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Cautionary Statement

This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933 as amended and Section
21E of the Securities Exchange Act of 1934 as amended, including, without limitation, regarding LiveRamp’s (the "Company*) future business
prospects. These statements involve risks and uncertainties that could cause the Company’s actual results to differ materially, including, but not
limited to competitive pressures, adverse economic conditions and governmental regulations.

These issues and other factors that may be identified from time to time in the Company’s reports filed with the SEC could cause actual results to
differ materially from those indicated in the forward-looking statements.

For a detailed discussion of these and other risk factors, please refer to the Company’s most recent Annual Report on Form 10-K and other filings
the Company makes from time to time with the Securities and Exchange Commission (the "SEC"), which are available on the SEC's Web site
(http://www.sec.gov).

Investors are cautioned not to place undue reliance on the Company’s forward-looking statements, which speak only as of the date such
statements are made. The Company does not undertake any obligation to publicly update any forward-looking statements to reflect events,
circumstances or new information after the date of this presentation, or to reflect the occurrence of unanticipated events.

/L



Use of Non-GAAP Information

The Company reports all financial information required in accordance with U.S. generally accepted accounting principles (“GAAP”). The
Company believes, however, that evaluating its ongoing operating results will be enhanced if it also discloses certain non-GAAP information
because it is useful to understand the Company’s performance.

Whenever the Company uses such historical non-GAAP financial measures, it provides a reconciliation of historical non-GAAP financial
measures to the most directly comparable GAAP financial measure. Investors are encouraged to review the related GAAP financial measures
and the reconciliation of these historical non-GAAP financial measures to their most directly comparable GAAP financial measure included in
the financial tables accompanying the Company’s press release and in the appendix to this presentation.

These non-GAAP financial measures do not reflect a comprehensive system of accounting, differ from GAAP measures with the same captions
and may differ from non-GAAP financial measures with the same or similar captions that are used by other companies. The use of certain non-
GAAP financial measures requires management to make estimates and assumptions regarding amounts of assets and liabilities and the
amounts of revenue and expense during the reporting periods. The Company bases its estimates on historical experience and assumptions that
it believes are reasonable. Actual results could differ from those estimates.
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Predictable,
Recurring Revenue

Subscription
Customer Growth

S424.

ARR!?
(up 6% YoY)

920

Direct Clients?

81% 95

Profitable
Long-term Model, Non-GAAP*

75%

Gross Margin

10%

Scaled Solution
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Ecosystem Partners

Access to

90%

Subscription S1M Clients3
% of Operating Margin of US Consumer Time
Total Revenue Spent Online
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Revenue

Gross Profit

Gross Margin

Operating Income (Loss)
Operating Margin

Net Income (Loss)

EPS

Share Count ®

Q423
$149
S105
719%

($47)

(32%)

($31)

(50.48)

65.1

GAAP
YoY

5%
3%
(1pts)
(69%)
(12pts)
(7%)
(12%)

(5%)

Non-GAAP#

Q423 YoY
S111 3%
/5% (2pts)
S14 408%
10% 8pts
S21 nm

S0.32 nm
66.3 (3%)
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Revenue by Type

Subscription
Marketplace & Other
Total

Revenue by Geography
US

International ©

Total

Totals may not foot due to rounding.

Q423
$121
$28
$149

Q423
$139
S10
$149

Q422
$116
S26
$142

Q422
$132

S9
$142

YoY
5%
6%

5%

YoY
5%
4%
5%
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Q423 Q422

Operating Cash Flow $31 $59
Capital Expenditures (SO) ($2)
Free Cash Flow to Equity $31 $57

Totals may not foot due to rounding.
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1 Subscription Net Retention 7 '3 ARR Growth !

Q422 Q123 Q223 Q323 Q423 Q422 Q123 Q223 Q323 Q423
Subscription 111% 113% 106% 101% 97% ARR $399 $409 $420 $422 $424
Net Retention (SNR)

YoY % 19% 20% 15% 119% 6%

See footnote 7 on slide 22 for definition of Subscription Net Retention.
See footnote 1 on slide 22 for definition of ARR.

- Platform Net Retention 8 - TTM Marketplace Revenue Growth

Q422 Q123 Q223 Q323 Q423 Q422 Q123 Q223 Q323 Q423
Platform . . . . . TTM Marketplace & Other ~ $100 $104 $110 $113 $114
Net Retention (PN R) 110% 113% 108% 102% 99% TTM YoY % 16% 13% 15% 14% 14%

See footnote 8 on slide 22 for definition of Platform Net Retention.

TTM Data Marketplace $81 $86 $91 $92 $93
TTM YoY % 28% 24% 23% 17% 14%

/L © 2023 LiveRamp. All rights reserved. See slide 22 for footnote definitions 8



Subscription Revenue: Q422 Q123 Q223 Q323 Q423
Fixed % of Total Subscription 85% 88% 86% 83% 87%
Usage % of Total Subscription 15% 12% 14% 17% 13%

Total Subscription Revenue $116 $116 $120 $126 $121
YoY growth 22% 20% 14% 14% 5%

Marketplace & Other Revenue:

Data Marketplace $21 $22 $22 $26 $22
YoY growth 15% 29% 23% 5% 6%
Other Revenue S5 S5 $5 $6 $5
YoY growth (21%) (18%) 34% 34% 6%

Total Marketplace & Other Revenue $26 S27 S27 $32 $28
YoY growth 6% 18% 25% 9% 6%

Total Revenue $142 $142 $147 $159 $149
YoY growth 19% 19% 16% 13% 5%

/L Totals may not foot due to rounding.

© 2023 LiveRamp. All rights reserved.



S471
(up 19% YoY)

$394 $398 $389 $406 a
$133 _ Non-Current
$85 $103 $96 >82 =
$338 Current
$324 o o
S309 $205 $293 (Ypo?()/
Q422 Q123 Q223 Q323 Q423

/L Totals may not foot due to rounding. © 2023 LiveRamp. All rights reserved. See slide 22 for footnote definitions 10



Outlook
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(~SM) Q1 FY24

Revenue $147 $610 - $620
YoY Growth 3% 2% - 4%

Q1 Q2 Q3
Revenue Phasing 24% 25% 26%

(percentages are calculated as quarterly revenue divided by full fiscal year revenue)

Q1
Subscription Net Retention (SNR) ~97%

Q4
25%

/L © 2023 LiveRamp. All rights reserved.
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Operating Income (~$M)

GAAP Operating Income (Loss)

Non-GAAP Operating Income 1°

Q1
($8)

S15

FY24
$3-56

$90-$93

Other Items (~SM)

FY24
Ongoing Stock-based Comp $72
Acquisition-related Stock-based Comp $6
Total Stock-based Comp $78
Share Count (Basic) 66
Share Count (Diluted) 67
Capital Spending (% of rev) 1%
Non-GAAP Tax Rate 24%
GAAP Tax Rate ! 92%
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US Auto Trends that are Driving Data Collaboration
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LiveRamp Data
Collaboration
Platform:

Enables global companies to
extract maximum value from their
data and partner data assets in a
neutral, privacy-centric, and
secure environment that is based

on a foundation of governance
and permissions.

S 5 [F] ¢« &

Auto OEM Data Dealer Advertising Group #

w Data
LiveRamp Platform
Customer Profiles Analytics Environment

Dealer Dealer
Adv. Adv.

Group Auto OEM Group
Auto OEM Tenant Corporate Tenant

A - Deadler Advertising Groups manage the advertising spend for dealers in a given geographic region. Its advertising budget is
funded by the dealers and the Auto OEM.

© 2023 LiveRamp. All rights reserved.
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MEASUREMENT ENABLEMENT

Access measurement reports or build
self-service dashboards with Auto
OEM sales data

>

FASTER TIME TO VALUE

Leverage insights from
measurement to inform media
campaigns and improve
performance

Y

N

REDUCED FRICTION

Permissions and transparency
give Auto OEM the ability to
share Dealer Advertising Group
specific sales data

Koﬂ

KQS

BUILT-IN ACTIVATION

Turn insights into action with

bespoke 1P/2P/3P audiences and

turnkey activation to 500+
ecosystem partners

@\

RICHER, MORE GRANULAR DATA

Leverage Dealer Advertising Group
1p and Auto OEM 2p data for
improved customer insights and
analytics

Ay

IDENTITY FOUNDATION

Deterministic identity resolution
SO every impression is targetable
and measurable
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65%
Walled Gardens
@ Email
Google
20% I
Open Web Snapchat
=
—=
74% PORY
Direct @
Programmatic Vieuimsg
15%
Private Facebook
Marketplace Call Center
11%
Open Exchange
Microsoft
| ~$250B Digital Media Spend (2022) | | MarTech
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Global

@ North America

@EU

@ LATAM @ APAC

Interoperable

) unified iD..

© neustar

@ !:e'xperionm @ TransUnion@

@ Google

PAIR

Most Ubiquitious

@O Meta

Google
© & YouTube

&) &% Microsoft @) ama;on

@ 80%+ of Comscore 50

@ 14k+ Open Web Domains

Multi-Channel @ Open Exchange @ Private Marketplace @Direct @ Walled Garden @ CTV @ MarTech
More than 90% of US More than 58%-+ of US

At Scale @ consumer time spent @ open internet time
online spent online

Built with the

strongest security
and privacy controls

@ Authenticated

@ Consented

@ Encrypted @ Publisher Controlled

Not reliant on HEM-to-

HEM matching
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https://liveramp.com/blog/the-trouble-with-hashed-emails-hems/
https://liveramp.com/blog/the-trouble-with-hashed-emails-hems/

lllustrative Case Studies

o Microsoft: Building customer-first relationships in a privacy-first world

» Pubmatic: Publishers significantly increase fill rate, yield and overall revenue across cookieless
browsers globally

» Fitbit: Health and fitness technology brand achieves 2X higher ROAS

» Food & Beverage Leader: Boosts customer intelligence and addressable reach

» Menulog: Delivery platform trials cookieless targeting on CTV, conversions soar

o TextNow: How free phone service app TextNow turned to alternative IDs after ATT

/L © 2023 LiveRamp. All rights reserved. 20


https://techcrunch.com/2021/04/14/building-customer-first-relationships-in-a-privacy-first-world-is-critical/
https://pubmatic.com/case-studies/pubmatic-liveramp-ats/
https://liveramp.com/health-fitness-technology-brand-achieves-2x-higher-roas-using-liveramp/
https://liveramp.com/danone-customer-story/
https://www.mi-3.com.au/15-06-2021/amplifying-first-part-datas-value-menulog-trials-people-based-targeting-ctv-conversions
https://www.adexchanger.com/data-exchanges/how-free-phone-service-app-textnow-turned-to-alternative-ids-after-att/

GAAP to Non-GAAP Trended Schedules, Reconciliations, EBITDA and EPS metrics are
presented on our investor relations website:
https://investors.Iiveromp.com/ﬁnoncioI—informotion/defouIt.aspx

« > C & investors.liveramp.com/financial-information/default.aspx

/LiveRam P Back to LiveRamp.com

Overview / Financial Information

Overview News & Events Stock Information Financial Information Corporate Governance Investor Resources

Financial Summary

Earnings Press Release

Trended Historical Model Q1 Q2 a3 o4 Ql Q2 Qa3 Q4 Q1 Q2 Q3 Q4
Listen to Webcast Q1 Q2 Q3 o4 Ql Q2 Q3 Q4 Ql Q2 Q3 Q4
Presentation Q1 Q2 Q3 o4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4
Transcript Q1 Q2 @3 4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
Form10-Q Q1 Q2 Q@3 o Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4
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https://investors.liveramp.com/financial-information/default.aspx

Footnotes

1 Annualized recurring revenue (ARR) is last month of quarter recurring revenue annualized. Recurring revenue is fixed and contracted subscription revenue and does not include any variable or non-recurring
revenue amounts. This metric is forward looking and does not factor in potential contraction, nor does it include potential additions to recurring revenue. Q3’23 ARR has been revised down from the previously
presented $426M to $422M as it was noted that certain included revenue did not meet the qualifications for ARR. This update has no impact on previously reported subscription or total revenue.

2 Direct client count excludes agency and reseller deployments and Data Marketplace-only customers.

3 S1M clients are counted as $250k or more subscription-only revenue in the quarter.

4 Non-GAAP financial results represent continuing operations less excluded items (i.e. non-cash stock compensation, purchased intangible asset amortization, accelerated depreciation, restructuring and
transformation charges, and FY22 investment gain). Excluding these amounts, Q423 non-GAAP gross profit was $111M, non-GAAP gross margin was 75%, non-GAAP operating income was $14M and non-
GAAP operating margin was 10%.

5 Fully diluted shares outstanding are used to calculate EPS in periods of profitability. Basic shares outstanding are used to calculate EPS during periods with a net loss.

6 International revenue adjusted for impact of changes in foreign currency exchange rates, increased approximately 9%.

7 Subscription net retention (“SNR”) is defined as the current quarter subscription revenue (net) from customers who have been on our platform for one year or more, divided by the prior year quarter subscription
revenue (net), inclusive of upsell, churn (lost contract), downsell (contract reduction), and variable revenue changes.

8 Platform net retention (“PNR”) is defined as the current quarter subscription and marketplace revenue (net) from customers who have been on our platform for one year or more, divided by the prior year
quarter subscription and marketplace revenue (net), inclusive of upsell, churn (lost contract), downsell (contract reduction), and variable revenue changes.

9 Remaining Performance Obligations (RPO) are defined as all future revenue under contract that has not yet been recognized as revenue. Current RPO represents future revenue under contract that is expected
to be recognized as revenue in the next 12 months. RPO is influenced by several factors including seasonality, the timing of renewals, average contract terms, and foreign currency exchange rates.

10 Non-GAAP guidance excludes non-cash stock compensation, purchased intangible asset amortization and restructuring charges.

11 GAAP tax rates impacted by new US tax law requiring companies to capitalize R&D costs for tax purposes.
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Thank You
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