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Well, welcome to Day 2 of Morgan Stanley TMT Conference. My name is [Da Wei], Morgan
Stanley Southeast Asia TMT Analyst based in Singapore. And today we are very honored to have
here with us Jim Caci and Mario Carvajal.

Before we begin, let me just read out the disclosure. For important disclosures, please see the
Morgan Stanley Research Disclosure website at www.morganstanley.com/researchdisclosures. If
you have any questions, please reach out to your Morgan Stanley sales representative.

And with that out of the way, I think we'll just like set the stage and starting with you, Mario, who
is the Chief Strategy and Marketing Officer for AvePoint. How about you give us a brief overview
of the company and talk about what are the main problems that you're actually solving for your
customers. And then also subsequent to that, also talk about what do you see AvePoint's key
competitive advantages.

Yes, sure. Hi, everyone. Thank you for having us. Thank you to the Morgan Stanley team and
yourself, Da Wei, for sitting down and chatting with us. So, we're a global provider in modern data
protection. We help organizations secure, govern, and operationalize their data estates. We
primarily focus our efforts on unstructured data, which if you think about unstructured data, it
makes up about 80% of an organization's data today.

The unstructured data that's coming in through your different applications, whether it's
productivity applications, applications that you're using to communicate with your supply chain
partners, all of that information needs to be controlled and properly secured. So, our platform,
which is the Confidence Platform, really helps organizations address four key problem areas. One
is there's fragmented data that sits in different silos, and oftentimes it's difficult to see the data, to
apply policies.

The second challenge is sprawl of information. It could be that you have a lot of access, different
accounts accessing information, or you have different data repositories. And over time, the digital
environment really gets heavy in terms of managing it because you have too much sprawl.

The third problem is that organizations really are struggling to address the loss of data problem,
where sometimes you may have corruption to data or you have information that can be encrypted
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by a ransomware attack. And so, when you think about the different sources where data's coming
from, it's hard to understand where your attack is coming from. And then, of course, there's also
the opportunity to help organizations address oversharing of data. If you overshare data, you can
inadvertently expose sensitive information. This could happen in a conversation you may be
having on a chat communications tool, it could also happen where you might be inadvertently
sending a file to a supply chain partner, they share it with someone else, or it could even happen
within your own organization as you're trying to share across departments. So, these are data
challenges that really affect all kinds of businesses, whether they be enterprise, mid-market, or
SMB.

And so, what we do is we provide a security layer of controls, and this helps organizations
implement policies that help them understand where changes in the information are happening,
where overexposure may be happening, and it also helps the organization address data resiliency
issues. Think about an outage that may happen at the data center. Last year, we saw two big
outages. One was in AWS, the other was in Azure. And so, when you see these outages and you
want to recover, your data is really important. If you can't recover the data because it's either too
large and you can't recover it in time, or you certainly need to recover certain elements of that
data, the metadata, how do you do it effectively? We provide all of this capability in the
Confidence Platform.

And then the last thing I'll leave you with is we also have been helping organizations think about
this next step into agentic Al systems, where now in order to really advance your efforts in Al
tools, you want to make sure your data state is robust, pristine. So, we are helping organizations
also implement governance for agents. And agents are really working across different data
sources. They have different identities and they're creating more and more activity, and all of that
information and activity needs to be tracked. And so, in the platform, you're also able to
understand how agents are communicating across the different data sources. But also you could do
things like inventory all your agents, and you could also do a lot of rollback, especially if agents
go rogue, which is really important now in a phase where organizations are looking to
operationalize agentic Al systems.

Thanks, Mario. If I can just follow up on the discussion on Al, and that's probably the, I think,
single most repeated question in this entire conference, probably repeated as much as the
disclosure statement at this point. So, I think it was also alluded by CEO, TJ, who talked about,
you know, eight point positioning as an enabler for Al. And you guys actually act as the
foundational layer and probably talk about -- a little bit more about these agents, agent [Al]
implications for your business model?

Yeah. If we think about data becoming the fuel for Al, the first thing you need to understand is
that if you have advanced Al tools and you can't trust the data because it's either not properly
classified or the data that the model may be using is incorrectly provisioned or accessed, then it's
really hard to build trust.

So, what we begin to do with organizations is think about how to improve the quality of the data,
build a robust data foundation so that you can start to implement Al capabilities. The reason we
help organizations get ready for Al is we started shipping, probably over two years ago, the ability
for us to do an Al assessment where we would say, run the tool, let us take a look at where you
have vulnerabilities and let us remediate those vulnerabilities on your data estate.
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We soon after that started working with companies that were starting to build agents, specifically
organizations that really wanted to start automating tasks. And the biggest challenge was if we
don't have an inventory of where these agents are and we don't actually track how these agents are
interacting across different data repositories, it's going to be really difficult for us to roll back if we
have issues.

So, part of the work that we're doing today, to answer your question, is we're helping
organizations think about implementing the right controls so that as they build their agentic Al
systems or they automate or start working with, you know, whether it's frontier models or
proprietary models, they are confident that they have visibility into how the agents are performing.
And that gives organizations a really good opportunity to not only implement the right controls at
the start, but also anticipate regulatory requirements that may be important, especially with
companies and regulated industries.

Great. And just as a follow-up to that, based on your conversations with some of your customers,
are you seeing any changes in the customer spending behavior? And are you -- I mean, there's a lot
of talk about Al disruption and whether software will still be relevant. Are you, as a result of that,
also seeing any form of pricing pressure? So, kind of like split between what's [high] and what's
actually fundamental that you're actually seeing on the ground based on your conversations with
your customers?

Sure, I'll start. I'm sure Jim will add some comments. We're not seeing major changes in spending.
I think what we're seeing is a prioritization that starts with cost consolidation. Vendor
consolidation is another way to think about it, where organizations are saying, in order for me to
have more efficiency in my operations, I probably want to operate it with less vendors. Too many
point solutions create a complicated environment. So, a lot of the conversations is how to really
optimize the environment with a single pane of glass, one type of platform that really helps them
across several workloads.

In that category, we are well positioned because our platform strategy is to include several
workloads, whether you're thinking about recoverability or whether you're thinking about simply
looking at cost consolidation. I want to get rid of storage because I want to reduce my storage
costs. So, we're working with the clients across different workloads, and that gives us an
opportunity to access, quite frankly, budgets that may not have been in the hands of the central IT
program, budgets that may be sitting with the business, because the goal for us is to deliver more
value back to the business users through a productivity layer where the application is really
operating the environment more effectively and efficiently.

Jim, do you have anything to add?

No, I think those are really good points from Mario. But maybe even just to put a finer point on it,
we really haven't seen it impact our results for 2025 at all or what we're seeing in pipeline for
2026. So, I wouldn't want to say that all this Al noise is hype, I think that would not be fair or true,
but we're not seeing it impact right now our results, and hopefully we'll have a chance to talk about
some of the results for Q4 and the full year. But we're not seeing an impact on the results at this
point, and we're still very -- see a lot of growth opportunity moving forward.

Yeah, so let's talk about results. All right. So, I think you announced your results last week.
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We did.

Let me just read you some headline numbers. I think, which is a good set of numbers, [$470]
million ARR. SaaS revenue grew 38% for the full year. We're seeing 19% free cash flow margins,
and you achieved the Rule of 46 -- 46%. So, overall, I think pretty solid set of results you've been
executing to your guidance. Why don't you share your top takeaways from investors, and you
spent probably the whole day here talking to a few of them. What's been the main feedback? What
do people like? What do people not like?

You know, you're right. We've had a nice set of meetings today, so thank you to Morgan Stanley
for setting all that up. And I would say a couple key takeaways, at least for me, as I think about
maybe first just setting the stage for Q4 and the full year. So, for us, Q4 was a really strong
quarter, which really was an end and a nice way to end a really strong year.

So, despite all the concerns around public sector and a variety of things, we delivered for the year
27% ARR growth, 27% revenue growth year over year. Fourth quarter was accelerating revenue
growth. Fourth quarter was also our 11th straight quarter where we had double-digit ARR growth.
So, net new ARR growth. So, again, really solid performance, really the numbers you pointed out
to make that point.

One of the things that we've been talking a lot about to investors is, we sat here probably it's over
three years ago now at our first investor day back in, well, I guess it's almost three years, March of
2026. And we made two commitments as a management team at that time. We wanted to focus on
profitable growth. So, we set two targets. One was to be a Rule of 40 company, which at the time,
we were essentially a Rule of 20 or 21 company. So, that was a massive step forward. And the
second was to be GAAP profitable, which at the time, on a trailing 12-month basis, we might have
been negative $20 or $30 million. So, significant step and leap to achieve. And I'm happy to report
we achieved both of those in 2025, where we were Rule of 46, as you pointed out, on the Rule of
40. So, we achieved the 46, and the GAAP profitability, we actually achieved a year early in 2024,
and again in 2025.

And in 2025, we accelerated our GAAP operating margin to 7.9%. So, we felt really good about
this profitable growth in terms of growing, but also doing it responsibly and that's been, for me,
that was a key takeaway of the past couple of years, really trying to execute and deliver against
what we committed to do and that's some of the feedback we've been receiving after our earnings
call last week, which was really very well received in terms of the growth that we put out.

We also have from our guidance that we published last week, accelerating top line ARR growth
year over year going into 2026, and also accelerating GAAP profitability. So, an improvement
over that 7.9% that we just posted for 2025. So, I think both of those were received very well,
positive feedback both from our analysts and our shareholder base, lots of good feedback. And
even from today's meetings, I think what we put up not only in 2025, but what we're expecting to
do in 2026 was very well received. And again, we believe is very achievable in terms of our
execution. Obviously, we have to continue to execute, but we've now been executing for really
three years and feel good about our prospects to continue.

And I think one thing that you mentioned on the earnings call was that you're actually seeing
higher demand for migration solutions in 2025. Can you just tell us a bit more what's actually
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driving that, and should investors actually expect that to continue and what would be the
implications on your financials?

Yeah, so it's a good point and I'm glad you brought it up because -- so, migration for us is really
just data movement, if you think about it in that context. So, there's always going to be data
movement so, we believe migration is a key component of just this evolution that we all live in,
whether we're talking about specifically about Al or just data governance management. There will
always be data movement from on-prem to the cloud, cloud to cloud, tenant to tenant, through
acquisitions, divestitures. There's always going to be data movement.

So -- but I think particularly in light of Al and as people think about how important it is to have
your data properly curated, and that is much easier if it's a little more consolidated in fewer
repositories. So, we are seeing data movement. It did take a step up really toward the second half
of 2025, which again is good. We're happy to be accommodating our customers in terms of their
evolution, in terms of their Al adoption. We're happy to do that. We believe that it gives us an
opportunity to not only meet their expectations and exceed them, but also introduce them to our
platform in general.

And so, it can be a nice entry point for some new customers. And obviously, it's a nice upsell or
cross-sell motion for existing customers. So, we expect that to continue. We see good, healthy
demand in our pipeline for those products. So, again, we don't see it really backing off
dramatically. But again, we've seen healthy demand across our whole platform in terms of the
products. So, we feel good about the prospects moving into 2026 from a pipeline point of view,
from a platform point of view. And again, I think we're delivering that value to our customers that
they appreciate.

Great. And I think the other thing that was discussed was about potentially evolving into a hybrid
pricing model between seat-based and consumption. And this is probably also one of the most
debated question among some of the software companies that were here today. Can you tell us
more, you know, from AvePoint's perspective, what are the pros and cons of each of those models
and what actually you think works best in today's Al environment?

You want me to take -- start that one? So, I'll start that one and then Mario can chime in as well.
You know, it's interesting. Right now we have a hybrid model within our organization and have
for quite a while where most of our licensing is still seat-based, like most of the hyperscalers, but
there is a consumption element to that where it may be more on the compute side.

So, some of our solutions are more compute-driven, and therefore, in those aspects of our
products, there is a consumption element. We do think as we continue to move forward with
agents, initially, the hyperscalers talk about those being governed almost like just other seats, other
essentially people that are taking actions across multiple applications. And so, they would treat
those to a large degree as additional seats. But eventually, I think it comes down to those will
ultimately go to the value being created by those agents and those solutions, and it'll become much
more value-based.

So, we are experimenting with some of those pricing models as well. And I think what we see is
this will be an evolution. It won't be a, you know, tomorrow there's no more seat licenses and
everything is consumption or some other pricing model. We believe it'll be an evolution over a
period of time.
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Now, we are in an accelerated time frame where things are moving very quickly, but we still think
it's an evolution as the pricing starts to change. And again, our platform is designed very well to be
able to monitor all those different scenarios. So, we can really price various different ways. We
can do seat pricing, consumption pricing, even value. So, we think we're positioned well to be able
to meet the demand from both our customers and other areas to be able to provide a mechanism of
pricing that works in their models, but also works for us as well.

Yes, maybe the only other thing I would add is that the platform, we're in a good position. We've
designed it so that you have the right metering. We can understand activity workloads. As Jim
mentioned, if there's a high compute, we could track the activity workload, especially around
agents.

You know, one thing that's interesting is the more agents that get designed into an agentic
architecture, the more activity there will be, the more risk surface there will be. So, part of what
we want to do is give organizations an opportunity to understand how this sort of evolution, as Jim
mentioned, is based on value creation so that when the time comes and we make that shift in
product licensing, it just makes sense.

We've been through this before. We were an organization that at one point was selling the
software based on servers. We would count servers and we'd do it based on the infrastructure. And
at the time, the industry was pretty anxious about a shift to user-based licensing. And we made
that shift following the same sort of formula. We work with not only the hyperscalers, but we also
work with a lot of organizations that really give us a good pulse on what's the right appetite and
what's the right timing to do that shift. And the fact that already we can give you workloads where
we can track the way you're consuming, whether it's computer storage, I think that gives our
customers the confidence that we're there to really create more value for them and ultimately
measure the outcomes of the software. And that, I think, is where people will end up. What are the
outcomes? What is that service driving that change and is this material to our business? So, that's
sort of how we think about it.

Great. And now, if we would just take a step back and talk about your positioning and how your
relationship has evolved with Microsoft as a partner. I know [inaudible] you've always kind of
[elaborated] to the 365 ecosystem, you participated in co-sale programs. And I think recently
there's also this release of their Al governance capabilities. How do you plug into their product
roadmap and how has the relationship with Microsoft evolved over time? And what are some of
the dependencies or risks that investors should be aware of?

Yes. So, the relationship always starts with what does our customer want? And a lot of our
customers say, we are making investments into technologies from Microsoft, or in some cases,
they could also be investing in other providers, such as Google, etc. And most of the time, what
they want is that the product functions and operates ahead of time, meaning we have a
responsibility to make sure we're working with Microsoft Teams to understand where their
product's going two years ahead of time.

An example of this is our AgentPulse, which we launched in November at the Microsoft Ignite
Conference, was a product that had already been worked on two years prior when we were
working with Microsoft on some of the roadmap that eventually would make its way into the
Agent control plane they launched as well, that you referenced.
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So, it's really important for us that there is a partnership that's strategic at the product level. But we
also have a partnership with them on the go-to-market piece, which is deliver value and incentives.
Our products, for example, are available not only on the Microsoft Marketplace, but they're also
available on the Google Marketplace, the AWS Marketplace. And this is a way to give customers
back because these hyperscalers give customers incentives any time they are buying products on
the marketplace. It basically gives them credits back towards the contracts they may have with the
hyperscalers.

And then beyond that, we are also doing some really interesting techniques and going to market
where we provide customers an opportunity to onboard sort of capabilities from the Microsoft
services that gives the customer a better traction and adoption. So, these are all things that I think
work really well in the partnership. But I'll also say this, that maybe a lot of investors sometimes
misunderstand, we're providing a product line that really drives value for the Microsoft
Productivity Cloud, but we also do this for Google, we do it for Salesforce, we do it for other
third-party services like Atlassian. We just launched a number of connectors to DocuSign,
Smartsheets, GitHub. Our platform is independent. It is not a platform that really depends on
Microsoft capability. We connect to their APIs, and that's how we're able to drive a single pane of
glass to give you a security layer on all of the data that's either coming from a Microsoft
productivity service or other.

And then the fact that we operate our platform on the hyperscaler data centers also creates a really
nice relationship with not just Microsoft, but also Google and AWS. So, back again to how I
started, when you work with customers and you explain this to them, they feel that we're working
with a vendor that really understands the ecosystem and that the vendor will be able to help us also
in cases where we might have some challenges with first-party products and solutions.

Right, thanks. And turning back to you, Jim, as CFO, capital allocation. I know AvePoint always
talk about these three strategy initiatives, which is investing in R&D for future growth. You guys
have done a series of acquisitions over the last couple of years and as well as share repurchases.
So, how do you think about prioritization between these three initiatives? And I have a follow-up
question to that, so we'll start with that first.

Yes, you're right. We think about capital allocation in those three pillars, right? One is investing in
the business, predominantly R&D. Second would be M&A activity in terms of can we supplement
our own R&D efforts with inorganic growth that would help us either from a product point of
view or even from a customer point of view. And then the third is share repurchases; returning and
improving shareholder value by purchasing shares of stock.

So, those are the priorities. And arguably, you could say in terms of those, the priority itself, like
number one, making sure the business is properly funded. Two, looking at opportunities to
supplement that and then three, returning value to shareholders through share repurchases.

So, fortunately, we have a very strong balance sheet. So, we ended the year with over $480 million
of cash. So, that affords us some optionality, right? So, we have the ability to do, not just pick one
of those to actually do, but we can actually do all three. And so, that's been -- you know, we've
done six acquisitions to date over the past several years. So, we are looking to do even larger
acquisitions. I think we've built a little bit of a muscle there in terms of the small ones that we've
done. So, I believe we can execute and continue to execute on that.
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And then share repurchases. We spent about $50 million in 2025 on share repurchases. That
accelerated really in Q4. And then in Q1 of 2026, we already spent $33 million plus on share
repurchases, which effectively is repurchasing about 80% of the amount we spent last year. So,
again, I think we're executing, we're taking advantage of what we believe is, you know, a
disintermediation in terms of our value, what we're actually executing and delivering, and we'll
continue to do that moving forward. But we will do it in a measured approach. Some of you
already know that that's been our mantra probably over the past couple of years with share
repurchases, is to take a very measured approach so that we can preserve that really strong balance
sheet to take advantage and be opportunistic. As opportunities present themselves, we want to be
in a position to act accordingly, and whether that's an M&A activity, or stepping up our, like we're
doing this year in 2026, we're going to allocate more resources to our marketing spend. So, having
the ability to really make these investments and having a strong balance sheet gives us the ability
to be able to do those things.

Yes, and AvePoint just turned profitable. And at least based on your guidance, it seems like you're
going to be a lot more profitable in the coming years. You have a strong balance sheet, you're
generating nice free cash flow. At what point does dividend actually comes into the equation?

It's a good point in terms of profitability. Like I mentioned, our GAAP profitability, operating
profitability, 2024 was the first year where we had crossed that threshold and actually we're
generating GAAP operating margins. So, which is great. We continued that and accelerated that in
2025, and we're projecting and guiding to accelerate that even further in 2026. So, we feel good
about that.

Our free cash margins, free cash flow margins, are also very strong. So, you're right, we are
generating a significant amount of cash. We generated this past year about $80 million of free cash
flow, and we would expect that to accelerate next year. So, again, we're producing a lot of cash.
When it comes to dividends, the way we think about dividends is more in line with most software
companies here in the states, which would be share repurchases as opposed to a true dividend, at
least at our stage of life cycle of where we are, where we're still accelerating growth, we're still
looking to continue to be an accelerant. So, we don't think about returning capital to shareholders
in the form of dividends, but more in the reducing either dilution from our SBC or just reducing
shares outstanding by share repurchases.

So, you know, I would say in the near term, we don't have any plan to be actually issuing a actual
dividend, but continuing our share repurchases approach.

All right. We're just going to take a pause here with just under 5 minutes, and I'd like to ask the
audience if there are any questions.

Unknown Audience Member: [Inaudible]. Can you talk a little bit about what [inaudible]?

Mario Carvajal:

Yes, sure. So, maybe to set the stage, so Copilot, it's a brand of capabilities. So, you have Copilot
in the Office suite of applications, you have Copilot Studio, which is really more focused on a
low-code way for you to enable not only agent development, but workflow automation. So, if we
think about those two categories, for us, the opportunity really started when organizations really
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started saying automation of workflows could really be more driven by agents, and that led to
conversations on how agentic architectures could work.

For us, that was an opportunity to start building our governance framework in the context of
agentic architecture. So, we're happy about that. I think that gave us an opportunity to work with
some large organizations that were first movers. And this is probably going back two years ago.

The Copilot inside of 365, you know, for us, that creates another -- it's just another productivity
app where organizations that first turned that on were starting to have concerns. Wait, I turned
Copilot on and I'm asking it to go find me the latest employee handbook and it brings back a
bunch of information and is that information curated? Is the information accurate?

Organizations immediately came back to us and said, look, we want to make sure we're looking at
our data state and we're putting the right controls in place, can you help us? So, it wasn't that the
Copilot was something we were solving, it was that Copilot triggered off a thought in the
organization that really said, we probably need to go get the data state ready for what's coming.

Fast forward two years later, we're now in a year where I think a lot of organizations are seeing the
opportunity and the possibility to work, not just with Copilot, but other models. You see some of
the work that Anthropic is doing trying to come into the enterprise and say, we have an
opportunity to help organizations think about proprietary data models. Well, that's good because
agentic Al systems will be a combination of advanced Al tools that are homegrown or some that
are commercial, off the shelf, right?

So, for us, these are all opportunities to go back and talk to the client about what does it mean to
put a set of capability to build the trust layer of your stack. You see, Al has an experience layer.
We are working more at the trust layer of the stack and, for us, it's an opportunity to keep doing
the work we've been doing with these organizations and partners. And for us on the innovation
side, it gives us enough room to continue bringing not just the governance controls that we're
shipping now in AgentPulse, but also think of what comes next.

So, that's how we think about it. And again, we're still in the early stages. And we believe that the
work that Google is also doing, which Google is a partner, and we're doing more to support now
Google Gemini, their Vertex Al tech stack that gives you an opportunity to build also advanced
agents, I think it's also going to be part of the conversation. So, we're very much looking forward
to it and working with some incredible organizations that are not only experimenting with this, but
actually deploying this to transform business processes that are, you know, antiquated or that are
not giving the organization the efficiency that they're looking for.

And with that, I think we are at time. So, thank you all for joining. Jim, Mario, it's been a great
pleasure. Thank you.

Yes, thanks for having us.

Thank you. I appreciate it.



