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On March 30, 2017, the Company filed with the SEC a definitive proxy
statement in connection with its annual meeting of

stockholders. STOCKHOLDERS OF THE COMPANY ARE URGED TO
READ THE DEFINITIVE PROXY STATEMENT CAREFULLY IN ITS
ENTIRETY. Stockholders may obtain a free copy of the definitive proxy
statement through the website maintained by the SEC at www.sec.gov,
and at the Company’s website at www.avid.com.

Investor Presentation



Non-GAAP & Operational Measures

The following Non-GAAP (Adjusted) Measures & Operational Measures will be used in the presentation:

Non-GAAP Measures

=  Adjusted EBITDA

=  Adjusted Free Cash Flow

= Non-GAAP Revenue

* Non-GAAP Gross Margin

= Non-GAAP Operating Expenses

Operational Measures
= Bookings, Recurring Revenue Bookings
= Revenue Backlog

These non-GAAP measures are defined and reconciled with GAAP measures in our earnings press release tables, filed on Form 8-K on March 23, 2017, as well as in
the supplemental financial information available on ir.avid.com, which also includes definitions of our operational measures. Avid believes the non-GAAP financial
measures and operational metrics provided in this presentation provide helpful information to investors with respect to evaluating the Company’s performance.

The presentation may also includes forward-looking non-GAAP financial measures, including non-GAAP Revenue, Adjusted EBITDA, non-GAAP Operating Expenses
and Adjusted Free Cash Flow. Reconciliations of these forward-looking non-GAAP financial measures are not included in this presentation due to the high variability and
difficulty in making accurate forecasts and projections of some of the excluded information, together with some of the excluded information not being ascertainable or
accessible at this time. As a result, the Company is unable to quantify certain amounts that would be required to be included in the most directly comparable GAAP
financial measure without unreasonable efforts.

Safe Harbor Statement

Certain statements made within this presentation contain forward-looking statements, within the meaning of the Private Securities Litigation
Reform Act of 1995 that involve risks and uncertainties, including projections and statements about our anticipated plans, objectives,
expectations and intentions. Among other things, this presentation includes estimated results of operations for 2017, which estimates are
based on a variety of assumptions about key factors and meitrics that will determine our future results of operations, including, for example,
anticipated market update of new products, realization of identified efficiency programs and market based cost inflation. Other forward-
looking statements include, without limitation, statements based upon or otherwise incorporating judgments or estimates relating to future
performance such as future operating results and expenses; earnings; bookings; backlog; product mix and free cash flow; our long-term and
recent cost savings initiatives and the anticipated benefits therefrom; our future strategy and business plans; our product plans, including
products under development, such as cloud and subscription based offerings. The projected future results of operations, and the other
forward-looking statements in this presentation are based on current expectations as of the date of this presentation and subject to known
and unknown risks and uncertainties that could cause actual results to differ materially from those expressed or implied by such statements.
The guidance presented in this presentation is inherently uncertain and subject to numerous risks and uncertainties. Our actual future
results of operations and cash flows could differ materially from those discussed in this presentation.

For additional information, including a discussion of some of the key risks and uncertainties associated with these forward-looking
statements, please see the “Forward Looking Statements” section of our press release issued today, as well as the Risk Factors and
Forward-Looking Statements sections of the Company’s 2016 Annual Report on Form 10-K filed with the SEC. Copies of these filings are
available from the SEC, the Avid Technology web site or the Company's Investor Relations Department.

Any forward-looking information relayed in this presentation speaks only as of today, and Avid undertakes no obligation to update or revise
any forward-looking statements whether as a result of new information, future events or otherwise, except as required by law.




Q4 2016 Highlights

Met or exceeded .
guidance for all metrics

Execution in key focus
areas drove strong
performance

Trends demonstrate
significant improvement
in core operating results

Transformation on-track
and preparing for shift to
next phase of growth

In-line with guidance for Bookings, Non-GAAP Revenue, and Adjusted Free Cash Flow
Exceeded guidance for Non-GAAP Operating Expenses and Adjusted EBITDA
Sequential bookings growth across all customer tiers and geographies

Positive Adjusted Free Cash Flow

= NEXIS drives rebound in storage and Orad improves

Continued growth of Cloud-enabled subscribers (2.4x from Q4°15) and digital (up 27% from Q4'15)

Increasing traction with Enterprise deals, including global Enterprise and Cloud agreement signed with Al
Jazeera

Efficiency program yields 30% year-over-year reduction of Non-GAAP operating expenses

= Adjusted Free Cash Flow improved $4.6 million sequentially

Adjusted EBITDA is up $16.9 million year-over-year and up $9.4 million sequentially, excluding the
impact related to pre-2011 amortization and elimination of implied PCS revenue

= $429 million of total revenue backlog and recurring revenue bookings provide good visibility into 2017

revenue

Guidance includes positive Adjusted Free Cash Flow in 2017

= Amended noteholder agreement provides greater financial flexibility

Continued investment in cloud-enabled applications and key partnerships, including Jetsen agreement
Organization enhancements, including appointments to the leadership team, prepare business to scale

NEXIS Drives Rebound in Storage
_

World's first software-defined storage
platform for media

Enabled to run on cloud infrastructure

More density, more capacity, and less
expensive

Successor to Avid’s
heritage storage
product line

04 Customer Hi hlights
Standardizing on NEXIS to

support artist suite and
asset management
NETWORKS applications used across

organization

Storage bookings up 50% sequentially

NEXIS adoption by Enterprise
customers drives rebound

Significant headroom opportunity
remains to return to historical run-rate

Leveraging NEXIS to
support broadcast
workflows that boost
efficiency and collaboration,
and deliver 4K content

The Church of
Jesus Christ of
: Latter-day

Saints
‘ 13411

2016
April: Initial NEXIS release (NAB conference)

Q3: Existing Enterprise customers deferred upgrades and
new customers postponed investments until release of
NEXIS Enterprise offering

v September: NEXIS Enterprise offering released
v Q4: NEXIS gains traction with Enterprise customers

2017

O Continue to drive adoption among Avid’s core Enterprise
customers

Q Pursue new customers through openness of platform to
certified third parties, including Adobe Premier and Apple
Final Cut for editing

Q Preparing for cloud launch




Avid Everywhere Platform Making Progress in All Areas

Platform Adoption gybscirist‘;)elrs as?d _
42,700+ users RglialegEeurging

f : , N
: : Paying subscribers 2.4X
: 290/0 growth year over year freyte

: . . from Q4’15

. Vehicle for future cross-sales and : =

: maximizing lifetime value of customer - Digital sales up 27 %
over Q4’15

Shift to Recurring
Revenue Bookings™

: 459 of Q4 2016 : 300/3 year-over-year reduction in Q4
: Non-GAAP operating expense

: >$76 million of annualized
savings executed by end of Q4’16

- Cost Efficiencies on Track

: 13% in Q1’12 (quarter low pre-transformation)

: 38% of full year 2016
17% in 2012 (pre-transformation)

* On constant $ basis.

Strategy Drives more Recurring, more Visibility

Pre-Transformation Today
= Periodic purchases with sporadic . = Predictable, higher-dollar annual

upgrades contracts

= Hardware with some software and
maintenance

= Increasing mix of software and services mix to recurring

= Moving toward an Opex model luding Sinclair
= Heavy Capex model

= Simpler deployment model . e i
Benefits to P! ploy : Benefits " Increased recurring revenue
Customer " More comprehensive services to Avid = Stickier platform = longer LTV
= Increasingly compelling ROI = Lower retention costs

Individual Customer Strategy

Pre-Transformation Today X
$200
= Perpetual license model with = Subscription i

modest maintenance and long $175

= Perpetual license with higher mix
upgrade cycles

of recurring maintenance

* Automatic updates and upgrades
Benefits to

Cislomer = Access to customer support

= More flexible pricing and payment options 5
Q413 Q114 Q214 Q314 Q414 Q115 Q215 Q315 Qd'15 Q1'16

Higher Recurring Revenue from Long-term Annual Contracts, Maintenance and Subscription

*Recurring includes maintenan ption and long-term committed contract revenue




Enterprise pricing and Cloud ready licensing

Enterprise . Progressive volume-based
lacoaiRagiity pricing for all software clients

Small Team

Minimize up-front costs and enjoy
budgeting predictability

5 a — Position operation to immediately benefit

8 0 @ ; ave more with option to bundle + : :

N @ @ iitiple Bl P e pplisations from clpud eff|c|ency, migrate infrastructure
as business need dictates

Equip workforce with the best, most current
I e 0¥ 0. more with multi-yoar term standardized tools — within and across sites

Peace of mind — single license covers
on-prem or cloud

fligsion for.capacity burst Enjoy economies of scale by aggregating

spend across departments and sites

Client Count Per Month

On Premise Cloud Hosted

‘Confidential and Proprietary Information. Please do not copy, forward, redistribute, or publish. Avid ©2017. A I l l

Pro Tools Standalone Software Example

Pre-transformation economic model
Periodic major product releases drive purchases
Lumpy revenue
Focus on traditional customer segments (e.g., Post)
Market driving price declines
Low maintenance attach rates

Today's economic model
= Subscription’s lower upfront cost and favorable value proposition (includes

support and updates) appeals to larger share of available market
= Subscription contract value is greater than perpetual + maintenance by year 3
= Digital channel drives programmatic renewals, upgrades and up-sell opportunities

Pro Tools L 5-year Period Revenues
Purchase Method Pricing Model
Software Year1 Year2 Year3 VYears1-3 Year4 Year5 Total5 Year

Perpetual Program* $599 initial + $99 annual 599 99 99 797 99 99 | § 995
New Model EETETEELTLIE] $299 paid monthly or annually 299 299 299 897 299 299 [ § 1,495
Subscription Monthly  $29.99 per month 360 360 360 1,080 360 360 | S 1,799

IO Purpetual Purchase®  $699 initial & $399 upgrade 599 [ o e| o  30|s 100

! program.

Subscription Drives Recurring Revenue, New Customer Opportunities, Higher Life-time Value




Enterprise Deals Validate Strategy

Global Enterprise Agreements and Cloud-based
Newsroom Project

v' Companies deepen v" Implementation of v" Collaborative technology initiative
relationship with multi- enterprise pricing models on cloud-based deployments,
year, multi-million dollar for future solution working together to pioneer
enterprise-wide global deployments across newsroom workflows in the cloud
agreement global organization that will help define the industry

Multi-Year Enterprise m Multi-Year Enterprise

Agreement Agreement

: v Implementation of asset management workflows ¥" Upgrade of end-to-end Avid workflow,
and NEXIS powered by MediaCentral across - including its NEXIS storage and audio and
multiple sites ‘ video artist suite applications

© v Software ;subscriptions.and support Ibenef!tting " v Enable greater operational efficiency while
from continual prqdugt innovations, including staying at the forefront of technology across
cloud-based applications multiple facilities

Guarantees minimum ~15% annual growth and $76M of
bookings in first three years in Greater China

Jetsen provides broader market access and Cloud entry,
wﬂl;lile Avid achieves annualized operating cost savings of
~$3M

Commercial agreement is effective as of January 31st;
reaffirms Avid’s transformation and growth plans

$18M strategic equity investment will strengthen balance
sheet; expected to close by end of Q2 2017




Transformation on Track for Completion by Q2 2017

DEFINING
EVENTS

PRODUCT
STRATEGY

ECONOMIC
MODEL

$ Millions
Bookings — Constant $
Bookings

Non-GAAP Revenue
Non-GAAP Operating Expenses

Adjusted EBITDA

Adjusted Free Cash Flow

Completion of the End of amortization of
Completion of defined cost pre-2011 deferred
roll-off of non-marketed optimization projects rovanlaineal

products ($76M in 2016 with p .
additional $30M+ in 2017) materialieEE

Launch the A?go'?r? li)rilt(;?:glns Full Cloud and
platform and external) Enterprise pricing

More stable

Add growth and Remove noise
and clear

recurring elements from the system

» Favorable to Guidance Range
« Adjusted EBITDA
+ Non-GAAP Operating
Expenses

» Within Guidance Range
« Bookings
+ Non-GAAP Revenue
* Adjusted Free Cash Flow

A GAAP to Non-GAAP reconciliation is available in the back of this presentation




Q4 — Sequential Growth in Bookings, EBITDA and Free Cash Flow

$ Millions

Bookings — Constant $ 42%

Bookings

Non-GAAP Revenue (3%)

Fav/(UnFav
Seq YoY

(33%)
40% (85%)

(17%)

Revenue (excl Pre-2011 & Elim PCS) b (13%)
Pre-2011 & Elim PCS _ 0 (45%)

Non-GAAP Gross Margin (8%)

(16%)

% of Revenue

Non-GAAP Operating

Expenses

14% 30%

Adjusted EBITDA - 10% 48%
EBITDA (excl Pre-2011 & Elim PCS) ( 4 170% 835%
Pre-2011 & Elim PCS | (40%) (45%)

Adjusted Free Cash Flow : B 177%

(14%)

15 A GAAP to Non-GAAP reconciliation is available in the back of this presentation

Bookings improved sequentially
across geographies, tiers and
product categories

Year-over-year bookings reflects
large Sinclair deal in Q415

Non-GAAP Operating Expenses
benefit from $76M cost efficiency
program and Q4 one-time favorable
items

Adjusted EBITDA increased 170%
sequentially and 835% year-over-
year excluding Pre-2011 and Elim
PCS impact

Positive Adjusted Free Cash Flow
improves $4.6M sequentially

Added GAAP Free Cash Flow Line For Clearer Reporting

(US$ in thousands) Q416 2016

Historical
Reporting

Future
Reporting

GAAP net cash (used in) provided by operating activities $ (270) $  (49,195)
Capital expenditures (1,322) (11,003)
Restructuring pay ments 1,959 10,940
Restatement payments 153 183
Acquisition, integration and other payments 24 1,841

Efficiency program payments 1,412

Adjusted Free Cash Flow

(US$ in thousands) Q416 2016
GAAP net cash (used in) provided by operating activities $ (270) $  (49,195)
Capital expenditures _(1.322) 003
Free Cash Flow

1,592) 8

Restructuring payments 1,959 10,940
Restatement payments 153 153
Acquisition, integration and other payments 24 1,841
Efficiency program payments 1.412 6.942
Non-Recurring ltems 3,548 19,876

e —
Adjusted Free Cash Flow < 8§ 1956 $ (40,322 =

Historical presentation of
Adjusted Free Cash Flow
includes adjustments for Non-
Recurring ltems

Going forward, considering
presentation of Free Cash Flow,
which is defined as GAAP Net
Cash Provided by Operating
Activities less Capital
Expenditures

Efficiency program one-time
costs to be completed in 2018




Sequential Bookings Growth Includes Continued Mix Shift to Recurring

$ Millions

$ Millions

Constant Currency Bookings

42% _
Sequential Pr_oduct bookmgg were a
driver of sequential growth

Recurring
Growth 45% of Total

Shift to bookings related to

Recurring . :
0w of Total recurring revenue continues

Revenue visibility becomes
clearer with higher mix of
recurring revenue

Q3'16 Q4'16

All Other Bookings ™ Bookings Related to Recurring Revenue

EfflClencyN;:::%aAT :glgg ;:slanilal reduction in o LN i the
Transformation
+ R&D
+ Significant product
rationalization
* Introduced over 44 new
products
+ Exited 11 non-revenue
producing products
- Shift to shared development
platforms
* Reduced resources
needed by 25%
« G&A
» Headcount reduction
+ Facilities moved to lower cost
locations

Q3'15 Q4'15 Q1'16 Q2'16 Q3'16 Q4'16

Exceeded $76M Plan, Executing Additional $30M in 2017

A GAAP to Non-GAAP reconciliation is available in the back of this presentation




2016 Results vs Prior Year

$ Millions Variance
Fav/(Unfav)
Non-GAAP Revenue increased

Non-GAAP Revenue - . modestly year-over-year
Revenue (Excl Pre-2011 & Elim PCS)
Pre-2011 & Elim PCS i
Non-GAAP Gross Margin
Non-GAAP Gross Margin ! ; expansion of ~460 bps year-

% of Revenue .6% over-year

Non-GAAP Operating 129 Non-GAAP Operating Expenses
Expenses i ] reflect cost efficiency efforts

Adjusted EBITDA 55.2 : 110% Adjusted EBITDA improves with
EBITDA (Excl Pre-2011 & Elim PCS) (25.9) 2, 459 and without Pre-2011 & Elim
Pre-2011 & Elim PCS 81.0 : %) PCS adjustment

Adjusted Free Cash Flow ($35.3) 3 (14%)

A GAAP to Non-GAAP reconciliation is available in the back of this presentation

$ Millions
Liquidity adequate at $50M
Reported Cash
s DSO remains low at 34 days
Accounts Receivable

DSO Inventory down sequentially with

higher product shipments

Net Inventory

Deferred Revenue lower largely
Turns

due to Pre-2011 & Elim PCS
impact
Deferred Revenue

Backlog (Off Balance Sheet) flat
Long Term Debt ! year-over-year and up
sequentially reflecting Q4

enterprise deals
Backlog (Off Balance Sheet)




Amendment Provides Cushion Now Through End of the Term

2017

Term Loan (1/1/17) $96,250 Principal amortization payments $5M in

. 2017, $12.5M thereafter ($78.75M
Principal Payment (5,000) principal)
Excess Cash Sweep

Term Loan (12/31/17) 91,250 Excess cash sweep debt requirement

Convertible Debt 125,000 Non-recurring expenses related to $30M
TRV LT | efficiency program in 2017 subside
Total Debt $216,250
Liquidity and net debt improvement with
Adjusted EBITDA * $50,000 $18M Jetsen equity investment

Term Loan Ratio - Operating leverage to improve liquidity

Convertible Debt Ratio ; and net debt position

Total Debt Ratio to Adjusted EBITDA .

Net Debt Ratio to Adjusted EBITDA : Debt amendment provides more

Net Debt (with Jetsen) Ratio to Adjusted EBITDA : I?V(_Jt';ﬁlg'e covenants and financial
exibility

Debt ratio is at a comfortable level

*Adjusted EBITDA 2017 assumes a midpoint of $50M. 2017 guidance range was $45-$55M

Financing Amendment Provides Greater Flexibility

Covenant Leverage Ratio
Q1'18- Q2'19-
Q2'17 Q317 Q4'17 Q4'18 Q1'19 Q4'19 Q1'20 Q2'20 Q3'20

Original Leverage Ratio 350 350 330 300 250 250 250 250 250

Amended Leverage Ratio 420 475 480 440 440 350 350 3.00 250
Favorable Ratio Change 070 125 150 140 190 1.00 1.00 0.50 -

Agreement effective March 14, 2017

Improves Covenant Leverage Ratio (Total Debt to LTM Adjusted EBITDA)
- More accurately reflects the impact related to the elimination of implied PCS revenue

Provides more flexibility in managing cash

Allows additional room for continued cost efficiency program




Full Year 2017 Guidance

2017 Full Year : ;
Guidance Revenue impacted by reduction of

$ Millions Pre-2011 & Elim PCS and shift to
e Recurring Revenue

GAAP Revenue (except where noted) $512.5(1) 'I_'ransf_ormation complete by Q2,
Revenue (excl Pre-2011 & Elim PCS) 434.9 financial model becomes

Pre-2011 & Elim PCS 7.7 significantly less impacted by
revenue accounting
Non-GAAP Operating Expenses 240.7 Cost Efficiency program continues
to strengthen the P&L
Adjusted EBITDA 116.0
EBITDA (excl Pre-2011 & Elim PCS) 38.4 2 Adjusted Free Cash Flow
Pre-2011 & Elim PCS 77.7 improvement of over $50 million as
adjusted EBITDA conversion

Adjusted Free Cash Flow ($40.3) becomes more normalized

s, which are inl
f some of the

Common needs across the media industry
Key challenges facing the media industry

N

Create Ensure

. . Distribute to 'y Maximize & 4

High- |
'g qu? ity, More Devices' & Protect Value Operatlpnal &
Engaging Capital

Gontert Channels of Assets | Efficiency

Increasing Rate of Exponential Growth of Continued Increase in Media Tech Budgets
Content Creation Distribution Platforms Content Consumption Have Not Kept Pace

el ™ ks \
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Avid Everywhere addresses industry’s key challenges

The Avid Everywhere ecosystem enables our customers to work more efficiently,
collaboratively, flexibly and securely across the new media value chain,

from media creation to distribution and monetization

New Media Value Chain

Avid Everywhere Solution

d M_ed@CenlrialHalfo.—m

- P
s s f
Monetize

ial and Proprietary Information. Ple , forward, redistribute, or publish. Avid ©2017.

Comprehensive Global Distribution Category-leading Brands

~N & a9 & W
— = & e 4

Media :
Pro Tools Composer INEWS Interplay  NEXIS

Leverage s oo e et s . Add Avid and
shared services - : Alliance Partner
MediaCentral™ - s apps to maximize
platform = — lifetime value

Tier 1 Tier 2 Tier 3

$20B addressable T —

5@ B addressable

Cross-Sell

Market Expansion

Scalable up and down
market through flexible
pricing and deployment

New Revenue
Streams

Opportunities for
renewals, support and
service add-ons

Lower Costs
Gommon platform designed
to lower R&D costs and
increase speed to market




Fast Forward to Our Future
Q1, 2017 Q2, 2017 Q3, 2017 Q4, 2017

Complete Transformation

* Organizational structure optimized

= Facilities and talent alignment finished

« Cost structure aligned to forward strategy

Prepare for Growth Focus on Growth

+ Strategic initiatives » Begin the journey into the Cloud

* New sales model » Aggressive commercial and “selling” focus

* Ready for the Cloud » Customer-centric with operational excellence

< < < Transformation Phase Growth Phase > > >

|E| Customer led, engaged membership community
‘ that contributes to Avid’s product direction,

= 7 strategic investments, services and emerging areas
: * 40% of new functionality in. Media Composer in

Custome 2016 is a direct result of ACA engagement

-+ QOver 8,500 members
« Growth of ~3,000/yr over last two years
» Forecasting 12,000 members by year end

Join us for the next major unveiling of
our Cloud strategy and product
Over innovations at Avid Connect 2017
8,500 April 22-23 in Las Vegas

members followed by the NAB Conference




Q4 2016 Highlights

Met or exceeded guidance for all metrics

Execution in key focus areas drove strong performance

Trends demonstrate significant improvement in core operating results

Transformation on-track and preparing for shift to next phase of growth




Reconciliations of GAAP to Non-GAAP Financial Measures

Reconcillations of GAAP financial meazures fo Non-GAAP financial measares:
(unaudied - n thousands)

Threo

B

A

Hon-GAAP Revanue wio Pre-2011 and Elim

GAAP gross profit
 Amonizatien of scquired dofared rmenva
[ Amenizaton of inangitla assets

Steck based compansation

Hon-GARP gross profit

Lo Rosincturing costs, ne
Lozs Rastatomen costs 2o ) (287)
I 3 (1,955)

22 Acqusition, ntogratien and cihor cos1e
Loz s Eficiency program casts 2
Hon-GAAP operating expenses 3 X : A

GAAP operating income (loss) 18,205

J
[Amonizaion of acquired defend ravenia

Hon-GAAP operating income

Adjusted EBITOA
Hon-GAAP operating ncome (from above)

(0,873
(a,358)
s

[ Acquisiton, intogration and ther payments
Eficiency program payments
 Adjustod free cash flow

Theso nen-GAAP measuies seflect how Ad mansges its businessos inlerally. Aud's 0n-GAAP moasures iy ary f1om how other companies present non-GAAP mea:
Noa-GAAP Snancial measures are ot based on a comprehensive set of accounling res or pinciples. This non-GAAP nlormation supplements, and i ot intandod to represent
2 mossuro of porformanca in accordance wih, diclosuros required by gonerally accopied aceaunting prnciplos. or GAAP. Nan-GAAP financial measures +houd bo considerod
i acition to, not a5 o subsituta or o superierto, inancial measuros dotorminod in aceordance wih GAAP.




