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A description of the risks and uncertainties associated with our business is set forth below. You should carefully consider the
risks described below, together with the financial and other information contained in this Annual Report on Form 10- K, before
you decide to purchase shares of our common stock. If any of the following risks actually occur, or if any additional risks not
presently known to us or that we have currently deemed immaterial occur, our business, financial condition, results of
operations, cash flows, and prospects could be materially and adversely affected. In such an event, the trading price of our
common stock could decline and you could lose all or part of your investment in our common stock. Risk Factor Summary The
following summarizes certain of the principal factors that make an investment in our Company speculative or risky: ¢ the impact
of adverse general and industry- specific economic and market conditions and reductions in IT spending; ¢ the potential impact
of customer dissatisfaction with Apple or other negative events affecting Apple services and devices, and failure of enterprises to
adopt Apple products; ¢ the potentially adverse impact of changes in features and functionality by Apple and other third parties
on our engineering focus or product development efforts; * changes in our continued relationship with Apple;  the fact that we
are not party to any exclusive agreements or arrangements with Apple; ¢ our reliance, in part, on channel and other partners for
the sale and distribution of our products; ¢ our ability to successfully develop new products or materially enhance current
products through our research and development efforts; * our ability to continue to attract new customers and maintain and
expand our relationships with our current customers; ¢ our ability to correctly estimate market opportunity and forecast market
growth; * our ability to effectively manage our future growth' * our dependence on one of our products for a substantial portion

eleud—serﬁees—rneh&d—rﬁg%— * our ab1l1ty to meet service- level comrn1trnents under our subscrrptron agreements; * our
ability to maintain, enhance, and protect our brand; ¢ our ability to attract and retain highly qualified personnel and maintain our

corporate culture, including as a result of our recent workforce reduction; ¢ the ability of Jamf Nation to thrive and grow as we
expand our business and the potential impact of inaccurate, incomplete, or misleading content that is posted on Jamf Nation; ¢
our ability to offer high- quality support; ¢ risks and uncertainties associated with acquisitions, divestitures, and strategic
investments; ¢ our ability to predict and respond to rapidly evolving technological trends and our customers’ changing needs; *
our ability to effectively implement, use, and market Al / ML technologies; * our ability to compete with existing and new
companies; * risks associated with competitive challenges faced by our customers; ¢ the impact of our often long and
unpredictable sales cycle; ¢ our ability to effectively expand and develop our sales and marketing capabilities;  the risks
associated with free trials and other inbound, lead- generation sales strategies; ¢ the risks associated with indemnity provisions in
our contracts; © risks associated with cybersecurity events; * the impact of real or perceived errors, failures, or bugs in our
products; ¢ the impact of general disruptions to data transmission; * risks associated with stringent and changing privacy laws,
regulations, and standards, and information security policies and contractual obligations related to data privacy and security; ®
the risks associated with intellectual property infringement, misappropriation, or other claims; ¢ our reliance on third- party
software and intellectual property licenses; ¢ our ability to obtain, protect, enforce, and maintain our intellectual property and
proprietary rights; « the risks associated with our use of open source software in our products; * risks associated with our
recent systems transformation implementation; * the impact of delays or outages of our cloud services from any
disruptions, capacity limitations, or interferences of third- party data centers that host our cloud services, including
AWS and Azure; and ° risks related to our indebtedness, including our ability to raise the funds necessary to settle conversions
of our convertible senior notes, repurchase our convertible senior notes upon a fundamental change, or repay our convertible
senior notes in cash at their maturity. These and other risks are more fully described below. If any of these risks actually occurs,
our business, financial condition, results of operations, cash flows, and prospects could be materially and adversely affected. As
a result, you could lose all or part of your investment in our common stock. Risks Associated with Our Business, Operations,
and Industry Adverse general and industry- specific economic and market conditions and reductions in IT spending may reduce
demand for our products, which could harm our results of operations. Our revenue, results of operations, and cash flows depend
on the overall demand for our products. We operate globally and as a result our busrness and revenue are 1mpacted by global
macroeconomic conditions. The Gleba velop v

Currentlythe-U. S. and other key 1nternat10nal cconomies are-continue to be 11npacted although to a lesser extent by hlgh
levels of inflation, elevated interest rates, financial instability and concerns about trade relations and volatility in credit,
equity, and foreign exchange markets, the Russia- Ukraine war, and overall economic uncertainty. Fhese-faetors-Recent
macroeconomic conditions have resulted in, and could continue to result in, reductions in hiring and IT spending by our
existing and prospective customers, increased price sensitivity, and customers delaying or canceling IT projects, choosing to
focus on in- house development efforts , reducing device growth, and overall software vendor needs , or secking to lower
their costs by requesting us to renegotiate existing contracts and renewals on less advantageous terms (such as shifting to annual
billing of multi- year contracts) defaulting on payments due on existing contracts, reducing the scope of their Jamf

deployments or not renew1ng at the end of ex1st1ng contract terms. Add1t10nallyAs—a—fesu}t—e-Hhis-maefoeeenem1e—tmeeﬁatﬂey
gfewth—&nd—ovef&H—se-ﬁw&feﬂ*eﬂdefﬂeedsTGtﬂecustomers have requested and may cont1nue to request , price concessions and

delayed payment terms. Moreover, our customers may merge with other entities who use alternatives to our products and,




during weak economic times, there is an increased risk that one or more of our customers will file for bankruptcy protection,
either of which may harm our revenue, profitability, and results of operations. We also face risk from international customers
that file for bankruptcy protection in foreign jurisdictions, particularly given that the application of foreign bankruptcy laws may
be more difficult to predict. In addition, we may determine that the cost of pursuing any claim may outweigh the recovery
potential of such claim. As a result of any of the foregoing, adverse macroeconomic conditions could harm our business,
revenue, results of operations, and cash flows. Because our products focus primarily on Apple, potential customer
dissatisfaction with Apple, other negative events affecting Apple services and devices, or failure of enterprises to adopt Apple
products could have a negative effect on our results of operations. Our products are primarily focused on Apple devices.
Because of this, our customers’ satisfaction with our software and products is largely dependent in part upon their perceptions
and satisfaction with Apple. Customer dissatisfaction with Apple could be attributed to us, impact our relationships with
customers, and / or result in the loss of customers across any or all of our products if any of our customers chose to discontinue
or reduce their use of Apple devices and services . For example, any incident broadly affecting the interaction of Apple devices
with necessary Apple services (for example, iCloud or Apple push notifications), including any delays or interruptions in such
Apple services, could negatively affect our products and solutions. Similarly, any cybersecurity events affecting Apple devices
could result in a disruption to Apple services, regulatory investigations, reputational damage, and a loss of sales and customers
for Apple. A prolonged disruption, cybersecurity event, or any other negative event affecting Apple could lead to customer
dissatisfaction and could in turn damage our reputation with current and potential customers, expose us to liability, and cause us
to lose customers or otherwise harm our business, financial condition, and results of operations. In addition, since our products
and solutions primarily focus on Apple devices, in the event of a prolonged disruption affecting Apple devices, we may not be
able to provide our software to our customers. We may also incur significant costs for taking actions in preparation for, or in
reaction to, events that damage Apple devices used by our customers. Addittonatty-Further , substantially all of Apple’ s
manufacturing is performed in whole or in part by outsourcing partners located primarily in China mainland, India,
Japan, South Korea, Taiwan, and Vietnam. Restrictions on international trade, such as tariffs and other controls on
imports or exports of goods, technology, or data, can materially adversely affect Apple’ s business and supply chain. In
turn, this could affect customer uptake of Apple devices and the related deployment of our products. regutatory
Regulatory bodies have been increasingly focused on large technology companies and their competitive conduct. Such agencies
could initiate proceedings or investigations involving Apple. Apple has been required, and may be required in the future, to
change its business as a result. For example, in Fangary-2024, Apple made certain changes to i0S , iPadOS , the App Store, and
Safari in response to the EU Digital Markets Act. Any such required changes to Apple’ s business practices could have a
material effect on our ability to offer certain of our products effectively or at all. In addition, Apple could divest assets or
otherwise separate into various companies, whether as a result of regulatory action or otherwise, and there is no assurance that
the resulting businesses would continue to partner with us on substantially similar terms or at all. Overall, Apple’ s reputation
and consumers’ views of Apple products could change if other technology companies release products that compete with Apple
devices that customers view more favorably. For example, other technology companies could introduce new technology or
devices that reduce demand for Apple devices. Our financial results could also be harmed if customers choose non- Apple
products based on cost, availability, user experience, functionality, or other factors. The market for Apple products may not
continue to grow, or may grow more slowly than we expect. For example, given the perceived premium price point of Apple
devices, current macroeconomic uncertainty may result in reductions, in whole or in part, of the scope of enterprises’ Apple
deployments and / or decreased employee preference for Apple devices in BYOD programs. As a result of the foregoing,
enterprise adoption of Apple products may be slower than anticipated. Moreover, many enterprises use technology platforms
other than Apple and have used other technologies for a long time. While this creates significant market opportunity for these
enterprises to adopt Apple technology, we cannot be certain that enterprises will adopt Apple technology. There are many
factors underlying an enterprise’ s adoption of new technology, including cost, time, and knowledge required to implement such
technology, data transfer, compatibility with existing technology, familiarity with and institutional loyalty to technology other
than Apple, among other factors. If these enterprise users do not continue to adopt Apple technologies at recent historical rates
and the rates that we anticipate, our revenue growth will be adversely affected, there will be adverse consequences to our results
of operations, and will reduce the number of potential new Jamf customers. See also “ — Certain estimates of market
opportunity and forecasts of market growth included in this Annual Report on Form 10- K may prove to be inaccurate. ” Any of
these factors could have a material adverse effect on our business, results of operations, and financial condition. Changes in
features and functionality by Apple and other third- party systems could cause us to make short- term changes in engineering
focus or product development or otherwise impair our product development efforts or strategy, increase our costs, and harm our
business. Our products depend on interoperability with Apple operating systems and cloud services, including interoperability at
the moment of each new Apple release. Apple does not typically preview its technology with us or other partners and, as such,
we do not receive advanced notice of changes in features and functionality of Apple technologies with which our products need
to interoperate. In addition, unforeseen events (such as discovery of vulnerabilities and release of patches) may constrain our
ability to respond in a timely manner. In any such events, we may be forced to divert resources from our preexisting product
roadmap in order to accommodate these changes. As a result of having a short time to implement and test changes to our
products to accommodate these new features, there is an increased risk of product defects. The frequency and complexity of new
Apple features and updates may make it difficult for us to continue to support new releases in a timely manner. If we fail to
enable IT departments to support Apple upgrades upon release, our business and reputation could suffer —, as Fhis-this could
disrupt our product roadmap and cause us to delay introduction of planned solutions, features, and functionality ;whieh-eeutd
harmour-bustess-. In addition, the functionality and popularity of our platform also depends on its interoperability with other
third- party operating systems, devices, and services, such as Microsoft and Google. We rely on open standards for many



integrations between our products and third- party applications that our customers utilize, and in other instances on such third
parties making available the necessary tools for us to create interoperability with their applications. If application providers were
to move away from open standards, or if a critical, widely- utilized application provider were to adopt proprietary integration
standards and not make them available for the purposes of facilitating interoperability with our products, the utility of our
products for our customers would be decreased. Furthermore, some of the features and functionality in our products require
interoperability with operating system APIs. We also offer a robust catalog of APIs that our developer partners utilize to build
integrations and solutions that are made available in our Jamf Marketplace to enhance features and functionality of our products.
If operating system providers decide to restrict our access to their APIs, or if our developer partners cease to build integrations
and solutions for our Jamf Marketplace, that functionality would be lost and our business could be impaired. Changes in our
continued relationship with Apple may have an impact on our success. We have a broad relationship with Apple that covers all
aspects of our business. We have always worked closely with Apple’ s worldwide developer relations organization in an effort to
support all new Apple innovations the moment the hardware or software is released. Apple and Jamf personnel frequently join
forces to influence and collaborate as we work with customers. We also have several direct contractual relationships with Apple
that span all enterprise devices across the Apple ecosystem, including Mac, iPad, iPhone, and Apple TV. Additionally, Apple is
a significant reseller of Jamf products, particularly in education. These contractual relationships can be terminated by Apple at
any time with limited advance notice to us. In addition, Apple launched its device management solution, ABE, in the spring of
2022. While we believe this platform currently provides limited direct competition with our more complete Apple Enterprise
Management solutions, Apple could leverage its ABE platform, whether through additional investment or the consolidation of
other competitors of ours, to focus on larger enterprises and to compete more directly with the scale and breadth of product
offerings we provide. Our future relationship with Apple is important to our success. If we fail to maintain our current
relationship and contracts with Apple, our ability to compete and grow our business may be materially impacted. For example,
we may not be able to continue to support new Apple innovations and releases at the moment the hardware and software are
released. While we do not rely on any private APIs or collaboration with Apple to provide our same- day support, reduced
cooperation with Apple may make it more difficult for us to continue to support new releases in a timely manner and result in us
devoting significant resources in order to meet our commitment to provide same- day support. If our relationship with Apple
changes, it could become more difficult to integrate our products with Apple and could reduce or eliminate the sales we expect
from Apple as a reseller. As a result, if we fail to maintain our current relationship with Apple, our business, financial condition,
and results of operation could be adversely affected. We are not party to any exclusive agreements or arrangements with Apple.
We are not party to any exclusive agreements or arrangements with Apple. Accordingly, while we believe our market
opportunity expands as organizations increasingly adopt Apple technologies, the continued success and growth of our business
is ultimately dependent upon our ability to compete effectively by reaching new customers, cross- selling to existing customers,
and maintaining our position as the standard for Apple in the enterprise. As a result, even if organizations’ adoption of Apple
technologies continues to increase, if we are not able to compete successfully, our business, results of operations, and financial
condition could be adversely affected. See “ — If we fail to maintain, enhance, or protect our brand, our ability to expand our
customer base will be impaired and our business, financial condition, and results of operations may suffer ” and “ — We are in a
highly competitive market, and competitive pressures from existing and new companies, including as a result of consolidation in
our market, may harm our business, revenue, growth rates, and market share. ” If we are unable to maintain successful
relationships with our partners, or if our partners fail to perform, our ability to market, sell, and distribute our
applications and services will be limited, and our business, operating results, and financial condition could be harmed. In
addition to our sales force, we rely on partners, including our channel and strategic partners, to increase our sales and
distribution of our products. \We rely-also have independent software vendor partners whose integrations may increase
the breadth of the ecosystem in part-which our solutions can operate, and the size of the market that our solutions can
address. We also have partnerships with systems integrators and hyperscalers, such as AWS and Azure , on which many
of our customers depend, and through which our customers may be able to procure and deploy our solutions. We are
dependent on these partner relationships to contribute to enabling our sales growth. As of December 31, 2024,
approximately 62 % of our ARR was facilitated via our channel partners for-the-sate-and-distribution-ofotrproduets-and-,
and a inrsome-instanees;-forthesupportefourproduets—A-loss of these eeftam—ehaﬂﬂel-paﬁﬂefs— partner —relatlonshlps
could result in a deerease-reduction in ARR growth and harm reven :

irour-ehannelstrategy-eonld-adverselyaffeetour business —W

as—eu%ehaﬂﬂel-pa-rtﬂefs—and ﬁnanclal condltlon Syster

partners, and negotiating and documenting relationships with them requ1re§ significant time and resources. Our arrangements
with our ekanrelpartners are generally non- exclusive, meaning they may offer customers the products of several different
companies, including products that compete with us. Our Competitors may be effective in providing incentives to ehannel-our

partner% aﬁd—eﬂaer—t-hﬁd—paﬁ-tes—to favor their productq or services over %uchrlptloni to our productq &ﬂd—a—sabs’t&ﬂﬁa-l—mamber—ef

our products with hmlted or no notice and without penalty lf our eh&ﬂﬁel—partner% do not effectlvely qell market, or deploy our

products, choose to promote our competitors’ products, or otherwise fail to meet the needs of our customers, our ability to grow

our business and sell our products may be adversely affected. In addition, acquisitions of such partners by our competitors could
result in a decrease in the number of our current and potential customers, as these partners may no longer facilitate the adoption
of our applications by potential customers. Further, some of our partners are or may become competitive with certain of our



products and may elect to no longer integrate with our products. Many of our customers are also customers of our
hyperscaler partners. If our solutions fail to interoperate effectively with the hyperscalers’ products, or if our
partnerships with one or more of these hyperscalers are not successful or are terminated, our ability to sell additional
products or offerings to these customers and our ability to grow our business will be harmed. [f we are unsuccessful in
establishing or maintaining our ehanstel-partners and system integrators, our ability to compete in the marketplace or to grow our
revenue could be impaired, and our results of operations may suffer. In addition, our service provider partners often provide
support to our customers and enter into similar agreements directly with our mutual customers to host our software and / or
provide other value- added services. Our agreements and operating relationships with our service provider partners are complex
and require a significant commitment of internal time and resources. In addition, our service provider partners are large
corporations with multiple strategic businesses and relationships, and thus our business may not be significant to them in the
overall context of their much larger enterprise. These partnerships may require us to adhere to outside policies, which may be
administratively challenging and could result in a decrease in our ability to complete sales. Even if the service provider partner
considers us to be an important strategic relationship, internal processes at these large partners are sometimes difficult and time-
consuming to navigate. We invest significantly in research and development, and to the extent our research and development
investments do not translate into new products or material enhancements to our current products, or if we do not use those
investments efficiently, our business and results of operations would be harmed. A key element of our strategy is to invest
significantly in our research and development efforts to develop new products and enhance our existing products to address
additional applications and markets. For the year ended December 31, 2023-2024 , our research and development expense was
approximately 24-22 % of our revenue. If we do not spend our research and development budget efficiently or effectively on
compelling innovation and technologies, our business may be harmed and we may not realize the expected benefits of our
strategy. Moreover, research and development projects can be technically challenging and expensive. The nature of these
research and development cycles may cause us to experience delays between the time we incur expenses associated with
research and development and the time we are able to offer compelling products and generate revenue, if any, from such
investment. Additionally, anticipated customer demand for a product we are developing could decrease after the development
cycle has commenced, rendering us unable to recover substantial costs associated with the development of such product. If we
expend a significant amount of resources on research and development and our efforts do not lead to the successful introduction
or improvement of products that are competitive in our current or future markets, it would harm our business and results of
operations. If we are unable to attract new customers, retain our current customers, or sell additional functionality and services
to our existing customers, our revenue growth will be adversely affected. To increase our revenue, we must eentinte-to-attract
new customers and increase sales to existing customers. As our market matures, product and service offerings evolve, and
competitors introduce lower cost or differentiated products or services that are perceived to compete with our products, our
ability to sell our products could be adversely affected. Similarly, our sales could be adversely affected if customers or users
within these organizations perceive that features incorporated into competitive products reduce the need for our products or if
they prefer to purchase other products that are bundled with products offered by Apple or by other companies, including our
partners, that operate in adjacent markets and compete with our products. As a result of these and other factors, we may be
unable to attract new customers or increase sales to existing customers, which could have an adverse effect on our business,
revenue, gross margins, and other operating results, and accordingly, on the trading price of our common stock. We must also
continually increase the depth and breadth of deployments of our products with our existing customers. While customers may
initially purchase a relatively modest number of subscriptions or licenses, it is important to our revenue growth that they later
expand the use of our platform by adding additional devices, users, or products. Our ability to retain our customers and increase
the amount of subscriptions or support and maintenance contracts our customers purchase could be impaired for a variety of
reasons, including customer reaction to changes in the pricing of our products, competing priorities in IT budgets,
macroeconomic factors, or the other risks described herein. As a result, we may be unable to renew our subscriptions with
existing customers or attract new business from existing customers, which would have an adverse effect on our business,
revenue, gross margins, and other operating results, and accordingly, on the trading price of our common stock. In addition, our
ability to sell additional functionality to our existing customers may require more sophisticated and costly sales efforts, with
respect to our large enterprise customers, government customers, customers in highly regulated industries, or sales of our
security products. See “ — Our sales efforts require considerable time and expense. ” In order for us to maintain or improve our
results of operations, it is important that our customers maintain their subscriptions and renew their subscriptions with us on the
same or more favorable terms. Our customers have no obligation to renew their subscriptions or support for our products after
the expiration of the terms thereof. Our contracts are typically one year in duration, and in the ordinary course of business, some
customers have elected not to renew. In addition, certain of our customers are able to terminate their contracts with us for any or
no reason. Our customers may-sometimes renew for shorter contract subscription lengths, reduce the device count of existing
deployments, or cease using certain of our products. Our ability to accurately predict renewal or expansion rates is limited given
the diversity of our customer base, in terms of size, industry, and geography. Our renewal and expansion rates have may-deeline
or-fluetaate-fluctuated as a result of a number of factors, including customer spending levels, customer dissatisfaction with our
products, decreases in the number of users at our customers, changes in the type and size of our customers, pricing changes,
competitive conditions, the acquisition of our customers by other companies, and general economic conditions. If our customers
do not renew their subscriptions or licenses for our products, or if they reduce their subscription amounts at the time of renewal,
our revenue and other results of operations will decline and our business will suffer. If our renewal or expansion rates fall
significantly below the expectations of the public market, securities analysts, or investors, the trading price of our common stock
would likely decline. This Annual Report on Form 10- K includes our internal estimates of the total addressable market for our
products. Market opportunity estimates and growth forecasts, whether obtained from third- party sources or developed



internally, are subject to significant uncertainty and are based on assumptions and estimates that may prove to be inaccurate. The
estimates and forecasts in this Annual Report on Form 10- K relating to the size and expected growth of our target market,
market demand and adoption, capacity to address this demand, and pricing may also prove to be inaccurate. In particular, our
estimates regarding our current and projected market opportunity are difficult to predict. The total addressable market we
estimate may never materialize or may not materialize for many years ;#fever, and even if the markets in which we compete
meet the size estimates and growth forecasted in this Annual Report on Form 10- K, our business could fail to grow at similar
rates, if at all. Our recent growth rates may not be indicative of future growth, and if we do not effectively manage our future
growth, our business, operating results, and financial conditions may be adversely affected. We have experienced ;-and
antietpate-that-we-wil-eontinte-to-experieneesignifteant-growth in the size, complexity, and diversity of our business. In future
periods, we may not be able to sustain growth consistent with recent history, or at all. Our historical growth rates should not be
considered indicative of our future performance and may decline in the future. In future periods, our revenue could grow more
slowly than in recent periods or decline for any number of reasons, many of which are out of our control. We also expect our
operating expenses to continue to increase in future periods, particularly as we continue to invest in research and development
and technology infrastructure, expand our operations globally, develop new products and enhancements for existing products,
and as we support our operations. If our revenue growth does not increase to offset these-antteipated-increases in our operating
expenses, our business, financial position, and results of operations will be harmed, and we may not be able to achieve or
maintain profitability. In addition, the additional expenses we will incur may not lead to sufficient additional revenue to
maintain historical revenue growth rates and profitability. The growth and expansion of our business places strain on our
management, operational, and financial resources. To manage any future growth effectively, we must continue to improve and
expand our IT and financial infrastructure, our operating and administrative systems and controls, and our ability to manage
headcount, capital, and processes in an efficient manner. Any future growth will continue to add complexity to our organization
and require effective coordination throughout our organization in order to develop and expand our infrastructure and business
processes at the pace necessary to scale our business. If we fail to effectively manage our future growth, our costs and expenses
may increase more than we planned or we may fail to execute on our product roadmap or our business plan, any of which would
likely seriously harm our business, operating results, and financial condition. We derive a substantial portion of our revenue
from one product. For the year ended December 31, 2023-2024 , sales of subscriptions to our Jamf Pro product accounted for
approximately 68-57 % of our total revenue. We expect these subscriptions to account for a large portion of our total revenue for
the foreseeable future. As a result, our operating results could suffer due to: ¢ any decline in demand for Jamf Pro; ¢ the failure
of our other products to achieve market acceptance; * the introduction of products and technologies that serve as a replacement
or substitute for, or represent an improvement over, Jamf Pro; ¢ the failure of Jamf Pro to interoperate or integrate with third-
party software and services; * technological innovations or new standards that Jamf Pro does not address; ¢ sensitivity to current
or future prices offered by us or our competitors; and ¢ our inability to release enhanced versions of Jamf Pro on a timely basis.
Our inability to renew or increase sales of subscriptions to our products or market and sell additional products and functionality,
or a decline in prices of our platform subscription levels, would harm our business and operating results more seriously than if
we derived more revenue from a greater variety of products. In addition, if the market for Jamf Pro grows slower than
anticipated, or at all, or if demand for our other products does not grow as quickly as anticipated, whether as a result of
competition, pricing sensitivities, product obsolescence, technological change, unfavorable economic conditions, uncertain
geopolitical environment, budgetary constraints of our customers, or other factors, our business, results of operations, and
financial condition would be adversely affected. We may need to change our pricing models to compete successfully. The
intense competition we face in the sales of our products and services and general economic and business conditions can put
pressure on us to change our prices. If our competitors offer deep discounts on certain products or services or develop products
that the marketplace considers more valuable than ours, we may need to lower prices or offer other favorable terms in order to
compete successfully. Any such changes may reduce margins and could adversely affect operating results. Our competitors may
offer lower pricing on their support offerings, which could put pressure on us to further discount our offerings. In addition, some
of our competitors offer free or significantly discounted product offerings to our customers in order to incentivize switching
from our products to such competitor’ s products, or to otherwise enter the Apple ecosystem. This meas-has reguire-required us
to offer discounts or other incentives to keep such customers, and we may not be able to match free product offerings or
significant discounts offered by these competitors. This may-has resutt-resulted in customers choosing such competitor’ s
products instead of ours. In addition, our suppliers and partners may-have terease-increased their pricing for a variety of
reasons, such as recent inflationary pressures. There is no guarantee we would be able to offset such cost increases, if at all,
which could reduce our expected margins. We also must determine the appropriate price of our offerings and services to enable
us to compete effectively internationally. Our prices may also change because of discounts, a change in our mix of products
toward subscription, enterprise- wide licensing arrangements, bundling of products, features and functionality by us or our
competitors, anticipation of the introduction of new products, or promotional programs for customers or channel and other
partners. In response to macroeconomic conditions, we may be required to offer deeply discounted pricing, adopt new pricing
models, and offer extended payment terms in order to attract new and retain existing customers, which could have a material
adverse impact on our liquidity and financial condition. Any broad- based change to our prices and pricing policies could cause
our revenue to decline or be delayed as our sales force implements and our customers adjust to new pricing policies. We or our
competitors may bundle products for promotional purposes or as a long- term go- to- market or pricing strategy or provide
guarantees of prices and product implementations. These practices could, over time, significantly constrain the prices that we
can charge for certain of our products. If we do not adapt our pricing models to reflect changes in customer use of our products
or changes in customer demand, our revenue could decrease. Disruptions, capacity limitations, or interference...... condition, and
results of operations. We provide service- level commitments under our subscription agreements. If we fail to meet contractual



commitments for service level commitments or quality of professional services, we could be obligated to provide credits for
future service or face subscription termination with refunds of prepaid amounts, which would lower our revenue and harm our
business, results of operations, and financial condition. Many of our subscription agreements contain service- level
commitments. H#Under certain of our agreements we are unable-obligated to provide our customers with service credits
for failure to meet the stated service- level commitments, mcludmg farlure to meet the upt1me aﬂd— delrvery , and support
requirements under our customer subscription agreements . 2 s 2 2
enstomers-withrservice credits ;whieh-could significantly affect our revenue in the perrods in Wthh the uptrme or delivery
failure occurs and the credits are applied. We eetdd-also face subscription terminations, which could significantly affect both
our current and future revenue. In addition, #failure to meet the quality of our professional services under doesnotmeet
contractual requirements ;we-may-be-required-requires us to re- perform the services at our expense or refund amounts paid for
the services. Any failure to meet these contractual commitments could also damage our reputation, which could also adversely
affect our business and results of operations. If we fail to maintain, enhance, or protect our brand, our ability to expand our
customer base will be impaired and our business, financial condition, and results of operations may suffer. We believe that
maintaining, enhancing, and protecting the Jamf brand, including Jamf Nation, is important to support the marketing and sale of
our existing and future products to new customers and expand sales of our products to existing customers. We also believe that
the importance of brand recognition will increase as competition in our market increases. Successfully maintaining, enhancing,
and protecting our brand will depend largely on our ability to: develop and deploy effective marketing efforts; provide reliable
products that continue to meet the needs of our customers at competitive prices; maintain our customers’ trust; continue to
develop new functionality and use cases; successfully differentiate our products and product capabilities from competitive
products; and obtain, maintain, protect, and enforce trademark and other intellectual property protection for our brand. Our
brand promotion activities may not generate customer awareness or yield increased revenue, and even if they do, any increased
revenue may not offset the expenses we incur in building our brand. In addition, independent industry analysts provide reviews
of our platform, as well as products and services offered by our competitors, and perception of our platform in the marketplace
may be significantly influenced by these reviews. If these reviews are negative, or less positive as compared to those of our
competitors’ products and services, our brand may be adversely affected. If we fail to successfully promote, maintain, or protect
our brand, our business, financial condition, and results of operations may suffer. We may lose key personnel, and may be
unable to attract and retain employees we need to support our operations and growth. We depend on the continued services of
key personnel, including our senior management team. From time to time, there may be changes in our senior management
team. In the last two years, we have hired (including via internal promotions) a new Chief Executive Officer, Chief Financial
Officer, and Chief Sales Offteer;-and-ChiefReopte-Officer, among other leadership changes. We generally do not have fixed-
term employment agreements with our employees, and, therefore, they could terminate their employment with us at any time
without penalty. While we enter into non- compete agreements where permissible, not all jurisdictions permit such agreements,
and regardless of the jurisdiction, our key personnel could still pursue employment opportunities with other parties, including,
potentially any of our competitors , and there are no assurances that our existing non- compete agreements with any such key
personnel would be enforceable in a cost effective manner, if at all. Additionally, our non- compete periods expire, at which
time key personnel could work for any of our competitors. In such event, we would be unable to prevent our current employees
and other personnel formerly employed by us from competing with us, potentially resulting in the loss of some of our business.
The loss of key personnel, including members of management and key engineering, product development, marketing, and sales
personnel, could disrupt our operations, adversely impact employee retention and morale, and sertousty-harm-adversely affect
our business. Competition for highly qualified personnel is intense, especially for engineers with high levels of experieneed-—-

experience in design-designing , developing, and managing software deve}epment-eﬁgtneefs—and sales-professtonals-related
services . firreeentyears;reeruiting-Recruiting , hiring, and retaining employees with expertrse in our mdustry and in the

geographres where we operate may be has—beeeme—mefeasmgly—drfﬁcult ; v
v v as a result of the numerous technology, software, and other
compames requrrmg these talents part1cularly in tight labor markets. We have, from time to time, experienced, and we expect to
continue to experience, difficulty in hiring and retaining employees with appropriate qualifications. Many of the companies with
which we compete for experienced personnel have greater resources than we have. In addition, the recent move by companies,
including us, to offer a remote or hybrid work environment has resulted in increased competition for qualified personnel and
wage inflation in certain markets. If we hire employees from competitors or other companies, their former employers may
attempt to assert that these employees or we have breached certain legal obligations, resulting in a diversion of our time and
resources. In addition, job candidates and existing employees often consider the value of the equity awards they receive in
connection with their employment. Volatrlrty or lack of performance in our stock price may also affect our abrlrty to attract and
retam our key employees 0 0 y antial-o ;

Any farlure to successfully attract integrate, or retain qualrﬁed personnel to fulﬁll our current or future needs could adversely
affect our business, results of operations, and financial condition. In :laﬂua1=y—2024 we antouneed-executed a workforce
reduction plan intended to reduce operating costs, improve operating margins, and continue advancing our ongoing commitment
to profitable growth. The workforce reductron plan ﬁexpeeted—te—rmpaet—lmpacted approxrmately % of the Company s full—

time employees —W

: al-a : Thrs workforce reduction plan or any similar actions
taken in the future, could negatively 1mpact our ab111ty to attract, integrate, retain, and motivate key employees. In addition, we
believe that our corporate culture has been a critical component to our success and that our culture creates an environment that



drives and perpetuates our overall business strategy. As our organization has grown and expanded globally, and as our
workplace plans have developed (including, for example, the workforce reduction plan), we may find it increasingly difficult to
maintain the beneficial aspects of our corporate culture and effectively manage our global, hybrid workforce. Over time, our
hybrid work model may decrease the cohesiveness of our teams and our ability to maintain our culture, both of which are critical
to our success. Any failure to preserve our culture could negatively affect our future success, including our ability to recruit and
retain personnel and effectively focus on and pursue our business strategy. If Jamf Nation does not continue to thrive as we grow
and expand our business, or if content posted on Jamf Nation is inaccurate, incomplete, or misleading, our business could be
adversely affected. Jamf Nation provides a critical support function for our products and solutions. We allow users of Jamf
Nation to post content directly. While we monitor such posts, we cannot control what users post. As a result, we can provide no
assurance that users of Jamf Nation will continue to provide support by responding to questions with respect to our existing
products and solutions, or any new products and solutions we may develop as we grow and expand our business. Moreover, as
we further expand our business into new geographies, we can provide no assurance that Jamf Nation users will provide support
for any issues specific to those jurisdictions or in relevant languages. In addition, because we cannot control what users post,
users may post content that may be inaccurate, incomplete, or misleading, or that infringes, misappropriates, or otherwise
violates third- party intellectual property or proprietary rights. It may take us time to correct any inaccuracies or remove such
posts, and we can provide no assurance that we will successfully correct or remove all posts that are inaccurate or that allege to
infringe, violate, or misappropriate third- party intellectual property or proprietary rights. As a result, customers relying on Jamf
Nation for support for our products and solutions may suffer harm if the advice in a post is inaccurate, does not provide a
thorough explanation, or is inconsistent with our best practices or intended use of our products, which could in turn damage our
reputation and cause customers to lose faith in Jamf Nation. Any of these factors could adversely affect our reputation and / or
confidence in Jamf Nation and could have a material adverse effect on our business, results of operations, and financial
condition. If we fail to offer high- quality support, our business and reputation could suffer. Our customers rely on our customer
support personnel to resolve issues and realize the full benefits that our products provide. High- quality support is also important
for the renewal and expansion of our subscriptions with existing customers. The importance of our support function will
increase as we expand our business and pursue new customers. Our sales process is dependent on our product and business
reputation and on positive recommendations, referrals, and peer promotions from our existing customers. Many of our enterprise
customers, particularly large enterprise customers, have complex networks and require high levels of focused support, including
premium support offerings, to fully realize the benefits of our products. Any failure by us to maintain the expected level of
support could reduce customer satisfaction and hurt our expansion and customer retention, particularly with respect to our large
enterprise customers. Furthermore, as we sell our products internationally, our support organization faces additional challenges,
including those associated with delivering support, training, and documentation in languages other than English. Any failure to
maintain high- quality customer support, or a market perception that we do not maintain high- quality support, could materially
harm our reputation, business, financial condition, and results of operations, and adversely affect our ability to sell our products
to existing and prospective customers. The importance of high- quality customer support will increase as we expand our
business and pursue new customers. Existing-and-fature-aequistttons-Acquisitions , divestitures, strategic investments, or
partnerships could be difficult to identify and integrate, divert the attention of key personnel, disrupt our business, dilute
shareholder value, and adversely affect our business, operating results, and financial condition. As part of our business strategy,
we have in the past and expect to continue to make investments in and / or acquire complementary companies, services,
products, technologies, or talent. We have completed several acqulsltlons in recent years rinelading-otr-aequisition-of dataAR
Faly2023- We have also invested in certain privately held compames through our Jamf Ventures fund. Our ab111ty as an
organization to acquire and integrate or invest in other companies, services, or technologies in a successful manner is not
guaranteed. In the future, we may not be able to find suitable acquisition or investment candidates, and we may not be able to
complete such acquisitions or investments on favorable terms, if at all. If we do complete acquisitions or investments, we may
not ultimately strengthen our competitive position or ability to achieve our business objectives, and any acquisitions or
investments we announce or complete could be viewed negatively by our customers or investors. In addition, if we are
unsuccessful at integrating existing and future acquisitions, or the technologies and personnel associated with such acquisitions,
into our company, the revenue and operating results of the combined company could be adversely affected. Any integration
process may require significant time and resources, and we may not be able to manage the process successfully. We may not
successfully evaluate or utilize the acquired technology or personnel, or accurately forecast the financial impact of an
acquisition transaction, causing unanticipated write- offs or accounting charges. We may acquire development stage companies
that are not yet profitable, and that require continued investment, which could adversely affect our results of operations and
liquidity, thereby reducing our cash available for other corporate purposes. Additionally, integrations could take longer than
expected, or if we move too quickly in trying to integrate an acquisition, strategic investment, partnership, or other alliance, we
may fail to achieve the desired efficiencies. We have, and may in the future have to incur debt or issue equity securities to pay
for any such transaction, each of which could adversely affect our financial condition and the market price of our common stock.
The sale of equity to finance such transactions or issuance of equity awards to new employees could result in dilution to our
shareholders, which depending on the size of the target, may be significant. The incurrence of indebtedness would result in
increased fixed obligations and could also include covenants or other restrictions that would impede our ability to manage our
operations. Additional risks we may face in connection with such transactions include, among others: ¢ disruptions to
management focus on day- to- day responsibilities and ongoing operations; ¢ inherent uncertainties in valuation models; ¢
reductions in cash available for operations and other uses; * challenges with implementing adequate and appropriate controls,
procedures, and policies in acquired businesses; ¢ increased exposure to risks related to foreign operations due to the increase in
our employee presence outside the U. S.; « potential difficulties in completing projects associated with IPR & D of acquired



businesses; © retention of key personnel from acquired companies; * changes in relationships with strategic partners or the loss
of any key customers or partners as a result of product acquisitions or strategic positioning resulting from any such transaction;
liability for pre- acquisition activity, including intellectual property infringement claims, violations of laws, commercial
disputes, tax liabilities, and other known and unknown liabilities; ¢ litigation or other claims resulting from any such transaction,
including claims from terminated employees, customers, current and former stockholders, or other third parties; * risks relating
to the challenges and costs of closing a transaction, including completion of customary closing conditions for each transaction
(such as obtaining applicable regulatory and stockholder approvals); and « failure to achieve the expected benefits of any such
transaction, including the need to later divest acquired assets at a loss if a transaction does not meet our expectations. We may
not be able to respond to rapid technological changes with new products and services offerings. If we fail to predict and respond
rapidly to evolving technological trends and our customers’ changing needs, we may not be able to remain competitive. Our
market is characterized by rapid technological change, changing customer needs, frequent new software product introductions,
and evolving industry standards. The introduction of third- party products embodying new technologies and the emergence of
new industry standards and Apple operating systems and products could make our existing and future software products
obsolete and unmarketable. We may not be able to develop updated products and services that keep pace with these and other
technological developments that address the increasingly sophisticated needs of our customers or that meet new industry
standards or interoperate with new or updated operating systems and hardware devices. We may also fail to adequately
anticipate and prepare for the commercialization of emerging technologies and the development of new markets and
applications for our technology and thereby fail to take advantage of new market opportunities or fall behind early movers in
those markets. Our customers require that our products effectively identify and respond to these challenges on a timely basis
without disrupting the performance of our customers’ IT systems or interrupting their operations. As a result, we must
continually modify and improve our offerings in response to these changes on a timely basis. If we are unable to evolve our
products in time to respond to and remain ahead of new technological developments, our ability to retain or increase market
share and revenue in our markets could be materially adversely affected. Our ability to expand sales of our products depends on
several factors, including potential customer awareness of our products; the timely completion, introduction, and market
acceptance of enhancements to our products or new products that we may introduce; our ability to attract, retain, and effectively
train inside and field sales personnel in a hybrid work environment; our ability to develop or maintain integrations with partners;
the effectiveness of our marketing programs; and the costs of our products and the success of our competitors. If we are
unsuccessful in developing and marketing our products, or if organizations do not perceive or value the benefits of our products,
the market for our products might not continue to develop or might develop more slowly than we expect, either of which would
harm our growth prospects and operating results. In addition, the process of developing new technology is complex and
uncertain, and if we fail to accurately predict customers’ changing needs and emerging technological trends, our business could
be harmed. We believe that we must continue to dedicate significant resources to our research and development efforts,
including significant resources to developing new products and product enhancements before knowing whether the market will
accept them. Our new products and product enhancements could fail to attain sufficient market acceptance for many reasons,
including: * the failure to accurately predict market or customer demands; ¢ defects, errors, or failures in the design or
performance of our new products or product enhancements; ¢ negative publicity about the performance or effectiveness of our
products;  the introduction or anticipated introduction of competing products by our competitors; and * the perceived value of
our products or enhancements relative to their cost. Our competitors, particularly those with greater financial and operating
resources, may be able to respond more quickly and effectively than we can to new or changing opportunities, technologies,
standards, or customer requirements. With the introduction of new technologies, the evolution of our products and new market
entrants, we expect competition to intensify in the future. For example, as we expand our focus into new use cases or other
product offerings beyond our existing product portfolio, we expect competition to increase. Pricing pressures and increased
competition generally could result in reduced sales, reduced margins, losses, or the failure of our products to achieve or maintain
more widespread market acceptance. The development and use of generative Al and ML technologies in our platform and our
business, as well as our potential failure to effectively implement, use, and market these technologies, may result in reputation
harm or liability, or could otherwise adversely affect our business. We have incorporated and may continue to incorporate Al /
ML solutions and features into our platform, and otherwise within our business, and these solutions and features may become
more important to our operations or to our future growth over time. There can be no assurance that we will realize the desired or
anticipated benefits from Al / ML, or at all, and we may fail to properly implement or market our AI / ML solutions and
features. Our competitors or other third parties may incorporate Al / ML into their products, offerings, and solutions more
quickly or more successfully than we do, which could impair our ability to compete effectively, and adversely affect our results
of operations. Additionally, our Al / ML solutions and features may expose us to additional claims, demands, and proceedings
by private parties and regulatory authorities and subject us to legal liability as well as brand and reputational harm. For example,
the Al / ML models that we use are trained using various data sets, and if our models are incorrectly designed, the data we use
to train them is incomplete ot inadequate , flawed, biased, or questionable , or we do not have sufficient rights to use the data
on which our models rely, the performance of our Al / ML solutions and features, as well as our reputation, could suffer or we
could incur liability through the violation of contractual or regulatory obligations . As the use of AI / ML solutions is a novel
business strategy without an established track record, data sourcing, technology, integration and process issues, the
incorporation of program bias into decision- making algorithms, concerns over intellectual property, security problems,
and the protection of privacy could impair the adoption and acceptance of our AI / ML solutions . The legal, regulatory,
and policy environments around Al / ML are evolving rapidly, and we may become subject to new legal and other obligations in
connection with our use of AI / ML, which could require us to make significant changes to our policies and practices,
necessitating expenditure of significant time, expense, and other resources . Moreover, we are subject to significant



competition from other companies, some of which have longer operating histories and significantly greater financial,
technical, marketing, distribution, professional services, or other resources than us. Our competitors may incorporate Al
/ ML into their products more quickly or more successfully than us, which could impair our ability to compete
effectively and adversely affect our financial results. Any of the foregoing could adversely affect our business, reputation,
or financial results . Our products seek to serve multiple markets, and we are subject to competition from a wide and varied
field of competitors. Our established competitors may have greater name recognition, longer operating histories, and
significantly greater resources, which allows them to respond more quickly and effectively to new or changing opportunities or
challenges, technologies, operational requirements, and industry standards. Our competitors who are new or early stage entrants
to the market may have more nimble operations due to having fewer products and less overhead and may be willing to take legal
and operational risks, which allows them to launch products and meet customer demand more quickly and efficiently.
Regardless of size, our current and potential competitors may develop, market, and sell new products with comparable
functionality to our platform, which could cause us to lose customers, slow the rate of growth of new customers, and / or cause
us to decrease our prices to remain competitive, which could harm our business. In addition, some of our competitors may be
able to leverage their relationships with customers based on an installed base of products or to incorporate functionality into
existing products to gain business in a manner that discourages customers from including us in competitive bidding processes,
evaluating, and / or purchasing our products. They have done this in the past, and may in the future do this, by selling at zero or
negative margins, through product bundling, or through enterprise license deals. Some potential customers, especially Global
2000 Companies, have already made investments in, or may make investments in, substantial personnel and financial resources
and established deep relationships with these much larger enterprise IT vendors, which may make them reluctant to evaluate our
products or work with us regardless of product performance or features. Potential customers may prefer to purchase a broad
suite of products from a single provider, or may prefer to purchase products from an existing supplier rather than a new supplier,
regardless of performance or features. In addition, some of our current or potential customers may elect to develop their own
internal applications for their Apple deployment needs. With the recent increase in merger and acquisition transactions in the
technology industry, particularly transactions involving cloud- based technologies, we may face increased competitive pressures
in the future as a result of industry consolidation. Strategic or financial buyers, including our existing competitors, could acquire
one or more of our competitors and provide alternative products that compete more effectively against us. In addition, Apple
could choose to develop competing technology, leverage its existing offerings, and / or acquire one or more of our competitors
and standardize those competing offerings for a particular Apple product line or use case, which could reduce or eliminate the
utility of our products for that product line or use case. See “ — Changes in our continued relationship with Apple may have an
impact on our success ” for more information. As a result of any such industry consolidation, including by Apple, our
competitive position and our ability to retain or increase market share and revenue in our markets could be materially adversely
affected. For all of these reasons and others we cannot anticipate today, we may not be able to compete successfully against our
current and future competitors, which could harm our business, results of operations, and financial condition. Our customers
face numerous competitive challenges, which may materially adversely affect their business and ours. Our customers include
enterprises in a broad range of industries, including financial services, government, healthcare, legal, manufacturing,
professional services, retail, technology, and telecommunications. Factors adversely affecting our customers may also adversely
affect us. These factors include:  recessionary periods in our customers’ markets; * the impact of inflationary conditions on our
customers’ budgets and financial condition; * the inability of our customers to adapt to rapidly changing technology and
evolving industry standards, which may contribute to short product life cycles or shifts in our customers’ strategies; * regulation
- regulatory changes in our customers’ respective industries; ¢ the inability of our customers to develop, market, or gain
commercial acceptance of their products, some of which are new and untested; ¢ the potential that our customers’ products
become commoditized or obsolete; ¢ loss of business or a reduction in pricing power experienced by our customers; ¢ the
emergence of new business models or more popular products and shifting patterns of demand; and ¢ a highly- competitive
consumer products industry, which is often subject to shorter product lifecycles, shifting end- user preferences, and higher
revenue volatility. If our customers are unsuccessful in addressing these competitive challenges, their businesses may be
materially adversely affected, reducing the demand for our services, or decreasing our revenue, each of which could adversely
affect our ability to cover fixed costs and our gross profit margins and results of operations. The timing of our sales can be
difficult to predict. We and our channel and other partners are often required to spend significant time and resources to better
educate and familiarize potential customers with the value proposition of our products. We spend substantial time and resources
on our sales efforts without any assurance that our efforts will produce a sale. Customers often view the purchase of our
products as a strategic decision and significant investment. As a result, our customers frequently require considerable time to
evaluate, test, and qualify our products prior to purchasing them, and we often need to target the senior personnel that typically
make these purchasing decisions, such as CIOs and CISOs and line- of- business leaders. In particular, large enterprises,
government entities, customers that are purchasing our security products, and customers in highly regulated industries often
undertake an extensive evaluation process that further lengthens our sales cycle. During the sales cycle, we expend significant
time and money on sales and marketing and contract negotiation activities, which may not result in a sale. Additional factors
that may influence the length and variability of our sales cycle include: ¢ the discretionary nature of purchasing and budget
cycles and decisions; * impacts on customers’ business, cash flows, and financial condition as a result of macroeconomic
conditions; ¢ lengthy purchasing approval processes; ¢ the mix of products considered by our customers; * the industries in
which our customers operate; ¢ the evaluation of competing products during the purchasing process; * time, complexity, and
expense involved in replacing existing products; * announcements or planned introductions of new products, features, or
functionality by our competitors or of new products or offerings by us; and * evolving functionality demands. If our efforts in
pursuing sales and customers are unsuccessful, or if our sales cycles lengthen, our revenue could be lower than expected, which



would adversely affect our business, results of operations, or financial condition. If we do not effectively develop and expand
our sales and marketing capabilities, we may be unable to add new customers or increase sales to our existing customers, and
our business could be adversely affected. We depend on our sales and marketing capabilities to obtain new customers and
increase sales with existing customers. Our ability to increase our customer base and achieve broader market adoption of
our platform will depend on our ability to continue to expand our sales and marketing operations. We have and plan to
continue to dedicate significant resources to sales and marketing programs and to expand our sales and marketing
capabilities to target additional potential customers, but there is no guarantee that we will be successful in attracting and
maintaining additional customers. If we are unable to find efficient ways to deploy our sales and marketing investments
or if our sales and marketing programs are not effective, our business and operating results would be adversely affected.
Our ability to achieve significant revenue growth will depend, in large part, on our success in recruiting, training, and retaining
sufficient numbers of sales and marketing personnel, particularly in international markets. There is competition for sales and
marketing personnel with the skills and technical knowledge that we require. New hires require training and may take
significant time before they achieve full productivity. Our recent hires and planned hires may not become productive as quickly
as we expect, and we may be unable to hire or retain sufficient numbers of qualified individuals in the markets where we do
business or plan to do business. Furthermore, hiring sales and marketing personnel in new countries, or expanding our existing
presence, requires upfront and ongoing expenditures that we may not recover if the sales personnel fail to achieve full
productivity. We cannot predict whether, or to what extent, our sales will increase as we expand our sales and marketing
capabilities or how long it will take for new hires to become productive. If we are unable to hire and train a sufficient number of
effective sales and marketing personnel, or the sales and marketing personnel we hire are not successful in obtaining new
customers or increasing sales to our existing customer base, our business and results of operations could be adversely affected.
We rely, in part, upon free trials of our products and other inbound lead- generation strategies to drive our sales and revenue. If
these strategies fail to continue to generate sales opportunities or trial users do not convert into paying customers, our business
and results of operations would be harmed. We rely, in part, upon our marketing strategy of offering free trials of our products
and other inbound, lead- generation strategies to generate sales opportunities. Many of our customers start with the free trial
version of our products. These strategies may not be successful in continuing to generate sufficient sales opportunities necessary
to increase our revenue. Many early users never convert from the trial version of a product to a paid version of such product.
Further, we often depend on individuals within an organization who initiate the trial versions of our products being able to
convince decision makers within their organization to convert to a paid version. Many of these organizations have complex and
multi- layered purchasing requirements. To the extent that these users do not become, or are unable to convince others to
become, paying customers, we will not realize the intended benefits of this marketing strategy, and our ability to grow our
revenue will be adversely affected. We have indemnity provisions under our contracts with our customers, ehannel-partners, and
other third parties, which could have a material adverse effect on our business. In our agreements with customers, ekannet
partners, and other third parties, we typically agree to indemnify them for losses related to claims by third parties of intellectual
property infringement, misappropriation, or other violation. Additionally, from time to time, customers require us to indemnify
them for breach of confidentiality or violation of applicable law, among other things. Although we normally seek to
contractually limit our liability with respect to such obligations, some of these agreements provide for uncapped liability and the
existence of any dispute may have adverse effects on our customer relationships and reputation, and we may incur substantial
liability related to them. In addition, provisions regarding limitation of liability in our agreements with customers, ehannet
partners, or other third parties may not be enforceable in some circumstances or jurisdictions or may not protect us from claims
and related liabilities and costs. We maintain insurance to protect against certain types of claims associated with the use of our
products, but our insurance may not adequately cover any such claims and may not continue to be available to us on acceptable
terms or at all. If any such indemnification obligations are triggered, we could face substantial liabilities or be forced to make
changes to our products, enter into license agreements, which may not be available on commercially reasonable terms or at all,
or terminate our agreements with customers, ehansrel-partners, and other third parties and provide refunds. In addition, even
claims that ultimately are unsuccessful could result in expenditures of management’ s time and other resources. Furthermore,
any legal claims from customers and ehannelpartners could result in reputational harm and the delay or loss of market
acceptance of our products. Risks Related to Our Intellectual Property and IT Systems If we or our third- party service providers
suffer a cybersecurity event, our reputation may be harmed, we may lose customers, and we may incur significant liabilities, any
of which would harm our business and operating results. Cyberattacks, computer malware, viruses, social engineering (including
phishing and ransomware attacks), and general hacking are becoming more prevalent and more sophisticated in our industry,
and we may in the future become the target of third parties seeking unauthorized access to our confidential or sensitive
information or that of our customers or partners. While we have seenrity-cybersecurity measuresrisk management and
strategy processes in place that are designed to protect our and our customers’ confidential and sensitive information and
prevent data loss, these measures cannot provide absolute security and may not be effective to prevent a security breach,
including as a result of employee error, theft, misuse, or malfeasance, third- party actions, unintentional events, or deliberate
attacks by cyber criminals, any of which may result in system and business interruptions and / or someone obtaining
unauthorized access to our customers’ data, our data, our intellectual property, and / or our other confidential or sensitive
business information . We and our customers have faced, and will continue to face, cyber threats, attacks, and other
incidents from a variety of sources . In addition, third parties may attempt to fraudulently induce employees, contractors, or
users to disclose information, including user names and passwords, to gain access to our customers’ data, our data, or other
confidential or sensitive information, and we may be the target of email scams that attempt to acquire personal information or
company assets. Because techniques used to sabotage or obtain unauthorized access to systems change frequently, have
increased in sophistication, and generally are not recognized until successfully launched against a target, we may be unable to



anticipate these techniques, react in a timely manner or at all , or implement adequate preventative measures. Additionally,
bad actors are utilizing AI- based tools to execute attacks, creating unprecedented cybersecurity challenges, impacting
our ablllty to implement adequate preventative or ameliorative measures. Furthermore, our solutions may not help detect
situations in which a valid user identity has been compromised forexample-as-partofasophisticated-eyberattack-. We devote
significant financial and personnel resources to implement and maintain security measures; however, these resources may not be
sufficient, and as cybersecurity threats develop, evolve, and grow more complex over time, it may be necessary to make
significant further investments to protect our data and infrastructure. We rely on certain third- party software vendors to operate
our business, including identity and access management, payment processing, and hosting services; however, our ability to
monitor our third- party service providers’ data security is limited. Because we do not control our third- party service providers,
or the processing of data by our third- party service providers, we cannot ensure the integrity or security of measures they take
to protect and prevent unauthorized, accidental, or unlawful access or loss of our data or our customers’ data. A security breach
suffered by us or our third- party service providers, an attack against our service availability, any unauthorized, accidental, or
unlawful access or loss of data, or the perception that any such event has occurred, could result in a disruption to our service,
litigation, an obligation to notify regulators and affected individuals, the triggering of service availability, indemnification and
other contractual obligations, regulatory investigations, government fines and penalties, reputational damage, loss of investor
confidence, loss of sales and customers, mitigation and remediation expenses, and other significant costs and liabilities. In
addition, we may incur significant costs and operational consequences of investigating, remediating, eliminating, and putting in
place additional tools and devices designed to prevent future actual or perceived security incidents, as well as the costs to
comply with any notification or other obligations resulting from any security incidents. We also cannot be certain that our
existing insurance coverage will cover any indemnification claims against us relating to any security incident or breach, will be
available in sufficient amounts to cover the potentially significant losses that may result from a security incident or breach, will
continue to be available on acceptable terms or at all, or that the insurer will not deny coverage as to any future claim. The
successful assertion of one or more large claims against us that exceed available insurance coverage, or the occurrence of
changes in our insurance policies, including premium increases or the imposition of large deductible or co- insurance
requirements, could adversely affect our reputation, business, financial condition, and results of operations. Further, if a high
profile security breach occurs with respect to any Apple operating systems, our customers and potential customers may lose
trust in our products generally in addition to any Apple operating system products, such as ours in particular. Further,
ransomware attacks are becoming increasingly frequent and severe, and we may be unwilling or unable to make ransom
payments due to, among other things, applicable laws or regulations prohibiting such payments. We cannot assure you that our
products or hosted services will not be subject to cyberattacks, compromise, or other security incidents, especially in light of the
rapidly changing security threat landscape that our products and hosted services seek to address. Due to a variety of both internal
and external factors, including, without limitation, defects or misconfigurations of our products, our products could become
vulnerable to security incidents (both from intentional attacks and accidental causes). In addition, because the techniques used
by computer hackers to access or sabotage networks and endpoints change frequently, are increasing in sophistication, and
generally are not recognized until launched against a target, there is a risk that advanced attacks could emerge that attack our
software that we are unable to detect or prevent until after some of our customers are affected. If our cybersecurity products fail
to detect a security incident, there could potentially be claims against us for such security incident, which could require us to pay
damages and could hurt our reputation, whether or not the security incident was the fault of our products. Further, There-alse
has-been-inereasedregulatory-serutinyfrontrthe SEC withrespeet’ s Rules on Cybersecurity Risk Management, Strategy,
Governance, and Incident Disclosure requires us to adequately-diselosingrisks-eoneerning-make certain disclosures related
to incidents and the reasonably likely impact of such an incident on Form 8- K. Determining whether a cybersecurity -
incident is notifiable or reportable may not be straightforward and any Sueh-such seratiny-fronthe-SECinereases-the-risk
mandatory disclosures could be costly and lead to negative publicity, loss of customer confidence in the effectiveness of
our secunty measures, d1vers1on of management’ s attentlon, and governmental 1nvest1gat10ns tnte—t-he—eybefseeuﬂﬁy

btts&ness—tn—eybefseetﬁ‘rﬁy—aﬁd—adjﬁeeﬂt—maﬂeets— Our Fuft-her—eﬁr—customers and thelr service prov1ders admmlster access to

their data and systems. We offer tools and support for what we believe are best practices to maintain security utilizing our
services; however, our customers are ultimately responsible for the administration and control of their information systems and
they are not required to utilize those tools or follow our suggested practices or those of their other software vendors . Our
products could be considered a valuable target for lateral attacks because of their highly privileged access . Further,
vulnerabilities in open source or any proprietary or third- party integrations can persist even after security patches have been
issued if customers have not installed the most recent updates, or if the attackers exploited the vulnerabilities before patching
was complete. As a result, a customer may suffer a cybersecurity event on its own systems, unrelated to our own, and a
malicious actor could obtain access to the customer’ s information held on our system. Even if such a breach is unrelated to our
own security programs or practices, or if the customer failed to adequately protect our products, that breach could result in our
incurring significant economic and operational costs in investigating, remediating, eliminating, and putting in place additional
tools and devices to further protect our customers from their own vulnerabilities, and could also result in reputational harm to us.
Any of these negative outcomes could adversely affect the market perception of our platform and customer and investor
confidence in our company, and would adversely affect our business, operating results, and financial condition. We have
accordingly increased our investments in protective measures and risk mitigation strategies, but we cannot guarantee that our
efforts, or the efforts of those upon whom we rely and partner with, will be successful in preventing any such cybersecurity
incidents. Protecting our own assets has become more expensive from a dollar investment and time perspective, which we
expect will continue to increase in the future. Real or perceived errors, failures, or bugs in our products could adversely affect




our business, results of operations, financial condition, and growth prospects. Our products are complex, and therefore,
undetected errors, failures, bugs, or defects may be present in our products or occur in the future in our products, our technology
or software or, technology or software we license in from third parties, including open source software, especially when updates
or new products are released. Such software and technology is used in IT environments with different operating systems, system
management software, devices, databases, servers, storage, middleware, custom and third- party applications, and equipment
and networking configurations, which may cause errors, failures, bugs, or defects in the IT environment into which such
software and technology is deployed. This diversity increases the likelihood of errors, failures, bugs, or defects in those IT
environments. Despite testing by us, real or perceived errors, failures, bugs, or defects may not be found until our customers use
our products. Real or perceived errors, failures, bugs, or defects in our products could result in negative publicity, loss of or
delay in market acceptance of our products and harm to our brand, loss of investor confidence, weakening of our competitive
position, claims by customers for losses sustained by them, or failure to meet the stated service level commitments in our
customer agreements. In such an event, we may be required, or may choose, for customer relations or other reasons, to expend
significant additional resources in order to help correct the problem. Any real or perceived errors, failures, bugs, or defects in our
products could also impair our ability to attract new customers, retain existing customers, or expand their use of our products,
which would adversely affect our business, results of operations, and financial condition. We may also be subject to liability
claims for damages related to real or perceived errors, failures, bugs, or defects in our products. A material liability claim or
other occurrence that harms our reputation or decreases market acceptance of our products may harm our business and results of
operations. Finally, since some our customers use our products for compliance reasons, any errors, failures, bugs, defects,
disruptions in service, or other performance problems with our products may damage our customers’ business and could hurt our
reputation. {-f—Dlsruptlons or there— other afe—busmess 1nterrupt10ns that affect the availability of er-our platform could

adversely impact p Fotr-our infrastraeture; ourexisting-customers—

customer relationships may—expefwﬂee-seﬁtee-eutages—and overall business ournew-eustomers-may-experienee-delaysin-the
deploymentefourproduets-. Our continued growth depends on the ability of our existing and potential customers to access our

products and applications 24 hours a day, seven days a week, without interruption or degradation of performance. We currently
host our cloud service from third- party data center facilities eperated-by-including AWS and Azure,which operate from
several global locations.Any damage to,failure of,or interference with our cloud service that is hosted by AW-S;er-our by-third-
party service providers we-may-utilize-tirthe-future- whether as a result of our actions,actions by the third- party data
centers,actions by other third parties,or catastrophic events,could result in interruptions in our cloud service and / or the loss of
our or our customers’ data. While the third- party data centers host the server infrastructure,we manage the cloud services
through our site reliability engineering team,and we need to support version control,changes in cloud software parameters,and
the evolution of our products,all in a multi- OS environment. As-We have experienced and may in the future experience
disruptions, outages, and other performance problems with our infrastructure due to a variety of factors, including infrastructure
changes, introductions of new functionality, service interruptions from our hosting or technology partners, human or software
errors, capacity constraints, distributed denial of service attacks, or other security- related incidents. In some instances, we may
not be able to identify the cause or causes of these performance problems immediately or in short order. We-Many of our
customer agreements contain contractual service level commitments to maintain uptime of at least 99. 9 % for our cloud
services, and we may not be able to maintainr-satisfy the tevelofservieeuptime-and-performance required by our customers or
our contractual commitments, especially during peak usage times and as our products become more complex and our user traffic
increases. If any of our products malfunction or if our customers are unable to access our products or deploy them within a
reasonable amount of time, or at all, our business would be harmed. The adverse effects of any service interruptions on our
reputation and financial condition may be disproportionately heightened due to the nature of our business and the fact that our
customers expect continuous and umntermpted access to our products and have alow tolerance for 1nterrupt10ns of any duration.

ara A ar vents—In the event that any of our agreements w1th our third- party service
providers are terminated,there is a lapse or ehmlnatlon of any services or features that we utilize , or there is an interruption of
connectivity or damage to facilities,whether due to actions outside of our control or 0therw1$e,we could experience interruptions
or delays in customer access to our platform and incur significant expense in developing,identifying,obtaining,and / or
integrating replacement services,which may not be available on commercially reasonable terms or at all,and which would
adversely affect our business,financial condition,and results of operations.In addition,our customers’ satisfaction with our
offerings is dependent in part upon their perceptions and satisfaction with our cloud infrastructure service
providers.Dissatisfaction with such providers could damage our relationships with customers and / or result in the loss of
customers across one or more of our products. Since our customers may-rely on our products to secure their Apple products
and systems, and because customers use our products to assist in necessary business and service interactions and to support
customer and client- facing applications, any outage on our products would impair the ability of our customers to operate their
businesses and provide necessary services, which would negatively impact our brand, reputation, and customer satisfaction. If
Apple experiences service outages, such failure could interrupt our customers’ access to our services, which could adversely
affect their perception of our products’ reliability and our revenue. Additionally, customers may attribute Apple service outages
to our products, which may harm our reputation and cause our customers to ask us for assistance with these outages that are
outside of our control. Any disruptions in these services, including as a result of actions outside of our control, would
significantly impact the continued performance of our products. In the future, these services may not be available to us on
commercially reasonable terms, or at all. If we do not accurately predict our infrastructure capacity requirements, our customers
could experience service shortfalls. We may also be unable to effectively address capacity constraints, upgrade our systems as



needed, and continually develop our technology and network architecture to accommodate actual and anticipated changes in
technology. Any of the above circumstances or events may harm our reputation, cause customers to terminate their agreements
with us, impair our ability to obtain subscription renewals from existing customers, impair our ability to grow our customer
base, result in the expenditure of significant financial, technical, and engineering resources, subject us to financial penalties and
liabilities under our service level agreements, and otherwise could adversely affect our business, results of operations, and
financial condition. We are subject to stringent and changing privacy laws, regulations, and standards, information security
policies, and contractual obligations related to data privacy and security. Our actual or perceived failure to comply with such
obligations could harm our business. We are As-a-global-eompanyFamiis-subject to global data protection, privacy, and
security laws, regul'mons ;and codes of conduct that app-}y—relate to our varlous business umts and data processmg activities -

may 1nclude sensmve a—ffeet—eu:r—abrl-rty—f&nd—eu:r—eusteﬂaers—

abﬁtﬁ%—te—reaeh—eture&t—artd—prespeetwe—eustemers— confidential
ndividualrights-ofaeceess-, eorreetton;-and deletionoftheirpersonal 1nf0rmat10n These laws, regulatlons and codes are

inconsistent across jurisdictions and are subject to evolving and dlfferlng (sometlmes conﬂlctmg ) 1nterpretatlons Fand-to

implement-otr-business-models-effeetively-. Government officials
eurplatferm-and feree-regulators, privacy advocates, and class action attorneys are 1ncreasmgly scrutlnlzmg how

companies collect, process, tis-use to-bear-, store, share, and transmit personal data, including the burden-efmore-onerous
eb-l-tg&ﬁeﬂs—m—etueeeﬁtraets%aﬁsferrmg—transferrlng of persondl mfonn"mon across international borders Thls scrutlny s

laws, thereby further tmpaet—lmpactmg 0 abit P A-aSPa our business eperations-.
For example, European data transfers outside the European Economic Area are hlahly reéuldted and litigated. The mechanisms
that we and many other companies rely upon for European data transfers (for example, Standard Contractual Clauses and the
EU — US —HS-Data Privacy Framework) are the subject of legal challenge, regulatory interpretation, and judicial decisions
by the Court of Justice of the F-European Union . fllhe—suﬁabrhty-Several other countries have also established specific
legal requirements for cross- border transfers of Standard-Contractual-Clatises-personal information, and certain countries
have also estabhshed speclﬁc legal requlrements for data localization (such t-ra-nsfer—rn—seme—seeﬂaﬂes—has— as feeeﬁt-l-y—beeﬁ

transfer-mechanisms-avatlable-for-transferring-personal data eutsrde—must remain stored in the country) If other countrles

implement more restrictive regulations for cross- border data transfers or do not permit data to leave the country of
origin, such developments could adversely impact our business and our enterprise customers’ business, our financial
condition, and our results of operations in those jurisdictions. Additionally, the GDPR in the European Economic Area
and ineluding-the Frans-UK continues to be interpreted by European and UK courts in novel ways leading to shifting
requirements, country - AtlantieData-specific differences in application, and uncertain enforcement priorities. State laws
in the U. S. on Privaey-privacy Framewerk)-, data, and related technologies, such as other—- the eountriesthathave-similar
tr&ﬂs—CCPA and the CPRA as well as 1ndustry self berdefdata—ﬂew—regulatory codes and regulatory requnements ane}

and securlty compliance

obligations requtred—te—pfevide—etueserviees-'m—t-he—E-U—and eeu-}d—expese—us—te-expand the scope of potentlal s&ﬂeﬁeﬁs—aﬁd—ﬁnes
liability, either jointly for-- or nen—eompthianee-severally with our customers and suppliers . [n addition, certain jurisdictions

hav e 1mp0sed dat"l 1ocatllzat10n laws that mdy for example, requ1re persondl mfonn"mon of citizens to be collected stored, and

privacy and data protectlon laws along with contractudlly imposed 1ndust1y stand'lrds are uncertain, it is poss1ble that these laws
may be interpreted and applied in a manner that is inconsistent with laws in other jurisdictions, our existing data management
practices, or the features of our products and product capabilities. We therefore cannot yet-fully determine the impact these or
future laws, rules, regulations, and industry standards may have on our business or operations. Any failure or perceived failure
by us, or any third parties with which we do business, to comply with our posted privacy policies, changing consumer
expectations, evolving laws, rules and regulations, industry standards, or contractual obligations to which we or such third
parties are or may become subject, may result in actions or other claims against us by governmental entities or private actors, the
expenditure of substantial costs, time, and other resources or the imposition of significant fines, penalties, or other liabilities. In
addition, any such action, particularly to the extent we were found to be guilty of violations or otherwise liable for damages,
would damage our reputation and adversely affect our business, financial condition, and results of operations. Complying with
these requirements and changing our policies and practices may be onerous and costly, and we may not be able to respond
quickly or effectively to regulatory, legislative, and other developments. These changes may in turn impair our ability to offer
our existing or planned features, products, and services and / or increase our cost of doing business. As we expand our customer



base, these requirements may vary from customer to customer, further increasing the cost of compliance and doing business. We
may be sued by third parties for alleged infringement, misappropriation, or other violation of their intellectual property and
proprietary rights. There is considerable patent and other intellectual property development activity in our industry. Our success
depends, in part, on our ability to develop and commercialize our products without infringing, misappropriating, or otherwise
violating the intellectual property or proprietary rights of others. From time to time, our competitors or other third parties have
claimed, and in the future could claim, that we are infringing, misappropriating, or otherwise violating their intellectual property
or proprietary rights, we have been, and in the future may become, subject to intellectual property disputes, and we may be
found to be infringing, misappropriating, or otherwise violating such rights. A claim may also be made relating to technology
that we acquire or license from third parties. We may be unaware of the intellectual property or proprietary rights of others that
may cover some or all of our products. Regardless of merit, any claims or litigation could cause us to incur significant expenses
and, if successfully asserted against us, could require that we pay substantial damages, costs, and / or ongoing royalty payments,
prevent us from offering our products, require us to obtain a license, which may not be available on commercially reasonable
terms or at all, require us to re- design our products, which could be costly, time- consuming, or impossible, or require that we
comply with other unfavorable terms. If any of our customers are sued, we would in general be required to defend and / or settle
the litigation on their behalf. In addition, if we are unable to obtain licenses or modify our products to make them non-
infringing, we might have to refund a portion of license fees prepaid to us and terminate those agreements, which could further
exhaust our resources. In addition, we have paid, and may in the future pay, substantial settlement amounts or royalties on future
product sales to resolve claims or litigation, whether or not legitimately or successfully asserted against us. Even if we were to
prevail in the actual or potential claims or litigation against us, any claim or litigation regarding our intellectual property and
proprietary rights could be costly and time- consuming and divert the attention of our management and key personnel from our
business operations. Such disputes, with or without merit, could also cause potential customers to refrain from purchasing our
products or otherwise cause us reputational harm. We do not currently have a large patent portfolio, which could prevent us
from deterring patent infringement claims through our own patent portfolio, and our competitors and others may now and in the
future have significantly larger and more mature patent portfolios than we have. Any litigation may also involve non- practicing
entities, patent holding companies, or other adverse patent owners. We cannot predict the outcome of lawsuits and cannot ensure
that the results of any such actions will not have an adverse effect on our business, financial condition, or results of operations.
We rely on third- party software and intellectual property licenses. Our products include software and other intellectual property
and proprietary rights licensed from third parties. It may be necessary in the future to seek or renew licenses relating to various
aspects of our products. We have the expectation, based on experience and standard industry practice, that such licenses
generally can be obtained on commercially reasonable terms. However, there can be no assurance that the necessary licenses
would be available on commercially reasonable terms, if at all. Our inability to obtain certain licenses or other rights or to obtain
such licenses or rights on favorable terms could have a material adverse effect on our business, operating results, and financial
conditions. In any such case, we may be required to seek licenses to other software or intellectual property or proprietary rights
from other parties and re- design our products to function with such technology, or develop replacement technology ourselves,
which could result in increased costs and product delays. We may also be forced to limit the features available in our current or
future products. Moreover, incorporating intellectual property or proprietary rights licensed from third parties on a nonexclusive
basis in our products, including our software, could limit our ability to protect our intellectual property and proprietary rights in
our products and our ability to restrict third parties from developing similar or competitive technology using the same third-
party intellectual property or proprietary rights. If we are unable to obtain, maintain, protect, or enforce our intellectual property
and proprietary rights, our competitive position could be harmed or we could be required to incur significant expenses. Our
ability to compete effectively is dependent in part upon our ability to obtain, maintain, protect, and enforce our intellectual
property and other proprietary rights, including proprietary technology. We establish and protect our intellectual property and
proprietary rights, including our proprietary information and technology, through a combination of licensing agreements, third-
party nondisclosure agreements, confidentiality procedures, and other contractual provisions, as well as through patent,
trademark, trade dress, copyright, trade secret, and other intellectual property laws in the U. S. and similar laws in other
countries. However, the steps we take to obtain, maintain, protect, and enforce our intellectual property and proprietary rights
may be inadequate. There can be no assurance that these protections will be available in all cases or will be adequate to prevent
our competitors or other third parties from copying, reverse engineering, accessing, or otherwise obtaining and using our
technology, intellectual property, or proprietary rights or products without our permission. The laws of some foreign countries,
including countries in which our products are sold, may not be as protective of intellectual property and proprietary rights as
those in the U. S., and mechanisms for enforcement of intellectual property and proprietary rights may be inadequate. There can
be no assurance that our competitors will not independently develop technologies that are substantially equivalent or superior to
our technology or design around our intellectual property and proprietary rights. In each case, our ability to compete could be
significantly impaired. In addition, third parties may seek to challenge, invalidate, or circumvent our patents, trademarks,
copyrights, trade secrets, or other intellectual property and proprietary rights, or any applications for any of the foregoing,
including through administrative processes such as re- examination, inter partes review, interference and derivation proceedings
and equivalent proceedings in foreign jurisdictions (e. g., opposition proceedings), or litigation. The legal standards relating to
the validity, enforceability, and scope of protection of intellectual property and proprietary rights are uncertain and still
evolving. There can be no assurance that our patent applications will result in issued patents or whether the examination process
will require us to narrow the scope of the claims sought. In addition, our issued patents, and any patents issued from our pending
or future patent applications or licensed to us in the future may not provide us with competitive advantages, may be successfully
challenged, invalidated, or circumvented by third parties, or may not prove to be enforceable in actions brought against alleged
infringers. The value of our intellectual property and proprietary rights could also diminish if others assert rights therein or



ownership thereof, and we may be unable to successfully resolve any such conflicts in our favor or to our satisfaction. To
prevent substantial unauthorized use of our intellectual property and proprietary rights, it may be necessary to prosecute actions
for infringement, misappropriation, and / or other violation of our intellectual property and proprietary rights against third
parties. Any such action may be time- consuming and could result in significant costs and diversion of our resources and
management’ s attention, and there can be no assurance that we will be successful in such action, even when our rights have
been infringed, misappropriated, or otherwise violated. Further, our efforts to enforce our intellectual property and proprietary
rights may be met with defenses, counterclaims, and countersuits attacking the validity and enforceability of our intellectual
property and proprietary rights, and if such defenses, counterclaims, or countersuits are successful, we could lose valuable
intellectual property and proprietary rights. Furthermore, many of our current and potential competitors have the ability to
dedicate substantially greater resources to enforce their intellectual property and proprietary rights than we do. Accordingly,
despite our efforts, we may not be able to prevent third parties from infringing, misappropriating, or otherwise violating our
intellectual property and proprietary rights. Although we enter into confidentiality and invention assignment agreements with
our employees and consultants and enter into confidentiality agreements with other third parties, including customers and third-
party service providers, we cannot guarantee that we have entered into such agreements with each party that has or may have
had access to our proprietary information, know- how, and trade secrets. Moreover, no assurance can be given that these
agreements will be effective in controlling access to, distribution, use, misuse, misappropriation, reverse engineering, or
disclosure of our proprietary information, know- how, and trade secrets. Further, these agreements may not prevent our
competitors from independently developing technologies that are substantially equivalent or superior to our products and
platform capabilities. These agreements may be breached, and we may not have adequate remedies for any such breach. Our use
of open source software could impose limitations on our ability to commercialize our products or subject us to litigation or other
actions. Our products contain software modules licensed for use from third- party authors under open source licenses, including
MIT, Berkley Software Distribution, and others, and we expect to continue to incorporate open source software in our products
in the future. Use and distribution of open source software may entail greater risks than use of third- party commercial software,
as open source licensors generally do not provide warranties or other contractual protections regarding infringement,
misappropriation, or other violation claims or the quality of the code. Some open source licenses contain requirements that we
make available the source code of modifications or derivative works we create based upon, incorporating or using the type of
open source software we use and that we license such modifications or derivative works under the terms of the applicable open
source licenses. If we fail to comply, or are alleged to have failed to comply, with the terms and conditions of our open source
licenses, we could be required to incur significant legal expenses defending such allegations, subject to significant damages,
enjoined from the sale of our proprietary products and required to comply with onerous conditions or restrictions on our
proprietary products, any of which could be disruptive to our business. Moreover, if we combine our proprietary products with
open source software in a certain manner, we could, under certain of the open source licenses, be required to release the source
code of our proprietary products to the public or offer our products to users at no cost. This could allow our competitors to create
similar products with lower development effort and time and ultimately could result in a loss of sales for us. We cannot ensure
that we have not incorporated open source software in our software in a manner that is inconsistent with the terms of the
applicable license or our current policies, and we may inadvertently use open source in a manner that we do not intend or that
could expose us to claims for breach of contract or intellectual property infringement, misappropriation, or other violation.
Certain versions and libraries of open source software allow for any individuals to make general contributions and updates, and
the use of such open source software may introduce or amplify certain security vulnerabilities, depending on how, and with
which systems, it is implemented. Although we have established policies to regulate the use and incorporation of open source
software into our platform, we cannot be certain that we have not incorporated open source software in our platform in a manner
that is inconsistent with such policies. The terms of many open source licenses have not been interpreted by U. S. courts, and
there is a risk that such licenses could be construed in a manner that could impose unanticipated conditions or restrictions on our
ability to commercialize our products. In such an event, we could be required to seek licenses from third parties in order to
continue offering our products, re- engineer our products, discontinue the sale of our products in the event re- engineering
cannot be accomplished on a timely basis, or make generally available, in source code form, all or a portion of our proprietary
source code, any of which could materially and adversely affect our business and operating results. Risks Related to Laws and
Regulations We provide our products to state and local governments and to a lesser extent federal government agencies, and
heavily regulated organizations in the U. S. and in foreign jurisdictions; as a result, we face risks related to the procurement
process budget decisions driven by statutory and regulatory determinations, termination of contracts, and compliance with
government contracting requirements. We sell our products and provide limited services to a number of state and local
government entities (including, primarily, educational institutions) and, in limited instances, the U. S. government. We
additionally have customers who operate in heavily- regulated organizations who procure our software products both through
our partners and directly, and we have made, and may continue to make, significant investments to support future sales
opportunities in these sectors. Doing business with government entities presents a variety of risks. Among other risks, the
procurement process for governments and their agencies is highly competitive, can be time- consuming, requires us to incur
significant up- front time and expense, and subjects us to additional compliance risks and costs, without any assurance that we
(or a third- party reseller) will win a contract. Beyond this, demand for our products and services may be impacted by public
sector budgetary cycles and funding availability, impacts of macroeconomic and geopolitical conditions, and funding in any
given fiscal cycle may be reduced or delayed, including in connection with an extended federal government shutdown, which
could adversely impact demand for our products and services. In addition, public sector and heavily- regulated customers may
have contractual, statutory, or regulatory rights to terminate current contracts with us or our third- party distributors or resellers
for convenience or due to a default. If a contract is terminated for convenience, we may only be able to collect fees for products



or services delivered prior to termination and settlement expenses. If a contract is terminated due to a default, we may be liable
for excess costs incurred by the customer for procuring alternative products or services or be precluded from doing further
business with government entities. Farther;-entities-Entities providing services to governments are required to comply with a
variety of complex laws, regulations, and contractual provisions relating to the formation, administration, or performance of
government contracts that give public sector customers substantial rights and remedies, many of which are not typically found in
commercial contracts. These may include rights with respect to price protection, the accuracy of information provided to the
government, contractor compliance with supplier diversity policies, and other terms that are particular to government contracts,
such as termination rights. These rules may apply to us and / or third parties through whom we resell our products and services
and whose practices we may not control, where such parties’ non- compliance could impose repercussions with respect to
contractual and customer satisfaction issues. Federal, state, and local governments routinely investigate and audit contractors for
compliance with these requirements. If, as a result of an audit or review, it is determined that we have failed to comply with
these requirements, we may be subject to civil and criminal penalties and administrative sanctions, including termination of
contracts, forfeiture of profits, cost associated with the triggering of price reduction clauses, fines and suspensions, or debarment
from future government business, and we may suffer harm to our reputation. Additionally, government certification, software
supply chain, or source code transparency requirements applicable to us or our platform may change and, in doing so,
restrict our ability to sell into the governmental sector until we have attained the revised certification or meet other new
requirements. For example, although we are currently StateRAMP authorized, such authorization is costly to maintain
and subject to rigorous compliance and if we lose our authorization, it may restrict our ability to sell to education and
other state government customers. Our customers also include a number of non- U. S. governments. Similar procurement,
budgetary, contract, and audit risks that apply in the context of U. S. government contracting also apply to our doing business
with these entities, particularly in certain emerging markets where our customer base is less established. In addition, compliance
with complex regulations and contracting provisions in a variety of jurisdictions can be expensive and consume significant
management resources. In certain jurisdictions, our ability to win business may be constrained by petitteal-geopolitical and other
factors unrelated to our competitive position in the market. Additionally, many of our current and prospective customers, such as
those in the financial services and health care industries, are highly regulated and may be required to comply with more stringent
regulations in connection with subscribing to and implementing our services. Each of these difficulties could result in substantial
compliance burdens and could materially adversely affect our business and results of operations. We are subject to export
controls and economic sanctions laws, and our customers and ehamnelpartners are subject to import controls that could subject
us to liability if we are not in full compliance with applicable laws. Certain of our products are subject to U. S. export controls,
and we would be permitted to export such products to certain countries outside the U. S. only by first obtaining an export license
from the U. S. government, or by utilizing an existing export license exception, or after clearing U. S. government agency
review. Obtaining the necessary export license or accomplishing a U. S. government review for a particular export may be time-
consuming and may result in the delay or loss of sales opportunities. Furthermore, U. S. export control laws and economic
sanctions, including economic and trade sanctions regulations administered by the U. S. Treasury Department’ s Office of
Foreign Assets Control, prohibit the sale or supply of our products and services to U. S. embargoed or sanctioned countries,
regions, governments, persons, and entities. Although we take precautions to prevent our solutions from being provided in
violation of U. S. export control and economic sanctions laws, our solutions may have been in the past, and could in the future
be, provided inadvertently in violation of such laws. If we were to fail to comply with U. S. export law requirements, U. S.
customs regulations, U. S. economic sanctions, or other applicable U. S. laws, we could be subject to substantial civil and
criminal penalties, including fines, incarceration for responsible employees and managers, and the possible loss of export or
import privileges. U. S. export controls, sanctions, and regulations apply to our channel and other partners as well as to us. Any
failure by our channel and other partners to comply with such laws, regulations, or sanctions could have negative
consequences, including reputational harm, government investigations, and penalties. Changes in our products or changes in
export and import regulations may create delays in the introduction of our products into international markets, prevent our
customers with international operations from deploying our products globally, or, in some cases, prevent the export or import of
our products to certain countries, governments, or persons altogether. In addition, any change in export or import regulations,
economic sanctions, or related legislation, shift in the enforcement, or scope of existing regulations, or change in the countries,
governments, persons, or technologies targeted by such regulations, could result in decreased use of our products by, or in our
decreased ability to export or sell our products to, existing or potential customers with international operations. Any decreased
use of our products or limitation on our ability to export or sell our products would likely adversely affect our business, financial
condition, and operating results. We are subject to anti- corruption, anti- bribery, and similar laws, and non- compliance with
such laws can subject us to criminal penalties or significant fines and harm our business and reputation. We are subject to anti-
corruption, anti- bribery, and similar laws, such as the FCPA, the U. S. domestic bribery statute contained in 18 U. S. C. § 201,
the U. S. Travel Act, the USA PATRIOT Act, the U. K. Bribery Act 2010, and other anti- corruption, anti- bribery, and anti-
money laundering laws in countries in which we conduct activities. Anti- corruption and anti- bribery laws have been enforced
aggressively in recent years and are interpreted broadly and prohibit companies and their employees and agents from promising,
authorizing, making, offering, soliciting, or accepting, directly or indirectly, improper payments or other improper benefits to or
from any person whether in the public or private sector. As we increase our international sales and business, our risks under
these laws may increase. Noncompliance with these laws could subject us to investigations, sanctions, settlements, prosecution,
other enforcement actions, disgorgement of profits, significant fines, damages, other civil and criminal penalties or injunctions,
adverse media coverage, and other consequences. Any investigations, actions, or sanctions could adversely affect our business,
results of operations, and financial condition. Changes in tax laws or regulations in the various tax jurisdictions we are subject to
that are applied adversely to us or our customers could increase the costs of our products and harm our business. Our corporate



structure and associated transfer pricing policies anticipate future growth into the international markets. The amount of taxes we
pay in different jurisdictions may depend on the application of the tax laws of the various jurisdictions, including the U. S., to
our international business activities, changes in tax rates, new or revised tax laws or interpretations of existing tax laws and
policies, and our ability to operate our business in a manner consistent with our corporate structure and intercompany
arrangements. The taxing authorities of the jurisdictions in which we operate may challenge our methodologies for pricing
intercompany transactions, which are generally required to be computed on an arm’ s- length basis pursuant to intercompany
arrangements, or disagree with our determinations as to the income and expenses attributable to specific jurisdictions. It is not
uncommon for tax authorities in different countries to have conflicting views, with respect to, among other things, the manner in
which the arm’ s length standard is applied for transfer pricing purposes, the transfer pricing and charges for intercompany
services and other intercompany transactions, or with respect to the valuation of our intellectual property and the manner in
which our intellectual property is utilized within our group. If such a challenge or disagreement were to occur, and our position
was not sustained, we could be required to pay additional taxes, interest, and penalties, which could result in one- time tax
charges, higher effective tax rates, reduced cash flows, and lower overall profitability of our operations. Our financial statements
could fail to reflect adequate reserves to cover such a contingency. Significant judgment is often required in the determination of
our worldwide provision for income taxes. Our effective tax rate could be impacted by changes in the valuation of deferred tax
assets and liabilities and our ability to utilize them. We are also subject to tax examinations and while we regularly evaluate new
information that may change our judgment resulting in recognition, derecognition, or changes in measurement of a tax position
taken, there can be no assurance that the final determination of any examinations will not have an adverse effect on our
operating results or financial position. As we continue to develop and grow our business, in particular internationally, our
success will depend in part on our ability to anticipate and effectively manage these risks. New income, sales, use or other tax
laws, statutes, rules, regulations, or ordinances could be enacted at any time. Those enactments could harm our domestic and
international business operations, and our business and financial performance. Such developments, for example, may include
certain Organization for Economic Co- operation and Development’ s proposals including the implementation of the global
minimum tax under the Pillar Two model rules, and the European Commission’ s and certain major jurisdictions’ heightened
interest in and taxation of companies participating in the digital economy. Further, existing tax laws, statutes, rules, regulations,
or ordinances could be interpreted, changed, modified, or applied adversely to us. These events could require us or our
customers to pay additional tax amounts on a prospective or retroactive basis, as well as require us or our customers to pay fines
and / or penalties and interest for past amounts deemed to be due. If we raise our prices to offset the costs of these changes,
existing and potential future customers may elect not to purchase our products in the future. Additionally, new, changed,
modified, or newly interpreted or applied tax laws could increase our customers’ and our compliance, operating, and other costs,
as well as the costs of our products. Further, these events could decrease the capital we have available to operate our business.
Any or all of these events could harm our business and financial performance. Our ability to use our net operating losses to
offset future taxable income may be subject to certain limitations. In general, under Section 382 of the Code, a corporation that
undergoes an “ ownership change ” is subject to annual limitations on its ability to utilize its pre- change NOLSs to offset future
taxable income. Our ability to utilize the Company’ s current U. S. federal NOLs may be limited under Section 382 of the Code.
If we undergo an ownership change, our ability to utilize NOLs could be further limited by Section 382 of the Code. Future
changes in our stock ownership, many of which are outside of our control, could result in an ownership change under Section
382 of the Code. Furthermore, our ability to utilize NOLs of companies that we have acquired, or may acquire in the future, may
be subject to limitations. For these reasons, we may not be able to utilize a material portion of the NOLs, even if we were to
achieve profitability. Our NOL carryforwards may be unavailable to offset future taxable income because of restrictions under
U. S. tax law. NOLs generated in taxable years ending on or prior to December 31, 2017 are only permitted to be carried
forward for 20 taxable years under applicable U. S. federal tax law. Under current law, our federal NOLs generated in taxable
years ending after December 31, 2017 may be carried forward indefinitely and NOLs arising in taxable years beginning after
December 31, 2017 and before January 1, 2021 may be carried back to each of the five taxable years preceding the tax year of
such loss, but NOLs arising in taxable years beginning after December 31, 2020 may not be carried back. In addition, for taxable
years beginning after December 31, 2020, the deductibility of federal NOLs generated in taxable years beginning after
December 31, 2017 is limited to 80 % of current year taxable income. Risks Related to Our Financial Reporting and Capital
Resources Seasonality may cause fluctuations in our revenue. We believe there are seasonal factors that may cause us to record
higher revenue in some quarters compared with others. We believe this variability is largely due to our customers’ budgetary
and spending patterns, as many customers spend the unused portions of their discretionary budgets prior to the end of their fiscal
years. For example, we have historically recorded our highest level of total revenue in our fourth quarter, which we believe
corresponds to the fourth quarter of a majority of our enterprise customers. We have historically received a higher number of
orders from education customers in the summer months to coincide with their fiscal year end. As our rate of growth has slowed,
seasonal or cyclical variations in our operations may become more pronounced, and our business, results of operations, and
financial position may be adversely affected. Our quarterly operating results and other metrics may vary significantly and be
unpredictable, which could cause the trading price of our stock to decline. Our operating results and other metrics have
historically varied from period to period, and we expect that they will continue to do so as a result of a number of factors, many
of which are outside of our control and may be difficult to predict. As a result, we may experience significant fluctuations in our
financial and other operating results, including fluctuations in our key metrics. This variability and unpredictability could result
in our failing to meet the expectations of securities analysts or investors for any period. If we fail to meet or exceed such
expectations for these or any other reasons, the market price of our shares could fall substantially and we could face costly
lawsuits, including securities class action suits. We may fail to meet or exceed the expectations of securities analysts and
investors, and the market price for our common stock could decline. If one or more of the securities analysts who cover us



change their recommendation regarding our stock adversely, the market price for our common stock could decline. Additionally,
our stock price may be based on expectations, estimates, or forecasts of our future performance that may be unrealistic or may
not be achieved. Further, our stock price may be affected by financial media, including press reports and blogs. Changes in
accounting principles and guidance could result in unfavorable accounting charges or effects. We prepare our consolidated
financial statements in accordance with GAAP. These principles are subject to interpretation by the SEC and various bodies
formed to create and interpret appropriate accounting principles and guidance. A change in these principles or guidance, or in
their interpretations, may have a material effect on our reported results, as well as our processes and related controls, and may
retroactively affect previously reported results. See Part II, Item 8, “ Financial Statements and Supplementary Data — Summary
of significant accounting policies ” for more information . Complications with the implementation of our recent systems
transformation could adversely impact our business and operations. We rely extensively on information systems and
technology to operate and manage our business and summarize operating results. We recently implemented updated
sales software and software to support our business, including our enterprise resource planning system, as well as other
systems to upgrade processes, governance, and systems. Our system transformation includes a comprehensive redesign
of our systems, including the quoting, contracting, and invoicing processes, and the systems and tools we use. The system
transformation is designed to accurately maintain our financial records, enhance operational functionality and provide
timely information to our management team related to the operation of the business. The system transformation
implementation process has required, and will continue to require, significant personnel and financial resources. If the
system transformation does not operate as intended, the effectiveness of our internal control over financial reporting
could be adversely affected or our ability to assess those controls adequately could be further delayed. Key business
metrics and other estimates are subject to inherent challenges in measurement and to change as our business evolves,
and our business, operating results, and financial condition could be adversely affected by real or perceived inaccuracies
in those metrics or any changes in metrics we disclose. We regularly review key business metrics, including our ARR,
number of customers, number of devices, and other measures, to evaluate growth trends, measure our performance, and
make strategic decisions. These key metrics are calculated using complex systems, methodologies, and internal company
data. While these numbers are based on what we believe to be reasonable estimates for the applicable period of
measurement at the time of reporting, there are inherent challenges in such measurements. For example, the process of
our recent comprehensive systems update included some minor data reconfiguration and validation of accounts and
metrics through year- end and immaterially impacted our ARR, customer count, and device count previously reported
for the third quarter of 2024. There is no guarantee that we will not detect other differences or errors with respect to our
key business metrics with the continued application of our redesigned systems or otherwise. If we fail to maintain
effective systems and processes or if such systems fail to detect errors with respect to our key business metrics or other
information, the key business metrics or other information that we report may be inaccurate. Moreover, we may
periodically change the definition or methodology used to calculate our key business metrics. If reported key business
metrics or other information proofs to be materially inaccurate or we discover additional differences or errors in
reported results, we may be required to amend and / or restate previous reports, may be unable to report our results on a
timely basis, may lose investor confidence, and the price of our common stock could be impacted. Further, if investors
perceive any changes to our key business metrics or the methodologies used to calculate these metrics, negatively, our
business could be adversely affected . Our revenue recognition and other factors may impact our financial results in any given
period and make them difficult to predict. We recognize revenue under ASC 606 when or as performance obligations are
satisfied. We derive revenue primarily from sales of SaaS subscriptions and support and maintenance contracts and, to a lesser
extent, sales of on- premise term- based subscriptions and perpetual licenses and services. Subscription revenue consists of sales
of SaaS subscriptions and on- premise term- based subscription licenses as well as support and maintenance contracts. We
recognize subscription revenue ratably over the term of the applicable agreement, provided that all other revenue recognition
criteria have been satisfied. License revenue consists of revenue from on- premise perpetual licenses of our Jamf Pro product
sold primarily to existing customers. We recognize license revenue upfront, assuming all revenue recognition criteria are
satisfied. Services revenue consists primarily of professional services provided to our customers to configure and optimize the
use of our software solutions, as well as training services related to the operation of our software solutions, which is recognized
as the services are performed. Our application of ASC 606 with respect to the nature of future contractual arrangements could
impact the forecasting of our revenue for future periods, as both the mix of products and services we will sell in a given period,
as well as the size of contracts, is difficult to predict. Consequently, a shortfall in sales of our SaaS subscription and support and
maintenance contracts in any quarter may not significantly reduce our subscription revenue for that quarter but may negatively
affect subscription revenue in future quarters. Accordingly, the effect of significant downturns in sales of our SaaS subscription
and support and maintenance contracts may not be fully reflected in our results of operations until future periods. We may be
unable to adjust our cost structure to compensate for this potential shortfall in subscription revenue. Our revenue recognition
model for our SaaS subscription and support and maintenance contracts also makes it difficult for us to rapidly increase our
revenue through additional sales in any period, as a significant amount of our revenue is recognized over the applicable
agreement term. Furthermore, the presentation of our financial results requires us to make estimates and assumptions that may
affect revenue recognition. In some instances, we could reasonably use different estimates and assumptions and changes in
estimates may occur from period to period. See Part II, Item 7, “ Management’ s Discussion and Analysis of Financial Condition
and Results of Operations — Critical Accounting Estimates — Revenue Recognition. ” Given the foregoing factors, comparing
our revenue and operating results on a period- to- period basis may not be meaningful, and our past results may not be indicative
of our future performance. Impairment of goodwill and other intangible assets would result in a decrease in earnings. We have in
the past, and may in the future, acquire intangible assets. Current accounting rules require that goodwill and other intangible



assets with indefinite useful lives that are not amortized be tested for impairment at least annually. These rules also require that
intangible assets with definite useful lives be amortized over their respective estimated useful lives to their estimated residual
values and reviewed for impairment whenever events or changes in circumstances indicate that the carrying amount of an asset
may not be recoverable. Events and circumstances considered in determining whether the carrying value of amortizable
intangible assets and goodwill may not be recoverable include, but are not limited to, significant changes in performance relative
to expected operating results, significant changes in the use of the assets, significant negative industry or economic trends,
significant impacts to the economy (such as inflationary pressures), or a significant decline in our stock price and / or market
capitalization for a sustained period of time. To the extent such evaluation indicates that the useful lives of intangible assets are
different than originally estimated, the amortization period is reduced or extended and the quarterly amortization expense is
increased or decreased. Any impairment charges or changes to estimated amortization periods could have a material adverse
effect on our financial results. We-previousty-tdentified-matertal-weaknesses—i-If we fail to maintain an effective system of
internal controls, disclosure controls, and procedures, we may not be able to accurately our—- or timely report our
financial condition or results of operations, which may adversely affect investor confidence in us and, as a result, the
value of our common stock. As a public company, we are required to maintain internal control over financial reporting and
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e}eﬁeteﬁetes—m—our 1nterna1 eentfe}s— control over ﬁnanc1a1 reporting and pr0v1de a management report on our 1nternal
control over financial reporting. Our testing, or the subsequent testing by our independent registered public accounting
firm, may reveal deficiencies in prior-years-our internal control over financial reporting that are deemed to be material
weaknesses. If we are not able to comply with the requirements of Section 404 of the Sarbanes- Oxley Act in a timely
manner, or if we or our accounting firm identify deficiencies in our internal control over financial reporting that are
deemed to be material weaknesses, the market price of our stock would likely decline and we could be subject to
lawsuits, sanctions, or investigations by regulatory authorities, including SEC enforcement actions, and we could be
required to restate our financial results, any of which would require additional financial and management resources . [
we are unable to maintain effective internal control over financial reporting or disclosure controls and procedures, our ability to
record, process, and report ﬁnanc1al mformatlon accmately and to prepare ﬁnan01a1 statements within required time periods
could be adversely affected, w : ; negatively affect our liquidity, our
access to capital markets, perceptions of our credltworthmeqs our ablhty to complete acquisitions, our ability to maintain
compliance with covenants under our debt instruments or derivative arrangements regarding the timely filing of periodic reports,
or investor confidence in our financial reporting, any of which may divert management resources or cause our stock price to
decline. Further, remediation of a material weakness or significant deficiency does not provide assurance that our remediation or
other controls will continue to operate properly or remain adequate. Our indebtedness could adversely affect our business and
growth prospects. As of December 31, 2623-2024 , we had total current and long- term indebtedness of $ 368-370 . 8-7 million,
including (i) $ 367369 . 8-5 million outstanding aggregate principal amount of the 2026 Notes (net of unamortized debt
issuance costs), (ii) no borrowings outstanding under our 2626-2024 Revolving Credit Facility, and (iii) $ 1. 6-1 million of
outstanding letters of credit under our 2628-2024 Revolving Credit Facility. In addition, as of December 31, 2623-2024 , we had
$449-173 . 89 million of additional borrowing capacity under our 2628-2024 Revolving Credit Facility. Our indebtedness, or
any additional indebtedness we may incur, could require us to divert funds identified for other purposes for debt service and
impair our liquidity position. If we cannot generate sufficient cash flow from operations to service our debt, we may need to
refinance our debt, dispose of assets, or issue equity to obtain necessary funds. We do not know whether we will be able to take
any of these actions on a timely basis, on terms satisfactory to us or at all. Our existing and future indebtedness, the cash flow
needed to satisfy such indebtedness, and the covenants governing such indebtedness could have important consequences,
including: ¢ limiting funds otherwise available for financing our capital expenditures by requiring us to dedicate a portion of our
cash flows from operations to the repayment of debt and the interest on this debt; ¢ limiting our ability to incur additional
indebtedness; ¢ limiting our ability to capitalize on significant business opportunities; * making us more vulnerable to rising
interest rates; and * making us more vulnerable in the event of a downturn in our business. Fluctuations in interest rates can
increase borrowing costs. Increases in interest rates may directly impact the amount of interest we are required to pay and
reduce earnings accordingly. In addition, developments in tax policy, such as the disallowance of tax deductions for interest paid
on outstanding indebtedness, could have an adverse effect on our liquidity and our business, financial conditions, and results of
operations. Further, our existing debt agreements contain customary affirmative and negative covenants and certain restrictions
on operations that could impose operating and financial limitations and restrictions on us, including restrictions on our ability to
enter into particular transactions and to engage in other actions that we may believe are advisable or necessary for our business.
We expect to use cash flow from operations to meet current and future financial obligations, including funding our operations,
debt service requirements, and capital expenditures. The ability to make these payments depends on our financial and operating




performance, which is subject to prevailing economic, industry, and competitive conditions and to certain financial, business,
economic, and other factors beyond our control. Despite our current debt levels, we may still incur substantially more debt or
take other actions which would intensify the risks discussed above. Despite our current consolidated debt levels, we may be able
to incur substantial additional debt in the future, subject to the restrictions contained in our debt instruments, some of which may
be secured debt. We are not restricted under the terms of the 2026 Notes Indenture from incurring additional debt, securing
existing or future debt, recapitalizing our debt, or taking a number of other actions that are not limited by the terms of the 2026
Notes Indenture that could have the effect of diminishing our ability to make payments on our debt, including the 2026 Notes,
when due. The 2626-2024 Credit Agreement restricts our ability to incur certain additional indebtedness, including secured
indebtedness, but if the 2028-2024 Credit Agreement matures or is repaid, we may not be subject to such restrictions under the
terms of any subsequent indebtedness. We may not have the ability to raise the funds necessary to settle conversions of the 2026
Notes in cash or to repurchase the 2026 Notes upon a fundamental change, and our future debt may contain limitations on our
ability to pay cash upon conversion or repurchase of the 2026 Notes. Holders of the 2026 Notes will have the right, subject to
certain conditions and limited exceptions, to require us to repurchase all or a portion of their 2026 Notes upon the occurrence of
a fundamental change at a fundamental change repurchase price equal to 100 % of the principal amount of the 2026 Notes to be
repurchased, plus accrued and unpaid interest, if any, as provided in the 2026 Notes Indenture. In addition, upon conversion of
the 2026 Notes, unless we elect to deliver solely shares of our common stock to settle such conversion (other than paying cash in
lieu of delivering any fractional share), we will be required to make cash payments in respect of the 2026 Notes being converted
as provided in the 2026 Notes Indenture. However, we may not have enough available cash or be able to obtain financing at the
time we are required to make repurchases of 2026 Notes surrendered therefor or pay cash with respect to 2026 Notes being
converted. In addition, our ability to repurchase the 2026 Notes or to pay cash upon conversions of the 2026 Notes may be
limited by law, by regulatory authority, or by agreements governing our future indebtedness. Our failure to repurchase 2026
Notes at a time when the repurchase is required by the 2026 Notes Indenture or to pay any cash payable on future conversions of
the 2026 Notes as required by the 2026 Notes Indenture would constitute a default under the 2026 Notes Indenture. A default
under the 2026 Notes Indenture or the fundamental change itself could also lead to a default under agreements governing our
future indebtedness. If the repayment of the related indebtedness were to be accelerated after any applicable notice or grace
periods, we may not have sufficient funds to repay the indebtedness and repurchase the 2026 Notes or make cash payments
upon conversions thereof. The conditional conversion feature of the 2026 Notes, if triggered, may adversely affect our financial
condition and operating results. In the event the conditional conversion feature of the 2026 Notes is triggered, holders of such
notes will be entitled to convert their 2026 Notes at any time during specified periods at their option, described in the 2026
Notes Indenture. If one or more holders elect to convert their notes, unless we elect to satisfy our conversion obligation by
delivering solely shares of our common stock (other than paying cash in lieu of delivering any fractional share), we would be
required to settle a portion or all of our conversion obligation through the payment of cash, which could adversely affect our
liquidity. In addition, even if holders do not elect to convert their notes, we could be required under applicable accounting rules
to reclassify all or a portion of the outstanding principal of the 2026 Notes as a current rather than long- term liability, which
would result in a material reduction of our net working capital. Conversion of the 2026 Notes may dilute the ownership interest
of our shareholders or may otherwise depress the price of our common stock. The conversion of some or all of the 2026 Notes
may dilute the ownership interests of our shareholders. Upon conversion of the 2026 Notes, we have the option to pay or
deliver, as the case may be, cash, shares of our common stock, or a combination of cash and shares of our common stock. If we
elect to settle our conversion obligation in shares of our common stock or a combination of cash and shares of our common
stock, any sales in the public market of our common stock issuable upon such conversion could adversely affect prevailing
market prices of our common stock. In addition, the existence of the 2026 Notes may encourage short selling by market
participants because the conversion of the 2026 Notes could be used to satisfy short positions, or anticipated conversion of the
2026 Notes into shares of our common stock could depress the price of our common stock. Certain provisions in the 2026 Notes
Indenture may delay or prevent an otherwise beneficial takeover attempt of us. Certain provisions in the 2026 Notes Indenture
may make it more difficult or expensive for a third- party to acquire us. For example, the 2026 Notes Indenture will require us,
except as provided in that indenture, to repurchase the 2026 Notes for cash upon the occurrence of a fundamental change and, in
certain circumstances, to increase the conversion rate for a holder that converts its notes in connection with a make- whole
fundamental change. A takeover of us may trigger the requirement that we repurchase the 2026 Notes and / or increase the
conversion rate, which could make it more costly for a potential acquirer to engage in such takeover. Such additional costs may
have the effect of delaying or preventing a takeover of us that would otherwise be beneficial to investors. We entered into certain
hedging positions that may affect the value of the 2026 Notes and the volatility and value of our common stock. In connection
with the issuance of the 2026 Notes, we entered into certain hedging positions with the option counterparties. These hedging
positions are expected generally to reduce potential dilution of our common stock on any conversion of the 2026 Notes or offset
any cash payments we are required to make in excess of the principal amount of such converted 2026 Notes, as the case may be,
with such reduction or offset subject to a cap. The option counterparties or their respective affiliates may modify their hedge
positions by entering into or unwinding various derivatives with respect to our common stock or purchasing or selling our
common stock in secondary market transactions prior to the maturity of the 2026 Notes (and are likely to do so during any
observation period related to a conversion of 2026 Notes or following any repurchase of 2026 Notes by us on any fundamental
change repurchase event or otherwise). This activity could cause or avoid an increase or a decrease in the market price of our
common stock or the 2026 Notes. In addition, if any such hedging positions fail to become effective, the operation
counterparties or their respective affiliates may unwind their hedge positions, which could adversely affect the value of our
common stock. We are subject to counterparty risk with respect to the capped call transactions. The option counterparties are
financial institutions, and we will be subject to the risk that any or all of them might default under the capped call transactions.



Our exposure to the credit risk of the option counterparties will not be secured by any collateral. Past global economic
conditions have resulted in the actual or perceived failure or financial difficulties of many financial institutions. If an option
counterparty becomes subject to insolvency proceedings, we will become an unsecured creditor in those proceedings with a
claim equal to our exposure at that time under the capped call transactions with such option counterparty. Our exposure will
depend on many factors but, generally, an increase in our exposure will be correlated to an increase in the market price and in
the volatility of our common stock. In addition, upon a default by an option counterparty, we may suffer more dilution than we
currently anticipate with respect to our common stock. We can provide no assurance as to the financial stability or viability of
the option counterparties. We may not be able to generate sufficient cash flow to service all of our indebtedness and may be
forced to take other actions to satisfy our obligations under such indebtedness, which may not be successful. Our ability to make
any future scheduled payments or to refinance any future outstanding debt obligations depends on our financial and operating
performance, which will be affected by prevailing economic, industry, and competitive conditions, as well as financial, business,
and other factors beyond our control. We may not be able to maintain a sufficient level of cash flow from operating activities to
permit us to pay the principal, premium, if any, and interest on our indebtedness. Any failure to make payments of interest and
principal on any of our future outstanding indebtedness on a timely basis would harm our ability to incur additional
indebtedness. If our cash flows and capital resources are insufficient to fund any of our future debt service obligations, we may
be forced to reduce or delay capital expenditures, sell assets, seek additional capital, or seek to restructure or refinance our
indebtedness. Any such refinancing could be at higher interest rates and may require us to comply with more onerous covenants.
These alternative measures may not be successful and may not permit us to meet our scheduled debt service obligations. In the
absence of such cash flows and resources, we could face substantial liquidity problems and might be required to sell material
assets or operations to attempt to meet our debt service obligations. Our 2626-2024 Credit Agreement includes certain
restrictions on our ability to conduct asset sales and / or use the proceeds from asset sales for general corporate purposes. We
may not be able to consummate these asset sales to raise capital or sell assets at prices and on terms that we believe are fair and
any proceeds that we do receive may not be adequate to meet any debt service obligations then due. If we cannot meet our debt
service obligations, the holders of our indebtedness may accelerate such indebtedness and, to the extent such indebtedness is
secured, foreclose on our assets. In such an event, we may not have sufficient assets to repay all of our indebtedness. The terms
of the 26268-2024 Credit Agreement restrict our current and future operations, particularly our ability to respond to changes or to
take certain actions. Our 2626-2024 Credit Agreement contains a number of restrictive covenants that impose significant
operating and financial restrictions on us and may limit our ability to engage in acts that may be in our long- term best interests,
including restrictions on our ability to: * incur certain additional indebtedness; ¢ pay dividends on or make distributions in
respect of capital stock or repurchase or redeem capital stock; ¢ prepay, redeem, or repurchase certain indebtedness; * make
loans and investments; © sell or otherwise dispose of assets, including capital stock of restricted subsidiaries; ¢ incur liens; ¢ enter
into transactions with affiliates; * enter into agreements restricting the ability of our subsidiaries to pay dividends; and ¢
consolidate, merge, or sell all or substantially all of our assets. The restrictive covenants in the 2626-2024 Credit Agreement
require us to maintain specified financial ratios and satisfy other financial condition tests to the extent applicable. Our ability to
meet those financial ratios and tests can be affected by events beyond our control. A breach of the covenants or restrictions
under the 2626-2024 Credit Agreement could result in an event of default under such agreement. In the event the holders of our
indebtedness accelerate the repayment, we may not have sufficient assets to repay that indebtedness or be able to borrow
sufficient funds to refinance it. Even if we are able to obtain new financing, it may not be on commercially reasonable terms or
on terms acceptable to us. As a result of these restrictions, we may be: ¢ limited in how we conduct our business; * unable to
raise additional debt or equity financing to operate during general economic or business downturns; or * unable to compete
effectively or to take advantage of new business opportunities. These restrictions, along with similar restrictions that may be
contained in agreements evidencing or governing other future indebtedness, may affect our ability to grow in accordance with
our growth strategy. Our failure to raise additional capital or generate cash flows necessary to expand our operations and invest
in new technologies in the future could reduce our ability to compete successfully and harm our results of operations. We may
need to raise additional funds, and we may not be able to obtain additional debt or equity financing on favorable terms or at all.
If we raise additional equity financing, our security holders may experience significant dilution of their ownership interests. If
we engage in additional debt financing, we may be required to accept terms that restrict our ability to incur additional
indebtedness, force us to maintain specified liquidity or other ratios, or restrict our ability to pay dividends or make acquisitions.
If we need additional capital and cannot raise it on acceptable terms, or at all, we may not be able to, among other things: *
develop and enhance our products; * continue to expand our product development, sales, and marketing organizations; ¢ hire,
train, and retain employees; * respond to competitive pressures or unanticipated working capital requirements; or ¢ pursue
acquisition opportunities. In addition, our 20268-2024 Credit Agreement also limits our ability to incur certain additional debt and
therefore we may need to amend our 2626-2024 Credit Agreement or issue additional equity to raise capital. If we issue
additional equity, your interest in us will be diluted. We may face exposure to foreign currency exchange rate fluctuations.
Today, our international contracts are denominated in U. S. dollars and local currencies, and the majority of our international
costs are denominated in local currencies. Over time, it is possible that an increasing portion of our international contracts may
be denominated in local currencies. Therefore, fluctuations in the value of the U. S. dollar and foreign currencies may affect our
results of operations when translated into U. S. dollars. We do not currently engage in currency hedging activities to limit the
risk of exchange rate fluctuations. However, in the future, we may use derivative instruments, such as foreign currency forward
and option contracts, to hedge certain exposures to fluctuations in foreign currency exchange rates. The use of such hedging
activities may not offset any or more than a portion of the adverse financial effects of unfavorable movements in foreign
exchange rates over the limited time the hedges are in place. Moreover, the use of hedging instruments may introduce additional
risks if we are unable to structure effective hedges with such instruments. Risks Related to Ownership of Our Common Stock



Vista owns a large portion of our common stock and thus can influence certain of our corporate actions, and its interests may
conflict with ours or yours in the future. As of December 31, 2023-2024 , Vista beneficially owned approximately 42-35 . 81 %
of our common stock. Our bylaws provide that Vista has the right to designate the Chair of our Board for so long as Vista
beneficially owns at least 30 % or more of the voting power of the then outstanding shares of our capital stock then entitled to
vote generally in the election of directors. Even though Vista does not own shares of our stock representing a majority of the
total voting power, for so long as Vista continues to own a significant percentage of our stock, Vista will still be able to
significantly influence the composition of our Board, including the right to designate the Chair of our Board, and the approval of
actions requiring shareholder approval. Accordingly, for such period of time, Vista will have significant influence with respect
to our management, business plans, and policies, including the appointment and removal of our officers, decisions on whether to
raise future capital, and amending our charter and bylaws, which govern the rights attached to our common stock. In particular,
for so long as Vista continues to own a significant percentage of our stock, Vista will be able to cause or prevent a change of
control of us or a change in the composition of our Board, including the selection of the Chair of our Board, and could preclude
any unsolicited acquisition of us. The concentration of ownership could deprive you of an opportunity to receive a premium for
your shares of common stock as part of a sale of us and ultimately might affect the market price of our common stock. In
addition, we are party to a director nomination agreement with Vista that provides Vista the right to designate: (i) all of the
nominees for election to our Board for so long as Vista beneficially owns 40 % or more of the total number of shares of our
common stock it owned on the date of our IPO; (ii) a number of directors (rounded up to the nearest whole number) equal to 40
% of the total directors for so long as Vista beneficially owns at least 30 % and less than 40 % of the total number of shares of
our common stock it owned on the date of our IPO; (iii) a number of directors (rounded up to the nearest whole number) equal
to 30 % of the total directors for so long as Vista beneficially owns at least 20 % and less than 30 % of the total number of shares
of our common stock it owned on the date of our IPO; (iv) a number of directors (rounded up to the nearest whole number)
equal to 20 % of the total directors for so long as Vista beneficially owns at least 10 % and less than 20 % of the total number of
shares of our common stock it owned on the date of our IPO; and (v) one director for so long as Vista beneficially owns at least
5 % and less than 10 % of the total number of shares of our common stock it owned on the date of our IPO. The director
nomination agreement also provides that Vista may assign such right to a Vista affiliate. The director nomination agreement
prohibits us from increasing or decreasing the size of our Board without the prior written consent of Vista. Vista and its affiliates
engage in a broad spectrum of activities, including investments in the information and business services industry generally. In
the ordinary course of their business activities, Vista and its affiliates may engage in activities where their interests conflict with
our interests or those of our other shareholders, such as investing in or advising businesses that directly or indirectly compete
with certain portions of our business or are suppliers or customers of ours. Our certificate of incorporation provides that none of
Vista, any of its affiliates or any director who is not employed by us (including any non- employee director who serves as one of
our officers in both his director and officer capacities) or its affiliates has any duty to refrain from engaging, directly or
indirectly, in the same business activities or similar business activities or lines of business in which we operate. Vista also may
pursue acquisition opportunities that may be complementary to our business, and, as a result, those acquisition opportunities
may not be available to us. In addition, Vista may have an interest in pursuing acquisitions, divestitures, and other transactions
that, in its judgment, could enhance its investment, even though such transactions might involve risks to you. Provisions of our
corporate governance documents could make an acquisition of us more difficult and may prevent attempts by our shareholders
to replace or remove our current management, even if beneficial to our shareholders. In addition to Vista’ s beneficial ownership
0of 42-35 . 81 % of our common stock as of December 31, 2623-2024 , our certificate of incorporation and bylaws and the
DGCL contain provisions that could make it more difficult for a third- party to acquire us, even if doing so might be beneficial
to our shareholders. Among other things: * these provisions allow us to authorize the issuance of undesignated preferred stock,
the terms of which may be established and the shares of which may be issued without shareholder approval, and which may
include supermajority voting, special approval, dividend, or other rights or preferences superior to the rights of shareholders; ¢
these provisions provide for a classified board of directors with staggered three- year terms; ¢ these provisions provide that, at
any time when Vista beneficially owns, in the aggregate, less than 40 % in voting power of our stock entitled to vote generally in
the election of directors, directors may only be removed for cause, and only by the affirmative vote of holders of at least 66 2/3
% in voting power of all the then- outstanding shares of our stock entitled to vote thereon, voting together as a single class; ©
these provisions prohibit shareholder action by written consent from and after the date on which Vista beneficially owns, in the
aggregate, less than 35 % in voting power of our stock entitled to vote generally in the election of directors; * these provisions
provide that any amendment, alteration, rescission, or repeal of our bylaws by our shareholders will require the affirmative vote
of the holders of at least 66 2/3 % in voting power of all the then- outstanding shares of our stock entitled to vote thereon,
voting together as a single class; and ¢ these provisions establish advance notice requirements for nominations for elections to
our Board or for proposing matters that can be acted upon by shareholders at shareholder meetings; provided, however, at any
time when Vista beneficially owns, in the aggregate, at least 10 % in voting power of our stock entitled to vote generally in the
election of directors, such advance notice procedure will not apply to it. Our certificate of incorporation contains a provision that
provides us with protections similar to Section 203 of the DGCL, and prevents us from engaging in a business combination with
a person (excluding Vista and any of its direct or indirect transferees and any group as to which such persons are a party) who
acquires at least 15 % of our common stock for a period of three years from the date such person acquired such common stock,
unless Board or shareholder approval is obtained prior to the acquisition. These provisions could discourage, delay, or prevent a
transaction involving a change in control of our company. These provisions could also discourage proxy contests and make it
more difficult for you and other shareholders to elect directors of your choosing and cause us to take other corporate actions you
desire, including actions that you may deem advantageous, or negatively affect the trading price of our common stock. In
addition, because our Board is responsible for appointing the members of our management team, these provisions could in turn



affect any attempt by our shareholders to replace current members of our management team. These and other provisions in our
certificate of incorporation, bylaws, and Delaware law could make it more difficult for shareholders or potential acquirers to
obtain control of our Board or initiate actions that are opposed by our then- current Board, including delay or impede a merger,
tender offer, or proxy contest involving our company. The existence of these provisions could negatively affect the price of our
common stock and limit opportunities for you to realize value in a corporate transaction. Our certificate of incorporation
designates the Court of Chancery of the State of Delaware as the exclusive forum for certain litigation that may be initiated by
our shareholders, which could limit our shareholders’ ability to obtain a favorable judicial forum for disputes with us. Pursuant
to our certificate of incorporation, unless we consent in writing to the selection of an alternative forum, the Court of Chancery of
the State of Delaware is the sole and exclusive forum for (1) any derivative action or proceeding brought on our behalf, (2) any
action asserting a claim of breach of a fiduciary duty owed by any of our directors, officers, or other employees to us or our
shareholders, (3) any action asserting a claim against us arising pursuant to any provision of the DGCL, our certificate of
incorporation or our bylaws, or (4) any other action asserting a claim against us that is governed by the internal affairs doctrine;
provided that for the avoidance of doubt, the forum selection provision that identifies the Court of Chancery of the State of
Delaware as the exclusive forum for certain litigation, including any * derivative action, ” will not apply to suits to enforce a
duty or liability created by the Securities Act, the Exchange Act, or any other claim for which the federal courts have exclusive
jurisdiction. Our certificate of incorporation further provides that any person or entity purchasing or otherwise acquiring any
interest in shares of our capital stock is deemed to have notice of and consented to the provisions of our certificate of
incorporation described above. The forum selection clause in our certificate of incorporation may have the effect of discouraging
lawsuits against us or our directors and officers and may limit our shareholders’ ability to obtain a favorable judicial forum for
disputes with us. Alternatively, if a court were to find the choice of forum provision contained in our amended and restated
certificate of incorporation to be inapplicable or unenforceable, we may incur additional costs associated with resolving such
action in other jurisdictions, which could adversely affect our business, financial condition, and results of operations. Our
operating results and stock price may be volatile, and the market price of our common stock may drop below the price you pay.
Our quarterly operating results are likely to fluctuate in the future. In addition, securities markets worldwide have experienced,
and are likely to continue to experience, significant price and volume fluctuations. This market volatility, as well as general
economic, market, or political conditions, could subject the market price of our shares to wide price fluctuations regardless of
our operating performance. Our operating results and the trading price of our shares may fluctuate in response to the various
factors described herein, many of which are beyond our control, which may cause our operating results and the market price and
demand for our shares to fluctuate substantially. Fluctuations in our quarterly operating results could limit or prevent investors
from readily selling their shares and may otherwise negatively affect the market price and liquidity of our shares. In addition, in
the past, when the market price of a stock has been volatile, holders of that stock have sometimes instituted securities class
action litigation against the company that issued the stock. If any of our shareholders brought a lawsuit against us, we could
incur substantial costs defending the lawsuit. Such a lawsuit could also divert the time and attention of our management from
our business, which could significantly harm our profitability and reputation. Substantial blocks of our total outstanding shares
may be sold into the market. If there are substantial sales of shares of our common stock, the price of our common stock could
decline. The price of our common stock could decline if there are substantial sales of shares of our common stock particularly
sales by our directors, executive officers, and significant shareholders, if there is a large number of shares of our common stock
available for sale, or if there is the perception that these sales could occur. As of December 31, 2623-2024 , we had +26-129 ,
938-332 , +62-030 shares of our common stock outstanding. All of the shares of common stock sold in our IPO and follow- on
offerings are available for sale in the public market. In addition, we have registered shares of common stock that we may issue
under our equity compensation plans. Such shares can be freely sold in the public market upon issuance. Shares held by
directors, executive officers, and other affiliates are subject to volume limitations under Rule 144 under the Securities Act and
various vesting agreements. Further, the 2026 Notes may become in the future convertible at the option of their holders prior to
their scheduled terms under certain circumstances. Any sales in the public market of the common stock issuable upon such
conversion could adversely affect prevailing market prices of our common stock. In connection with our IPO, we entered into a
registration rights agreement with Vista. Vista is entitled to request that we register Vista’ s shares in the future, subject to the
terms and conditions of the registration rights agreement, and our executive officers may also elect to participate in such
offerings from time to time. Vista is also entitled to participate in certain of our registered offerings, subject to the restrictions in
the registration rights agreement. We will pay Vista’ s expenses in connection with Vista’ s exercise of these rights. These
registration rights would facilitate the resale of such securities into the public market, and any such resale would increase the
number of shares of our common stock available for public trading. The market price of the shares of our common stock could
decline as a result of the sale of a substantial number of our shares of common stock in the public market or the perception in the
market that the holders of a large number of such shares intend to sell their shares. In the future, we may also issue our securities
in connection with investments or acquisitions. The number of shares issued in connection with an investment or acquisition
could constitute a material portion of our then- outstanding common stock. Because we have no current plans to pay regular cash
dividends on our common stock for the foreseeable future, you may not receive any ROI unless you sell your common stock for
a price greater than that which you paid for it. We do not anticipate paying any regular cash dividends on our common stock for
the foreseeable future. Any decision to declare and pay dividends in the future will be made at the discretion of our Board and
will depend on, among other things, our results of operations, financial condition, cash requirements, contractual restrictions,
and other factors that our Board may deem relevant. In addition, our ability to pay dividends is, and may be, limited by
covenants of our existing indebtedness and any future outstanding indebtedness we or our subsidiaries incur, including under our
2626-2024 Credit Agreement. Therefore, any ROI in our common stock is solely dependent upon the appreciation of the price of
our common stock on the open market, which may not occur. If securities or industry analysts do not publish research or reports



about our business, if they adversely change their recommendations regarding our shares, or if our results of operations do not
meet their expectations, our stock price and trading volume could decline. The trading market for our shares is influenced by the
research and reports that industry or securities analysts publish about us or our business. We do not have any control over these
analysts. If one or more of these analysts cease coverage of us or fail to publish reports on us regularly, we could lose visibility
in the financial markets, which in turn could cause our stock price or trading volume to decline. Moreover, if one or more of the
analysts who cover us downgrade our stock, or if our results of operations do not meet their expectations, our stock price could
decline. We may issue shares of preferred stock in the future, which could make it difficult for another company to acquire us or
could otherwise adversely affect holders of our common stock, which could depress the price of our common stock. Our
certificate of incorporation authorizes us to issue one or more series of preferred stock. Our Board has the authority to determine
the preferences, limitations, and relative rights of the shares of preferred stock and to fix the number of shares constituting any
series and the designation of such series, without any further vote or action by our shareholders. Our preferred stock could be
issued with voting, liquidation, dividend, and other rights superior to the rights of our common stock. The potential issuance of
preferred stock may delay or prevent a change in control of us, discouraging bids for our common stock at a premium to the
market price, and materially adversely affect the market price and the voting and other rights of the holders of our common
stock. General Risk Factors Catastrophic events may disrupt our business. Our business operations are subject to interruption by
various events beyond our control. Our global operations expose us to risks associated with public health crises, such as
pandemics and epidemics, which could harm our business and cause our operating results to suffer. In addition, natural disasters
or other catastrophic events may cause damage or disruption to our operations, international commerce, and the global
economy, thus harming our business. In the event of a major earthquake, hurricane, or catastrophic event such as fire, power
loss, telecommunications failure, cyberattack, war, terrorist attack, or other geopolitical unrest, we may be unable to continue
our operations and may endure system interruptions, reputational harm, delays in our application development, lengthy
interruptions in our products, breaches of data security, and loss of critical data. More generally, a catastrophic event could
adversely affect economies and financial markets globally and the trading prices for our and other technology companies’
securities may be highly volatile as a result of a catastrophic event, which may reduce our ability to access capital on favorable
terms or at all. Further, the insurance and incident response capabilities we maintain may not be adequate to cover or mitigate
our losses resulting from disasters or other business interruptions. Any of the foregoing could adversely affect our business,
results of operations, and financial condition. Increasing scrutiny and changing expectations from investors, lenders, customers,
government regulators, and other market participants with respect to our ESG policies and activities may impose additional costs
on us or expose us to additional risks. Companies across all industries and around the globe are facing increasing scrutiny and
litigation relating to their ESG policies, initiatives, and activities by investors, lenders, customers, government regulators, and
other market participants. Regulatory requirements related to ESG have been issued in the E. U., its Member States, and other
countries, particularly with respect to climate change, emission reduction, and environmental stewardship. In addition, increased
scrutiny related to ESG, and actual and proposed ESG policies and regulations, including proposed new or enhanced
requirements regarding the standardization of mandatory climate-, human capital-, and diversity- related disclosures for
investors in the EU, the U. S., and other countries, will subject us to new regulatory and compliance costs. Historically, we have
not incurred significant expenditures to comply with environmental or ESG laws, policies, and regulations. However, given the
increase in the number and complexity of these policies and regulations, we expect our costs of compliance to increase.
Expectations surrounding appropriate corporate behavior in these areas are continually evolving and increasingly politicized,
and often reflect opposing viewpoints, which has enhanced general public company scrutiny by anti- ESG activists. We risk
damage to our brand and reputation, impacts to our ability to secure government contracts, or limited access to capital if we fail
to adapt to, or comply with, investor, lender, customer, or other stakeholder expectations and standards and potential
government regulation with respect to ESG matters, including in areas such as diversity and inclusion, environmental
stewardship, support for local communities, and corporate governance and transparency , and may result in our inability to
consider or address the concerns of particular stakeholders without creating concerns among other stakeholders with an
opposing viewpoint . Recently, some state advocacy groups and federal and state officials have asserted that the U. S.
Supreme Court’ s decision striking down race- based affirmative action in higher education in June 2023 should be
analogized to private employment matters and private contract matters and several media campaigns and cases alleging
discrimination based on such arguments have been initiated. In January 2025, the new Presidential Administration
signed a number of Executive Orders focused on DEI, which indicate continued scrutiny of DEI initiatives and potential
investigations of certain private entities, including publicly traded companies.



