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DISCLAIMER

A AvePoint

This presentation (“Presentation”) is for informational purposes only and shall not be reproduced or distributed in whole or in part without the express written consent of AvePoint, Inc.

No Reliance

No representations or warranties, express or implied, are given in, or in respect of, this Presentation. To the fullest extent permitted by law, under no circumstances will AvePoint, its subsidiaries, or any of their respective affiliates be responsible or liable
for a direct, indirect, or consequential loss or loss of profit arising from the use of this Presentation, its contents, its omissions, reliance on the information contained within it, or on opinions communicated in relation thereto or otherwise arising in
connection therewith. In addition, this Presentation does not purport to be all-inclusive or to contain all of the information that may be required to make a full analysis of AvePoint. Viewers of this Presentation should each make their own evaluation of
AvePoint and of the relevance and adequacy of the information and should make such other investigations as they deem necessary.

Forward-Looking Statements

Certain statements included in this Presentation that are not historical facts are forward-looking statements for purposes of the United States federal securities laws (including the safe harbor provisions under the United States Private Securities Litigation
Reform Act of 1995). Our forward-looking statements include, but are not limited to, statements regarding AvePoint's and AvePoint's management team'’s expectations, hopes, beliefs, intentions or strategies regarding the future. Forward-looking
statements generally are accompanied by words such as “believe,” “may,” “will,” “estimate,” “continue,” “anticipate,” “intend,” “expect,” “should,” “would,” “plan,” “predict,” “potential,” “seem,” “seek,” “future,” “outlook,” and similar expressions that predict or
indicate future events or trends or that are not statements of historical matters. These forward-looking statements include, but are not limited to, statements regarding estimates and forecasts of other financial and performance metrics and projections of
market opportunity. These statements are based on various assumptions, whether or not identified in this Presentation, and on the current expectations of the respective management of AvePoint and are not predictions of actual performance. These
forward-looking statements are provided for illustrative purposes only and are not intended to serve as, and must not be relied on by anyone as, a guarantee, an assurance, a prediction, or a definitive statement of fact or probability. Actual events and
circumstances are difficult or impossible to predict and will differ from assumptions. Many actual events and circumstances are beyond the control of AvePoint. These forward-looking statements are subject to a number of risks and uncertainties, and if
any of these risks materialize or our assumptions prove incorrect, actual results could differ materially from the results implied by these forward-looking statements.

Use of Projections

This Presentation contains projected financial information. Such projected financial information constitutes forward-looking information, and is for illustrative purposes only and should not be relied upon as necessarily being indicative of future results.
The assumptions and estimates underling such financial forecast information are inherently uncertain and are subject to a wide variety of significant business, economic, competitive, and other risks and uncertainties. See “Forward-Looking Statements”
above. Actual results may differ materially from the results contemplated by the financial forecast information contained in this Presentation, and the inclusion of such information in this Presentation should not be regarded as a representation by any
person that the results reflected in such forecasts will be achieved.

Use of Data
The data contained herein is derived from various internal and external sources. No representation is made as to the reasonableness of the assumptions made within or the accuracy or completeness of any projections or modeling or any other
information contained herein. Any data on past performance or modeling contained herein is not an indication as to future performance. AvePoint assumes no obligation to update the information in this presentation.

Use of Non-GAAP Financial Metrics and Other Key Financial Metrics

This Presentation includes certain non-GAAP financial measures (including on a forward-looking basis) such as EBIT and EBIT Margin. AvePoint defines EBIT as GAAP operating loss plus stock-based compensation. EBIT Margin is EBIT divided by total
revenue. These non-GAAP measures are an addition, and not a substitute for or superior to measures of financial performance prepared in accordance with GAAP and should not be considered as an alternative to net income, operating income or any
other performance measures derived in accordance with GAAP. Reconciliations of non-GAAP measures to their most directly comparable GAAP counterparts are included in the Appendix to this Presentation. AvePoint believes that these non-GAAP
measures of financial results (including on a forward-looking basis) provide useful supplemental information to investors about AvePoint. AvePoint's management uses forward looking non-GAAP measures to evaluate AvePoint's projected financial and
operating performance. However, there are a number of limitations related to the use of these non-GAAP measures and their nearest GAAP equivalents. For example other companies may calculate non-GAAP measures differently, or may use other
measures to calculate their financial performance, and therefore AvePoint's non-GAAP measures may not be directly comparable to similarly titled measures of other companies. In addition to the non-GAAP metric described above, AvePoint management
uses the key financial metric annual recurring revenue ("ARR"). ARR is the annualized sum of: (1) contractually obligated Annual Contract Value (“ACV") from SaaS and termed license, support and maintenance revenue sources, with the exception of
migration products, from all customers with a contract duration exceeding three months (“Core ARR"), and (2) the product of the current month’s monthly recurring revenue (“MRR") multiplied by twelve (to prospectively annualize SaaS and termed license
and support revenue). MRR is attributable to our Channel business.

No Solicitation, Offer, Recommendation, or Advice
This Presentation shall not constitute nor be construed as an offer to sell, or the solicitation of an offer to buy, any securities, nor shall there be any sale of securities in any states or jurisdictions in which such offer, solicitation, or sale would be unlawful.

Further Information

Investors and security holders of AvePoint are urged to read AvePoint's recent disclosure statements and other relevant documents that have been or will be filed with the SEC carefully and in their entirety when they become available because they will
contain important information about AvePoint. Investors and security holders will be able to obtain free copies of such documents containing important information about AvePoint through the website maintained by the SEC at www.sec.gov. Copies of
the documents filed with the SEC by AvePoint can be obtained free of charge by directing a written request to AvePoint Investor Relations at 901 East Byrd Street, Suite 900, Richmond VA 23213 or by emailing IR@avepoint.com.
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Q1 Channel All Hands Meeting

AvePoint Partner Ecosystem
Highlights & Priorities






AvePoint’s Inaugural

Global Co-Sellebration Day
Sell More, Together

#CoSellebration
Save the Date:

April 5, 2022
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FY21 Channel Highlights

Acceleration of AvePoint / Partner Co-selling
AvePoint Global Partner Program launch
AvePoint Partner Portal

Partner Training and Enablement

Expanded Global Marketplaces & Distributors
Elements Pro MSP Enhancements

Automated Risk Assessment Report

L]
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Microsoft Teams

EEEEEEEEEEEEEEEEEEEE KS EXTERNAL
° EMS P 4 - USERS

79 o 7

+
IGHRISKITEMS ~ MEDIUMRISKITEMS
mmmmmmmmmmmmm ary
TeE couT
Total Teams Publi 162
Team: ith Guest Users. 12
wsers may. scoess to confidsntil data dismbuted by your users.
Teams with Shadow Users a1
‘Sthaccus Lsers may 52 10 your teams sansitie data rcgh cther srmaz af the Miomsad acosystem wihout sctualy
Iasving parmission i Teams channal
Teams with High Risk ltems
Highh risk ot exposure levels per defined policies.
Teams without available cwners
Teams may allow any user unchecked stnbue senstve
data.
Direct Access Sharing Highest Risk Teams
SHARED WITH TVE TEMS. NAME 10 RISK TEMS
EEEEEE e Project Alpha ?
Everyone except External Us = Private Intemal_workspace
sssssssssssss
Anonymous Links e
our

Linkg for Specific Extemal U E

©AvePoint, Inc. All rights reserved. Confidential and proprietary information of AvePoint, Inc.




RN

Partner
Certifications

Elements Pro MSP
Enhancements
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Partner Technical
Advisory Council
(PTAC)

D

Renewals

visibility in
Partner Portal



AvePoint Partner Go-to-Market Successes

-~

. e t
MostWare. e cristie
Leveraging AvePoint collaboration security MSP MostWare Provides Full Microsoft With our solution you have no financial risk
technology, Mint Group will enhance its Teams Backup for Clients, Cuts Data or longtime commitment, your data is safe

Migration Time by 80% with #1 leader in Cloud Backup Solution

‘Smart Compliance for Information
(The Forrester New Wave™)

Management’ offering to end-customers.

LA

Blaclgap CINIT: Solutions (@)1e spectrum rotec
*«ss* Your Technology Team

AvePoint’s Superior Customer Service
Blacktip Leverages AvePoint Cloud Backup Enables MSP to keep GoDaddy
to Bring More Value to Client Portfolio Migration Project On Track After Other
Vendor Solution Fails

IBM’s Data Resilience portfolio
strengthens technology
partnership with AvePoint

@
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Industry / Market
Segment

o .
|‘I_-L|n Solution

Avepoint Products

Microsoft Teams Governance

& Life Cycle Management Cloud Governance & AVA

Education & Public Sector Digital Transformatlon Migration, Governance &
Managed Services ; EduTech
Public Sector / Defense Data Protection & Information (FedRamp) Cloud Back-up &
Industry . Management Service for CMMC | Cloud Records
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Capitalizing on Migration Opportunities

9 -
ey e ) Turn Feedback Into Action
migration services to support
on-prem to cloud transition
to their managed services * Q1 Migration Promotion
portfolio in the next year. « Unlimited Annual Migrations for MSP
About the same (57%) will *  New Fly SaaS!
add cloud migration services

to support cloud to cloud We are open to all ideas to help partners
LG LGl avoid the impact of competitors’ divestments!

-- AvePoint Global MSP Survey

@
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FY22 Channel Priorities

« Further Partner Program enhancements

- Optimize new Partner Certifications

 Introduce Partner Professional Services program
- Increase Partner Marketing and Demand Gen

- Expand AvePoint & Partner Field Co-selling

- Continue to increase Microsoft 365 Seat Attach

- Additional investment in the Elements MSP toolset
IP Co-creation: Build Joint Go-to-Market Solutions

@
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Q1 Channel All Hands Meeting

Partner Program.
Now & Beyond!



*Invested Partners

Partner Program Launch Recap

S

Global Partner
Agreement

Global Program Terms
and Conditions
Standard Reseller and
Referral Agreements
Set Discounts and
Referral Rates

New Partner
Portal

Training Center
GTM Center
Deal Registration
System

User Guides
Price List*

Accelerated Field
Co-Selling

Channel Rules of
Engagement

Deal Reg Pricing &
Protection

Investments in Channel
Demand Generation
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AvePoint's Global

Partner Co-Sellebration Day
Sell More, Together

[ ]
A Monitori Back & P isioni & S
Collaboration MiGere flionings eyl
[ J [ ]
Resilience

Bringing top global partners together to create valuable customer
connections while generating net new business and growth.

_ April2022 RO

One comprehensive
platform to address your

customers’ most pressing — & P
. ) = (¢ e .
pain points. (!?I"" ED / PS[ICIQS& Insights
s ) Cloud Backup
Kickoff and Training Outbound Calling
A AvePoint
139 Cloud Governance
L
~ o K AvePoint
g? ﬁl (5 Eidus Monagement
. A AvePoint
Power Hour Wrap-Up and Prizes «0_) Cense
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AvePoint’'s Partner Go-to-Market Center

Field Battlecards (For Partners) X Dedicated place for Partners to find assets
i e - 0 ” 3 o <4  they need for customer engagements:
Likes Views Downloads Shares %

- Battlecards

Field Battlecards for Product Knowledge. Internal Use.

AvePoint A
- Comparisons
English 07/12/2021
AvePoint Field Battlecards - Technical Brochures
Collaborate with Confidence
Field Battlecards (For Partners) English 07/13/2021 ° S O C| a I P O St C O py
oot T Field Battlecards (For Partners) (Dutch) Dutch 07/13/2021 )
LTES - Campaign Collateral
AvePoint Battlecard: Selling Motion 1 i ThIS featu re a”OWS fOI’ SE|f SerV|Ce tO
N Cillihaion Sy o content partners need the most.

Have an idea for new materials?

Email us at PRM_Feedback@avepoint.com
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Customer

Success Training

AvePoint is helping its partners to
capture their renewals and increase
lifetime customer value

AvePoint Customer Success is teaming up
with our Partners!

Joint approach to increase and expand
net retention for your customers.

« Net Retention Rates & Revenue Per User
(RPU) are our Key Metric!

« Partner Specific Playbooks!

 Increasing the overall economic
opportunity working with AvePoint.

e Receive Bonus Renewal Discounts!

©AvePoint, Inc. All rights reserved. Confidential and proprietary information of AvePoint, Inc.



New Renewals Dashboard in PRM

4 .
A AvePoint Q Joumneys B Training Center @ GTM Center » Deals + M UserGuides &b Elements

Onboarding Playbook
Opportunity Dashboard

Your pending and approved opportunities are listed in the dashboards below AvePoint CS Rep Task Equivalent Partner Task '(I'll)r:;sll;:;m purChase)
Establish regular meeting cadence 7
Setup training Perform Initial Training 21

Provide onboarding checklist to customer 21

m
Search n Last Updatq

Confirm completion of onboarding checklist 60
Partner Renewal Due
Opportunity Name OPP Products Renewal Price Date Stage
Confirm UAT/Stage configuration completed Deploy Product 60
$3490.00 03/21/2022 0
_ Hand off from Services to CS 75
$1.950.00 07/07/2022 3

Confirm Go/No-Go on Production 75

Verify Product Meets Business Use Cases
Verify customer in Production / go-live 90
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AvePoint Partner Certification Program

Administer secure collaboration environments and design
custom cloud solutions using AvePoint products to meet the
needs of your customers*.

100% self-guided
courses

Flexible Schedule

Beginner to
Advanced Level

How to Sign Up:

Contact your AvePoint Account Manager to
learn more on how you can get certified.

Courses

K AvePoint
CERTIFIED

SALES
PROFESSIONAL

©)

K AvePoint
CERTIFIED

TECHNICAL
ASSOCIATE

N

K AvePoint
CERTIFIED

TECHNICAL
PROFESSIONAL

ol

K AvePoint
CERTIFIED

TECHNICAL
EXPERT

N

AvePoint Certified
Sales Professional
(ACSP)

AvePoint Certified
Technical Associate
(ACTA)

AvePoint Certified
Technical
Professional (ACTP)

AvePoint Certified
Technical Expert
(ACTE)

*Must be part of the AvePoint Partner Program to access all certifications. Join here! More Details on The Certification Program here.

What you'll learn

Foundation of AvePoint products
and business practices.

Fundamental technical knowledge about
AvePoint Online Services (AOS), Cloud
Backup, Policies & Insights and Fly.

¥

Position, design, configure and
optimize AvePoint Cloud Backup for
M365, Policies & Insights and Fly.

\ 4

Design, build, deploy, manage, support
and optimize AvePoint Cloud Backup
for M365, Policies & Insights and Fly

©AvePoint, Inc. All rights reserved. Confidential and proprietary information of AvePoint, Inc.

Who it's for

Sales

Pre-Sales, Engineers
and Administrators

Pre-Sales, Engineers
and Administrators

Engineers, Architects
and Administrators


https://partners.avepoint.com/
https://avepointcrm.sharepoint.com/:b:/s/PRJ_partnercertprogram_Internal/EV6GDDmrix9OnPKpVlIUTZsBbE2R84-yKuAhoDqQHdHg9Q?e=TPycCo

Partner Technical Advisory Council
* Invitation Group

« Feature Roadmap Review

« Program Enhancement Feedback’

* Meets Quarterly

Community

Champions

Community Champions Program
- Trusted advisors and respected influencers
«  Small community, but open for nominations!

- Work closely with AvePoint team on joint
marketing activities

«  Monthly Meetings, contribution targets
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Q1 Channel All Hands Meeting

A New Vision For Elements



We reimagined the new
Partner Platform to focus
on 3 key MSP needs:

A Partner
Operations Hub

A Customer
Management
Center

A Client Directory
(Multi Tenant
Manager)

3 Elements Portal

P e PN e 11 &~

Q  Search directory..

Directory
Directory 52 Filters
t Center
[] cusToMER

@ Big Data LLC
— High Priority  Us  Technology +3

0 m Thule North America
— us

sony Entertainment
US  Technology

soNY

CoffeeXpress
Low Priority US  SmallBlz +1

0 Daves Sub Shop &

Discover PRO

Get multi-tenant management

Learn more

PRODUCTS

6 Licensed, 2 Inactive

5 Licensed, 2 Trials

5 Licensed, 1 Inactive,
2 Trials

6 Licensed, 2 Inactive

3 Licensed

Fad
LA PN
o & =

L Ag

&+ Onboard New Customer

Q, search customers.. i= Default View »
2 customers selected Repurts - SENi(E - Pruvision -

STATUS TRACKING

A Failed Backup(s) Watching e

A Multiple issues found — ase
Working Watching ase
Working Watching ass
Working — ass



&
Companyz

Risk Assessment Report

Risk Summary

Overall Risk
What does risk mean for your organization?

The Overall Risk analyzes your organization external risk by looking at 0 84 62 A H H
external guestls or con){fzent zhared gou’tside against potentia[\éensitivg or . O A CO n SO I I d ate d rl S k S U m m a ry re p O rt a C rO SS M I C rO SOft
confidential information as set by your Administrator according to rules for

’ workspaces

Microsoft 365 usage.

This helps to prioritize your risk to focus on what is important to your

6
business.

M( . |l . - A key monitoring tool for MSPs

© EXPOSURE ©
o
n

® sexsmvmy © - Helps build a revenue generating ‘Services’ value stream
Q for Partners

SENSITIVE ‘ ¥ 1 Denotes change over the last 7 days

@
16 P “
¥ 8inlag

SENSI

o 47 Evch i Exchange Teams Microsoft SharePoint OneDrive
Xchange Online .
HIGH 9 Online 365
m We perform automated risk checks on Exchange Online settings and configurations. Any failed rules are flagged as
1 ‘ potential security risks. However, an environment that passes all checks may not be entirely risk-free.

HIG

3 A v A

com
o
e

Direct Access

SHARED WITH 1 1 8 3
Everyone \— CHECKED RULES PASSED RULES FAILED RULES
Everyone except External Users 29 1z

External Users 103 Lidia Hollowav 7 J
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AvePoint

Etérunénts

Dashboard

Customer Directory

Reports

Help

Settings.

Settings

Elements Pro
Template Management
Job Monitor

Customer App Profile

@

Preview
PSA Integration

ConnectWise

System Options
General Settings
Smart Tags
Storage Profile
Insight Rules
Trusted IP Address Settings

&
P

Account Manager
Group Management
User Management

App Management

»

Notification Settin
Troubleshooting Profild
Email Template
Email Settings
Billing Profile

Job Notification Profilg

©AvePoint, Inc. All rights reserved

Elements Pro

Template Management
Job Monitor

Customer App Profile

@

Meet
Elements PRO

- More features and
products

- Provides streamlined and
easy ways to implement
settings

- Easy Template creation
and implementation for
Multi Tenant Management

. Confidential and proprietary information of AvePoint, Inc.



o

Meet Elements PRO. Templatizing capabilities for
faster deployment



Elements Portal

Dashboard

Directory

Report Center

Help

Settings

o

Discover PRO

Get multi-tenant management

Directory

Simple and Streamlined

6 Licensed, 2 Inactive

6 Licensed, 2 Inactive

6 Licensed, 2 Inactive

32 Filters

[ ]
SR

= Default View =

Easy template creation and
implementation for Multi
Tenant Management

Default risk starter package’
enablement

Faster deployment model of
implementing our products
and packages

©AvePoint, Inc. All rights reserved. Confidential and proprietary information of AvePoint, Inc.



Capturing the voice of our Partners

Pinned customers

Elements Portal Storage
Big Data LLC
Storage type (by customer) Total data utilization
Dashboard CoffeeXpress .
—

== Custom Storage 14 = Custom 1416.1 GB
Directory g ] Daves Sub Shop L]
SRR == AvePoint Storage 7 = AvePoint 64.4 GB

sonv  Sony Entertainment L]

Report Center s

@ Thule North America .
Help License overview YOUR CUSTOM W|DGET HERE

Settings =} (] A OUR CUSTOM WIDGET HERE @ Wfa are constantly improving the Partner experience. In order to make
Licensed products Active licenses Expiring licenses Active trials We're constantly improving this dashboard to m this prOdUCt more valuable to yoU, what content, data' or tools would yOU
143 84 24 35 it more useful for your needs. Don't be shy, let u ||ke to see he re?

know what you find valuable!
A 1ssues found
What type of content would you like in a widget?
Big Data LLC Backup for Microsoft 365 icense expired 3 days ago Renew ease type your suge Tell us what you want below.
Thule North America Cloud Insights er license error goes here Edit License

Enter your suggestions here...

License utilization

A

- talk to ray about what lan wants to see here Report activity sched
Risk Insights \
Job Monitor (M365 Backup) 6

Discover PRO ed this week
Get multi-tenant management . N
Top Negative Risk Movers® In the past 7 days AR e ik
Learn more M365 Storage Consumption (Backup) 16
Big Data LLC 287 High Risk Items ~ 28% Export Inh Manitar (Rarkiin MIRE) A
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Q1 Channel All Hands Meeting

Wrap-up and Calls-to-Action



“Adopt an AE"...build a new relationship with an
AvePoint salesperson

Start by joining our global Partner Co-Sellebration Day
(SAVE THE DATE: April 5)

Sign up for a Free Trial for the Elements Pro MSP toolset

Use Elements to build a Secure Collaboration and

o/ CyberResiliance managed service
e /% to

Take advantage of the Q1 Migration promotion

Calls to Action

Re m e m b e r [Bring us proposals to swap out migration competitors

Start your certification process in the Partner Portal

Get involved in our Community Champions program

Help Us Promote the AvePoint #SaaSInStyle Campaign

A



AvePoint

thank
you

Sales@AvePoint.com

www.AvePoint.com
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