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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 AvePoaint, 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.

f Non-GAAP Fin ial Metri ther Key Financial Metri
This Presentation includes certain non-GAAP financial measures (including on a forward-looking basis) such as non-GAAP operating income (loss) and non-GAAP operating margin. AvePoint defines non-GAAP operating income (loss) as GAAP operating
income (loss) plus stock-based compensation and the amortization of acquired intangible assets. Non-GAAP operating margin is non-GAAP operating income (loss) 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 netincome, 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. AveP oint 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 tited 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 contractually obligated Annual Contract Value (“ACV”) from SaaS, term license and support and maintenance revenues, from all active customers.

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 R elations at 901 East Byrd Street, Suite 900, Richmond VA 23213 or by emailing IR@avepoint.com.
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A AvePoint

Strategic Vision

Dr. Tianyi Jiang (TJ)
Chief Executive Officer and Co-Founder
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Our Vision.

To Take Organizations
Beyond Secure

Our Mission.

To Enable Organizations to
Collaborate with Confidence
by Ensuring a Robust Data
Foundation



A AvePoint

Business Overview



A Focus on Managing Human-Generated Data

- Human-generated Data
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Machine-generated Data
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Platform Approach in the Age of Al

The Leading One-stop Solution for Generative Al
Data Management: requires arobust data management strategy:

q @ | Resilience of Cybersecurity Posture
P ———
: Control of IT Environment
Data Data Data

Protection Security Governance @ | Modernization of Workforce
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Enormous Addressable Market

2024E

$813 bn

2028E

$14OO bn

(2025-28E CAGR 14.6%)

$19.0bn

$6.7bn $12.3bn
Governance, Risk, and Data Replication and
Compliance Protection
Current Serviceable Market Mid-term Serviceable Market Long-term Addressable Market
(2024-28E CAGR 6.4% to $24.4bn) (2024-28E CAGR 13.2% to $16.6bn) (2024-28E CAGR 17.4% to $99.0bn)

(1) As of 2024; IDC, Semiannual Software Tracker, November 2024
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We Do the Hard Things First

il . » W O

Building Direct Selling Fought to Subscription Went Public
Enterprise- into Highly Enter New Model with only $60m
Grade Software Regulated Regions Transition Primary Capital
Industries and No Debt

Putting the pieces in place to support durable, profitable growth at scale
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Rapidly Built a Diverse Customer Base...

TOTAL CUSTOMERS

25,178

21,214

31%

2020-2024 CAGR

12,521

8,483

2020 2021 2022 2023 2024
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...opanning Every Industry...

O Professional & Admin Services
OFinance & Insurance

m Federal Government

® Manufacturing & Production
W State & Local

O Construction

O Healthcare

@ Retail

m Information Technology

W Life Sciences & Pharmacy
O Energy & Utilities

O Education

E Other

Chart reflects breakdown of total ARR as of December 31, 2024.

o
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...Around the World

®
EMEA
®

Neorth Amaitss 35% of Total ARR
44% of Total ARR 32% ARR CAGR

24% ARR CAGR

IARAC

21% of Total ARR
31% ARR CAGR

ARR contributions as of December 31, 2024. CAGR is for the 2020-2024 period.
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This Has Enabled Rapid Topline Growth...

TOTAL ARR ($m)

$327.0
$264.5

2020 2021 2022 2023 2024

28%

2020-2024 CAGR

$167.2

$122.0
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..While Improving Operating Efficiency

NON GAAP OPERATING MARGIN

14.4%
12.1%
31% I 2020-2024 CAGR
-1.2%
2020 2021 2022 2023 2024

*2022 was the first full year as a public company.
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Singapore Exchange Dual Listing

s" I Strong IP Generation Track Record
o from International R&D Center in Singapore

Key Contract Wins with $100mm Investment Partnership with
Regulated Sector In Singapore Economic Development
Blueprint for further to commit to growing R&D Board
application globally efforts in the region

for industry research collaboration
with Al experts from academia

I Significant Presence in Asia, especially ASEAN
Serving our Global Platform Seamlessly

2/3 of Employees Key workforce Core Functions
in APAC in ASEAN Diversified across
with 1,000+ employees Strategic offshore development in US and APAC
in ASEAN Singapore, M_a_lay_5|a, Vietnam & building a strong foundation
Philippines !
for base infrastructure
Asia HQ / Int’l 23% 29%
R&D Hub APAC Revenue CAGR APAC Revenue as % of
in Singapore 2020-2024 2024 Total Revenue
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A AvePoint

What We Withess and
How We Solve



Challenges All Companies Currently Face
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Move to
the Cloud

/" &
.'_" —
Explosive Growth Increasing Ransomware
of Data Attacks

®) W

Need for Complex Regulatory
Environment

Automation
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Generative Al Amplifies These Challenges

Requirements in the

Traditional Approach Age of Generative Al

DATA SECURITY > Fragmented Across Systems Centralized
DATA GOVERNANCE > Inconsistent and Poorly Regulated Uniform Standard
BUSINESS PROCESSES » \YETIVEY Automated
SCALABILITY > Limited Efficient and Flexible

Slow Response to Data

RISK RESPONSE g Breach Incidents

Proactive and Agile
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How can we take
organizations Beyond
Secureand ensure a
robyst data foundation
In the age of Al?



An all-in-one data management
platform that seamlessly

prepares, secures and optimizes
human-generated data




The AvePoint Confidence Platform

Resilience Suite \ Control Suite \
DATA SECURITY & PROTECTION - DATA GOVERNANCE

comply with regulations, preserve CONTROL a ready-made framework for
critical records, and ensure business automated governance and policy
continuity enforcement to reduce security risk
\ & ' - CONFIDENCE \
£ A PLATFORM

MODERNIZATION

Modernization Suite

EMPLOYEE PRODUCTIVITY
transform legacy data and processes for modern
SaaS platforms

\
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Companies Can Choose From a Number of Point Tools...

Data Protection Data Security Data Governance

<

< Company B >

— > <« >

« Company J > « Company EfF———p»>

<4——{Ccompany K > <—M >

-« U > (Gt >

> -

< Company NF———p
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...but AvePoint Provides a One-Stop Solution

Data Protection Data Security Data Governance

) -r
« -

—2D R ompany F =

w

cceccdl

ADVANTAGES OF A ONE-STOP PLATFORM

CONFIDENCE
PLATFORM

Powered by A AvePoint

DIDDDD.

BENEFITS TO CUSTOMERS

Streamlined Workflow, @ Cost Savings and Higher
Better Experience ROI

Efficient Cross-sell
Opportunities

LB
i, Deep Competitive Moat

@ Rapid Innovation %% Customer Stickiness E@} Comprehensive Support B Holistic Data Insights
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Tangible Benefits of Platform Approach

& Lo

Lower Time to Value Enterprise Scalability
Immediate savings in 535 petabytes
data retention costs managed customer data

d b 0 32
1, o

High ROI Improved Operational Efficiency
Substantial cost savings

) Platform automatically performs
automating data governance efforts

backup & governance operations
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Customer Buying Journey

3 Pl
W Guardian

(@

Ebover

o K hvepeint §
£ Cloud Governance

“r -|_ cies & Insights
Fortune 50 :
Consumer
Goods
Company ~$1M ARR $25MARR —»

""""""""""""""""" ( VALUE CREATION ~77 77 - mmm o m o s s s mm o mm mm m o m o mmm o oo m o m o m e e
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Multi-Ecosystem Opportunity

AvePoint

N
y 4
/ Qs

= Microsoft

—Mission Critical for “Data-first” Enterprises— —Empower Data Management with Security —

Complex Data Ecosystem of Major Technology Providers AvePoint Seamless End-User Experience

) a7

— oAl
 — | =
— —| S Unified Data Protection and Enable
—|o Platform Rapid Recovery Collaboration
Data Cybersecurit
Data Resources y y @ @
Management Concerns - -
Optimized Data Empower
Governance Transformative
Processes
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The Al Opportunity for
AvePoint

ChatGPT

AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc




Accelerate
Customer
Adoption and
Retention

Strategic Priorities

L

—

Expand
Platform
Offerings

o

¥ ¢

Continued
Scaling of
Channel
Ecosystem

Broaden
Global
Presence
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.lre

Strategic
Acquisitions
and
Investments



The Path to $1 Billion of ARR

($ in mm)

HOW WE GET THERE

)

Solutions Segments Geographies  Cross-Selling  Partners } -
$327
$122
]
2020 2024 2029
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NEYAELGCEWEVE

G We are a true platform company, focused on profitable growth

a Customers rely on AvePoint to address a number of strategic use cases
e We sell to companies of all sizes, across all verticals, in all regions of the world
6 We operate in an addressable market that is large and growing

a Generative Al will be along-term growth catalyst for AvePoint

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



What You Will Hear Today

GO-TO-MARKET

Motion continues to evolve as we invest in our global direct sales teams and channel partner ecosystem to serve
more customers, and also streamline how we sell to customers

PLATFORM

Ongoing innovation allows us to address multiple strategic use cases with our platform offering

FINANCIAL

Our sustained focus on profitable growth has enabled us to deliver ongoing topline strength, while showing
improving profitability and cash flow generation

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.
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A AvePoint

Go-to-Market
Overview

MARIO CARVAJAL
Chief Strategy & Marketing Officer




Agenda

a Our Market Opportunity

a Customer Segmentation

e How We Go To Market

° The Channel Opportunity

a Key Takeaways
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A AvePoint

Our Market
Opportunity



Customer Needs Today

Business continuity depends on the ability to bring data resilience
and data quality into a single, seamless experience

B
<

[

PLATFORM-FIRST ROBUST DATA SECURITY
STRATEGY POLICIES AND GOVERNANCE
Maximize the interoperability Ensure that critical Secure and govern

of every solution data is secured every workspace

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



Secure. AvePoint Secure.

"*! atk i

!
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Enormous Addressable Market

2024E

$813 bn

2028E

$14OO bn

(2025-28E CAGR 14.6%)

$19.0bn

$6.7bn $12.3bn
Governance, Risk, and Data Replication and
Compliance Protection
Current Serviceable Market Mid-term Serviceable Market Long-term Addressable Market
(2024-28E CAGR 6.4% to $24.4bn) (2024-28E CAGR 13.2% to $16.6bn) (2024-28E CAGR 17.4% to $99.0bn)

(1) As of 2024; IDC, Semiannual Software Tracker, November 2024
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A AvePoint

Customer
Segmentation



Well Established Global Presence

\e]gig! Europe, Middle
America East & Africa




Customer Segmentation

# of % of
Employees Total ARR

Engagement

gr) Small anc < 500 19% Indirect

Medium Business

ARR contribution as of December 31, 2024.

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.
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Partners



A AvePoint

How We Go To
Market



Go-to-Market Motion

Go-to-Market Motion Customer Segmentation

Awareness

-8

Enterprise Direct Sales

Demand Generation (5,000+
employees)

2
Do Do

Systems Integrators,
Consultants
Pipeline Creation @

Mid-Mark et Consultants,
(500-5,000 Resellers,

employees) MSPs

Welcome &
Onboarding

9 SVB
Customer/Partner O (< 500

Success & Expansion employees) Channel Sales Distributors

Customer/Partner
Loyalty & Advocacy

©00
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The AvePoint Confidence Platform

Resilience Suite \ Control Suite \
DATA SECURITY & PROTECTION - DATA GOVERNANCE

comply with regulations, preserve CONTROL a ready-made framework for
critical records, and ensure business . automated governance and policy
continuity enforcement to reduce security risk
\ & ' - CONFIDENCE \
£ A PLATFORM

MODERNIZATION

Modernization Suite

EMPLOYEE PRODUCTIVITY
transform legacy data and processes for modern
SaaS platforms

\
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Essentials

Backup and
recovery for

email, calendars,

contacts, files,
conversations

Simplified Solution Packages

Drives the use cases that matter to our customers —
and differentiates us from competition

RESILIENCE

Plus

Holistic
protection of
your entire
Cloud investment

Complete

Comprehensive
resilience,
visibility, and
control of backup
growth and costs

CONTROL

Plus

Essentials

Visibility
Into your biggest
risks - and tools

to take action

Security & risk
management to
scale and
operationalize
governance

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.

Complete

Comprehensive
security, risk &
information
lifecycle
management




Simplified Solutions Packages — Google

Drives the use cases that matter to our customers —
and differentiates us from competition

RESILIENCE CONTROL - PHASE 1

Information
Management

Essentials Plus Insights

Backup and recovery for Holistic protection of your Visibility into your biggest
email, calendars, entire Google investment risks - and tools to take
contacts, files,

: Command the entire
conversations action

information lifecycle of
our data
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The AvePoint Elements Platform

Data Protection Data Security Data Governance

Company A

. 44— Company F

€CCCCCCCYW i V099999 DD

Cloud Tenant Baseline Cyber Identity
Migration Enforcement Protection Management

Workspace Change
Governance Management

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



Why Managed Service Providers (MSPs) Will Drive
More Business with These Platform Capabilities

Enhance Optimize Streamline
Risk Monitoring Workspace Management Baseline and Change
to Safeguard to Drive Operational Management

Business Continuity Efficiency to Foster Agility

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



A AvePoint

The Channel
Opportunity



Our Ongoing Channel Transformation

Channel ARR as % of Total ARR Number of Channel Partners ARR from MSPs ($m)

2% $40

7oy 1% 4.959
439% PN 0
) 4173
$28
3.403

2847 I

$19

2,045 . .

— $13

$6
]
2020 2021 2022 2023 2024 2020 2021 2022 2023 2024 2020 2021 2022 2023 2024

*Channel partners include managed service providers, value-added resellers, systems integrators and others.

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.
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A

The Channel Opportunity

% of Microsoft Revenues % of Sales Reps Saying
Measured as “Partner Partner Selling Has Greater
Assisted” Revenue Impact

% of 2025 Addressable IT
Market Through Channel

Source: Canalys, Microsoft, Salesforce.com.

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.
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A

The MSP Opportunity

Number of MSP Partners

45,000

2,688 3,077
1,230 1,874 2,236 E— —
2020 2021 2022 2023 2024 Potential

1. Source: Canalys managed services provider opportunity database, MSP Analysis, July 2023 (Excludes vendor services)

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.

ation of
re-play MSPs

53



MSPs Enhance Access to SMB Market

Customer Segmentation

S M B Systems

(< 500 employees)

Integrators,
Consultants

Channel Sales

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



Our New Global Partner Program

Designed to unite all AvePoint teams, ecosystem of partners, operational
processes and systems, fostering a mutually profitable AvePoint channel

Points are earned in 3 engagement categories:

-
aTa
L © ~
PARTNER
DEVEL OPMENT PRE-SALES PARTNER SUCCESS
Measures competency, Measures productivity Measures customer and
proficiency and knowledge for future growth relationship health
SELWL fpolils o s AUTHORIZED MANAGED INVESTED

up through 3 levels:
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Engagement Categories

The goal of the new program is to move beyond a typical resale model where we reward only on
transactions to instead reward partners based on engagement through their AvePoint lifecycle.

We are rewarding partners in three categories:

= © ~
PARTNER
DEVEL OPMENT PRE-SALES PARTNER SUCCESS

Getting partners certified, educated, Helping partners with lead and demand Rewarding partners based upon
and familiar with the AvePoint value generation activities to build their transactions, renewals, co-sell,
proposition pipelines so that AvePoint can better and other financial metrics that

enable them and forecast projected point toward a rich, long-lasting

revenue growth relationship with AvePoint
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Partner Levels

As partners continue to move up levels, they will unlock more resource-intensive
benefits such as dedicated partner managers and bespoke marketing materials.

o ‘g/ t‘és\.‘

AUTHORIZED MANAGED INVESTED
Initial stage where partners are Established knowledge base Top-tier partners who are
provided access to discount and reach, and can host experts in selling our platform
levels and comprehensive AvePoint webinars and and commit to growth targets
training other events to market our

products

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



High-Level Outcomes

The high-level goals of the new Partner Program tie to the Company’s larger Strategic Priorities

s 6 =

GEOGRAPHIC REVENUE INCREASED
EXPANSION GROWTH RETENTION
Support the growth of the Increase the revenue of Maintain/improve high
regions in numbers of partners by driving GRR/NRR levels

new partners cross-sell

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



Benefits of a
Points Based

Program

o Simplified & Transparent
Rewards Structure

Q Rewards on Engagement,
Not Just Transactions

4 » Flexibility in Redeeming Rewards

"\/“ Data-Driven & Understandable
'—‘ Performance Insights

'@ Long-Term Relationship Building

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.



NEYAELGCEWEVE

a We operate in an addressable market that is large and growing

New solution packages will drive the use cases that matter most to our customers

The next-gen Elements Platform will drive even more business for MSPs

Revamped partner program will ensure a flourishing channel ecosystem

Beyond Secure is about delivering a transformative customer experience

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.
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A AvePoint

Platform
Technologies

MARIO CARVAJAL
Chief Strategy & Marketing Officer




Product Demo Agenda

Q The AvePoint Confidence Platform

e Command Centers

e AvePoint’s Approach to Data Protection

° The AvePoint Elements Platform
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A AvePoint

The AvePoint
Confidence Platform



The AvePoint Confidence Platform

Resilience Suite

DATA SECURITY & PROTECTION
comply with regulations, preserve critical
records, and ensure business continuity

RESILIENCE § CONTROL

CONFIDENCE
PLATFORM

MODERNIZATION

Control Suite

DATA GOVERNANCE
a ready-made framework for automated
governance and policy enforcement to
reduce security risk

Modernization Suite

EMPLOYEE PRODUCTIVITY
transform legacy data and processes for modern
SaaS platforms

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.




What Differentiates the Confidence Platform?

A Complete, Shared Pragmatic
Actionable Picture Accountability Protection

Establish a complete view into Scalable security requires a Implement a tiered data

pressing business issues and culture of accountability. protection strategy that minimizes
Implement automated The Confidence Platform helps the attack surface and
remediation that scales with data leaders operationalize compliance risk

Command Centers. workspace security and drive with best-in-class security.

accountability from data owners.

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc. 66



A AvePoint

Command Centers



Holistic View of Your Cloud Environment

# Command Center

We

Al Readiness

76

Readiness Score
Platform

Al-Exposed Sensitivity

Workspace Users Objects

Workspace Status

4GB m 6GB

C
Redundant Data Obsolete

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.

Migrate Data to Reduce
Sprawl

Backup Critical Data

Implement Policies &
Governance Frameworks

Institute Information Lifecycle
Policies

Establish a Shared
Accountability Model

68



Value-Focused Command Centers
will Drive Our Go to Market

L)

m Innovation /{%
— 3 ’

Cost Savings &
Efficiency

Compliance &
Global Regulation

— - T T

Al Confidence Risk & Resilience
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AvePoint Innovates for an Era
of Strategic Security

Security needs have evolved in our years in business. AvePoint has delivered continuous
innovation to help our customers meet new challenges every step of the way

) N N
47‘4
3

L =
AR ,i‘

Reactive Security Proactive Security Strategic Security

Companies react to legislation like Companies implement proactive IT and InfoSec professionals take the

ePrivacy Directive, GDPR, NIS, security measures to protect cloud lead as their companies seek to

etc. requiring data back-ups and environments as cybercrime becomes implement strategic security

protection big business that cost the global measures to help securely and
economy more than $10 trillion effectively unlock the potential of Al
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A AvePoint

AvePoint’s Approach to
Data Protection



Traditional Enterprise Backup

T~

Off-site Backup Copy

Enterprise Backup Software

|

Backup & Recovery

D

Disaster Recovery

A

A
000 oo

Virtual Machine

Physical Server
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AvePoint’s “data protection” goes beyond
Traditional Enterprise Backup

Shared
Accountability
Model

Security

 Data Owners involved
in day-to-day
decisions about their

Traditional Enterprise Backup

=3 @
&K A
i i |
= S = Continuity Lifecycle

VitualMachine ~ Physical Server

Competitors

o
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CONFIDENCE
PLATFORM

Powered by /. AvePoint

O

Identify and
Protect

v' User Creates a
Document

v Gen Al Creates
Content

v Data Migration /
Import

5

Optimize

v/ Machine Learning /
Al Powered

v Monitor for changes
in risk, permissions,
value

v Automatically
protect new users
and data

v Apply Information
Lifecycle Policies

O

Defensibly
Destroy

Drive Insights

v' Understand business
value and

v Enforce go-forward
governance of

Sync and

workspace creation, consumption of data Share with
classification, etc. v Mine data for insights External
Teams

v Automate access
reviews and data
lifecycle policies

v' ldentify high traffic,

high value workloads v’ Files stored in

secure data
rooms

for protection

v Optimize storage
v' Granular ltem
Level Security

v Eliminate Risky
Sharing Links



A AvePoint

The AvePoint
Elements Platform



Why Managed Service Providers (MSPs) Will Drive
More Business with These Platform Capabilities

Enhance Optimize Streamline
Risk Monitoring Workspace Management Baseline and Change
to Safeguard to Drive Operational Management

Business Continuity Efficiency to Foster Agility
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The AvePoint Elements Platform

Data Protection Data Security Data Governance

Company A

. 44— Company F

€CCCCCCCYW i V099999 DD

Cloud Tenant Baseline Cyber Identity
Migration Enforcement Protection Management

Workspace Change
Governance Management
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Example: Expanding Partner Services

Services Scope Onboard

Customers with:

Identify Sensitive Data +
Workspaces

Remediate Sharing Links
Remove Broken Inheritance and
Shadow Users

Remove Unexpected Guest
Access

Copilot

L 4

SharePoint Copilot
Studio Basic

8 Hours

Consulting Cyber

Protection

user/month

Secure

Secure with Compliance Policies
to Sites & Teams

Prevent Sprawl with Lifecycle
Policies

Remove Native Provisioning
Automate Provisioning with
Prescriptive Services for Sites &
Teams

Create Template Teams & Sites
for unique customer use cases

Advanced

$25

Partner Revenue Models
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Workspace
Governance

Expand

Archive legacy data keeping
Copilot Prompts Accurate

Track and assist in adoption at the
User Persona Level

Restructure Sensitive Data to
secure Sites & Teams

Engage Monthly to review at risk
workspaces.

Enterprise
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A AvePoint

Financial Strategy

JIM CACI
Chief Financial Officer




Agenda

G Financial Performance
e Progress on Key Metrics

e Capital Allocation Priorities

0 Track Record of Successful M&A

e Updated Long-Term Financial Targets
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Commitments at 2023 Investor Day

Profitable Growth ($m) GAAP Operating Income ($m)

Rule of 40

$7
$330 38
31
$232 27
$203
$172
-$41
2022 2024 2022 2024 2022 2024 2022 2023 2024
Revenue Revenue OpEx OpEx

Operating expenses are non-GAAP. Rule of 40 is the sum of ARR growth and non-GAAP operating margin.
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Full Year 2024 Financial Highlights

$327mm 43% 26.0% $330mm
Annual Recurring SaaS Revenue Free Cash Total Revenue
Revenue Growth Flow Margin

25,000+ 666 14.4% 38%

Total Customers Non-GAAP Rule of 40

Customers >$100K+ ARR Operating Margin

Annual recurring revenue and customer metrics as of December 31, 2024. All other metrics are for the FY 2024 period.
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Why Invest in AVPT?

Tremendous Growth Diverse Strong Financial
Potential Customer Base Performance
Multiple growth levers to Rapidly growing and Established track record of
capture new markets and underpenetrated customer execution, highlighted by
build share in a large and base that spans industries, durable topline growth,
growing TAM geographies and company improving profitability and

sizes strong cash flow generation
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Diversified ARR Base

Industries

O Professional & Admin Services OFinance & Insurance
E Federal Gov B Manufacturing & Production

B State & Local O Construction
OHealthcare E Retall

®EInfo Tech mLife Sciences & Pharma
OEnergy & Utilities O Education

= Other

Geography

o North America 44% | e EMEA 35% | APAC 21%

Direct vs Channel
e Channel 55% | e Direct 45%

New vs EXxisting
e Existing 68% | New 32%

o

Product Suites

o Control 28% | ° Modernization 11% |° Resilience 62%
11%

Customer Segment
° Enterprise 53% | °© Mid-Market 28% | ° SMB 19%

m@’

All charts reflect ARR as of December 31, 2024. New/existing split is applicable to gross incremental ARR.
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Highly Predictable Recurring Revenue Model

SaaS Revenue as % of Total Revenue

—ET .
| | ’ '

5 o

-- e

2020 2021 2022 2023 2024

E— 5% g 57%

Recurring Revenue as % of Total Revenue

SaaS Term License & Support ®Services ™ Maintenance
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Ongoing Success with Large Customers

$100K ARR Customers $250K ARR Customers

- 270 - 360
CAGR: 27% 666 CAGR: 36% 295

256

—_— 60
]
pd0)240) 2024 2020 2024
CAGR: 46% 81
E— e
18 6
] ]
2020 2024 2020 2024
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Attractive Retention Rates with Room to Grow

Dollar-Based Gross Retention Rate

83%

89%

90%+

IIIIIIIII - -

111%

Dollar-Based Net Retention Rate

115%

2020

2024

Target 2020

Retention rates are adjusted for FX.
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2024

Target



Gross Retention Rate Analysis

2024 Gross Retention Rates

91%
89%
All Customers 89%
SMB Customers 83%
Mid-Market Customers 86%
Enterprise Customers 91%
$100K ARR Customers 92%
N L $250K ARR Customers
2024 Reported Migration Impact 2024 ex. Migration

Retention rates are adjusted for FX.
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Increasing Operating Leverage

Revenues ($m) & Gross Margin Operating Expenses Operating Margin

$330.5 14.4%

8 4% 11. 9%

T 9<y
0 12 20%
5.7%

$271.8
$232.3

8.1%

$191.9

72.9%  73.0% 3.1%
. (0] . (0]
44.3%  42.6% o —
37.6% 34 30
]
(1.2%)
2021 2022 2023 2024 2021 2022 2023 2024 2021 2022 2023 2024

7 S&M T R&D ® G&A

Operating expenses are non-GAAP and shown as a percentage of revenue.

o
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The Rule of 40 and Other Valuation Metrics

Rule of 40 Rule of X
Revenue Growth + FCF margin (Revenue Growth * 2) + FCF margin

Rule of 40

ARR Growth + Non-GAAP Op. margin

69%
"800 _— 46%
b 40% —
0 e 0
8% [
B e — e oy
0% 23% 24% 21% 22% ’
17%
(1%) (2%) (2%)
2022 2023 2024 2022 2023 2024 2022 2023 2024
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Strong Free Cash Flow Generation

$85.9

$32.6

($4.6)
2022 2023 2024

Free Cash Flow Margin

Free cash flow margin is calculated as net cash provided by operating activities, less purchase of property and equipment, as a percentage of total revenues.
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Capital Allocation Priorities

Invest in
Profitable Growth

Accelerate customer adoption,
scale channel ecosystem,
broaden market presence, and
invest in R&D

Strategic
Investments and
Acquisitions

Invest in companies and
technologies complementary to
our business, and consistent
with our strategy

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.

C

(3

/

Share
Repurchases

Take a measured approach
while prioritizing investments in
the business



Track Record of Successful M&A

i . = . —_ . . - . ke
Acquisition of I-Access Solutions (' Acquisition of Essential @ Acquisition of Torsion AR
Acquisition of Singapore-based I-Access Acquisition of South Korea-based Acquisition of UK-based SaaS software

Solutions, an IT solutions provider for software solutions provider Essential, to
training institutes and academic schools expand market reach in South Korea
APRIL 2022 JUNE 2022 OCTOBER 2022 SEPTEMBER 2022

Acquisition of Combined Knowledge 3,] ,l:

Acquisition of UK-based Combined Knowledge,
which specializes in the development and
delivery of Collaboration Education and Support

Acquisition of tyGraph

analyze human interactions to accelerate
success in the digital workplace

©AvePoint, Inc. All rights reserved. Proprietary information of AvePoint, Inc.

Acquisition of Canada-based tyGraph, a platform
allowing organizations to organize, measure, and

provider Torsion, which specializes in
data access governance for Microsoft 365

JULY 2024 FEBRUARY 2025

Acquisition of Ydentic -

Acquisition of Netherlands-based Ydentic, which
specializes in centralized multi-tenant management
for Microsoft MSPs, which will drive the continued
evolution of Elements, our MSP platform



Q1 & Full-Year 2025 Financial Guidance

Q1 2025 FY 2025
($in mm) Low High High

Low
- $401.3 $407.3

yly growth (reported) - - 23% 25%

yly growth (adjusted for FX) - - 24% 26%

Total Revenue $87.8 $89.8 $380.0 $388.0
yly growth (reported) 15% 17%

Annual Recurring Revenue

yly growth (constant currency) 17% 19%
Non-GAAP Operating Income $52.3 $55.3

Non-GAAP Operating Margin 13.8% 14.3%
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Updated Long-Term Non-GAAP Targets
2021 2022 2023 2024 T'Zigét Uﬁ;gﬁd ' $ 1 B

Gross Margin

ARR

2029

S&M as % of Revenue

R&D as % of Revenue

G&A as % of Revenue

Operating Margin (1.2%) 22.5%+

Stock-Based Compensation

Targets for R&D and Operating Margin are the midpoint of 5 percentage point ranges. See "GAAP to Non-GAAP Reconciliation" slide for add-backs.
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Why Invest in AVPT?

Tremendous Diverse Strong Financial
Growth Potential Customer Base Performance

Multiple growth levers to Rapidly growing customer Established track record of
capture new markets and base that spans industries, execution, highlighted by
build share in a large and geographies and customer durable topline growth,
growing TAM sizes improving profitability and

strong cash flow generation
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A AvePoint

APPENDIX



Key Balance Sheet ltems and Free Cash Flow

2021 2022 2023 2024

($in mm) As of December 31

Cash and cash equivalents

Accounts receivable

Prepaid expenses and other current assets

Property and equipment

Goodwill

Intangible assets

Other assets

Total assets

Accounts payable

Accrued expenses and other current liabilities

Current portion of deferred revenue

Long-term portion of deferred revenue
Other liabilities

Total liabilities

Mezzanine equity

Stockholders' equity

Total liabilities, mezzanine equity, and stockholders' equity

For the Twelve Months Ended December 31

Net cash provided by (used in) operating activities

Purchase of property and equipment

Free cash flow
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Historical Customer Metrics

CUSTOMER COUNT 2020 2021 2022 2023 2024

Total Customers

RETENTION RATES 2020 2021 2022 2023 2024

Gross Retention Rate
Gross Retention Rate (FX Adjusted)

Net Retention Rate

Net Retention Rate (FX Adjusted)

Retention rates are for all customers and on a TTM basis.
FINANCIALS
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ARR Composition

Direct vs. Channel

Customer Segment

New vs. Existing®

Geography

Product Suite®

2020

Direct

Channel
Enterprise
Mid-Market
Small Business

New Customers

Existing Customers

North America
EMEA

APAC

Control
Modernization

Resilience

1.Percentages are applicable to incremental ARR.
2.Excludes ARR from maintenance and other legacy products.

Totals may not foot due to rounding.
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2021

2022

2023

2024

FINANCIALS



GAAP to Non-GAAP Reconciliation

2023 2024

For the Twelve Months Ended December 31

GAAP gross profit

GAAP gross margin

Stock-based compensation expense & amortization of acquired intangible assets 4.1

Non-GAAP gross profit $198.5

Non-GAAP gross margin 73.0%

GAAP operating expenses $209.7

Stock-based compensation expense & amortization of acquired intangible assets 334

Non-GAAP operating expenses $176.3

Non-GAAP operating expense as % of revenue 64.9%

GAAP operating loss ($154)

Stock-based compensation expense & amortization of acquired intangible assets 375

Non-GAAP operating income $22.2

Non-GAAP operating margin 8.1%
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lllustrative Revenue Recognition

lllustrative example for $100k ARR deal delivered on January 15— 100% of deal recognized in fiscal year?!

$70k
. ~70% of deal recognized in Q1
Term license

ARR! and FCF impact? is the same across both scenarios

and Support $60k
~60% upfront $10k $10k $10k
| ~40% ratable $10k
Ql Q2 Q3 Q4
SaaS
100% ratable $25k $25k $25k $25k
] ] ] ]
Ql Q2 Q3 Q4

1.Both scenarios assumes $100k ARR deal delivered on January 1st
2.Cash collected upfront, on an annual basis
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lllustrative Revenue Recognition (cont’d)

lllustrative example for $100k ARR deal delivered on June 30th

~80% of deal recognized in fiscal year ARR! and FCF impact? is the same across both scenarios
$60k

Term license . B -60% of deal recognized in Q2

and Support

~60% upfront $10k $10k
| ~40% ratable

QL Q2 Q3 Q4

~50% of deal recognized in fiscal year

SaaS ~50% of deal recognized in FY

100% ratable $25k $25k
Q1 Q2 Q3 Q4

1.Both scenarios assumes $100k ARR deal delivered on June 30th
2.Cash collected upfront, on an annual basis
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lllustrative Revenue Recognition (cont’d)

lllustrative example for $100k ARR deal delivered on December 31st

~60% of deal recognized in fiscal year ARR! and FCF impact? is the same across both scenarios
Term license n— $60k
~60% of deal recognized in FY
and Support

~60% upfront
| ~40% ratable

Q1 Q2 Q3 Q4

0% of deal recognized in fiscal year

SEER)

100% ratable

Q1 Q2 Q3 Q4

1.Both scenarios assumes $100k ARR deal delivered on December 31st
2.Cash collected upfront, on an annual basis
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