


Forward Looking Statements and Disclaimer braze

Forward-Looking Statements
This presentation contains, and statements made during this presentation contain, "forward-looking statements" within the meaning of the "safe harbor" provisions of the Private Securities Litigation Reform Act of 1995, including but not limited to, statements
regarding Braze’s financial outlook for the third quarter and full fiscal year ended January 31, 2025. Words such as "anticipate," “believe,” "could," "estimate," "expect," "goal," "hope," "i

intend," "may," might," “potential," "predict," "project," "shall," "should,"
"target," “will” and variations of these terms and similar expressions are intended to identify these forward-looking statements, although not all forward-looking statements contain these identifying words. Forward-looking statements are based on Braze’s
current assumptions, expectations and beliefs and are subject to substantial risks, uncertainties, assumptions and changes in circumstances that may cause Braze’s actual results, performance or achievements to be materially different from any future results,
performance or achievements expressed or implied by the forward-looking statements. These risks include, but are not limited to, risks and uncertainties related to: (1) unstable market and economic conditions may have serious adverse consequences on
Braze’s business, financial condition and share price; (2) Braze’s recent rapid revenue growth may not be indicative of its future revenue growth; (3) Braze’s history of operating losses; (4) Braze’s limited operating history at its current scale; (5) Braze’s ability to
successfully manage its growth; (6) the accuracy of estimates of market opportunity and forecasts of market growth and the impact that global and domestic socioeconomic events on Braze’s business; (7) Braze’s ability and the ability of its platform to adapt
and respond to changing customer or consumer needs, requirements or preferences; (8) Braze’s ability to attract new customers and renew existing customers; (9) the competitive markets in which Braze participates and the intense competition that it faces;
(10) Braze’s ability to adapt and respond effectively to rapidly changing technology, evolving cybersecurity and data privacy risks, evolving industry standards or changing regulations; and (11) Braze’s reliance on third-party providers of cloud-based
infrastructure. Further information on potential factors that could affect Braze’s business and financial results is included in Braze’s Annual Report on Form 10-K, filed with the SEC on April 1, 2024, and Braze’s Quarterly Report on Form 10-Q that will be filed
with the SEC for the fiscal quarter ended July 31, 2024.The forward-looking statements included in this presentation represent Braze’s views only as of the date of this presentation and Braze assumes no obligation, and does not intend to update these
forward-looking statements, except as required by law.

Use of Non-GAAP Financial Measures

This presentation contains the following non-GAAP financial measures: non-GAAP gross profit and margin, non-GAAP sales and marketing expense, non-GAAP research and development expense, non-GAAP general and administrative expense, non-GAAP
operating loss and margin, non-GAAP net income (loss), non-GAAP net income (loss) per share, basic and diluted, and non-GAAP free cash flow and non-GAAP free cash flow margin. Braze defines non-GAAP gross profit and margin, non-GAAP sales and
marketing expense, non-GAAP research and development expense, non-GAAP general and administrative expense, non-GAAP operating loss and margin and non-GAAP net income (loss) as the respective GAAP balances, adjusted for stock-based
compensation expense, employer taxes related to stock-based compensation, charitable contribution expense, acquisition related expense, contingent consideration adjustments, amortization of intangible assets and restructuring expense. Further, prior to the
fourth quarter of the fiscal year ended January 31, 2024, Braze did not adjust non-GAAP gross profit and margin, non-GAAP sales and marketing expense, non-GAAP research and development expense, non-GAAP general and administrative expense,
non-GAAP operating loss and margin or non-GAAP net loss for contingent consideration adjustments, because there were no such adjustments in prior periods. Braze defines non-GAAP free cash flow as net cash provided by/used in operating activities, minus
purchases of property and equipment and minus capitalized internal use software costs. Investors are encouraged to review the reconciliation of these historical non-GAAP financial measures to their most directly comparable GAAP financial measures. Braze
uses this non-GAAP financial information internally in analyzing its financial results and believes that this non-GAAP financial information, when taken collectively with GAAP financial measures, may be helpful to investors because it provides consistency and
comparability with past financial performance and assists in comparisons with other companies, some of which use similar non-GAAP financial information to supplement their GAAP results. The non-GAAP financial information is presented for supplemental
informational purposes only, and should not be considered a substitute for financial information presented in accordance with generally accepted accounting principles in the United States (GAAP), and may be different from similarly-titled non-GAAP measures
used by other companies. The principal limitation of these non-GAAP financial measures is that they exclude significant expenses that are required by GAAP to be recorded in Braze’s financial statements. In addition, they are subject to inherent limitations as
they reflect the exercise of judgment by Braze’s management about which expenses are excluded or included in determining these non-GAAP financial measures. A reconciliation is provided at the end of this presentation for each non-GAAP financial measure
to the most directly comparable financial measure stated in accordance with GAAP. Braze encourages investors to review the related GAAP financial measures and the reconciliation of these non-GAAP financial measures to their most directly comparable GAAP
financial measures, which it includes in press releases announcing quarterly and fiscal year financial results, and not to rely on any single financial measure to evaluate Braze’s business. Braze has not reconciled its guidance as to non-GAAP gross margin,
non-GAAP operating loss, non-GAAP net loss or non-GAAP net loss per share to their most directly comparable GAAP measure as a result of uncertainty regarding, and the potential variability of, reconciling items such as stock-based compensation expense
specific to equity compensation awards that are directly impacted by unpredictable fluctuations in Braze’s stock price. Accordingly, reconciliation is not available without unreasonable effort, although it is important to note that these factors could be material to
Braze’s results calculated in accordance with GAAP.

Customer Metrics and Market Data

Unless otherwise noted, information in this presentation concerning Braze’s industry, including industry statistics and forecasts, competitive position and the markets in which Braze operates is based on information from independent industry and research
organizations, other third-party sources and management estimates. Management estimates are derived from publicly available information released by independent industry analysts and other third party sources, as well as data from Braze's internal research,
and are based on assumptions made by Braze upon reviewing such data, and Braze’s experience in, and knowledge of, such industry and markets, which it believes to be reasonable. Projections, forecasts, assumptions and estimates of the future performance
of the industry in which Braze operates and Braze’s future performance are necessarily subject to uncertainty and risk due to a variety of factors. Braze has not independently verified the accuracy or completeness of the information provided by independent
industry and research organizations, other third parties or other publicly available information. Accordingly, Braze makes no representations as to the accuracy or completeness of that information nor does Braze undertake to update such information after the
date of this presentation.

Trademarks
Al third-party trademarks, including names, logos and brands, referenced by Braze in this presentation are property of their respective owners. All references to third-party trademarks are for identification purposes only. Such use should not be construed as an
endorsement of the products or services of us.
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KFC India boosts customer retention and
revenue with gamified “Bucket It”
campaign

6:56 © ALY VERR

KFC India wanted to further grow engagement and i S PLav]

conversion rates on their mobile app while enhancing
app appeal and functionality B@ﬁ“"
AND WIN

EXCLUSIVE REWARDS

22%

Increase in average
daily orders per
store

23%

Lift in daily
revenue per store

KFC then leveraged Braze Alloys tech partner
Branch for tracking and Snowflake for robust data
management and query handling

22% 27%

Growth in new
users

Growth in repeat
users

PLAY NOW!
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Endowus Transforms the Investing braze
Endowus x ‘blw%e Experience with Cross-Channel
Customer Journeys

Digital Wealth platform Endowus
perspnallzed_m_essagmg cross channel, ——— Endowus
efficiently building trust with customers ReferaFriend ~ inbox X Webinars

UPCOMING WEBINAR

Q2 2022 Market Insights and Performance Review

: Endowus
Using Braze Canvas, Endowus tested and

experimented with different channels and Sharing is caring
audience Segments based on first-party data Invite friends and loved ones to invest better.

this year,
the first six months of 2022. Learn why investors have been stung by market volatiity,
do withy d what

Automated journeys using action and
tim_e-b_ased triggers and frgquency ce?pping, h : :
delivering a more personalized experience (st ame) | de: there),

sl Rhee, and Min Axthelm, Director
o

invite who invests with Endowus, both of you will enjoy a $20

limit to the number of friends you can invite. Some clients have
1,000 in rewards! RSVP FOR THE WEBINAR HERE

Realized a 30% increase in email open rate ot i

- g - - Ask your CIO: Introducing Singapore's Lowest Cost
and a significant decrease in time spent to g Passive Index Fands
create and execute campaigns




R x brage Rappi Reactivates Users and

Increases Purchases with WhatsApp

& %' Rappi @ (@S
i
Survey -3
I
Rappi built targeted and personalized push i
notifications, in-app messages, and email

© Heylifirst_namell..

T
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Yes/No -3

Porque to regalgmos L ] hasta450%
But needed a more effective i gastinde maneatos & s
Out-Of-pI‘OdUCt Chan nel tO motivate ¥ ::r:‘s’:::sly Descubre las mejores ofertas aqui
lapsed users to return to the app D https:/jrappi.app.link/MX_VFD

2 No 200 A)

3 EveryonoEise

Leveraging Braze and WhatsApp, Rappi

drove an 80% uplift in users making K] 3 -
purchases compared to the control group =
A Messages 4 Messages
© We'e glad to hear it © Ohno! We're sorry .
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Braze at a Glance

$582M 26%

QUARTERLY REVENUE RUN Y/Y REVENUE
RATE! GROWTH
CUSTOMERS IN OVER DOLLAR-BASED NET
75 COUNTRIES RETENTION RATE

96%

SUBSCRIPTION
REVENUE

6.7B

MONTHLY ACTIVE
USERS

$23M

NET LOSS

2.0T+

MESSAGING AND OTHER
CANVAS ACTIONS IN
CALENDAR YEAR 2023

Unless otherwise noted, data is as of July 31, 2024 or the three months ended, as applicable

1. Represents quarterly GAAP revenue multiplied by 4



Experienced, tenured leadership team with strong technical backgrounds

Our Values: The foundation of everything.

2 N
Take Your Seat Don’t Ignore Seek %/ Shape ~ _ Embrace
at the Table Smoke X the Truth the Future Curiosity




Key Trends in Our Favor

Consumers Expect
Real-Time, Personalized
Brand Interactions
Across Channels

Customer
Experience is the
New Battleground

for Business

First-Party Data is
Critical for
Effective Customer
Engagement

of8lo

Customer
Engagement
Demands
Cross-Functional
Collaboration

Al/ML Drives
Efficiency, Better
Testing, and More
Experimentation in

Customer Engagement



We Believe a Customer’s Experience Should Revolve
around the Customer, Not the Channel

CHANNEL-CENTRIC CUSTOMER-CENTRIC
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Existing Solutions Do Not Meet Consumer Expectations and Needs

11

&

LEGACY MARKETING CLOUDS

POINT SOLUTIONS

Initially Architected as Single-Channel
Point Solutions

Lack of Comprehensiveness

Limited Interoperability

High Latency

Time-Consuming and Difficult to
Implement and Use

Not Enterprise-Grade

braze



Braze Custome
Engagement P

Five functional Iz
interactive fee
allows us

Data Activation
860
|

Insights and Segmentation
Predictive Analytics | Flexible Audience Building

Orchestration )

Lifecycle Triggers | Experimentation

Continuous Insight
and Feedback

Relevance
Localization | Recommendation | Content Optimization

Cross-Channel Action
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Proven Al Track Record with Product Momentum

2015 2017 - 2018 2020 2022 2024
BRAZE
MILESTONES First Al feature Built a team of data Predictive Suite Generative Al BrazeAI™ Launch Continued Al Innovation and
introduced engineers and Launched introduced June 23 new offerings
scientists to build ML
BRAZE . ) Increased Al/ML Predictive Churn GPT3 integration May Personalized Variant Al ltem Recommendations
SOLUTIONS Intelligent Selection 22 (Al Copywriting
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functionality in Braze

Predictive Events

Assistant)

Dall-E integration
December ‘22

Personalized Variant

Winning Paths
Al Content QA
Al Image Generator

Estimated Real Open Rates

Personalized Path
Tone Control
On-Brand Content Generation
Brand Guidelines

Message Likelihood Filter



BrazeAl™ drives stronger customer engagement outcomes

Easily accessible A/B testing tools open
up more opportunities for Al optimization
and personalization at any step of the
customer journey

Best Channel Test B

A Experiment

@ Winning Path

Path1 Path3

SMs ] In-App. b

<] Messages Messages

<] Messages

D sms Email 88 Content Card

© HTML Message

Intelligent Timing: ON
Intelligent Timing: Expires: 1 day

Intelligent Timing: ON

& Test Winner
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Real-time processing of customer data
enable BrazeAl™ to make better, faster
decisions.

1 Hikers
2 Bikers
Push Noat P— on
) Ready for your next hike? & Ready to rid &J Laceup, Andrew

braze

Cross-Channel
Touchpoints

Native cross-channel interactions power

comprehensive inputs into Al decisioning

and unlock a wider range of engagement
on all relevant touchpoints

Calect M 1

ge Ch

22 Android Push D Content Cards

Email ® swms L] Web Push GD Webhook
@ WhatsApp G Google @ Facebook " TikTok
V In-App Message 0 Snapchat @ Pinterest




We Continue to Build Momentum as Brands of all Sizes and Types braze
Place a Higher Value on Customer Engagement

Traditional Enterprises

BED BATH& SHAKE == sHACK
BEYONID> =
"®loverstock
e i ek i
" E ! Hu o inthe box ) Gumtree
i . infurt IIUI)&()NAS BAY
\fters... KFE Gil¥dian Giirbotax @

202 :

@ paves theSkimm Quiziet cleo . .-
m ¢ swoaetgreen

W PlentyofFish ' miro Strawberry
£ (venmo M Ovsco - s
gofundme T BOMBAS
Delivery Hero =—,§

Prezi Chime

Emerging Disruptors

15



GTM Strategy Vectors braze

Geography

North America
South America

EMEA
Asia-Pacific
Japan
Retail & eCommerce
SMB Media & Entertainment _ﬁ
D I—l Scale On-Demand Services

oo
Hoo

Enterprise Gaming
Strategic Health & Lifestyle % ?é ,
Financial Services
Marketers Dir;ct Sﬁlles
esellers
x Growth Teams % Co-Sellers
X Product Managers

OEM

C x Engineers — GSls
O )( Data Scientists )) I Marketing Agencies
—— Product Led Growth

16



Diverse Customer Base that Cuts Across Industry Verticals
and Company Sizes

RETAIL & E-COMMERCE

ﬁ ibotta

wine.com

MERCARI RetailMeNot

0u¥¥ﬁﬁns bAP

HEALTH & FITNESS

Gympass () headspace

QPUREGYM roman

¢ EQUINOX
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QUICK SERVE RESTAURANTS &
ON-DEMAND

deliveroo Delivery Hero
Bﬁncsﬁ
o> @

DOORDASH

SOCIAL, MESSAGING
& GAMING

(] Nt
gofundme
FANDUEL

- .
SHAKE 2= SHACK

MEDIA & ENTERTAINMENT

GUilian HEARST

television

iHeart
RADIO

@ VIACOMCBS

vsco

PRODUCTIVITY & UTILITIES

M miro @

RILIZS

#.mondayo Prezi

s

Quizlet

braze

FINANCIAL SERVICES

= stori

MONEYSMART Venmao
KICK

@ turbotax

TRAVEL & HOSPITALITY

tiket’ com  asiana arRunes 7

AMAN

RESORTS

Vivd

© "@aerobus

\
yelp%s
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Flexibility enables brands to solve a range of use cases:

Start anywhere and go everywhere

CHANNEL E-COMMERCE 8 c ‘b =)
COMPANY =
TRIGGER EMAIL MOBILE PUSH DIRECT RESPONSE ADS WEB PUSH

GLOBAL
BRANDS ENTERTAINMENT &

COMPANY THEME PARKS

2 B

BROADCAST EMAIL CONTENT CARDS

®

STREAMING

B

IN-APP MESSAGES

o]

SPORTS

WHATSAPP

TRAVEL & LEISURE

CONFIDENTIAL



Our Partner Ecosystem and Community is Building a Deep Competitive Moat

20

>
accenture mE Micosoft QWS
Deloitte. GLOBAL SYSTEMS B Azure
Digital INTEGRATORS

Solutions Cloud
Partners Partners 3 Google Cloud

ADVERTISING / MARKETING
HOLDING COMPANIES

PUBLICIS GROUPE

REGIONAL / BOUTIQUE

St't(;h AGENCIES

CHANNEL EXTENSIONS
COMMERCE PLATFORM b’lage .
@ Amplitude DATA WAREHOUSE Bonf Ire
cDP
N L hed 2019
5 snowflake AD ATTRIBUTION Technology CuBsrt%nger aunche
; . BUSINESS INTELLIGENCE Partners Community o
“Ashopify RETARGETING bllage Iea rnin g
DEEP LINKING
facebook e Launched 2020



Q2 FY’25 Key Financial Highlights

Growth Strong Large
at Scale Customer Growth

26% 28%

Y/Y Revenue Growth Y/Y Growth in Large

$582M

Quarterly Revenue
Run Rate'

1. Represents quarter GAAP revenue multiplied by 4
2. Customers with $500K+ ARR

See Appendix for GAAP to non-GAAP Reconciliations and other key definition
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Proven Ability

to Land and
Expand

114%

Dollar-Based NRR

117%

Large Customer?
Dollar-Based NRR

‘@

Recurring and
Visible Business
Model

96%

Subscription Revenue

Note: All metrics represent figures as of or for the three months ended July 31, 2024 as applicable

Stable Margins
While Investing
for Growth

71%

Non-GAAP
Gross Margin



Customer Contract Components & Revenue Recognition Model

Volume-based
purchases for
channels such as
Email, SMS,
WhatsApp and
Content Cards

4]

Monthly Active User

Monthly number
of end users
interacting with the
brand’s website or

app

)

The Braze Platform
including Canvas,
mobile and web
push and in-app
notifications,
customer success
& support
entitlements

Premium features
such as Al-driven
predictive analytics
& data management

braze

Onboarding and
other premium
recurring services

- Subscription fees are principally based on upfront commitments for messaging volumes, monthly active users, platform access, support, and add-on solutions

- Majority of contracts are billed annually upfront, with revenue recognized ratably over the life of the contract

- Contracts cannot be cancelled or downsized during the contract term; contracts may be upsized or renewed prior to the end of the term

- Dollar weighted contract length of approximately two years across Braze’s customer base

- Overages typically represent less than 1% of revenue

Note: As of the quarter ended July 31, 2024
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Operating Metrics - Definitions braze

Number of Customers: We define a customer as the separate and distinct, ultimate parent-level entity that has an active subscription with us to use our products. A single organization
could have multiple distinct contracting divisions or subsidiaries, all of which together would be considered a single customer.

Monthly Active User: A monthly active user is an end user of a customer who has engaged with the customer’s applications and websites in the previous 30-day period. We include
each distinguishable end user in our calculation of monthly active users, even though some users may access our customers’ applications and websites using more than one device, and
multiple users may gain access using the same device.

Dollar-based Net Retention Rate: We calculate our dollar-based net retention rate as of a period end by starting with the ARR from a cohort of customers as of 12 months prior to such
period-end (the Prior Period ARR). We then calculate the ARR from the same cohort of customers as of the end of the current period (the Current Period ARR). Current Period ARR
includes any expansion and is net of contraction or attrition over the last 12 months, but excludes ARR from new customers in the current period. We then divide the total Current Period
ARR by the total Prior Period ARR to arrive at the point-in-time dollar-based net retention rate. We then calculate the weighted average point-in-time dollar-based net retention rates as of
the last day of each month in the current trailing 12-month period to arrive at the dollar-based net retention rate.

Annual Recurring Revenue (ARR): We define ARR as the annualized value of customer subscription contracts, including certain premium professional services that are subject to
contractual subscription terms, as of the measurement date, assuming any contract that expires during the next 12 months is renewed on its existing terms (including contracts for which
we are negotiating a renewal). Our calculation of ARR is not adjusted for the impact of any known or projected future events (such as customer cancellations, expansion or contraction of
existing customers relationships or price increases or decreases) that may cause any such contract not to be renewed on its existing terms.

Remaining Performance Obligations: The transaction price allocated to remaining performance obligations represents amounts under non-cancelable contracts expected to be
recognized as revenue in future periods, and may be influenced by several factors, including seasonality, the timing of renewals, the timing of service delivery and contract terms.
Unbilled portions of the remaining performance obligation are subject to future economic risks including bankruptcies, regulatory changes and other market factors.

24



GAAP to Non-GAAP Reconciliation

25

Reconciliation of GAAP to Non-GAAP Gross Margin

Gross Profit

Plus:

Stock-based compensation expense

Employer taxes related to stock-based
compensation expense

Non-GAAP Gross Profit

GAAP Gross Margin

Non-GAAP Gross Margin

Three Months Ended

Six Months Ended

July 31, July 31,
2024 2023 2024 2023
$102,079 $79,633 $192,990 $148,726
1,078 901 2,042 1,790
46 30 114 52
$103,203 $80,564 $195,146 $150,568
70.2% 69.2% 68.7% 68.6%
70.9% 70.0% 69.5% 69.4%

DOLLARS IN THOUSANDS

braze

Reconciliation of GAAP to Non-GAAP Operating Expenses

GAAP sales and marketing expense
Less:
Stock-based compensation expense

Employer taxes related to stock-based
compensation expense

Restructuring expense

Non-GAAP sales and marketing

GAAP research and development expense
Less:
Stock-based compensation expense
Employer taxes related to stock-based
compensation expense

Non-GAAP research and development

GAAP general and administrative expense
Less:
Stock-based compensation expense

Employer taxes related to stock-based
compensation expense

1% Pledge charitable contribution expense

Acquisition related expense
Amortization of intangibles expense
Restructuring expense

Contingent consideration adjustment

Non-GAAP general and administrative

Three Months Ended

Six Months Ended

July 31, July 31,
2024 2023 2024 2023
$68,569 $60,417 $138,396 $117,679
9,892 7,807 19,337 15,655
282 247 823 364
- 541 - 541
$58,395 $51,822 $118,236 $101,119
$33,141 $29,132 $67,514 $58,877
11,448 9,929 22,280 19,772
344 266 1,180 522
$21,349 $18,937 $44,054 $38,583
$28,319 $25,453 $55,110 $49,436
7,404 6,139 14,441 11,705
143 65 440 155
1,347 964 1,347 964
- 678 - 1,946
140 148 358 148
- 103 - 103
= = (137) =
$19,285 $17,356 $38,661 $34,415



GAAP to Non-GAAP Reconciliation braze

DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS

Reconciliation of GAAP to Non-GAAP Operating Income (Loss) Reconciliation of GAAP to Non-GAAP Net Income (Loss)
Three Months Ended Six Months Ended Three Months Ended Six Months Ended
July 31, July 31, July 31, July 31,
2024 2023 2024 2023
2024 2023 2024 2023
Net loss attributable to Braze, Inc. ($22,999) ($31,694) ($58,640) ($70,148)
Loss from operations ($27,950) ($35,369) ($68,030) ($77,266) Plus:
Stock-based compensation expense 29,822 24,776 58,100 48,922
Plus:
Employer taxes related to
Zt(g((:e:—sbeased compensation 29,822 24776 58,100 48,922 stock-based compensation expense Elo cos 2857 TEE
1% Pledge charitable contribution 1,347 964 1,347 964
Employer taxes related to o
A N 815 608 2,557 1,093 Acquisition related expense - 678 - 1,946
stock-based compensation expense
Amortization of intangibles expense 140 148 358 148
1% Pledge charitable contribution
expense U= Sct L S Restructuring expense - 644 - 644
Acquisition related expense _ 678 _ 1,946 Contingent consideration adjustment - - (137) -
- N . Non-GAAP net income (loss)
Amortization of intangibles expense 140 148 358 148 attributable o Braze, Ino.! $9,125 ($3,876) $3,585 ($16,431)
Restructuring expense - 644 - 644

Non-GAAP net income (loss) per share
(137) attributable to Braze, Inc. common $0.09 ($0.04) $0.04 ($0.17)
stockholders, basic
Non-GAAP net income (loss) per share
$4,174 ($7,551) ($5,805) ($23,549) attributable to Braze, Inc. common $0.09 ($0.04) $0.03 ($0.17)
stockholders, diluted
. X Weighted-average shares used to
GAAP operating margin (19.2%) (30.7%) (24.2%) (35.6%) compute net income (loss) per share
attributable to Braze, Inc. common
stockholders, basic

Weighted-average shares used to
compute net income (loss) per share
attributable to Braze, Inc. common
stockholders, diluted

Contingent consideration adjustment - -

Non-GAAP income (loss) from
operations

101,449 97,180 101,239 97,023
Non-GAAP operating margin 2.9% (6.6%) (2.1%) (10.9%)

105,902 97,180 106,407 97,023

26 1 Assumes no non-GAAP tax expenses associated with the non-GAAP adjustment due to the Company’s historical non-GAAP net loss position and
available deferred tax assets sufficient to offset such non-GAAP tax expense.



GAAP Cash Flows from Operations to Free Cash Flow

DOLLARS IN THOUSANDS

Reconciliation of GAAP Cash Flow from Operating Activities to
Non-GAAP Free Cash Flow

Three Months Ended Six Months Ended
July 31, July 31,
2024 2023 2024 2023

Net cash provided by/ (used in)
operating activities $11,612 ($17,517) $31,007 $5,032
Less:

Purghases of property and (3,300) (387) (10,224) (427)

equipment

Capitalized internal-use

software costs (1,069) (788) (2,108) (1,640)
Non-GAAP Free cash flow $7,234 ($18,692) $18,675 $2,965
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