Fy23 Q324
FROEORE Mote: Refer to the appendix for the definition of gross retention rate. Win rates represent the percentage of opportunities closed or won divided by the total number of opportunities as of the 44

applicable time period.



Transition Milestones

August 2024
Transition Begins

leadership teams.

New roles identified and hiring effort
began. Enablement and change
management provided to organization.
General Managers assumed new
scope and began forming their

Q12025

plans distributed. Newly

plans and pipeline.

Begin Operating in
New GTM Model

Territories and compensation

structured teams (w/ product
overlays) are formed and begin
updating customer account

H2 2025
Operate & Execute

Begin to see benefits in latter
half of FY25 as organization
operates within the new GTM
model.

July 2024

Announce New
GTM Model

Communicated the vision,
changes and rationale to
internal and external
stakeholders.

PROCORE

Q4 2024 (Current Phase)
Change Management

Minimizing disruption, delivering
enablement, system readiness,
and sales leadership finalize
detailed planning.

H12025

Transition Project
Largely Complete

Hiring, enablement and change
management executed.

Note: As of September 30, 2024. All milestones after September 30, 2024 are estimates based on our current plans and expectations, and are subject to change. There is no assurance that any 45
future milestones will be achieved on time, or at all. Refer to the Forward-Looking Statements disclaimer for more information.



Procore Platform -
Customer Journey

PROCORE




The Unified Platform

SOLUTIONS

Preconstruction Project Execution Resource Management Financial Management
Bid Management Project Management Field Productivity Project Financials

2D/3D Takeoff Safety Workforce Planning Pay

Estimating Quality Equipment Management Payment Applications

Prequalification Field Scheduling Materials Management Accounting Integrations
Design Coordination Closeout

PLATFORM CAPABILITIES

& BIM B Document Management M Assets

» Models » Design Plugins » Documents  » Specifications » Assel Register
= Field Viewer + BIM Data » Drawings = Photos & Videos » Asset Data

™ Collaboration 0 Field Solutions @ Maps &1 Enterprise Flexibility @& Ecosystem
= Conversations = Connectability = Mobile = Reality Capture = GI5S Data

= Workflows # Attribute-based Permissions = App Marketplace Integrations
» Notifications » Tablet * AR/Glasses = Locations

= Customization = Open AP

+ Al # Analytics

+ Insights & Benchmarks « Copilot « 360 Reporting
* Agents & Automation * Advanced Analytics

8 Secure & Compliant Zones

FHEEERE « Regional App Zones « Regional Data Zones

« Government Zones
Naote: See Disclaimer.




Construction
Technology
Maturity Curve

LV ELTTEL
Reactive

Paper trails,
reactive plans

PROCORE

Technology

Basic
Evolving

Building digital
foundations

Technology

Proficient
Proficient

New Standards
meet Mobile Tech

b oS

e

Advanced
Proactive

Building with
context

Where is your company?

Transformed

Leader

Data-driven
decision excellence




Example Project
Types

e 4

Multi-Family

Commercial Healthcare
A
-]
-]

Transportation

Manufacturing

PROCORE

Momentum on Network Activation

¢

Material
Supplier

£

7

Architect

Engineer

@

Mechanical

., Conftractor

Plumbing
Contractor

General

Contractor /-

>

Concrete

_ Contractor /.

Finishing
Contractor

Financier

\

Insurer

ot

S

Electrical

Contractor,/ -

r\. \
Site Prep
Contractor

% Equipment

Supplier

~17,000

Procore customers as of Q3 2024

716,000+

Collaborator Companies:
GCs, SCs, Owners, Architects,
Engineers, Suppliers, & Insurers

"With Connectability | was able to sync
1,800 drawings in about 20 minutes or so.
Without Connectability, it probably would
have taken me the whole day and more. This
tool is working well for us and we are
grateful this solution is part of the
platform.”

- Brian K. Zook, Senior Project Engineer at
Smucker Company




Value for Every Stakeholder

Delivering projects on time Enabling teams to work efficiently, optimize Enabling insights across
and on budget productivity, and maximize profitability a portfolio of investments

Procore Solutions and Platform Capabilities

I:} Project Management » == Resource Management %/, ProjectFinancials

%/, ProjectFinancials I.) Project Management I, Analytics/insights

é Collaboration A f.‘ Collaboration f—? Portfolio Planning

o
b
- -

77 Quality “/. Project Financials _r' Risk Management
r..

Analytics B Field solutions I Asset Management
— Invoice Management j Field Scheduling I‘i‘ Integrated Schedule

a, Bid Management : Estimating Y/ Quality Assurance

77 Safety []] Maps & Locations ﬂ Estimating and Bidding

PRDCGRE Mote: Based on Procore rasearch,




PROCORE

Value for Every Stakeholder

Mote: Based on Procore rasearch,

Enabling teams to work efficiently, optimize
productivity, and maximize profitability

Procore Solutions and Platform Capabilities

» == Resource Management

7] Field Scheduling

[N] Maps & Locations

Enabling insights across
a portfolio of investments

B
& Portfolio Planning

l“ Asset Management

! Integrated Schedule




Conceptual
Estimate

Al Sarah | Owner
RivCloud Technologies

Owner develops a cost
model to create a
conceptual estimate with
comparable projects.

PROCORE

~ Building Materials
= Concrete (18%)
= Steel (22%)
» Masonry (T%)
= Roofing (4%)
= Machanical (B%)

= Electrical (7%)

Project Cost

M Similar Historic Projects

# Houston, TX
1,000,000 sqft
— 1
it | L —
- \’“ o Sept23, 2022
Mexus Data Center
0 ’ Ao
$1,127,780,000
§202,600,400
S248114 6800
$78,944,800
45111, 200
$101,500,200

$78.944,600

$2.1088

@ Phosnix, AZ
1,000,000 sqft
=58

= Nov 04,2019

J—
"

Riverview Data Center
@ v X

$985,515,000
$179,192,700
$219,213,300
569,686,050
$30,820,800
$80,506,350

$60,686,050

$1.793B

+ Al Industry Benchmark

Your Company

$1,029,050,000
$185,220,000
$226,301,000
$72,033,500
$41182,000
$02,714,500

$72,033,500

$1.871B

@ Your Project Estimation

000,000 sqft

Burnham Park Data Center

$1,148,886,880

Builging Matorials
= Concrete (18%) $208 800 64D
= Steel (22%) $252,754. 10
« Masonry (T%) $80.421,880
= Roofing [4%) $45 855470
» Mechanical (9%) $103,390.820

= Elwctrical (T%) $80.421,680

Estimated Cost $2,108,049,320

Start Initial Estimate




Detailed Design
Takeot!

Takealls H Model Objects

Add = Filmer

3D Takeoff
Through BIM

e willl 6e
) Wertigo Construction

The GC's VDC team creates a
3D model to utilize for
takeoffs within Procore's
Estimating solution.

PROCORE




<> Copilot

Add Bidder

Filters Ciaar AN

GC Bidding
Network

L Housion, Touas =3

. B Search by Office Address Only @
v “l wl“ : GC Trados
5 Vertigo Construction
Earthwork x .

Cost Codas

.|
g
4
&

Bid package is created from

estimate. The GC can use °_
natural language filtering in

the bidding network, but e
Copilot has already
recommended qualified
contractors for invite to bid.

=
You've worked on 4

SCC Earthwork

Avarage Contract Value

v worked on

Austin Construction LLC
s You projecis togethe

Minimum Average Rating

0 companies selected Cancel Send invitations

w -

=
L
D
L
%
=
] -
Td
&3
g

PROCORE




It Only Takes
Onelssue to
Stop the Work

Dylan | Foreman
JD Grading & Excavation

Earthwork SC finds a water
table issue while digging
for foundations.

He confirms this will impact
the foundations and
mechanical room with AR.

PROCORE




B Conversation

Untoliow Gﬂﬁ r,

< RFI #24: Footing Impact from Water Table

Real-Time
Decisions Using RFI B

General Information * Dylan Noble

and Conversations ¥

m Jim Taylor ? Louisa Martinez
. Dylan | Foreman ' e '
JD Grading & Excavation
? Louisa Martinez 5 ¢ B e o & Excavt

RFI processed in real time.

Procore Conversations ? Earthwork, Concrete =
connects everyone Eifc g ==
immediately.

'(,J- Draft a Reply with Copilat
Game-time decisions are HiL n unexpected wter table .
made quickly. for ' e
s B

PROCORE




WCUHE Sf“ﬂ“ld‘ Corridor Station o 1 g E:'E ﬂ e

RFl #24: Footing impact from water...

Engineer Quickly
Updates Drawings

Louisa | Engineer

MEM Enginearing
Updates drawings via
response to the RFI.

Rewicw

Reason for Response

Engineer notes a change order
is needed, and we need to add
a sump pump as part of the |
change to protect from future : Jll < Lovisa Martinez
issues. ' e

Change Order needs approval
before work can begin again.

PROCORE




GC Hub with
Copilot

v \ Will | GC
£ Vertigo Construction

When GC logs in, they see
multiple items to deal with in a
single, organized view. Copilot
suggests a resequencing to
resolve the constraint without
impacting the critical path.

PROCORE

Burnham Park Data Center @

] *

BT wm §# Powelieds  BSe Liget s Letesl Beewing La)

Project Timaling

Open ltems

Latest Drawings

FF hutts st g (73 L5 pasns s
e AL

0 mssed for Constructson

TT Shawty

s Crpaenga
AT

T T

PUTATOTE

Project Map

+*

<+ Copilot

*e e <

Insights

Your Project's Submit
Résponse Time

<= Copilot




SRRy -

Optional 2-way Schedule Sync S

Will | GC
V

Minor adjustments are procer seneu
typically managed only in
Procore.

This change was significant
enough where all systems
need the same information, so
the GC PM uses the 3= - P e
optional sync to push the e by —— Tt PG Schedule Sync

PROCORE




=
: PROCORE “=

Relocating capmen
Equipmentonthe EH
Site il

Burnham Park Data Center X =

- n List: AN Mapped v L/ Status
.~ Hector | Superintendent . e
y ECO Concrete 1 selected gr x 1

DE0 Concrets Apes
v K " -
Burnham Park Data Center Select an App @ =

Type
Concrete Superintendent logs on S Je. « ; * W tocon
remotely to ensure his team is : ; ' B

bhdle Hours

working in the correct location. SO

B _' Ddometer

Equipment and crew have
relocated to the NE corner per
the schedule change.

Back on track, with no impact to
critical path, so no project delay.

PROCORE




i = P (T} al B A Ma - =5 Ravl W

¢ Pipes Plumbing, Inc
Handover Beg“‘ls 123 Main St, Phoenix, AZ, 55555

Louisa | SC B startUp Report B
. Pipes Plumbing M' oy . e . ._.l-. . . . .

SE echarcal Foom

Information

Plumber shares completed :
Action Plan for sump pump with e

the GC, indicating the unit is ——
ready for service.

5555551212

System Information

O
GC PM tags completed Action

Plan for Handover, automatically
adding the documents to the
Owner's package.

@®©

Control Panel

Analytics indicate all Handover
activities are on track.

PROCORE




s PROCORE 8- s mtrios conter ™ i ™ © = 8 @ o Euen

Owner Overview

. ]
PrOI eCt c I OS|“9 Today’s Schedule Asset Register e Documents Your Are Tracking
Out - :

. e Critical asset Industria
A\ Sarah | Owner : : -
RivCloud Technologies '

Owner sees a fu“ history Of the Projects Billed ta Date

project so no bottlenecks in
billing.

Sump Pump shows up ready for
service in Asset Register,
indicating Handover is
underway.

PROCORE




Delivering Value to Each Stakeholder

Delivering projects on time Enabling teams to work efficiently, optimize Enabling insights across
and on budget productivity, and maximize profitability a portfolio of investments

e JWL

Reduce project delays and cost overruns Optimize resource management and Increase cost predictability
Leverage historical data to improve allocation Control time to completion
schedule and forecast accuracy Leverage historical data to improve Gain real-time visibility across
Improve communication to align all schedule and forecast accuracy portfolio
collaborators Streamline processes Maintain commitment to gquality
Improve quality Optimize supply chain and inventory Increase collaboration
Improve safety management

Improve communication to stay

aligned with other collaborators

PRDCGRE Mote: Based on Procore rasearch,
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Customer Fireside

Founder, President & CEO | Procore Technologies, Inc.

President & COO | Haugland Group LLP

PROCORE




Financial Summary

PROCORE




CFO Objectives > FCF Per Share Growth

Growth &
Monetization

Accelerating
Free Cash Flow

Per Share

New logo acquisition in both the U.S. and International
Expand existing customers

o Upsell via additional construction volume

o Cross-sell via new products

Optimize product development - GTM execution cycles

ctly comparable GAAP measures

©

Capital
Allocation

©

Operational
Efficiency

Resources are allocated to the highest-ROIl opportunities
Strategically sequence the timing of investments and
associated returns to foster sustainable growth
Thoughtfully balance cash vs. equity

Opportunistically repurchase shares (new)

S&M: Improve GTM motions with consideration for
growth-adjusted LTV/CACs

R&D: Drive leverage via foundational platform capabilities
G&A: Scale via automation and lower cost service centers




Capital

Capital Allocation Priorities

The first lever and investment priority continues to be organic
Organic & and efficient revenue growth.

. We have significant opportunity as the technology leader
Efficient Growth serving Construction. Our sufficient capital enables us to fund
business objectives and continue generating free cash flow.

The second lever is investment in M&A.

Our M&A strategy primarily focuses on accelerating our
product roadmap with smaller, tuck in companies that are
typically from our App Marketplace and already integrated in
the Procore platform.

The third lever is returning capital to shareholders.

Our guiding principle is to repurchase shares to provide
notable accretion to per-share targets and optimize
long-term shareholder value.

Capital Return

76

P O
RGGGHE MNote: “FCF" refers to free cash flow. Free cash flow is a non-GAAP measure. Refer to the appendix for the definition of free cash flow and for a reconciliation of non-GAAP measures to the most
directly comparable GAAP measures.



Capital
Allocation

+ $300M stock repurchase authorization
+ 1vyear term

+ To be deployed opportunistically depending on

market conditions

StOCK + Represents approx 40% of our cash, cash
equivalents, and marketable securities balance’
Repurchase

+ Represents ~3% of our market capitalization as
of November 15, 2024

Our guiding principle is notable accretion
to per share targets to optimize long-term
shareholder value

‘Balance as of September 30, 2024,

Mate: The program does not obligate Pracore 1o acquire any particular amount of stock, and may be suspended or
FROEDRE discontinued at any time at Procore's discretion. ??



Capital
Allocation

Go-To-Market Investment Cadence

Typical GTM Investment Cadence FY25 Pull Forward of GTM Investment

The GTM operating model transition will pull forward the investment we would have made in FY26,
however, we intend to offset this investment with other efficiencies, therefore, FY25 S&M as a % of
revenue is expected to be similar or lower than FY 24 and this should position us for further efficiency

gains in FY26

PROGCORE ot examples areillustrative 78



©

Operational Efficiency o

Non-GAAP Operating @ Non-GAAP Operating
Profit/Loss Margin

13%
11% —9

Mote: Operating profitfloss and marg 1wn=GAARP measures. FY24E uses sad on our initial FY25 guidance. Shows fiscal year non-GAAP
ng profit/(loss) and non=-GAA afitf 1 as a % of revenu and operating culat operating expenses excluding

on, amortization of ac

FROEDRE non-GAAP financial measures

actions, and acquisition ed expenses. Refer to the appendix for a



Progression of Efficiency o

- : 0 i
Commitment to margin 40%+ FCF Margins
expansion, disciplined Best in class vertical margins

equity management and " :
ultimately free cash flow per 25%+ FCF Margins
share improvement Realize further efficiencies via thoughtful onshore and offshore initiatives

GAAP Profitability

Equity discipline combined with operating efficiency

Capital Return Program
Return excess cash opportunistically based on market conditions to optimize FCF per share

Non-GAAP Profitability

Prioritizing operating efficiency in addition to top line growth

Equity Management
Shift compensation towards less equity; maintain dilution rates of 1%-3% depending on revenue growth

Consistent Free Cash Flow
Obtain scale in both GTM and operating efficiency; business begins to consistently generate excess cash

Mote: The top three gray bars (referring to 40%+ FCF margins, 25%+ FCF margins, and GAAP Profitability) refer to forward-looking goals, and are not financial guidance. We have no timeline for when
PRGEGHE we may achieve any of these goals, and there is no assurance that we will achieve any or all of these goals. "FCF” refers to free cash flow. Free cash flow is a nan-GAAP measure. Refer to the 80
appendix for the definition of free cash flow and for a reconciliation of non-GAAP measures 1o the most directly comparable GAAP measures.



Key Takeaways

-

Construction is Massive

Significant digitization
opportunity provides
durable long-term growth
for a projected $15T'
industry

PRUEDRE Source: '0xford Economics: Future of Construction (September 2021) estimated global construction spend in 2030,

o

Category Leader

Our leading platform and
industry partnership will
continue to deliver
strong customer ROI

Financial Improvement

We are committed to
efficiency and per share
improvement

81



Executive Q&A
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Appendix
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References and Definitions

ANNUAL CONSTRUCTION VOLUME (ACV)
When we refer to ACV with respect to our customers, we define ACV as the annual construction volume that our customers have contracted to run on the Procore
platform.

When we refer to ACV with respect to a geographic location (such as a region or a country), we define ACV as the actual or projected annual construction volume
spend in that particular location. Our estimates of the construction industry's ACV with respect to a specific geographic location are calculated by us using data from
the U.S. Census Bureau, international government statistics agencies, advisory firms, Oxford Economics estimates, and D&B Hoovers data, and are limited to the
following countries: Australia (as of Q1 2024}, Canada (as of October 2023), France (as of 2023), Germany (as of 2023), Ireland (as of 2023), New Zealand (as of June
2024), Saudi Arabia (as of 2023), Spain (as of 2023), United Arab Emirates (as of 2022), United Kingdom (as of 2022), United States (as of July 2024). Please note
that more countries are served than are represented by our data.

When we refer to Rest of World (ROW) ACV, we define ACV as the projected global censtruction ACV as of 2030 (see definition of TAM for details about how this is
calculated), minus projected ACV for our active go-to-market countries (which are countries where we are actively pursuing new customers and which do not include
countries where we only sell via inbound demand).

ANMNUAL RECURRING REVENUE (ARR)

We define ARR at the end of a particular period as the annualized dollar value of our subscriptions from the specified customer or customers as of such period end
date. For multi-year subscriptions, ARR at the end of a particular period is measured by using the stated contractual subscription fees as of the period end date on
which ARR is measured. For example, if ARR is measured during the first year of a multi-year contract, the first-year subscription fees are used to calculate ARR. ARR
at the end of a particular period includes the annualized dollar value of subscriptions for which the term has not ended, and subscriptions for which we are negotiating
a subscription renewal. ARR should be viewed independently of revenue determined in accordance with GAAP and does not represent our U.S. GAAP revenue on an
annualized basis. ARR is not intended to be a replacement or forecast of revenue.

ANNUALIZED REVENUE RUN RATE
Annualized Revenue Run Rate is measured by multiplying Procore's quarterly revenue as of a given date by the number four.

PROCORE 85



References and Definitions

CUSTOMER COUNT

We define the number of customers at the end of a particular period as the number of entities that have entered into one or more subscriptions with us that have
recurring charges for which the term has not ended, or with which we are negotiating a subscription renewal. An entity with multiple subsidiaries, segments, or
divisions, is defined and counted as a single customer, even if there are multiple separate subscriptions. Customer count metrics exclude customers acquired from
business combinations that do not have standard Procere annual contracts.

FREE CASH FLOW (FCF)

We define free cash flow as net cash provided by operating activities, less purchases of property and equipment and capitalized software development costs. We
believes free cash flow is an important liquidity measure of the cash (if any) that is available, after our operating activities and capital expenditures. We use free cash
flow in conjunction with traditional GAAP measures to assess our liquidity and evaluate the effectiveness of our business strategies.

GROSS RETENTION RATE (GRR)

To calculate our GRR at the end of a particular period, we first calculate the ARR from the cohort of active customers at the end of the period 12 months prior to the end
of the period selected. We then calculate the value of ARR from any customers whose subscriptions terminated and were not renewed during the 12 months preceding
the end of the period selected, which we refer to as cancellations. To calculate GRR, we divide (a) the total prior period ARR minus cancellations by (b) the total prior
period ARR.

TOTAL ADDRESSABLE MARKET (TAM)

We view the construction industry’s ACV as the primary factor informing our TAM because our revenue is driven by the value of the ACV that our customers have
contracted to run on the Procore platform, and because changes in ACV are generally correlated with our revenue and growth opportunity. Our estimate of global
construction ACV as of 2030 is based on a projection developed by Oxford Economics (see Oxford Economics: Future of Construction (September 2021), estimated
global construction spend in 2030). Refer to the definition of Annual Construction Volume (ACV) for more information about how we calculate ACV with respect to a
particular region or country.

TOTAL ANNUAL RECURRING REVENUE (TOTAL ARR)
We define Total ARR as the aggregate ARR across all given customer contracts in a referenced customer cohort.
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GAAP to Non-GAAP Reconciliation

FY24 YTD

{dollars in thousands) FY21 FY22 FY23 (Q@3'24) Qrza Q2'24 Q3'24

Revenue §514,821 $720,203 $ 950,010 § 849,660 $ 269,428 $ 284,347 § 295,885

Reconciliation of gross profit and gross margin to non-GAAP gross profit and non-GAAP gross margin:

GAAP gross profit $ 416,509 $5M,787 $775,548 $700,882 $223.705 $236,246 $ 240,931
Stock-based compensation expense 8,094 7,253 1,491 1,056 3,85 3683 4188
Amortization of acquired technology intangible assets 7522 22,428 22,396 18,739 5,885 6,156 6,698
Emplayer payroll tax on employee stock transactions 457 308 540 485 212 161 13
Acquisition-related expenses 2 = = = = =
Restructuring related charges - - - = - =

Non-GAAP gross profit $ 432,584 £ 601,776 S 809,975 $73,162 $232,987 S 246,246 $ 251,930

GAAP gross margin B1% 79% B82% B82% B3% 83% 81%

Non-GAAP gross margin 84% 84% B5% BG% B6% B87% B85%

Reconciliation of operating expenses to non-GAAP operating expenses:

GAAP sales and marketing % 308,51 5424976 $ 494,908 $ 390,286 $120,994 $127,822 $141,370
Stock-based compensation expense (68,755) (53,397) (55,162} (42,725) (13,020) (15,671) (14,034)
Amaortization of acquired technology intangible assets (3,600) (12,425) (12,425) (9,475) (3,106) (3145) (3,224)
Employer payroll tax on employee stock transactions (2,325) 1,955) (2,766) (2,867) (1,264) (788) (815)
Acquisition-related expenses (a488) (1,725) (2,483) (1,448) (448) (1,000} -
Restructuring related charges - - - - - - -

Non-GAAP sales and marketing 233,343 $ 355,474 $422,072 $333,7 $103,158 $107,318 $123,297

GAAP sales and marketing as a percentage of revenue 60% 59% 52% 48% 45% 45% 48%

Non-GAAP sales and marketing as a percentage of revenue 45% 49% A4% 38% 38% 38% 42%

PRUEDHE MNote: Fiscal year ends on December 31 of each respective year. Numbers may not foot due to rounding



GAAP to Non-GAAP Reconciliation (Cont.)

(doltars in thousands)

GAAP research and development

Stock-based compensaticn expense

Amortization of acquired technology intangible assets

Employer payroll tax on employee stock transactions
Acquisition-related expenses

Restructuring related charges

Non-GAAP research and development

GAAP research and development as a percentage of revenue
Non-GAAP research and development as a percentage of revenue

GAAP general and administrative

Stock-based compensation expense

Employer payroll tax on employee stock transactions
Acquisition-related expenses

Restructuring related charges

Non-GAAP general and administrative

GAAP general and administrative as a percentage of revenue
Non-GAAP general and administrative as a percentage of revenue

Reconciliation of loss from operations and operating margin to non-GAAP loss from operations and non-GAAP operating margin:

GAAP loss from operations

Stock-based compensation expense

Amortization of acquired technology intangible assets
Employer payroll tax on employee stock transactions
Acquisition-related expenses

Restructuring related charges

Non-GAAP loss from operations

GAAP operating margin

Non-GAAP operating margin

FY24 YTD

FY21 FY22 FY23 (@3'24) arz4 Qz2'24 Q3'24
5 237,200 $ 270,982 $300,5M £223,608 570,599 £72308 £80,70
(85,040) (63,262) (68,275) (48,684) {13,735) (17.628) (18,321)
(2,674) (3,528) {2,757) {2,008) (675) (B65) (668)
2,606) (2,474) (3,217) (3,089) {1,668) (200) (521)
11,348) (5,549) (6,370) = = = =
$145,622 $ 196,169 $ 219,952 $168,917 554,521 55315 $61,281
46% 38% 32% 26% 26% 25%, 27%
28% 27% 23% 20% 20% 19% 21%
$156,635 $166,283 $195,746 $ 157,077 $51,018 $50,792 $ 55,267
165,272) (38,974) (44,4086) (39,602) m,728) (13,961) 13,912)
(1127) 01,202) 1,870) (1,820) 1,045) (494) (281)
(7,442) (2,128) (35) (614) - (563) (51}
$82,794 $123,979 $149,395 $1s504 $38,244 $35,774 $41,023
30% 23% 21% 18% 19% 18% 19%
18% 7% 18% 4% 14% 13% 4%
$ (285,927) $ (290,454) £ (215,677) $(70,179) $ (18,908) $(14,776) $ (36,497)
227061 162,886 179,334 143,067 41,669 50,943 50,455
13,796 3838 37578 30,222 9,666 9,966 10,590
6,515 5,939 8,433 8,261 4189 2,343 1,730
9,280 9,402 8,888 2,082 448 1,563 51
5 (29,175) 5 (73,846) $18,556 $13,433 S 37,086 $50,039 $26,329
(56%) (40%) (23%) (8%) [7%) (5%) (12%)
(644) (10%) 2% 13% 14% 18% 9%

PRUEDHE MNote: Fiscal year ends on December 31 of each respective year. Numbers may not foot due to rounding
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Free Cash Flow Bridge

LTM

(dollars in thousands) FY21 FY22 FY23 (As of 03'24) Qrza Qz2'24 Q3'24

Revenue $514,821 $720,203 $ 950,010 $ 849,660 $ 269,428 § 284,347 $ 295,885

Computation of free cash flow and free cash flow margin:

Net cash (used in) provided by operating activities $ 36,730 $12,608 $92,015 $ 207,859 $ 69,145 $ 58,685 $ 39,276
Purchases of property and equipment (12,383) (15,782) (10,325) 19,762) (2,089) (1,874) (3,547)
Capitalized software development costs (15,248) {33 648) (34 685) {41,951) (9,514) (10,218) {12,721)

Non-GAAP free cash flow $ 0,009 s (38,822) $ 47,005 $156,145 $57,542 $ 48,603 $ 23,008
MNon-GAAP free cash flow margin 2% (5%) 5% 18% 21% 16% 8%

PREEDRE Note: Fiscal year ends on December 31 of each respective year. Numbers may no

)



