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| |1 AUDIO & MUSIC SOLUTIONS SUMMARY

Avid is the undisputed leader in professional audio with significant room
for growth in adjacent product categories and new customer segments

INDUSTRY LEADER

Dozens of industry awards
recognized as tool of choice
for audio professionals
around the globe

Pro Tools is used on the world’s
most popular, and Grammy®-
winning music productions

Pro Tools is the DAW behind

| aaj aay as
the world’s biggest, award

winning films and TV shows REVENUE COMPOSITION 2021
Live ‘
Sound

S6L systems are a preferred choice Music
for the biggest festivals, theatrical . Creation
productions and performance venues APUd'O

ost

Consoles &
Control Surfaces
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| ‘I WE OPERATE IN A LARGE & GROWING MARKET

With significant room for software subscription and cloud service expansion

$25 OB Global Recorded Music Avid TAM for audio and music
: Industry Revenue software, services and hardware
+13% CAGR 2021E
(2019-21) ( )
TOTAL TAM
Global music creators (2022E)
uploading tracks to digital S SOFTWARE & SERVICES
: +7% CAGR
streaming platforms (2021-25E) +10% CAGR
(2021-25E)
2021E :
Global Spend bU top Avid Market Share
>$1OOB 8 studios and streaming SWA
Whiional scrvices on video content SR S S

19-°22E

1%

(2020-2021)

Avid ©2022
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| [I RIDING CONTINUOUS WAVE OF INNOVATION

With major new product introductions, software subscription
and smart hardware capabilities across all product categories

F,,,,FmR ¥ ,VOC;,, ¥ v,,,\,m,, N@-— Massive performance and workflow
AUTO AUTO gains with Hybrid Engine for
integrated Pro Tools systems

Studio

autoread Y auto read
) ¥

) & v

nogroup ¥ no group no group

000 O

PEDolby Atmos

T

Accessible tools for musicians
to produce immersive audio

Significantly enhanced
control surface capabilities
via regular software updates

Continuous Pro Tools software
enhancements, delivery of new

4 T BON .

= O Expanded 'smqrt ' features and value-add content On-the-go music

< hardware integration for subscription notation with
with Pro Tools software Sibelius Mobile
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||| SOFTWARE SUBSCRIPTION AT THE CORE

Fast-growing Pro Tools and Sibelius software subscription business
with significant room for further expansion

Trial, First &
Avid Link

Pro Tools

334,100

(@IV=1¢
— ogge®
s 3 Million
T
|

Trial users & First
downloads

Paid subscriptions* R L Slbellus
I i ey b e ferdeboQue).
o -
18%

YoY subscriptions growth**

-—

Widuje 1l &

I T

Commercial Conversion Engine

© ® ®

Land Adopt Expand Renew
v' » *As of March 31, 2022
A ** March 31, 2021 to March 31, 2022 Avid ©2022 60
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| | NEW CUSTOMER EXPANSION

Music Creation market spans aspiring creators to established top tier pros &
artists, streaming platforms dramatically expanding pool of self publishers

CUSTOMER
SEGMENTATION

* Film and television post-production,
professional music studios, and high
budget individual producers

 Estimated annual spend of S600M

POTENTIAL

SUBSCRIBERS
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* Professional and aspirational creatives
* Core self-publishing segment
 Estimated annual spend of S600M

\| + Average individual spend > $200E
per year

* Light hobbyist and introductory
creatives

* Aspirational self-publishing segment
 Estimated annual spend of S300M

« Average individual spend < $100E
per year

Avid “Pro”
Customer
Today

Expanding into

@

Serious
Music Creator

Casual
Music Creator

AVID STRATEGY FOR

EXPANSION

Leverage Avid brand
affinity with top tier artists
and pros to attract
aspiring creatives

. N = )
) 1‘*\‘!‘;5 ;

.'( ¥ y
_S

and pricing to targeted Artist
personas

. Match product experience

. Enhance creative toolset

with a focus on “time to
fun” and value for money

LLRRLRLAAILELLAL]

Avid is uniquely positioned to fulfill the needs and aspirations of the serious music creator

Avid ©2022
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| \| CATEGORY EXPANSION

Avid core is DAW & notation today, with expansion opportunity
from cross-sell of plugins, virtual instruments, sounds and samples

PRODUCT CATEGORY AVID STRATEGY FOR
SEGMENTATION EXPANSION
coel A e EAE Stucio
ualo
2021-2025E CAGR i
or every Artist
S1 1) UPGRADES & CROSS-SELL -
on DAW SW Pro Tools tiers, Sibelius
(Pro Tools)
S3 2) MARKETPLACE
W‘glzgiizesf on In-app, mobile, online
sounds & cloud Sounds, Beats, Plugins, Vls
3) CLOUD SERVICES
$465M TAM
6% CAGR Mastering, Music Distribution

DAW &
Notation

B Avid Today Category Expansion Opportunity
AVID

Sources: MIDiA Research
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AVI)

NEW 2022 PRO TOOLS TIERS

Starting April 26, 2022 Pro Tools offering expanded to reach a broader

audience and provide optimal value for all user personas

Artist

Next-gen, entry-level music
creators / hobbuyjists
$9.99/month

$99/year

Studio’
Aspiring and serious music Audio post facilities / high end
producers / engineers music professionals and studios
$39.99/month $99.99/month
$299/year $999/year

Enhanced “Get Started”
User Experience

5

 AMAAMAARA AL Apple Silicon and MacOS
Monterey support .
New built-in virtual Enhanced Windows Pro Tools Inner Circle

instruments compatibility Loyalty Program

Avid ©2022
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| I END-TO-END UX BUILT FOR GROWTH

Driving ARPU expansion by serving up the appropriate creative tools, community,
plugins, Vls, soundware and cloud services for sale, right within the creative process

+17% YoY growth with
......................... °© fthecrectwecommumtg HELP LEARN { 7 of new plugin introductions boostmg
value of Pro Tools ecosystem
CONNECT GIOBOARD  BEHEARD
o AV ft ivherals .
Vld software 8 perlp erais i e e S B g CIOUd SerViceS 8_ AVIdplqg ...............

AvidPlay

Stream your music worldwide

. Avid Pro Tools>

Intelligently-integrated
software & hardware

Continued growth
uniquely boosts creativity

of streaming music released in the
. highest quality or in Dolby Atmos®

Avl ’ EXPLORE (Discover+Access+Crte)

Avid ©2022



AUDIO POST & LIVE SOUND
GROWTH DRIVERS




||| CONTINUED GROWTH IN AUDIO POST

Avid solutions deliver end-to-end workflow and integration uniquely suited
for the rigors of TV / film / streaming production, growth driven by increased demand

for highly-produced content and ever more stringent delivery requirements

New standards and delivery formats

Increased content creation

Rising consumer demand drives

>$100B original content spend by top 8 leading
studios and streaming services in 2021

Investment by audio post facilities

» FACILITIES INVESTING IN HIGH-END
S6-BASED ROOMS

» BIGGEST CONTROL SURFACES YEAR
SINCE 2017

Heightened competition between providers drives

» HIGHER-QUALITY REQUIREMENTS
» DIFFERENTIATED LOCALIZED EXPERIENCE

#

X1 DOLBY AT)/IOS

- .

(]
NETFLIX ORIGINALS ARE NOW
DUBBED IN 30+ LANGUAGES

IMMERSIVE AUDIO FORMATS ARE
NOW A DELIVERY REQUIREMENT

AVI)

Avid ©2022
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I BACK TO GROWTH IN LIVE SOUND

“Live Nation has booked twice as

‘many shows for 2022 as it did in 2019~
: Live Nation CEO Michael Rapino via NME

Continued innovation in L‘ve
Sound with VENUE 7 software,

AVB MILAN compatibility and
unrivalled workflows. Pro Tools
Interop a unique value proposition.

A 4
LEADING CONSOLE ON RIDERS IN 2022

TR T ——

«Music event

revenue worldwide
is expected to
grow at a post
COVID CAGR of
11.4% expected
2022-2026.

Statista Music Event
Worldwide Report

"l 7

2022 will present an embarrassment of riches
for concert-goers. After two years of cancelled

FRIDAY APRIL 15 & 22

Harry Styles
Lil Baby - Daniel Caesar - Phoehe Bridgers - Big Sean - Grupo Firme - Louis - Child - Baby Keem
Still Woozy - King Gizzard & % - Snoh Ralegra - City Girls - Madeon - NIKI - Lane 8. Pink Sweat$ - Omar Apollo - Black Coffee
IDLES - Peggy Gou- EPIK HIGH- 4= Marias -Carly Rae Jepsen - Spiritualized - Daphni- = Martinez Brothers - Bishop Briggs- MIKA slowthai

1s - TOKIMONSTA - Princess Nokia - PUP - = Regrettes - Raveena
Purpla Disco Machine - Arooj Afta - Amyl = Siffrs-Dom Dolla - Logie1000 = Chats o= Hu - John S

Ela Minus - Jayda G- Lost Kings- Lawrence - GG Magree - Giselle Woo s - Night Owls

‘SOHMI- MEUTE- 0J Lord - Dear Hum:

SATURDAY APRIL 165 23 Billie Eilish

Flume - Megan Thee Stallion - Disclosure - 21 Savage - Danny Eifman - Stromae - Giveon - Anitta
BROCKHAMPTON - Rich Brian - udmlld -Wallows - Isaiah Rashad - Caribou - Cuco - Conan Ihu Koffee - Tchami - Dixon
Caroling Paachak - Turnstla-100 Pailo Vittar - Hot Chip - J Koze - Fating Points-Steve Lacy-Arlo Parks
1sego Nicki Nicole - Richie i '-"llnqmullai["l:n ick- Current Joys

ack idiChes Liing Kgary Jmer Weve. ANA ilfar Yioy - Uimpératrica. Eno Nite
Rlaina Castillo - Paco Osuna - Beach Goons - UNSSA- Mannequin Pussy - Sama’ Abdulhadi - Whipped Cream
D4 Holographic - Yard Act - Layla Benitez Miane

ve SUNDAY APRIL 17 5 24

Doja Cat - Joji - Jamie xx - Run = Jewels - Karol G - Maggie Rogers - Ari Lennox - Banda MS
Fathoy Slim - Méneskin - J.1.0 - SLANDER - Solomun - Jessie Reyez - Denzel Curry - FINNEAS - H’m Slqlles Dave - Fred again..
Duck S:n:l Chie B: Duke Dumont - l(lnll!lr Ilnil Pecl k lﬂhnal lly Honey Dijon

- Michael Bii - Nathy Pel i Channel Tres - Yola - ayden James
Molchat Doma - Crumb - Diivia 0'Brien- Griselda - Eyedress - Sampa o Great - Sator-Viagra Boys - Adam Pt Aftn Gn - Skegss
Luttrell - Mariah +- Scientist - AMEME - Cariiio - Cole Knight

Returning to the Desert.

Swedish House Mafia

R T S

REVER

3| UBSTANCE - Do LaB - Robert Bose

=

shows, almost every artist of note has a tour

plonned for the next 12 months BBC

“S6L is S|mplg the best soundlng console in

the world.” Gareth Owen 8-time TONY ond
Olivier winning sound designer

™
veonetss: PRIMAYERA A LA CIUTAT

TONETRY FESTIVAL
4

FRIDAY 24TH JUNE 2022

BILLIE EILISH

b

=
=
=
=}
=
k<

2

MASSIVE AT PAVEMENT | TAME IMPALA
100 6EcS [BADGYAL | BLACKLIPS BLAGKWID! [EITANGANA | GHARLT XCK | GIGARETTES AFTERSEX
DINOSAUR 7. | DJSHADOU | GIRLINRED. (HONEY DLJON ' KAGEY HUSGRAVES [ KEHLANL | KIM GORDON
B e
o

BECK ' THE NATI( THE STRO

AMAIA [ AUTECHRE | BIKINI BROCKHAM CARIBOU | EARL SWEA FONTAINES D.C.
JAMIE XX JEFF ML JEHNNY BETH | KANO |KING GIZZARD & THE LIZARD WIZARD | LITTLE SIMZ

MANEL | PABLLO VI PALOMA PARQUET CC WEVES B
AURORA

OSCAR

GORILLAZ 'JORJA SMITH NIGK GAVE :x... ‘TYLER, THE CI

BAUHAUS * BEACH HOUSE  GAROLINE POLA DIIV | DISCLOSURE ' DJ HARVEY 'DUK
IIHEAMGI\ EIMSTUHZENDEI IDLES | JAWBOX | KING K! MARIA JOSE

BECK 'DISCLOSURE: 'INTERPOL 'JAMIE XX
JORJA SMITH ' MEGAN THEE STALLION

100 BECS l 6. COOK ~ BAD GYALs cococius | GHARLIXCX - GHET FAKER
N 02K, THAIBOY DIGITAL) | GILLES PETERSON |JAWBO) BETH | JOHN TALABOT by ser
[ZARD WIZARD | SLOWDIVE OF KEMET LEAN
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TECHNOLOGY
ERR :covcrci
FOR GROWTH




ENABLED BY A MODERN CLOUD PLATFORM

Delivering the Pro Tools ecosystem at scale across all modalities

COLLABORATE

SERVICES CONTENT

COMMUNITY MARKETPLACE

SUPPORT

LEARNING

|:u::u

(_ IN-APP, MOBILE & DESKTOP )

H@E CLOUD PLATFORM & ENTERPRISE TECHNOLOGY STACK

AVI)

eCommerce USe?lllgobrl?m Digital User & Business || License, Install S .
Engines Personalization Insights & Manage ecurity

EXPLORE (Discover + Access + Create)




| | IMPROVING OUR CX & UX MATURITY

Through the life of the relationship with the customer

'Assessed
Voice of Avid,
Customers
& Market

AVI)

« ',
CX & UX
investments
to delight,
Developed attract
Understanding o
of all Customer Envisioned the & & retain
Touchpoints :Edeal Qustomer [ =) new users
xperience ® .
INn support
Our Ongoing of market
Capabilities .
for the Future expansion

Avid ©2022
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| |t THE NEW CUSTOMER ENGAGEMENT MODEL

LAER customer engagement model — designed to drive subscription growth

e Accelerated subscription
growth contribution

* Increased average order value
with digital first marketing
experience

* Optimize CAC

Land

AVI)

Avid ©2022
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| |t THE NEW CUSTOMER ENGAGEMENT MODEL

l};"'l
* Accelerated subscription *

* Increased average order value &&
with digital first marketing ‘

* Optimize CAC

LAER customer engagement model — designed to drive subscription growth

Adopt

growth contribution

* Shortened customer
time-to-value and time
to fun

experience

 Personalized learning

AVI)

and nurture campaigns

LCI nd that ensure adoption

* Improved experiences
and NPS

Avid ©2022
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| |t THE NEW CUSTOMER ENGAGEMENT MODEL

LAER customer engagement model — designed to drive subscription growth

e Accelerated subscription
growth contribution

Adopt

* Shortened customer
time-to-value and time
to fun

* Increased average order value
with digital first marketing
experience

* Optimize CAC

* Personalized learning
and nurture campaigns

LCI nd that ensure adoption

* Improved experiences
and NPS

Expand

* Generate upsell
and cross-sell
opportunity

* ARPU expansion
* Value creation

* Continuous
engagement

A l Avid ©2022 74



| |t THE NEW CUSTOMER ENGAGEMENT MODEL

LAER customer engagement model — designed to drive subscription growth

e Accelerated subscription
growth contribution

* Increased average order value
with digital first marketing
experience

* Optimize CAC

Land

* Maximize retention

* |Increase customer
lifetime value

* Leverage product
Avl ’ usage metrics for uplift
in ARR and ARPU

Adopt

* Shortened customer
time-to-value and time
to fun

 Personalized learning
and nurture campaigns
that ensure adoption

* Improved experiences
and NPS

Expand

* Generate upsell
and cross-sell
opportunity

* ARPU expansion
* Value creation

* Continuous
engagement

Avid ©2022
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e®o
(@l
DELIVERING EXPERIENCE AND VALUE

Providing the right customer experiences and value proposition

CUSTOMER

EXPERIENCE HOYALTY

Al ll Avid ©2022 7



||| KEY TAKEAWAYS

Avid is well positioned for continued growth across music creation,
audio post-production and live sound

v Unparalleled brand position in
professional market space

\/ Strong momentum with fast growing
software subscription business

~ Significant room for subscription
growth through user and category
expansion

2,
o
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N Avid
o
o Investor

AN Day

COMMERCIAL
STRATEGY

TOM CORDINER
Chief Revenue Officer




| |1 OVERALL COMMERCIAL STRATEGY

Grow subscription and Recurring Revenue
% OF REVENUE

(LTM 3/31/2022)

* Grow subscription across all customer

types and routes-to-market Direct sales to

enterprise customers

ENTERPRISES

* Deliver strong uplift on converting
enterprise customers to subscription

* Land new enterprise customer logos

Channel partners buying

e Nurture and grow Strqtegic Pu rchqsing for resale to enterprises & individuals
Agreements (SPA) with channel partners

* Grow eCommerce sales and improve
eCommerce customer experience

* Invest in customer success management to eCommerce individuals buying
. . . . B2C, typically 1-2 products
improve adoption, expansion and retention

A l | Avid ©2022 79
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| |1 GLOBAL SCALE ENABLING SUBSCRIPTION
REVENUE GROWTH

AMERICAS

/ s X total revenue
199.6M

total revenue 5, B $39..7M total revenue
: =4 subscription :

$68.6M A, 4% da $8.2M

subscription ¢ ) { ka \ subscription
+29% YoY A4 i __ | D :25% YoY

oooo
.................
®%e000000°*” S SO 7  wl . e TEteaTnN s

WORLDWIDE:
S416.2M total revenue, +13% YoY
$116.5M subscription revenue, +39% YoY

! "
Avl > LTM March ‘22 revenue o

Avid ©2022 80



| || OPTIMIZING MAINTENANCE

Maximizing the value of support contracts

« Software products maintenance
— Conversions to subscription
— Future end-of-life of new perpetual licenses

— Evolution to automated quoting
platform for all renewals

* Hardware products maintenance

— New video subscription offerings that separate
software from COTS hardware will reduce
hardware maintenance in future

— Continued growth of audio hardware solutions
and related maintenance

— Focus on price increases and hardware
maintenance growth and renewal rates

AVI)

Maintenance Revenue Split
$120.9M LTM 3/31/2022

® Hardware

m Software

Avid ©2022
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| (I CHANNEL SALES STRATEGY

Grow subscription and Strategic Purchasing Agreements

* Channel commercial objectives

— Drive subscription and Recurring Revenue focus
with new partner recruitment, subscription-
enabled program and digital enablement

— Consolidating remaining sub-scale markets and
partners into larger master distributors

* Long-term Strategic Purchasing Agreements

— Transition to predominantly annual agreements

— Six-tier program to cater to all market segments
and regions

Channel Recurring Revenue as
a % of Total Avid Revenue

(1}

2018 2019 2020 2021 LTM Q1'22

AVI)

Strategic Purchasing Agreement
(SM) Booking Annual Value
$
= $97.6 $102.2
$100 $79.4

$70.2

$75

$50

$25

12/31/21

mmm SPA Booking Annual Value - Product and PS mmmm SPA Booking Annual Value - Subs & Maint
SPAs

$0

12/31/19 12/31/20 3/31/22

LTM Channel Revenue by Type

m Product

= Maintenance
Subscription

Professional & Learning
Services

Avid ©2022
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| I eCOMMERCE (DIRECT TO CONSUMER) SALES

* eCommerce is the largest channel for eCommerce Revenue by Type
reaching direct to consumer for creative $100 6816
e s $73.9 '
individuals $75 $60.5 -

. . 50

* Our eCommerce has historically seen strong ’

subscription and perpetual/maintenance $25
$0
* Phased out Pro Tools new perpetual licenses 2018 2019 2020 2021

m Subscription = Non-Subscription

through eCommerce channel in April 2022

eCommerce Revenue Conversion Rate

* Growth of channel partners selling creative )
(orders/web sessions)

subscriptions DTC during 2021 has 0 0%
impacted our direct eCommerce

1.75%

1.47%

1.5% 1.32%

2018 2019 2020 2021

Av' » Source: Google Analytics
Avid ©2022

: . 1.16%
* Continued improvement of eCommerce

revenue conversion rate (orders/web
sessions) 0.5%

1.0%

0.0%



|1 COMMERCIAL STRATEGY
SUMMARY

» Growth of subscription and recurring
revenue contribution

» Accelerate enterprise subscription
adoption

» Leverage channel scale and build
out digital go-to-market engines

« Continue to improve salesforce
go-to-market efficiencies

AVI)

Avid ©2022 88
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POWERING
GREATER
CREATORS






