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Item 2.02 Results of Operations and Financial Condition

On January 10, 2023, Health Catalyst, Inc. plans to present the J.P. Morgan Healthcare Conference presentation (the “Presentation”) furnished as Exhibit 99.1 to this Current Report on Form 8-K. To the extent the information in the
Presentation relates to a completed fiscal period, such information is incorporated by reference into this Item 2.02.

The foregoing information (including the Exhibit 99.1 hereto) is being furnished and shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise
subject to the liabilities of that section, nor shall it be deemed incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act, except as expressly set forth by specific reference in such filing.

Item 9.01. Financial Statements and Exhibits

(d) Exhibits.
Exhibit No. Description

99.1 Investor Presentation
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Disclaimer

This presentation and the accompanying oral presentation, If any, contain forward-looking statements. All statements other than statements of historical fact contained in this presentation, including statements
results of operations and financial position, planned products and services, business strategy and plans, objectives of management for future operations of Health Catalyst, Inc. and its subsidiaries {“Health Cataly:
“Company”), market size and growth opportunities, competitive position and technological and market trends, are forward-looking statements. In some cases, you can identify forward-looking statements by tern
“expect,” “plan,” “anticipate,” “intend,” “target,” “project,” “predicts,” “shall,” “potential,” “explore” or “continues” or the negative of these terms or other similar words. Health Catalyst has based these forwarc
statements largely on its current expectations and assumptions and on information available as of the date of this presentation. The Company assumes no obligation to update any forward-looking statements or
infarmation included in this presentation after the date of this presentation, except as required by law.

o

The forward-looking statements contained in this presentation and the accompanying oral presentation are subject to known and unknown risks, uncertainties, assumptions and other factors that may cause actu
outcomes to be materially different from any future results or outcomes expressed or implied by the forward-looking statements. These risks, uncertainties, assumptions and other factors include, but are not lim
related to our business and financial performance, the impact of macroeconomic challenges (including inflation) or public health emergencies, such as the COVID-19 pandemic, on our business and results of oper
ability to attract and retain customers, our ability to develop new products and services and enhance existing products and services, our ability to respond rapidly to emerging technology trends, our ability to exe
business strategy, our ability to compete effectively and our ability to manage growth. These risks and uncertainties may alse include those described under the heading “Risk Factors” and elsewhere in the Comp
recent Annual Report on Form 10-K and Quarterly Report on Form 10-Q on file with the Securities and Exchange Commission (the “SEC”) and our other filings with the SEC. Moreover, we operate in a very compe
rapidly changing environment, and new risks may emerge from time to time. It is not possible for us to predict all risks, nor can we assess the impact of all factors on our business or the extent to which any factor
combination of factors, may cause actual results or outcomes to differ materially from those contained in any forward-looking statements we may make.

In addition to the Company's GAAP financial information, this presentation may include certain non-GAAP financial measures. The non-GAAP measures have limitations as analytical tools and you should not consi
isolation or as a substitute for the most directly comparable financial measures prepared in accordance with GAAP. There are a number of limitations related to the use of these non-GAAP financial measures vers
GAAP equivalents. Other companies, including companies in our industry, may calculate non-GAAP financial measures differently or may use other measures to evaluate their performance, all of which could redu
usefulness of our non-GAAP financial measures as tools for comparison. We urge you to review the reconciliation of our non-GAAP financial measures to the most directly comparable GAAP financial measures se'
Company's most recent Annual Report on form 10-K and Quarterly Report on Form 10-Q on file with the SEC and our other filings with the SEC, and not to rely on any single financial measure to evaluate our busi

This presentation also contains estimates and other statistical data made by independent parties and by the Company relating to market size and growth and other industry data. These data involve a number of
limitations, and you are cautioned not to give undue weight to such estimates, The Company has not independently verified the statistical and other industry data generated by independent parties and containec
presentation and, accordingly, it cannot guarantee their accuracy or completeness. In addition, projections, assumptions and estimates of its future performance and the future performance of the markets in whi
are necessarily subject to a high degree of uncertainty and risk due to a variety of factors. These and other factors could cause results or outcomes to differ materially from those expressed in the estimates made
independent parties and by Health Catalyst.

This presentation shall not constitute an offer to sell or the solicitation of an offer to buy any securities, nor shall there be any sale of any sec
unlawful prior to registration or qualification under the securities laws of any such state or jurisdiction,

es in any state or jurisdiction in which such offer, selicitation or sal
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Health Catalyst Overview

We are a leading provider of data and analytics technology and services to healthcare organizations

Components of Our Solution

w

Services
Expertise

&

Data
Platform

Analytics
Applications

Integrate data in a flexible, Deliver insights on how Enable and accelerate
open, and scalable to measurably improve data-informed
platform improvement

Our clients, which are primarily healthcare providers, use our Solution to manage their data, derive analytical
insights to operate their organizations, and produce measurable clinical, financial, and operational improvements

@ Health Catalyst. Confidential and




Our mission is to be the catalyst for massive, measurable, data-informed healthcare improvement

Our flywheel represents how we accomplish our mission—our company strategy

s

Begin, Renew,
Expand, Refer

&

Data Platform

A

Measurable
Improvement ot st
in
Occurs a flexible, open,
Trust builds and and scalable platform
‘to power healthcare’s

digital ransformation

customer engagement
increases

Engagement
Attract, develop, and
retain world-class team
members by being a best
place to work

Analytics
Applications
Deliver insights on
how to measurably
improve through the
use of analytics
applications

Services Expertise
Enable data-informed
improvement by
providing analytical,
clinical, financial, and
operational experts

© Health Catalyst. Confidential and




(1) According to estimares in 2079, Research estimales 25% of ULS. heallncare spending s wastefl in nature, Amplying spproximatedy §1 tiWan of waste ammongs! $3.8 inlon of 1ol hesitncans expanciture in 20

- s (2 Asof Mach 2019
Investment Highlights ¢ =
(4} Long-term annual meveriue growth goal, Given the wnknows limelne, impact s nesr- ity of rwum\rq inffation) and public health emergencies (including the COWD-
panoemic). we ane wiabls fo precdic! the exfant to which such chalenges and emergencies may edverssly Mpac! cur DUSNess i ncis! and resulls of opersd Please refar fo our

faAings relenses and oue sesociated Fom 10K and Form 10-Q for mare delels on these ssks.

(6 Overal range from 2017 ~ 2021 for DOS Subscripion Customers, s father defined it our Form 10-K fo.g, excldes chants scquived in Medicity, Abls Health, Heaithfinch, Vilalware, Tristie, KP1 Ninia and AF
acquistions and other non-00S Subscription Cusfomers). 2020 performance of 102% impacted by COVID-19 pandemic.

{6)  Estimatsd for FY 2023

(7} Bookings meirics resuits for FY 2023 (DOS subscriplion customers' dolar-based relention rate sad ael new DOS subscriplion customers) weve gensrally consistent with mansgement's guidence for FY 7022 |

the Q3 2022 earnings call on Novernber 8, 2022,
(1) 12}
st osest S S

Recognized industry leader in healthcare data & analytics

WASTE TAM {R f
CHLMARK
Comprehensive solution: data platform, analytics applications & >300 ~10-100 12 >525
: : DATA TBs APP SUITES ANALYTICS
SREVICS SXPCEtE SOURCES / CLIENT +LIBRARY DOMAIN EXP
Measurable clinical, financial & operational improvements $1-SB 300+ || I
IMPROVEMENTS CLIENT CASE STUDIES /YR = 25/¥

95th_99th 76

World-class team member engagement e BT HLAGE 76 Wi
ENGAGEMENT AWARDS
90%”  20%+" 102%-112%" FY2
Attractive operating model >90% ot 0 2
RECURRING LONG-TERM REVENUE  DOLLAR-BASED Adj. E
REVENUE GROWTH TARGET RETENTION RATE POSI
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The Problems Health Systems Face

Changing Economics Data Complexity

= Avolume-based US = During the next few decades,
healthcare reimbursement both margin pressure and the
model with $1 trillion/year move to value-based care
of overspend® present economic complexity

and change that require data,
analytics & improvement
expertise

» This has led insurers to
change to a value-based
reimbursement model, but
this will take time

Managing this long-term complexity requires advanced capabilities in data, analytics & improvement

{1) According fo estimates In 2049, Ressarch estimsles 25% of .5, heafthesra spending s westaful in nature, implying approximataly $9 frillon of weste amongst $2 8 trion of tods) heaithcare expendltare n 2019
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Blue Chip Client Base

>500 clients!) include academic medical centers, integrated delivery networks, community hospitals, large

physician practices, ACOs, health information exchanges, health insurers, and other risk-bearing entities

ACUITAS Béﬁi’ﬁj’:ﬁn% DG i ﬁ} =9 BaylorScott&White =4
FimALYE Hospital Allina Health ohaCare »~ Banner Health’ Lol =

For a healthy Hawaii.

e .

. i . 5,5 Commun y - = ital Si m

‘* CHRISTIANACARE rty % Dartmouth-Hitchcock ) Hospital Sisters
c CHOCChildren's @ HEALTH SYSTEM " Health Network MEDICAL CENTER HEALR' SRy i

& JOHN MUIR = — o
s:* Lifepoint Health i : —_—

A LT N il Mass General Brigham MedStar Health Memnrlal =
5 THE QUEEN'S K ? :
Mount Nittany  MultiCare A1 OHIP T s L AL
HERS e = Saudi German Hospitals MF

GROUF

@
N,
/4 e
Tovas - = WakeMed &3 Wi
¢ i : 4p
Cﬁléts::lliet:lll’s it  AESoNAL UnityPoint Health WakeMed Health & Hospitals ?;ﬁ

s inchusive of DOS Subscription and Other customers
ent list
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Externally-Validated Industry Leadership

Chilmark Healthcare
Analytics Report!®

Broad Recognition

KLAS Evangelism Score!?

Vendor Product Grade Market Grade
Alccripts 8 s
Rocadin s »
~2x the HIT
Athanzhaith 8 B
average
CareEvolution i A
Cormar a A
Change Healthcate B B
sow o B
Epic A A
Forward Health Group 8 [
KLAS [ Heslth Catalyst » " ]
CATEGORY
LEADER HealthEC B+ c+
1BM Watson Health B 3
SOFTWARE

& SERVICES Innavaccer B F
Uightbeam B B
MedeAnalytics . 1
Medecision c =
2019 Highest MEDITECH . [N
Client Satisfaction e = =
Optum B B+
Fhillps. [0 cr

so0 o e c J’; HealthCatalyst HIT Average
CHI SpoctraMedix c o
RESEARCH SPH Analytics 5 -

Provider Analytics Market T
1721, Qveral evangelis:
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Comprehensive Solution for Data-informed Improvement

o Services and Improvement Expertise: Ana

lytical, clinical, financial, and operational experts facilitate ond accelerate measurable improvement

r
] Analytics Services (Data Analysts, Data Scientists, and Data Engineers) | | Domain Expertise & Education Services (Analytics, Clinical, Financial, and Oper:
| Implementation Services | | Tech-Enabled Outsourcing (Abstraction, Analytics, etc.)
o Analytics Applications: A robust se
* Clinical & Quality Population Health Financial & Operational
— — = Revenue
Patient Safety | ooy Care e Pop Health Activity-based - Improvement
(Patient Safety | 5 Management Enk A"“"ﬂ'“_" Costing g & Chargemaster | |
Monitor™) | * (CoreFiowm) |EL =)l | oo (Powercosting™) il 7 wimcome) ||
E II'IICdI ﬂculem [Oﬁ
{CAUTI, CLABSI, COPD, Disbetes, EMR Embedded Quality and bk = Revenue
Falls, Heart Failure, Ioint Insights Regulatory o = Integrity &
ﬂelﬂ;:;:r;(:n:;é::b:;::i&t‘?!vew. [Ca;‘: ?l?r]’S& (M Meﬂs‘f;: ™)) Be= E ﬂP.DwerLahUr"“:l E Addiag T
ant Flow, Preumonia, afills S o) | z ; k
Readmissians, Sepsis, Stroke, ste.} ' I - (italiheait 2
— - —— Financial
Pop Health —_— Patient | Price iy : Accelerators E
Strategy Engagement | - | A Transparency {Cost Insights, HR [
[Value Optimizer™| i (Twistle™) | & | - [Hospital Price System, Revenue
i g Index™) N Cycle, Supply Chain, ||
ical Supply, e K
[ mm. ] Surgical Supply, etc.)

o Data and Analytics Platform (DOS™) :

1 Benchmarking Data
Data Entry (Touchstane™)

Text Real-time Streaming
Processing & Interoperability

Al
{Healthcare AI™)

Analytics

| —
{Pap Analyzer™) L

[Pop Insights™)

(IDEAT™)

Reporting
o

v

Machine
Learning

Source
Connectors

Reusable
Data Logic

Terminology
Services

Expert Data

Cloud-based Collections

Data Warehouse
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Highly Differentiated, Comprehensive Solution <

w Consulting
/\/ @ Highly specialized

Services Expertise 9 Unable to sustain recommended improvements ,’, Health Catalyst

(~53bn TAM) 9 High cost given ad-hoc work

Comprehensive solution guiding
our clients to greater levels of
digital maturity, enabling

Point solution vendors clinical, financial, and
operational improvements

AH__-N‘LM‘“M-‘*o

Q Tailored to specific needs

€3 Difficulty growing

Modern technology/interfaces ;
Analytics ] ' ' sustainable businesses
Applications € Difficulty breaking through €3 Lack domain expertise
(~$3bn TAM) hundreds of vendors

€ Often closed platforms

Home grown solutions Cross industry tech companies EMR vendors
9 EMR integration
9 Control Q Modern technology Q Known vendor
Data Platform €3 High start-up & maintenance costs €3 Little healthcare content €3 Rigid architecture, closed approach
(~$2bn TAM) € Risk of failure € Fluctuating healthcare commitment @ slow time-to-value
€3 Talent shortage ! €3 Notimprovement focused € Notimprovement focused

© Health Catalyst. Confidential and




Clients’ Realized Improvements Accelerate Over ‘
Time, Reinforcing Decisions to Renew and Expand

Together with our clients, celebrating an important milestone in our journey to fulfill our mission

$ 1 5 B client-approved measurable
healthcare improvements
. 5 E 4 M lives positively impacted
—— @’m 2 i 9 M care gaps closed
SUCCESS STORIES @ More

e B\

300

D Health Catalyst. Confidential and




A Health Catalyst Success Story %B&nner Health

Tech-Enabled Outsourcing Improves Quality, Reduces R-;;
Costs, and Optimizes Engagement

As the financial and operational burden of reporting quality measurement in healthcare
continues to increase, systems such as Banner Health and Community Health Network
(CHNw) look for options to ease their resource spend in this area. These organizations
partnered with Health Catalyst in a tech-enabled outsourcing arrangement for clinical chart
abstraction.

The result: lower costs, increased value from data, and a positive experience for team
members.

Challenges & Impact Solution Results
Huge and increasing demand for data collection and * Leveraged DOS™ platform to automate the Tech-Enabled Outsourcing has improves
abstraction, driven by registry reporting sxtraction of required data. quality and yielded these measurable re
Numerous clinicians involved in documentation, Tech-Enabled Outsourcing provided by Health » 15% reduction in labor costs for clinic
abstraction Catalyst: abstraction at CHNw

Data used only for reporting, not analysis for * Slinjal daiabsiracton * 49% relative improvement in clinical

improvement - Data analysis: identify variation and trends in abstraction efficiency at Banner Healtt

, - . t, lity, and ductivi "
Impact: Difficulty obtaining timely, accurate data; lost e * 30% relative improvement in team m

opportunity to learn from data: high costs of manual chart - Support fcf" the prioritization of improvement engagement
abstraction opportunities

& Health Catalyst. Confidential ai




Carle Health: Long-term, Significant Partnership Expansion =™
Five-year deal, worth up to ~S80M over the life of the contract

Partnership Expansion Overview Contractual Terms

* Carle Health is an integrated health system based in Urbana,
Illinois that includes 5 hospitals, multi-specialty physician group
practices with >1,000 docs & Health Alliance Medical Plans

» Health Catalyst and Carle first entered a partnership in 2020.
This five-year expansion includes an all-access technology
subscription, plus tech-enabled managed services in the areas
of analytics, data management, reporting, abstraction and
project management

* This significant expansion makes Carle one of Health Catalyst’s
largest enterprise & tech-enabled outsourcing clients

* Five-year deal with Carle Health, worth up
~$80M over the life of the contract ($16M

« At $11M+ ARR expansion, it represents or
the largest expansion contracts in the
company'’s history

* The contractual growth is inclusive of bott
technology expansion and tech-enabled
outsourcing (more heavily weighted towal
this revenue stream)

“Carle Health is excited to announce this novel partnership with Health Catalyst. When combined with our own clinical expertise, Health Catalyst will help us transform ti
we use data to support organizational decisions and improve patient outcomes. As a transformative health care system, it's important that we lay the groundwork to
we're able to provide the right solutions that blend data, analytics, and medical expertise to optimize the quality of care we provide for everyone who depend on us."

- Matt Kolb, Executive Vice President, Chief Operating Officer at Carle Health

D Health Catalyst. Confidential and




World-class Team Member Engagement ‘
Driving Industry-leading Client Satisfaction, Renewal, Expansion & Referral

Consistently Recognized as One of the 2015— 1H 2022 Gallup Overall KLAS
“Best Places to Work” Engagement Score Percentile Evangelism Scorel?)

~2x the HIT
959%-99% @ average

[glassdoor- foier)

suceseWork  Forbes

1150 . Deseret News

ReAChy (e

PORTUNE
[c/-LI S Bost Workplaces
2GR in Technology

CERTIFIED

JUL 2016 - JuL 2017

Work. |, 2018

moter score, 05 of 12/31/21. verallevangelism scare is on overage of eocr (& HasihCatatyst "’ Hesitficatalyst R Aver:
s ngels i

4} Similrtoa me
Heaith Cataly:
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Experienced and Visionary Management Team

Anne Marie Bickmore Daniel Burton Kevin Freeman Paul Horstmeier Bryan Hun

Chief Product Officer Chief Executive Officer and Director Chief Growth Officer Chief Operating Officer Chief Financial Off

Tenure at Health Catalyst: 10 years Tenure at Health Catalyst: 11 years Tenure at Health Catalyst: 2 years Tenure at Health Catalyst: 11 years Tenure at Health Cataly:
fantan a Irllnrllgumm'\ Aicron @ BCG @ i Wl GATEEY ~ MedAssets’ @ MOELIS L COMPANY

Linda Llewelyn Daniel Orenstein Holly Rimmasch Dave Ross Trudy Sulliv
Chief People Officer General Counsel Chief Clinical Officer Chief Technology Officer Chief Communications and Diversity, £q
Tenure at Health Catalyst: 9 years Tenure at Health Catalyst: 7 years Tenure at Health Catalyst: 10 years Tenure at Health Catalyst: 1 year Tenure at Health Cataly:
% », o @ * ALBANY
Al . ‘rathenahealth POwWERS termounta ©hms i @ DI,
Q & BD 18o0contacts n 2] Intermauntain twistle @ MEDGCAL Aicron
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The Health Catalyst Operating Principles ‘

The principles that govern our daily interactions

Improvement

We are deeply committed to enabling our clients to achieve and sustain
measurable clinical, financial, and operational improvements

We nurture deep, long-term partnerships because achieving and sustaining
improvement is a transformational journey (not a quick trip)

We pragmatically balance the vision, priority, and pace of innovation for data
and analytics technology. We prioritize innovations that accelerate
improvement

We attract, develop, & retain experts who know best practice in their domain,
leverage analytics for insight, & accelerate adoption for sustained
improvement

Ownership

We are accountable, as owners, to enable our clients’ measurable
improvements

We make decisions that balance and optimize the interests of our teammates,
clients, patients, and owners

We avoid an entitlement mentality and are good stewards of our assets

We don’t micro-manage and we encourage autonomy while also supporting
scalable consistency

Respect

We recognize the immeasurable value of every individual

We listen carefully to one another and learn from each of our colleagL
We care deeply about our colleagues, including teammates, clients, pz
and owners

We benefit from one another’s diverse backgrounds and experiences

Transparency

We courageously tell the truth and we face the truth

We are the same company, culture, and people in all settings

We treat confidential information appropriately, and we protect the pi
data of our clients’ patients

We recommend the best solutions for our clients, whether or not thos
solutions come from Health Catalyst

D Health Catalyst. Confidential and




The Health Catalyst Cultural Attributes ‘

The attributes we prioritize in our hiring, retention, and promotion

Continuous Learner

* | can learn from anyone

* | love to learn, and | am a lifelong student

* | recognize my mistakes and correct them quickly; | fail fast

* | am open to and respond favorably to feedback and coaching

= | value my autonomy and use it to gain new knowledge and skills

+ | recognize that diversity of perspectives leads to better decisions

* | am self-aware and seek improvement, personally and professionally

= | watch, listen, and learn from others; thank them for their teachings; and
apply the teachings to the mastery of my profession

Hard Working

* | have a deep commitment to massive healthcare improvement

¢ | stick to the task until the job is completed, then take on new work
= | lead a balanced, healthy life that enables me to sustain my pace

* | am willing to contribute more than my fair share to a project

* | make personal sacrifices, as needed, to get the work done

* | recognize that not every part of my job will be fun

Humble

* | listen first

* | assume positive intent

* | ask for help when | need it

* | serve others without looking for recognition

* | am secure in my own abilities (quiet self-confidence)

+ | seek to improve myself before trying to improve others

* | am excited when others succeed and | offer sincere praise

« | often acknowledge others for their contributions to my success

* | frequently express gratitude and appreciation to those around me

World-Class

« | strive to be the best in the world at what | do by continuously learnir
* | recognize the importance of excellence in pursuit of our mission
* | am well informed about events & trends in healthcare, data & analyt

* | actively contribute to the company’s pursuit of excellence—in the da
analytics technology we build, in the domain expertise we provide, an
functions that support this important work

D Health Catalyst. Confidential and




Strategic Levers to Drive Long-Term Growth

R

Expand within our

current client base
Sell additional applications
and services

Built-in, annual technology
escalators

High dollar-based
retention rate of 102%-
112%!

—

Grow our overall
client base
90 DOS subscription
customers!?! amidst ~1,200
potential clients = ~8%
penetration

Cross-sell DOS to hundreds
of application-specific
clients & cross-sell
applications to DOS
customers

==

A

Add new applications
and services

Developed a multitude of
new software applications
in last few years'®!

Partnerships and open
platform provide insights
into new offerings

Accelerates as
relationships deepen and
dataset grows

Grow addressable market
through adjacencies

International

Additional types of
healthcare organizations

Partnerships
and M&A

Consolidate data asse
and best-of-breed
applications

Selectively pursue
complementary
capabilities

Best-in-class culture ;
differentiating factor
sourcing opportunitie

Monetize Core

)

12
13

Expand Opportunity

Querall range fram 2017 - 2021 for DOS Subscnplion Customers, as further defined in our Form 10-K (e.g., sxcludss cients acquired in Meditity, Able Health, Healthfinch, Vitalware, Twistle, KP! Ninja
Ci

and ARMUS acquigitions and ofher non-DOS
Asaf 12/31/21
Added to this figure recentiy via M&A

. 2020

of 102% impacted by COVID-19 pandemic.
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Strong Balance Sheet & High Confidence in our Outlook / Path to Profital

Leading to Share Repurchase Program and Insider Purchases

Share Repurchase Program + Insider Purchases

« Authorization to purchase up to $40 * Dan Burton (CEO & Director):
million of HCAT Common Stock ~$6M1)

* Demonstrates our confidence in the ;
future of our business and our * Duncan Gallagher (Director):
commitment to creating long-term, ~$175K

sustainable value for our shareholders,
our clients and our team members

* We believe the current market does not
reflect the long-term value of our shares
of common stock and this share
repurchase program will allow us to
unlock more of the long-term value and
opportunity we see ahead

As of Q3 2022, >5375M of cash and equivalents on our balance sheet

(1) inclusive of open market purchases and

D Health Catalyst. Confidential and




4 eaoer
2 Long-1erm annual revenue GrOWEN Qoar. Ghen T unkAdwT fimeline, STAAT and near-torm uncertaiaty af o finchidkng c newith
untie o predict the extent 20 which such challenges and emeencies mop aversely impct our 1 d e rescats of operations, Please refer to our recent enings eleztes ond our associnted

re detas on these risks

Form 20-¥ ond Form

. - - or ma
3 Ownall range from 017 - 3071 for D0 Subsenption Curstomes, ai further defined in our Form 10.K fi9, evelases chants sequised in Medicity, Abde Heairh, Heolthfineh, Uitabuore, Tudsaie, K81 Minja and ARLUS ocquisitions and
othey non-L0S Sobscs Customers). fe of ¥ 3
4

DS Subicsigtion Customers an.
51 Adjusted Gross Wesgin GAAP frieit miosine e dfine 28 cur Adaled Gross Profi divided by our réverve - See ! e an Farm 10K ang i Repart an Ferrm 104 far
mure infarmation, See Appendis for recanaliotion to GAAA.

B Adusted Oparating Expeis i o Aoe-GAAP financil meesus - see Ayoedis and aur mait reent Avoual Repert an Form 104 and our Duarterly Repart an Fosm 100 far more laformation. See Apooadis for ecanciiation b GAAP.

Recurring revenue streams across technology, >909 1)
y " 0
analytics and services

Recurring Revenue

@
Long-term Revenue Growth Target 20%+

Long-term Growth Target

102%-112%" 34° - 90

Dollar-based 2017 2021
Retention Rate Clients Clients

41%" > 54%"

Improvmg Eross margin 2017 Q1-03 2022
Adj. Gross Margin Adj. Gross Margin

90%" > 54%"

Continued operating leverage 2017 Q1-03 2022
Adj. Operating Expense Adj. Operating Expense
% of Revenue % of Revenue

Strong client retention and stickiness

Bookings me esults for FY 20
consistent with management
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High Engagement, Satisfaction & Expansion ‘
Produces a High-Growth, Predictable, Recurring Revenue Business

Total Revenue ($mm) Dollar-based Retention Rate(? Total Customers

= Professional services
= Technology ©iOther®

e i mDOS Subscription
Services H
. S SR 17> S
108%  qg79p  109% ; 4
102% i -
>350 !
ity L} 1
' 1 :
: o
i Polsar
1>300 0 |
: .
126 130 i b
_______ 1 H
s S s N B
|9 | 1 88 1 P
46 ' b -
2017 2018 2019 2020 2021 i 2017 2018 2019 2020 20:

2017 2018 2019 2020 2021 Q103721 Q1-Q322

(1) Excludes impact of Medicity acquisition, which occurred on June 28, 2018, (2} We calculote our dollar-besed retention rate as of o period end by storting with the sum of the Annual Recurring Revenue [ARR) from all DOS subscription customers as of the «
maonths prier to such period end (prior pericd ARR). We then colculate the sum of the ARR from these same clients as of the current perlod end (current period ARR). (3] Vost majority of Other customers were acquired vie 2018 Medicity acquisition and 2020
scquisitions of Vital o g inch, Able Health and Twistle.
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High Engagement, Satisfaction & Expansion ‘
Leads to Technology Gross Margin Expansion

Adjusted Gross Margin®

68 % 69 % e
i 67 %

64 %

53% 549

52%

—Total Adjusted Gross Margin

— Adjusted Technology Gross Margin

— Adjusted Professional Services Gross Margin
35%

2017 2018 2019 2020 2021 Q1-Q3 2022
Adj. Gross
: 54 81 95 128 111
Prafit' (Smm) $30 5 s s s $
(1) Adjusted Gross Profit is a non-GAAP financial measure that we define os revenue less cost of revenue, excluding depreciation and amertization, stock-based ion, tender offer deemed comp it quisition-related costs, net

restructuring charges. Please see the Appendix and our recent Annual Report on Form 10-K and our Quarterly Repart on Form 10-Q for more details.
(2) Adjusted Gross Margin is a non-GAAP financial meosure that we define os our Adjusted Gross Frofit divided by our revenue. Please see the Appendix and our most recent Annual Report on Form 10-K and Quarterly Report on Form 10-Q for more
information,

t. Confidential and




Long Term Target Model (Non-GAAP)

Total Revenue Growth

2017

2018

2019

2020

2021

Q1-Q3
2022

Long-Term

. Goals#

54%

37%
Excl. Medicity'

38%

22%

28%

17%

20%+

Adj. Gross Marginl?

41%

48%

52%

50%

53%

54%

Tech: mid-70%
Pro Serv: mid-30
Overall: high 50

S&M as % of
Revenue

Operating R&D as % of
Expenses® Revenue

G&A as % of
Revenue

34%
38%
18%

34%
32%
16%

28%
27%
15%

22%
24%
15%

21%
21%
15%

21%
20%
13%

Adj. EBITDA Margin®

(48%)

(34%)

(18%)

(11%)

(5%)

(1%

10% 20%+

{1 Weacquined Meslcity an fune 39, 2018 Wi expect flat to dechining reveroe from Medicily clients in the foreseeabie furure. A5 the Mediclty acquisiion cosed an fune 29, 018, we expect Meeticity wil Impact our arganic overall groweh 1ate moving forvward

st Proyitis o Ao GAAR finon
dvided by our rever
el

neazure Ehat we clefine 03 revemue (s cnat of revenue, extluding

nue. Plemse see the Apgendiv and our recent Annunf Aepart on Form 20-¥ mod our Quurterly Report on Form 10-G for mare detms.
et : riagaiar

o 6K amof our Cuarterdy Repart on Farm

fossan etk

1001 for mare b,
neline, impac

of cots, net,

Remder affer payments deemed compensalion, Tguistian-neketed costs, met, and nest. We define Arusted Groas Mergin m our A

. income b gresision (enefit], iterest exponse oed other (net) ard resiructusin chargds, Please sew th Apgend

¥ of i putdi i g
It uenings eleers o our assovioeed Form 10-K n Foem £0-Q for more details on ghese Fisks

19 pandemic],

fo prodict the extent ho which suzh chalienges and emergencies m

© Health Catalyst.




Appendix

dential and f

+0TOT0TOTOT0TOTOTaEgToTaY
L LOTOTOTOEOTOTOLOT0TOLoTOT0]

I T
01010L010I0TOTOI0N0T0IOT00TOL0TaT0L]

[OTOTOTOTOT0TOTD
LOTOLOTIOTOT0T0TOTOTE




Healthcare Success: Proven Methodology

Revenue

Payment Volume Expansion

it Collection I Capacity i Service Lines

Rate
{I Access { M&A

1 Cash

Acceleration 1l Referral it Trials
Leakage Revenue

it Payer

Contracts 1t Care 1t Digital Retail
Expansion

Cost
Supply Clinical
Chain Operations
J Labor Costs Il Pharmacy I Vendor Costs 1 Readmissions
Supply Costs -
I Staffing g Clr'mcal SUPPOrt 4 Outcomes
Contracts 11 Surgical Supply Services Costs Excellence
Costs  Ambulatory
1 Provider Operations i Research &
Contracts [ General Supply Efficiency Operations
Costs
{ Outsourcing 1 Analytics
11 Blood Efficiency
Utilization
1 Building &

Equipment Costs
—— {I Cost Accuracy and Transparency ——

Quality
Patient Populat
Safety Healtl
1 Events & {t Care
Infections Manageme
1 Liability fr Quality
Measures
1 Safety Performanc
Excellence
t Financial
{t Voluntary Operations
Reporting

{r COVID-19 Response

Integrate All Revenue, Cost, and Quality Data

Identify Variation and Generate Actionable Analytics Insights

Apply Expertise to Drive Sustainable Improvements

49 wherdommwmimevae |
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Comprehensive Solution for Data-informed Improvement <

e o0
/‘/I Enable and accelerate data-informed improvement with the

S hes Egiantice assistance of analytical, clinical, financial, and operational experts
(~53bn TAM)

@,

Analytics
Applications
(~53bn TAM)

&2

Data Platform
(~$2bn TAM)

Deliver insights on how to measurably improve
through the use of analytics applications

Integrate data in a flexible, open, and scalable
platform to power healthcare’s digital transformation

o © O
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Allina Health: High-Value Data & Analytics Drive $33M+ in Quality & Operations Improve

The Challenge: As the breadth, complexity, and volume of healthcare data grow, Allina Health recognized the need to manag

data as a strategic asset by ensuring ongoing data utilization and building capacity for continuous, data-driven improvement.

i The Health Catalyst Solution

F N

Health Catalyst analytics engineers, data scientists, and domain experts
partnered closely with Allina teams to use high-value data and analytics
to unlock the highest value use cases and accelerate time to value.

stratify risk, prioritize opportunities, and monitor and report outcomes. Key examples:

s, =

_.:; __"|'Im|..'\.'

Key Process Analysis (KPA) Blood Utilization Spine Pain
Identify highest value Improve blood Improve care
opportunities management and outcomes

Patient Safety (e.g., CAUTI)
Prevent and manage
complications

o Data and Analytics Platform (DOS™)

DOS data and analytics platform enabled Allina Health to integrate, organize, and enhance
65 different data sources—clinical, financial, and operational. Key capabilities used:

r-f g
Source g

Reusable Expert Data
Connectors Data Logic Collections

Self-Service Analytics—Pop Insights, Pop Analyzer, Healthcare.Al,
IDEA (data entry)—enable both technical and non-technical users
to easily build populations; create reusable data elements;

and explore, analyze, and report on data.

o Expert Services

o Analytics Applications
-

90+ applications and accelerators surface high-value data and analytics to augment insights,

» Data-Driven Insights and Measurable Res:

Key Opportunities Identified
Length of stay | Readmissions | Supply costs

Key Improvements

= 533+ in positive margin impact by expense reduction and
additional hospital inpatient and outpatient revenue.

= 52.3M decrease in annual blood product acquisition costs.
® I[mproved care for patients undergoing spine surgery

- 31% of expected complications avoided

- 22% relative reduction in surgical site infections

- 8.8% relative reduction in length of stay

= 350K+ unique sessions in Allina Health’s top 10 analytics
applications and accelerators in one year.

L6

Unleashing the data at Allina Health
has been key to increasing organizational efficiency,
reducing costs, and improving outcomes for our patients.
—Jonathan Shoemaker, SVP, CIO, Allina Health

and OPERAT

CLINICAL & QU




Carle Health & Health Alliance: Solution Uncovers $10M+ in Population Health Opportu

The Challenge: For Carle Health and Health Alliance*, burdensome manual data collection and reporting processes
made it difficult—and time-consuming—to identify and address opportunities for value-based care improvement across its popul:

r The Health Catalyst Solution » Data-Driven Insights and Measurable Res!
Expert Services Key Opportunities Identified
Health Catalyst population health domain expert partnered with Carle Health Cost, utilization, and performance metrics
and Health Alliance teams to surface compelling, actionable insights for the across 10 key population health areas, including:
best opportunities for success in value-based care—providing practical

guidance for transformation to reduce cost and utilization, increase quality
scores, improve patient outcomes, and accelerate time to value.

Emergency department utilization | Inpatient utilizatior
Ambulatory utilization | Post-acute care

Key Improvements

o Analytics Applications = $10M+ in cost and utilization opportunity identified
F
e ———— Value Optimizer ) ‘ = 5100K manual labor costs avoided by eliminating multiple
surfaces insights—mined from claims data and enhanced by iterations and meetings to obtain the necessary data and ana

terminology, groupers, logic, and additional data from DOS—to
instantly identify the most promising and impactful opportunities for
value-based care (VBC) performance improvement.

o Data and Analytics Platform (DOS™) A8

= >90% improvement in analytic efficiency; analyses that previ
required months to complete are now complete in minutes

DOS data and analytics platform enabled integration, organization, and enhancement of 13 Value Optimizer allows us to uncover opportunities
Carle source systems, +10 Health Alliance source systems, +37 different physician claim 5 ) B i
formats from the Carle clinically integrated network (CIN). Key capabilities used: qurckfyl and fasdy without buml:fmg a a.‘aw set fo 2CE
the likely impact. We can quickly drill down into
{"T :2 — . T = E the data and recommend potential interventions.
Cns::;ccrors E::le‘:l ‘ s S5 Rich Balbach, Director

Clinical and Business Intelligence

- H :
= . 2 A ealth Alliance
] Self-Service Analytics—Pop Insights, Pop Analyzer, Healthcare.Al—

Retisable Expert Data enable both technical and non-technical users to easily build populations;

Data Logic Collections create reusable data elements; and explore, analyze, and report on data.

28 © Health Catalyst
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MultiCare Health System: Operational and Charge Capture Improvements

Help Realize $75M+ in Annual Revenue

The Challenge: Inconsistent improvement methods, differing competencies, and inefficient data collection and analytics were img
MultiCare Health System’s ability to improve—Ileaving financial and operational metrics below expectations.

, The Health Catalyst Solution » Data-Driven Insights and Measurable Resi
Expert Services Key Opportunities Identified

Health Catalyst experts partnered with MultiCare teams to help increase Charge capture | Contribution margins | Length of stay

organizational alignment, boost data utilization and analytic acumen for

more proactive revenue management, and realize new efficiencies by
optimizing technology and processes. Key Improvements

e Analytics Applications = 56.1M net revenue retained, the result of resolving more tha
g charge capture issues.

.
20+ applications and accelerators surface high-value data and analytics to augment insights,
stratify risk, prioritize opportunities, and monitor and report outcomes. Key examples:

= 548M in revenue, surpassing three-year market share goals it
year two.

£z Dol (=== = ; ; .
——— i s - Overall market share improved in every submarket.
—

= 524M in savings, the result of a 0.6-day reduction in LOS acrc
= e health system.
Key Process Analysis (KPA) Vitallntegrity Departmental Explorer

Identify highest value Improve charge capture Review and improve
opportunities and revenue performance operational efficiency ‘ ‘

o Data and Analytics Platform (DOS™) Vitalintegrity enabled us to efficiently identify and resolve

4" DOs data and analytics platform enabled MultiCare Health System to integrate, organize, and charge capture issues, retaining $6.1M in net revenue

enhance 35 different data sources—clinical, financial, and operational. Key capabilities used: in just three months, while supporting root cause
¥ :2 - = e analyses far ongoing process improvement.”
Source Coud- ‘ — Nicole Gorder, MBA,
Confiectorn based Executive Director of Revenue Integrity & CDM
al Self-Service Analytics—Pop Insights, Pop Analyzer, MulltiCare Health System
E Healthcare.Al, IDEA (data entry)—enable both technical and v

Reusable Expert Data non-technical users to easily build populations; create reusable data
@ Data Logic Collections elements; and explore, analyze, and report on data. G Bt

) Health Catalyst
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INTEGRIS: Healthcare.Al Helps Drive Executive Alignment and Decision-making

The Challenge: INTEGRIS Health had high volumes of data but lacked the timely, accurate, and
actionable insight needed to support key leadership decisions and drive meaningful improvements.

The Health Catalyst Solution

I :
o Expert Services

F 9

Health Catalyst’s analytics engineers, data scientists, and domain
experts partnered with INTEGRIS teams to optimally leverage
integrated data, analytics, and machine-learning-driven algorithms to
identify and realize meaningful opportunities for improvement.

e Analytics Applications

r 9

Touchstone® enabled INTEGRIS to .o = Healthcare.Al capabilities,
analyze risk-adjusted benchmarks and '_-'E - integrated within Touchstone and
integrated machine-learning Chs = other Bl tools, deliver easy-to-use
algorithms to enhance understanding - : statistical and Al capabilities to

organizations—and proactively accurate, faster insights.
prioritize improvement opportunities.

i) Data and Analytics Platform (DOS™)

DOS data and analytics platform enabled integration, organization, and enhancement of 10
different data source systems. Key capabilities used:

g = ) e _‘:_?._-

of performance compared to peer ) ‘ help analysts produce more

Source Cloud- 4
Connectors based e
2= —]
I~ Self-Service Analytics—Pop Insights, Pop Analyzer, Healthcare.Al
Reusable Expert Data enable both technical and non-technical users to easily build populations;
Data Logic Coplebecljons create reusable data elements; and explore, analyze, and report on data

30

Data-Driven Insights and Measurable Re:

Key Opportunities Identified

Value-based care measures performance | Patient safet
targeted mortality and readmissions (e.g., sepsis)

Key Improvements

= Aligned executive incentives based on shared understanding
highest value and most actionable improvement opportunit

= S500K saved annually by sunsetting a third-party benchmarki

= 50x faster data refresh than previous benchmarking tool—an
benchmarks are now more adaptive as well as more detailed

£6

Using DOS and Touchstone has been transformational )
our organization. The data and analytics are exactly what
CEQ, CMO, and CNE need to set our organization's cours
We've effectively separated the signals from noise in the
and are able to clearly see where the organization needs t

Benjamin Mansalis, MD
Chief Information Officer, INTEGRIS Health
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Continued Execution of M&A Strategy

Smm

B Transaction value amount )

m vitalware
L4

@ hcalthfinch
Health

twistle @

2 KPININIA

( M&A Stra

.

Health
Medi cTty Catalyst IPO
—
June July February July September July February April
2018 2019 2020 2020 2020 2021 2022 2022

Note: Transaction close date shown
1) Tronsaction value includes only the upfront purchase price amount anticipated at the time of the execution of the respective ocquisition agreements

© Health C;

Ability to integrat
software applicat
DOS platform

Broadens value pi
existing and new.

Primary focus on
layer
* Hundreds of ¢
*  Gross margin
= Faster time tc
s, build)

Additional focus 2
adjacent markets
= [Life Sciences
* Internationa

Wide range of tar,
ins to larger trans

COVID-19 acceleri
M&A opportunitii

HCAT is destinatic

for many targetsg
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How We Engage With Our Customers

Overview

Technology Access
Subscription

Option 1

Option 2

All-Access Limited-Access / Modular

Includes subscription access to DOS
and all Analytics Applications

Includes subscription access to DOS only or DOS plu
selected Analytics Applications

Based on client size and data footprint; includes
annual price escalators

Includes opportunity to
upsell additional applications

Professional Services
Subscription

Recurring access to a specific number of FTEs that is listed in the contract

Historically ~70% of our DOS Subscription clients have chosen the all-access model

All-access provides clients budget predictability and use-case flexibility and aligns with clients’ increases
in improvements, data sources, users, and analytics applications

© Health Car




A single clinical, financial, or operational question often requires integ
data from multiple source systems

\/ Clinical \/ Financial \/Operat_ional

How are new treatment
protocols impacting length
of stay and satisfaction?

How do | improve my How do | reduce my hip and
system’s sepsis care? knee cost per case?

”~

Data
sources
needed

EHR, Financial ERP, Claims

£l 2 - | 4
Health Catalyst ) Heatncatalyst Health Catalyst Customer Developed 3 Party
Use cases Analytics Professional Applications Applications s
Applications .I Services Organization & Algorithms = = & Services
Data
platform

£y (loa
.. |2
EHR Fi ial

(e.g. Cemer, Eplc L(sg Lawson, EPSI)
Meditech)

Data
sources

Claims
(e.9. McKesson) J (e.g. Peoplesoft, AP1UL (e.g. QXNT, CMS)

(:Imlcal
Spenalt\r

(eg Lab, Rad. Rx,
Clin Op Systems’

=2
3: Patient
°— Satisfaction Oth

(e.g. Press Ganey) (e.g. benchmar
homegrowr
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A typical problem facing a healthcare organization most often requires data from
multiple source systems: Sepsis example

e ™ e N
o How many cases of sepsis did we = EMR
have last year? * (Epic, Cerner, Meditech) )
-
e ™ 4 D
o Is our sepsis mortality rate above industry = Benchmarking
benchmarks? ! (Truven, UHC, Touchstone)
- J | - J
' ) g : z ™\
o How much did those sepsis = Financial
cases cost? ik (Lawson, EPSI)
\ J L
'd ™\ ~ B,
° What were the readmission rates of my sepsis o Claims
\ population? . (QXNT, CMS, etc.) )
S .
55 .2 ™\
e What lab or pharmacy tests were ordered for = Lab (Quest, LabCorp)
L these sepsis patients? v Pharmacy (McKesson, Cardinal)
S L =

D Health Catalyst. Confidential and




A Customer’s Path to Greater Digital Maturity with Health Catalyst
The Healthcare Analytics Adoption Model

Maturity

Pre-Health Catalyst Early implementation

Direct-to-Patient Analytics & Artificial Intelligence *
Personalized Medicine & Prescriptive Analytics ii
Improve ﬁ
Health & L 7 | Clinical Risk Intervention & Predictive Analytics
Reduce
Variation
Level 6 | Population Health Management & Suggestive Analytics
Waste & Care Variability Reduction
Level4 |/ - !

o,
A *
PR

thetitfy

Heaitiicas Analytics Adopnian Marel envoted by Heal €T Do Surers; HIMSS was granded @ creative commins capyright, which they coll HIWSS Amalytics Adagtion Model far Analytics Ma

[AMAN] i (F_'vw(»u himsEanalylics ar o
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GAAP to Non-GAAP Reconciliation: Gross Profit and Gross Margin

__Year Ended 31-Dec-2020

(in thousands, except percentages) Technology Profession

Revenue 431603 541,388 573,081 Revenua $110,467 478,378
Cost of Revenue, Excluding and Amortitation 511,610) {532,032) ($43,642) Cost of Revenue, Excluding Dep and i (535,604) [$62,473)
Gross Profit, Excluding De) and Amortization $20,083 69,356 529,439 Gross Profit, Excluding Depreciation and Amortization $74,863 $15,905
Add: Add:

Stock-Based Compensation b5 514 579 Stock-Based Compensation 803 3453
Adjusted Gross Profit $20,148 59,870 530,018 Adjusted Grass Profit $75,666 519,358
Gross Margin, Excluding Depreciation and Amortization £3% 23% 40% Gross Margin, Excluding Depreciation and Amartization 68% 20%
Adjusted Gross Margin B4% 24% 41% Adjusted Gross Margin 6% 25%
] (in thousands, except percentages) [ Technology
Revenue §57.224 555,350 $112,574 Revenue 147,718 554,208
Cost of Revenue, Excluding Depreciation and Amortization {519.429) (540,423 (659,852 Cost of Revenue, Excluding Depreciation and Amartization (547,516) (576.838) \
Gross Profit, Excluding Depreciation and Amortization §37,795 514,927 52,722 Gross Profit, Excluding Depreciation and Amortization 5100202 517,370
Add: Add:

Stock-Based Compansation kS a80 558 Stack-Based Compensatian 2,063 8,047

Tender Offes Payments Deemed Compensation’™ 28 284 112 Acquisition-related costs, net'™ 61 127

Acguisition-related costs, net™ a 337 337 Adjusted Gross Profit 5102,326 525,538
Adjusted Gross Profit $37,901 416,028 553,929 Gross Margin, Excluding Depreciation and Amortization B8% 18%
Gross Margin, Excluding Depreciation and Amortization 56% 27% a7 Adjusted Gross Margin 69% 7%
Adjusted Gross Margin 66% 29% 48%

9-Months Ended 30-Sep-2022

(i thousands, except percentages) Technology Professional Services

{in thousands, except percentages) o g ] flevenue $131,624 575,450
Revenue Y 470,966 $154,941 Cost of Revenue, Excluding Deprediation and Amartization (541,895) (563,048) !
Cost of Revenue, Excluding Depreciation and Amortization 1647,548) 1575,345) Grass Profit, Excluding Depreciation and Amortization 89,729 $12,402
Gross Excluding Dej and Amortization $23,418 $79,596 Add:

Add: Stock-Based Compersation 1563 6,082
Stock-Based Compensation 200 968 1,168 Acquisition-relsted costs, net'”! 267 509
Acquisition-related costs, net™ 0 108 108 Restructuring Charges™ o 247

Adjusted Gross Profit $56,378 524,494 $B0,872 Adjusted Gross Profit $91,559 519,240

Gross Margin, Excluding Depreciation and Amortization 67% 3% 51% Gross Margin, Excluding Depreciation and Amortization [ 16%

Adjusted Gross Margin 67% 35% 524 Adjusted Gross Margin 0% 26%

(1) Tender offer deemed ¢ ion refate to ion from repurchases of comman stock at o price in excess of its estimated fair value.

(2] Acquisition-reloted costs, net included in the Adfusted Gross Prafit reconciiigtion refate to post acquisition restructuring costs and deferred retention expenses incurred as part of business combinations,
(3]  Restructuring charges include severance and ather team member costs from workforce reductions.
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GAAP to Non-GAAP Reconciliation: Adjusted EBITDA

9 Months Ended September 30, | Year Ended December 31,
(n thousands) o | w0 | o | oo | 2

Net loss ($101,621) ($104,218) ($153,210) ($115,017) ($60,096) ($61,984) (54
Add:
Interest and other expense, net 52,700 512,082 516,458 511,572 53,419 52,024 s1
Loss on extinguishment of debt S0 S0 ] $8,514 $1,670 S0 ]
Income tax provision (benefit) ($4,339) (56,749) (56,898) (51,194) 5142 ($135) ¢
Depreciation and amortization 536,633 $26,604 $37,528 518,725 $9,212 57,412 s5
Stock-based compensation $53,356 548,724 $65,145 $37,957 $17,844 54,198 $4
Tender offer payments deemed compensation™ S0 50 S0 S0 50 58,318 !
Acquisition-related costs, net" $3,188 $16,787 $27,929 $16,758 $446 $2,114
Restructuring costs"’ 54,499 50 50 S0 50 S0
Non-recurring lease-related charges”’ $3,700 $1,800 $1,800 $1,398 $0 S0
Adjusted EBITDA ($1,884) ($4,970) (511,248) (521,287) (527,363) ($38,053) ($3
(1) Tender offer deemed i ion refate to ion from repurchases of commaon stock al o price in excess of its estimated fair value.
i2) A(qutsf.riorr-rﬂmed chslsf rrez.ﬁm_p.u.c{fng Ad;’usreq EBITDA includes third party fees associoted with due diligence, deferred retention expenses, ond pest-ocquisition restructuring costs incurred as port of business combinations, and chonges in fair
3) :‘L;!ru(ﬂ:'mg ;ﬂsfs inelude ;I;:l:f:z:if:n’dmher és:::‘::::;r: L'Cljfsf.!ﬂm waorkforce reductions, i i of dise dl ¢ ized soft projects, and other minor miscellaneous charges.

(4] Includes the lease-refated impairment charge for the subleosed portion of our corporate headquarters and duplicate rent expense incurred during the relocation of cur corporate headguarters
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GAAP to Non-GAAP Reconciliation: Adjusted Operating Expenses

9 Months Ended September 30, | : Year Ended Decemherﬁl,
{in thousands) 2022 2021 | 2021 2020 2018 2018 |

Operating expenses $205,391 $185,618 $261,222 $186,893 $134,461 $112,817 $

Less:
Depreciation and amortization ($36,633) (526,604) ($37,528) (518,725) ($9,212) (57,412) (!
Stock-based compensation (545,711) (541,377) ($55,035) ($33,701) ($16,676) ($3,640) (t
Tender offer payments deemed compensation S0 S0 S0 S0 S0 ($8,006)
Acquisition-related costs, net (52,412) (516,693) (527,741) (516,758) (5338) ($1,777)
Restructuring costs (54,252) S0 S0 30 S0 S0
Non-recurring lease-related charges (53,700) ($1,800) ($1,800) ($1,398) S0 o]

Adjusted Operating Expenses $112,684 $99,144 $139,118 $116,311 $108,235 $91,982 $

Adjusted Operating Expenses as % of Revenue 54% 56% 58% 62% 70% 82%
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