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, Virtual Product
and Innovation Update

March 14, 2024
11:30 am - 2.00 pm PDT




WELCOME

Kate Patterson
GVP, Finance
Investor Relations and ESG




Agenda

Topic Appx Time (PDT) Speaker

Samuel Wilson,

Overview: Framing our Future 11:30 - 11:50 Chief Executive Officer

Innovate: Product Strategy and Recent Dhwani Soni, GVP, Product Mgmt,

11:50 - 12:30

Announcements Design & Operations

Capture the Opportunity: Go-to-Market 12:30 - 12:45 Lisa Martin,

Transformation ' ’ Chief Revenue Officer

. . . Walt Weisner,

The New 8x8 Customer Experience 12:45-12:55 Chief Custormer Officer
. . . . . Kevin Kraus,

Financial Foundation 1.00 - 115 Chief Einancial Officer

Moderated Q&A 115 -2:00 All

Submit question to: IR_questions@8x8.com

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Housekeeping Items

m We will host a Q&A session at the end of the presentations.

m Email your questions at any time to |R_guestions@8x8.com.

m Slides and non-GAAP reconciliations will be posted to the
events page on our investor relations website at the end of the
event. https:/8x8.gcs-web.com/news-events

m The video will be archived for one year in the Investor
Relations playlist of the 8x8 YouTube channel
https:/www.youtube.com/user/8x8inc

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserve
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Forward looking statements

This presentation includes forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995 and Section 21E of the
Securities Exchange Act of 1934. Any statements that are not statements of historical fact may be deemed to be forward-looking statements. For example,
words such as "may," "will," "continue," "strategy," "anticipates," "plans," "expects," "intends," and similar expressions are intended to identify forward-looking
statements. These forward-looking statements, include but are not limited to: changing industry trends; the size of our market opportunity; our strategic
framework; our ability to increase profitability and cash flow to deleverage our balance sheet and fund investment in innovation; our future revenue and
growth; our ability to enhance shareholder value; and our financial outlook, revenue growth, and profitability, including whether we will achieve sustainable
growth and profitability. You should not place undue reliance on such forward-looking statements. These forward-looking statements are predictions only,and
actual events or results may differ materially from such statements depending on a variety of factors. These factors include, but are not limited to:

° Customer adoption and demand for our products may be lower than we anticipate.

° A reduction in our total costs as a percentage of revenue may negatively impact our revenues and our business.

° Impact of economic downturns and political instability on us and our customers, including ongoing volatility and conflict in the political environment,
such as Russia's invasion of Ukraine and conflicts in the Middle East, and rising interest rates and other inflationary pressures.

° Risks related to our secured term loan due 2027 and convertible senior notes due 2028, including the impact of increased interest expense and timing
of any future repayments or refinancing on our stock price;

° We may not achieve our target service revenue or total revenue growth rates, or the revenue and other amounts we forecast in our guidance, for a

particular quarter or for the full fiscal year.

Competitive dynamics of the UCaa$S, CCaa$, CPaaS, video and other markets in which we compete may change in ways we are not anticipating.
Our customer churn rate may be higher than we anticipate.

Impact of supply chain disruptions.

Third parties may assert ownership rights in our IP, which may limit or prevent our continued use of the core technologies behind our solutions.
Impact of acquisitions, including Fuze, Inc., on future financial performance.

Investments we make in marketing, channel and value-added resellers (VARSs), e-commerce, and new products may not result in revenue growth.
Our increased emphasis on profitability and cash flow generation may not be successful.

For a discussion of such risks and uncertainties, which could cause actual results to differ from those contained in the forward-looking statements, see “Risk
Factors” in the Company's reports on Forms 10-K and 10-Q, as well as other reports that 8x8, Inc. files from time to time, with the Securities and Exchange
Commission. All forward-looking statements are qualified in their entirety by this cautionary statement, and 8x8, Inc. undertakes no obligation to update
publicly any forward-looking statement for any reason, except as required by law, even as new information becomes available or other events occur in the
future.

See Appendix for Non-GAAP reconciliation and disclaimers.

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Framing
Our Future

Samuel Wilson
Chief Executive Officer

One platform.
x Every communications experience.
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Guiding principles

Innovate Focus Return value
for durable growth to win to investors




e
>4
=

Ll

e

Large Market Opportumty

~$58B market opportunlty

Cloud Business Com’m»unlcatlons
Uc+ec e PaaS+SerVIces+ Usage

~$10B Opportunity with ot,l"r_,Targ'et Customers
50-20,000 employee enterprises in our markets
Buys off the shelf bundles

\V/

Sources: Gartner, Inc. Forecast Analysis, Unified Communications,"Worldwide, October 2023 (CO0802078), Gartner, Inc.
Forecast Analysis, Contact Center, Worldwide, May 2023 (G00782914), and Gartner, Inc. Market Opportunity Map: Uncjﬂed B doe Bt S :
Communications and Contact Center, Worldwide November 2023 (G00782917) oPYRIDY 3ame of ISl igtesh el fomd oo rived.
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Innovate Focus
for growth to win

\ 4 ¥

New customer acquisition
Multi-product adoption
Higher average revenue per customer
Increase retention

Grow Life Time Value \ - &

Source: Metrigy Customer Experience Optimization: 2023-24 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



City of
Westminster

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



GOO0000

135

- Contact center seats

Contact Center-. 2
e "M
Unified Communications =

Proactive Outreach

Intelligent Customer Assistant.. - " = e

Average success rate with Al

700K+

Interactions in last 12 months

80+

Proactive campaigns sent each day

Quality Management
Interaction Analytics

Workforce Management

Screen Recording

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Buy everything

from one vendor
Vo

Do it yourself

|

 Workwithan - 4
integrated ecosystem .






One platform with the customer at the center

8x8

SALES CC SERVICES

CHANNELS

ANALYTICS

Al :
. CX User
AGENT @ ;

Customer Interaction
Data Platform

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer Journey

& Experience
ECOSYSTEM

; . 7D, Anaiytics &
2 - cipp
Al Self-Service & ‘ Reporting

(SALES)  CCSERVICES

Experience

CHANNELS :
o e |
Employee ; ANALYTICS
i : . CRM

CX User

UC SERVICES

. e \ H
Service Partners Q Eibp & iT Operations
- ('.”/"". g
ECOSYSTEM

Workforce Engagement
8x8 & Management Jhts reserved.



Real Life Example In Action

Show summarized actions taken
during the conversation
LLM model from Partner

Track the last customer
contact across any team,
including back office
CRM Integration

8x8

Interaction summary

Date:

05/10/2023

Start time: End time: Duration:
12:15:11 12:22:31 07:16
Queue:

Website Support Team Inbound

Agent:
Cressida Ballard

End status:
Resolved

Customer:
James Smith

L X

Customer called to request a refund for an uncompleted journey. Ticket number was
provided along with reason for requesting refund. Customer service representative
confirmed that only return portion of ticket can be refunded. Representative then
processed the refund and provided expected delivery time frame.

Sentiment mapping 5
0000000000 OCOOOOOIOOS

Talk time

Agent:  32% Customer: 57%
Silence: 9% Over-talk: 19%
Topics

Refund . 327%
Purchase . 18%
Close account . 1%

Threats 3%

View full interaction

Drill down into step-by-step details
visual customer journey
Everyone

Single User Experience
Widget based Supervisor,
Agent, or Admin Workspaces
that is customizable

8x8 Technology

Measure customer sentiment
throughout the conversation
with Al-based scoring
Health-Scoring Partner

Speech intelligence metrics
like talk time, silence time, and
overtalk

8x8 Technology

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Deeply : | : C_orh mitted to

Ca refully
‘ mteg rated customer,success.

curated

The rlght set of partners

" Out-of<thebox integration .. W énerag!ng customer-
with the right use cases :

Elgle VIsuallzatlonthlons in 1 mmedlate ROI
per%pﬁa -dri "Wofkspaces/




Immediate customer success

Q

360insights

85+ NPS

2+ week reduction in
training time

8x8 -+ I'. awaken

8x8

Sefton Council

10 days to implement

Fully compliant, omnichannel
remote agents

8x8 + LOCpa/p

yung

energy

85% containment

8x usage increase in
first month

8x8 + COGNIGY

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Composable packages to solve specific use cases

.— Self-service support
@ —— Returnstracking

.— Remote healthcare

Cross-organization customer engagement ——@
Campaign management ——@
Remote learning —.

Field service dispatch reduction —. ‘— Payment compliance

Employee alerts and notification —. .— MFA security screening

Claims reduction ——@

‘— Emergency notifications

Remote insurance adjusters ——@

@ —— Sentiment analysis

.— Agent assist
@ —— Predictive insights

Appointment setting _‘

Shift management ———@

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Strategic timeline

Modern platform

Integrated, Al-based We are here Horizon 3:

core services Durable growth and
Portfolio of products I
Horizon 2:

operating leverage
Capture the opportunity

Technology Partner
Ecosystem

Horizon 1:
Build the foundation

GTM aligned with
target customers

B B B B B8 g

Sustained non-GAAP N J
profitability and Y
positive cash flow Return $250M to investors through

debt repayment

The foundation FY'23-FY'24 FY'25-FY'26 FY'27 and beyond

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Transforming to capture the opportunity

Target customer,
optimized routes
to market

Portfolio of
products

Customer

Operating leverage
and cash flow

Deliver value to investors

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Eliminate product silos |
Deliver business success. |
Make our cus‘tomervs‘»he’rbeh‘s |
Deliver value to inVe:sto‘r‘s, ‘

T

Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



Product

Strategy &
Announcements

Dhwani Soni
GVP, Product Management, Design & Operations

One platform.
Every communications experience.
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enterprise focus



Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

8x8

The contact center for the enterprise masses
Communications embedded in the product
Integrate Microsoft Teams your way

Ecosystem: choice and best of breed with no fuss

Market-leading usability

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



-driven

h:q g !

~ CCGT™M

Build out
app ecosystem

Market Leading Omni
CC for midsize and
enterprise segments

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Sets

Trusted Partnership OOB integrations

Best practices Seamless Consistency

Security High ROI

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



The contact center for the enterprise masses

CCaas spend through 2027

Source: Gartner - Market Opportunity Map: Unified Commmunications and Contact Center, Worldwide
Published 3 November 2023



8x8 ranked #1in customer sentiment and business success

Customer Sentiments . :
Metrigy Customer Scores

Reliability
Integration with key
applications

m Security

20

Business Success

m Revenue

m Customer ratings ,
[ ] Em p|Oyee efﬁciency 8x8 Five9 Vonage Cisco NICE AWS Genesys Dialpad Talkdesk Twilio Sprinkir
B Customer sentiment m Customer business success

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Video EIéVatién ~ Supen REE | 'Supervisor Mobile

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.




Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

8x8

The contact center for the enterprise masses
Communications embedded in the product
Integrate Microsoft Teams your way

Ecosystem: choice and best of breed with no fuss

Market-leading usability

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Communications embedded in the product

CPaas fully integrated to ‘ ‘

create a one-stop shop

@

. . Reliable,
for global communications secure global
across telephony and CPaaS (g ) communications

Voice - Video - SMS . Social and more

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

8x8

The contact center for the enterprise masses
Communications embedded in the product
Integrate Microsoft Teams your way
Ecosystem: choice and best of breed with no fuss

Market-leading usability

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Teams is driving telephony re-evaluation

390 million seats

in orgs that have
M365 but no Teams
telephony solution

8)(8 Source: Metrigy's Workplace Collaboration: 2023-24 study

75% of these organizations are evaluating or
already plan to adopt a Teams telephony solution

25% of these organizations have no plans to
adopt or are unsure of adopting

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

8x8

The contact center for the enterprise masses
Communications embedded in the product
Integrate Microsoft Teams your way

Ecosystem: choice and best of breed with no fuss

Market-leading usability

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8's Technology Partner Ecosystem is gaining momentum

Reportin
Customer P 4
Journey . v
Conversational Al Ticketing systems
A S e CRM Integrati
= coveraed L= servicenow: ntegrations
SYNDEO 360 3OT
@ @rresnies | QRACLE
() ada cooNigy  logidialog A 1s=RA Logic
copper  HubSpit pipedrive it tenfold

engags+=  (ITNIIA
Al Self-Service
IVR P ornass m&lﬂ suggrrm
Ecosystem of
Y e 2
inference
8 x8 Workforce Management
VERINT O awvamia
Agent Assist Partner S
Employee - w°'kf°"°et . R opentext Qpc
Ex 5 ngagemen
I\ awoken  CRESTA perien Management A
a4l Balto)7. § QUAUICS™ § @ommm Service IT
Partners Operations
Office Identity Security & Payment
Productivity M Compli P i
yelowal  alorica
L Qpc ROBOYO avoira ‘ch Lrokta A citrix Rlooly

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Value to customers

W 0.
Carefully curated

A hand-selected collection of
ISVs, VARSs, and Sls to solve
specific CX use cases with 8x8

8x8

v:
Just like native

Integrations that feel native in
8x8 to enhance CX through
cutting-edge technologies
with Al and persistent data

W

Burden-free, best-of-breed

Assemble solutions that solve
unigque business problems
without trade-offs of all-in-one
solutions or custom development

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Our customers see the value

#“8x8 Co-browsing immediately
changed the quality of our customer
service around walkthroughs. It made
it easier for the team to deliver the
best possible assistance.”

- John Davies, Director of Contact Center Systems

8x8

)) 260insights

Copyright 2024 8x8, Inc. or its affiliates. All rights reserve
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Al-powered ¢

L
R o "4
’ s i s / “
| . g(’ ‘o €
Highly-curated acted operational Service delivery '
provisions coordination
_IIy-su!:)ported High CSAT

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.




Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

8x8

The contact center for the enterprise masses
Communications embedded in the product
Integrate Microsoft Teams your way

Ecosystem: choice and best of breed with no fuss

Market-leading usability

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Focus on usability

&

8x8

Calls 4

818 Work (Available)

»
028 B Anoel Anderson from g
¥ (o7 sss-ons 1076

a- ¢

Airbnb » Frontdesk

My Team Customer Room Detals Calendar Fies

Supervisor Workspace

pom—— o |Home
© s
p— 80% % 4, . o

PWC - X5 packa

Nike + Agent Wo

Propess| Ounor

® ¢ & O

25 Agents  Manag

8 @ Q0 0

Lo}
;)

« Collpse
e
<] < Notify age]

&

Pleffer Quick Sync + 151in

Hy Team

PR Te—

Most innovative product +
Best Mid-market contact center platform

Average Mobile: SUS 80 / A-
Average for both: SUS 79 / A-

BEST OF

V‘; enterprise
7 CONNECT

FINALIST

Frontdesk
2021

BEST MID-MARKET
TONTACT CENTER
\\ BLATFORM

BEST OF

Agent Workspace (O gnterprise
2022

Sales Workspace BETA!
2022

Supervisor Workspace
2023

8x8 Engage NEW!
2024

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Native Al at the solution layer
TPES for targeted use-cases

Enterprise-ready throughout

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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How might we empower our adi'hi“‘ri'i’gtratérs, supervisors and
customer-facing users with Al-driven conversational and engagement
customer-centric intelligent and rich data insights built over native and

third-party data which enables them to:

m Serve their customers with contextual awareness and in real-time

m Forecast the health of the account and take remedial action

m Drive system optimization



Native Al at the solution layer

Al Q

DIGEST ANALYZE

8x8

S

ENRICH

Customer Interaction Intelligence

>

©

DELIVER
—

>

CRM

Meetings

Agent Workspace

Supervisor Workspace

8x8 Engage

Business Optimization

APlIs

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Native Al at the solution layer
TPES for targeted use-cases

Enterprise-ready throughout

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Curated Technology Partner Ecosystem for Al use cases

. ([ ]
A ada \  ovoira FR Batos

S
Assist-Me awaken

COGNIGY  CRESTA = engagsHus @ RIS logicdialog  (IMINIA i PolyAl

SQ\CS{E? t) ‘:! replicant  supportLogic SYNDEO VERINT

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



Our customers see the value

Day1 e
Day 7
Day12 @

Day 13 :

8x8

Feb 2, 2024

Technical Design Call
UAT Handover
UAT/ Go live sign off

Feb 15, 2024

Go Livell!

Agilisys

10/10 CSAT

Copyright 2024 8x8, Inc. or its affiliates. All rights reserve
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8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Platform wide capabilities
Purpose Built Uls & Widgets
Bridging the CX gap

Innovation tailored to the needs

Incremental TAM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Platform-wide capabilities

/ Adm|n ............................ A . """" ..................... \
intelligent Microservice CC AgENt «+eremrermenenenenn ....................
: g : F t E d Supervisor ........................ ..... .....................
Humans & Bots .  aAgents/Bots rontEn ; Do ;
Platform 8x8 Engage -.-.iiiiiiiiiiiin. b SO 4 OOE  JENOE
: pre/Post Sales «-vieiiiiiiiin . .....................
3 ] 3 3 3 C
- + other Engage O0B --+-vvvee- . . .......... O e
.................................... \ 3 ,_ ] E —/
. Vs S o B B
Orchestration Extensible Interaction Router S
N J 2
LS 3 [a)
Ve ~N o Q ol
. . S 2 < 3
Omnichannel Integration Layer : 3 3 =
8x8 Voice - 8x8 SMS - 8x8 Video 2 T = 2
Channels ) -2 < <
™M [v@ @ @ @ VS App Ecosystem
............................................................................................... JAN )
e N\
Data Customer Interaction Data Platform
g 4
Legend 8x8 Third-party T:i:c:i-‘:::ty

8x8 S : Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.




8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Platform wide capabilities
Purpose Built Uls & Widgets
Bridging the CX gap

Innovation tailored to the needs

Incremental TAM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Purpose-built Uls and widgets

Accounts Qo

My Assigned Accounts v
Walmart Today

Escalations Case Sentiment 1 opportunity
l /\ ) Danger = Irene Wilson, Peter Wallace, Jennifer.
-l T - s
GOOD " Airbnb Yesterday
5% + My Queues Qo 5 opportunities
AtRisk  Lyla Williams
oAl

Apple Dec 5th 2023

1 opportunity

% John Smith
( ; L e
¥ 0032 Deploy Amias Khan

TSMC Dec 1st 2023

Insights (&

@ Positive v

Sarah Condes Vv

&_ Extenal Head of Marketing v ®

Today

Hi Ralph, hope you are doing great! Just want to check in
with you about the FrontDesk demo that is happening this

Autin Snith 3 opportunity ek B Next steps suggestions
Chat with an agent e
«tha
Qualify ~ Bianca Atkinson 2
1as o~
Virtual assistant ¥ &, alph Ecwards
One of our agent will now take control of the conversation and Oracle Nov 23rd 2023 Thanks for reaching out, I'm great! Looking forward to our sync
help you finding a suitable date. Thank you for your interest in ) 2 opportunity later today!
iler.
boiler.co * Danger Andres Santana SMS » 30min ago
hago
Youare connected @) Toyota Nov 15th 2023 & call with Ralph Edwards « 1h20min RE D
1 opportunit
e * Y o  Anonymous
Hi, my name is Jaren from Boiler.co and I'm here to assist you with = S—— o ) o0
your boller maintenance scheduling. [URRERNY Molaya Meadows @0 Voicemail from Ralph Edwards » 34sec RE D
Just now 2 9% ™
< Pfeffer Quick Sync * 15min
John Smith
Hi Jaren, I'm available Tuesday, Wednesday and Friday next week
for visits.
11:48 r
Great, does Wednesday at 10am work for you? The engineer will Queue activity
probably need an hour to complete the service.
Just now
[ © Type 2 message B>

8x8 T

el She et Roe S Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Purpose-built Uls and widgets

D ®e0H

(800) 373-3411
via Alpha Phone Queue

John Smith
You: Hey!

Jack Chan

You: thank you, it works!

Martin Kin,

Great, thanks.

Arlene McCoy
You: Hey, can we catch up?

Sam Johnson

You: thank you, let’s meet to,

JR

]

just now

1 min ago

1 min ago

4 min ago

7 min ago

Jayla Rosas
00:32

11

00

®

00:32
Active

John Smith

(=)
9 o @ 9

Jayla Rosas
00:32

JR

(800) 373-3411
P @ o

N Y
= N
3
)

4

Nadia Smith
00:32

(800) 141-4321

S @ ()

g 0N B ®

(800) 373-3411

00

B ©

active

d
Y

1 day

o

ago

Today

2nd appointment « 15min

Hey John, here’s a link to your prescriptdddddion. PDF attached.
or

Let me know if you have any issues. Thanks

30 mins ago



Purpose-built Uls and widgets x

2 <% Summarization
| ( John Smith @
| ¥ Florida (FL) Reminder Warranty expiring Upgrade

o L SpinSci | . Customer was contacted as warranty was due to expire to see if they
!9 John Sm“h‘ Phone number Predicted CSAT Score would like a potential upgrade to one of the newer models. Customer is
p Tennessee (TN) (800) 373-3411 88 | interested, a follow up call with Sales agent has been booked for
l tomorrow.
I Email Primary address 1
john@mail.com Suite 837 214 Kutch e— ~
Phone number Predicted CSAT Score R "
600 251-5678 s Mission, New Eliseo, FL
i Company 34730-5053
Search by name, role, department etc..
Email Primary address Neft Q ° y IR ECER v
Jjohn@mail.com 27912 Cordia Points, Lake
Ralphland, TN 08053
Company . . . A
s Communication history
Today » 12:33 : ) A
i : S Y Insights (S 1erson
Appointments Patient Care Team Query © 9
jlan Resources
Upcoming  Cancelled PCP Name o SMar2023-1021 ) ARR Renewal Customer health
0 1 Family Medicine, Physician MD Prescription $139,000 Oct 20th 22 1M ‘ l ' ' . ' ' '
e it
No show PCP Center  PCP Dept 9 Feb 2023 » 08:00 )
7 N General S Ekm; :esu"s Current sentiment Systems Analyst in IT
F—— — — T TTeTTS ey it
Q) 214an2023+1210 @ Positive v
Query .| e ——
ﬂ Network Architect in IT
Notes Sentiment mapping @
(XXX Y] 0000000000000000000000000000 O Audrina Finn
Telecommunication ialis
Phone number Duration Queue name Channel name ® ccommunt N3 Specialist
Potential note (800) 373-3411  2m33s  Alphaqueue Inbound phone
Patient is showing better signs after current treatment plan Notes Abrlellafiond
5 3 7 2 . e Help Desk Specialist in IT
although suffering with drowsiness. Prescribe non-drowsy | Customer currently has the B133 max installed on September 2012

antihistamine cetirizine. ) Dispositions

\ Amilia Luna
) | o 1: Warranty, d ; 5 % @ Qo @
Add to notes Outcome 3: Callback, Sales, New Boiler @ Senior System in IT

Shared files

brochure2024.pdf (44KB)

[«



Purpose-built Uls and widgets

\ Alianna Goodman
00:32

Alianna Goodman
Chat with agent

Webchat ¢ 3 mins ago

Virtual assistant

One of our agent will now take control of the
conversation and help you finding where your
delivery is.

3 mins ago

You are connected

Alianna Goodman
Hi, my order hasn’t turned up

Webchat » 2 mins ago

Anthony Fresh

Hey Alianna, 'm seeing from my system that your
order is out for delivery today. It looks like the
driver is 10 stops away so should be with you
around 4pm.

1ago

@ Type a message >

Al assist

| Identified Topics

No delivery

ED Alinfo

The system is showing the
delivery for Alianna Goodman is
out for delivery, the driver is 10
stops away and should be with
you around 4pm.

Contact driver

| current location

10 stops away

) Oregon City

i W Municipal Elevator
\{/

MCL
Oregon City
& )Ié'yr
&
&
8
J £ ®
&L
@ ¥
g0
Ask assist B>
Find out who our saleg

g , Alianna Goodman @

Oregon (OR)
Phone number Predicted CSAT Score
(800) 231-5678 88
Email Primary address
alianna@mail.com 58535 McKenzie

Crossing, East
Rhonda, OR 74003

Recent purchase
Aventon Aventure.2 Step Through E-Bike

Product number: Price

683930 $1457.00
Frame size Top tube length
Regular 604mm

Colour Weight

Blue 20kg
Wheelbase

141mm

engineer is in charge of this deal



8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Platform wide capabilities
Purpose Built Uls & Widgets
Bridging the CX gap
Innovation tailored to the needs

Incremental TAM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8 Engage

My Queues v QaonN

O Al

@ ¢ o P
<)

Escalations GOO D

= 25%

@
@ 97 Case Sentiment /_/\/
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>
@
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@
*

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer satisfaction is everyone’s job

Knowledge workers Sales Account management Customer service and support

Customer success HR and recruiting
Finance Supply chain
Marketing Shop floor
Field service Front line workers
Internal collaboration CX professionals outside the contact center Omnichannel contact center
30 —70% of users 20 - 60% of users 10% of users
Less customer engagement More customer engagement

Source: 8x8 Customer Experience Responsibility Beyond the Contact Center Report Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Platform wide capabilities
Purpose Built Uls & Widgets
Bridging the CX gap

Innovation tailored to the needs

Incremental TAM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Innovation tailored to their needs

My assigned queues Make a call

Queue interactions Need a faster.way.to.make.calis2 ()
a 8xs 2% 0@~ € Opportunities

>

FREQUENT OPPORTUNITY CALLS See all
Inbound phone Accounts Vv

Pfeffer Group = My Team |
My Assigned Accounts Ralph Edwards s Calendar es History @ 3 ® @

sarah Benes  Ronald Richards  Jenny Witson  Savannah Ngu.
Pieffer Skiles PLC Hauck Mohr and.

315 queues enabled = 1

Alpha
® DB QG Sbusy

Pfeffer Group oday & External  Head of Marketing (4]
1 opportunity

Voice Call with Ralph Edwards
na 3 PINNED

Just now * 24 min

Beta
® HB

® 2 8 O

Healthy Irene Wils
Pfeffer Group

I:iauck Ll(d Yesterday Key Points Frontdesk
opportunities

Charlie

® I8 Hi Ralph, hope you are doing great! Just want to check in Demo  Jenny Wils
Healthy = Michael Donova with you about the FrontDesk demo that is happening this « Ralph agreed to have someone call in to
week. discuss signing Terms and Conditions

« Ralph mentioned he was satisfied with the

timing of delivery

or

‘P&
Q
®
A
S
®
o
B

Delta
D18

- ALL
Kirlin Inc

Hauck Ltd
Agent Workspace

g @ Q @

Ri
Gamma A &.  RalphEdwards

@ @0 sbusy « & Thanks for reaching out, I'm great! Looking forward to our sync later Demo  Sarah B
?kllcs LG o 1601204 t n Next steps suggestions

op! nity _—
Outbound phone Kirlin

0/4 queues enabled Healthy | Laura Kort i & g Frontdesk

’ Order . Robert Fox
Q,  Call with Ralph Edwards « 1h20min @& Send a wrap-up Email
10 rtunit Use this pre-defined template to send over the latest key
® 18 & Sbusy - 824 o Lney points and next action items discussed in the meeting Skiles PLC

Healthy  Laura Kort
e @o  Voicemail from Ralph Edwards * 34sec Create X8 package

Echo Jenkins-Osinski

Emergency 1
® OB’ Stracke, Hamil and Jast b 12th 202 My Queues (6)

Tc t! "
K ¥ & Pfeffer Quick Sync * 15min
AtRisk L

RE Ralph Edwards

Lowe and Buckridge

1 opportunity

Healthy  La c Share with team
© Type 2 message

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.




Customizable, widget-based single-app
experience on device of choice

f /\ 3 Automated workflows with rich data and

8X8 Engage fOI‘ Sa Ies = _ - context to personalize every interaction

Build stronger relationships and s c

close more deals faster! nan Bi-directional data syncs with preferred
® Fositve o enterprise apps

u Next steps suggeétions

& e Al-powered summarization, action items,
and next-step recommendations
~ Powerful, real-time insights for delivering
i

positive outcomes

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customizable, widget-based single-app
experience on device of choice

/\ - Automated workflows with rich data and

8X8 Engage fOI‘ Healthca re IG??D . - context to personalize every interaction

Streamline patient coordination s o

and deliver personalized care! nm Bi-directional data syncs with preferred
® Fositve o enterprise apps

u Next steps suggeétions

& Al-powered summarization, action items,
and next-step recommendations
N Powerful, real-time insights for delivering
~aNATING positive outcomes

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customizable, widget-based single-app
experience on device of choice

f /\ ‘; Automated workflows with rich data and

8X8 Engage fOI‘ = b context to personalize every interaction

opportunities wgres e
and build nm Bi-directional data syncs with preferred
O i o enterprise apps

n Next steps suggeétions

© ] Al-powered summarization, action items,
and next-step recommendations
N Powerful, real-time insights for delivering
72 b o, .
AANA I TN positive outcomes

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8

Going our own path

Mid-size enterprise focus
Solution approach to Al
CX across the org

One platform

Platform wide capabilities
Purpose Built Uls & Widgets
Bridging the CX gap

Innovation tailored to the needs

Incremental TAM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Incremental TAM

46% of companies are giving contact

center licenses to employees who aren’t
full-time agents

8x8 Source: Metrigy Customer Experience Transformation Report (May 2022)



Incremental TAM

Within the 46% of companies,
we estimate a total of 1 million agent
positions in our ICP Confident Range,

overall, in NA and UK

Agent positions within our ICP Confident range. 2 million agent positions in the 46% overall.
8x8 TAM calculated based on Omdia 2023 Global Contact Center Market Forecast 2020-2026



One platform with the customer at the center

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



One platform with the customer at the center

CC SERVICES

CHANNELS

ANALYTICS
Al

UC SERVICES

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



One platform with the customer at the center

8x8

SALES CC SERVICES

© CHANNELS

ANALYTICS

Al

. CX User
AGENT @ .

Copyright 2024 8x8, |

nc. or its affiliates. All rights reserve
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One platform with the customer at the center

8x8

SALES CC SERVICES

© CHANNELS

ANALYTICS

Al :
. CX User
AGENT e @ .

Copyright 2024 8x8, |

nc. or its affiliates. All rights reserve
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One platform with the customer at the center

8x8

SALES CC SERVICES

CHANNELS

ANALYTICS

Al :
. CX User
AGENT @ ;

ECOSYSTEM CIDP

ECOSYSTEM

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.






Product Announcements

One platform.
Every communications experience.
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Customer experience is an org-wide responsibility

8%

of business leaders agree that CX
is an organization-wide initiative

8)(8 Source: 8x8 2024 Customer Experience Responsibility Beyond the Contact Center Report Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer experience is an org-wide responsibility

2%

agree creating CX consistency across
departments is a priority at their organization

Source: 8x8 2024 Customer Experience Responsibility Beyond the Contact Center Report Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



Customer experience is an org-wide responsibility

(0]41)Y

6%

say their organization’s CX is
“very consistent” across departments

Source: 8x8 2024 Customer Experience Responsibility Beyond the Contact Center Report Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



Customer experience is an
org-wide responsibility






Customer satisfaction is everyone’s job

Knowledge workers Sales Account management Customer service and support

Customer success HR and recruiting
Finance Supply chain
Marketing Shop floor
Field service Front line workers
Internal collaboration CX professionals outside the contact center Omnichannel contact center
30 —70% of users 20 - 60% of users 10% of users
Less customer engagement More customer engagement

Source: 8x8 Customer Experience Responsibility Beyond the Contact Center Report Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8 Engage enables smarter decisions

Empowering organizations to deliver closed loop,

end-to-end CX orchestration for all customer touch points

across the entire organization

8x8

Deep integration and data synchronization with
enterprise apps from 8x8 TPES

Centralized customer interaction journey analytics

Team leader capabilities

14

Agent Status

Queue Performance ':

00:10:00

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



8x8 Engage key takeaways

Bringing together UCaaS and CCaas to bridge CX
gaps across the organization

Reaching underserved CX professionals outside the
contact center

Empowering this persona with a purpose-built
interface and pervasive context, data, and workflow
automation for superior customer engagement

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Proactive Outreach

Remove the reactive
nature of customer
service with one-to-many
messaging solutions for
all business use cases.

100.00%

83 . .
@3 Reliable @ Scalable %@ Engaging

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



Proactive Outreach

Messaging solutions for every use case

8x8

.., B

UC & CC add-on

One-way, mass
messaging
notifications

Outbound

\

-

CC add-on

Two-way
messaging
conversations

Outbound & Inbound

~ (=

UC & CC add-on

Time sensitive
messaging
alerts

Outbound

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Notify customers on channels with

98% open rates!
8x8 8x8 Shop

Business Account

O ' '
— Sales and marketing promotions Hi Michael.

Thank you for your recent purchase
' <. As recognition for being such
a loyal customer, here is 25% off your

@ Appointment reminders

o] next order. Use code THANKYOU25
Product announcements next time at checkout! & /%
12:59
Direct Routing | Personalization | Reporting & Analytics | Unlimited campaigns

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Interact with two-way messaging routed
to your CC agents or bots

8x8 8x8 ShOp

Business Account

ds) Talk to sales

Hello Simon.

. Your agreement is due for renewal on
¥ Customer service and su pport 2/20/24, and the proposed rate for
2024 is USD $500. If you find this
quote satisfactory, no additional steps
. are needed. However, if you would
% Real-time feedback like to discuss the quote further,
please reply with ‘Discuss’ to connect

with an agent.
12:59

Discuss
12:59

Two-way interactions | Routeto CCagentorbots | Automation | APIlaccess

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



dedicated groups on time sensitive
updates in just a few clicks
B Shop,

Emergency warnings @ GEMERGENCY UPDATEG @

This is an urgent message to inform
IT updates you that Office Building H21 will be
closed due to a fire. Please do not
travel to the office. All employees

Facil ity closures should work from home until further
notice. Thank you.

&

1

Panic button | Direct Routing | Templates | Reporting &Analytics | Mobile companion app

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.

8x8



Proactive Outreach key takeaways

m  Native one-to-many SMS and WhatsApp
capabilities

m Accelerated value delivery with no-code,
packaged solutions for all business use cases

m  Enhanced CX journey with direct routing for
one-to-many messaging to CC agents and bots

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer Interactlon
Data Platform

..........
LI 3 3 L T



and contextuallzation of CUsfbmer mteractmn
data throughout the entire organization

Digest | Analyze | Enrich | Deliver with intelligence

Copyright 2024 8x8, Inc. or its affiliate Il rights reserved.
Sy,
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Complete customer
interaction journey
data

s“”

Serve customers with
contextual awareness
in real-time

- . — -

Drive continuous
improvement and
take remedial action

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer Interaction Data Platform in action

Show summarized actions
taken during the conversation

Track the last customer
contact across any team,
including back office

8x8

Interaction summary g X

Customer called to request a refund for an uncompleted journey. Ticket number was
provided along with reason for requesting refund. Customer service representative
confirmed that only return portion of ticket can be refunded. Representative then
processed the refund and provided expected delivery time frame.

Date: : . )

Sentiment mappin: (
05/10/2023 Pping e

00000000000C0OCOCOOIOOS
Start time: End time: Duration: .
12:15:M 12:22:31 07:16 Talk time

Agent:  32% Customer: 57%
Queue: .

I ;99 -talk: 9

Website Support Team Inbound Silence: 9% Over-talk:19%
Agent: Customer: Topics
Cressida Ballard James Smith Refund e 15,
End status: Purchase I 18%
Resolved Close account . 1%

Threats 3%

View full interaction

Drill down into step-by-step details
visual customer journey

Measure customer sentiment
throughout the conversation
with Al-based scoring

Speech intelligence metrics
like talk time, silence time, and
overtalk

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Customer Interaction Data Platform key takeaways

m Al-driven customer-centric insights

m Serve customers with contextual awareness and
in real time

m Forecast the health of interactions and take
remedial action

m Drive system optimization

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Recent product announcements
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8x8 Engage Proactive Customer
Outreach Interaction Data
Platform

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Optimizing
Routes to
Market

Lisa Martin
Chief Revenue Officer

One platform.
Every communications experience.
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Evolving to portfolio of progu(:ts

H"igh performance;i;ea




Evolving to portfolio of products

1
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Evolving to portfolio of products
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Transforming to capture the opportunity

Focused
On outcomes,
optimized routes
to market

Self-service

Customer

Invest in
customer Success

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserve



SellWith8

W &

Exclusive Deep Partnerships

Highly exclusive group of limited partners Designed to establish a deep partnership
chosen that highly complements our between our two companies, deliver
Contact Center solution native-like Ul, high CSAT and generate

mutual incremental revenue

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Our customers see the value

#“8x8 Co-browsing immediately
changed the quality of our customer
service around walkthroughs. It made
it easier for the team to deliver the
best possible assistance.”

- John Davies, Director of Contact Center Systems

8x8

)) 260insights

Copyright 2024 8x8, Inc. or its affiliates. All rights reserve

d.



Customer
Success

Walt Weisner
Chief Customer Officer

One platform.
Every communications experience.




Copyright 2024-8x8, In¢. o i . Al rights reserved.




The 8x8 customer experience

@

(II\;_'

=)

Unified experience Fast time to value Lifetime engagement
Across all products, functions, Modular approach with Proactive experience
geographies, and channels frictionless onboarding and leveraging customer insights
accelerated adoption for positive outcomes

—

Voice of the Customer

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



World-class 8x8 global customer care

8x8

73

Top 100 customers
are 8x8 references

90/95%

All / enterprise
customer satisfaction

Countries deployed

52

Time to value (TTV)
(days) on PS projects

CSM coverage of
8x8 MRR

Improvement in
enterprise time to value

) 2023STEVIE 4V
{p “WINNER 0/~
BUSINESS AWARD:

Customer Service
Executive
of the Year

A

W %
2023 STEVIE'
‘WINNER
BUSINESS AWARDS |
Technology Team
of the Year

19

g LVER \o
"4, 2023 STEVIE ¢
0 WINNER (/

Y AMRRION Ay
BUSINESS AWARDS

Customer Service
Department
of the Year

.

\7s
.

4 2023 STEVIE'
WINNER

BUSINESS AWARDS |
Customer Service
Team of the Year

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Built to last: our journey

FY22 FY23 FY24
JMNNESnEformation || Optimization  Builttolast

Globalization Self-service improvements Digital support adoption

Culture of yes Differentiated enterprise World-class CES
experience

Team L&D focus World-class TTV

Technical skills investment
Industry recognition:

Stevie Awards

Copyright 2023 8x8, Inc. or its affiliates. All rights reserved.

8x8



8x8 global customer care footprint

Campbell, CA —

Boston, MA

Aylesbury

London

@®—— Cluj, Romania

Chennai, Bangalore India —§) /.
Manila, Clark City,
Philippines
Sydney /.

600+

Team members

1.2M+

Customer touch points

10

Technical support centers

24[7

Support via chat, web, and phone

70%

Digital adoption

Copyright 2023 8x8, Inc. or its affiliates. All rights reserved.
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Customer Support Experience Transformed

CSAT and Customer Escalations

100% 8.0%

93%
= 90% 91% 92% 92%
87%  87%  89%

75% 6.0%
79%

/ ®
[2]
3 S
S 5.0% =
B 50% 40% 9
=, o
Q
8 :
%
3

25% 2.0%

23%  23%  23%
1.4%
0% 0.0%

Q22022 Q32022 Q42022 Q12023 Q22023 Q32023 Q42023 Q12024 Q22024 Q3 2024 Q4 2024

== CSAT == Customer Escalations %

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Gross Customer Retention
Focusing on CX and Customer Success Delivers Clear ROI

FY'21 FY'22 FY'23 FY'24 YTD

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



From good to great to best in class

FY25

FY26 FY27

8x8

Embed Al for scale
and improved CSAT

Expand CSM/TAM coverage
and services

Zero escalations

PS services offerings All enterprise customers
referenceable

Consistent unique CX
for ICP

Strategic partnership delivers
customers’ business outcomes

Copyright 2023 8x8, Inc. or its affiliates. All rights reserved.



Foundation
for Growth

Kevin Kraus
8x8 Chief Financial Officer

One platform.
Every communications experience.
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8x8

Email guestions to
ir_questions@8x8.com




Forward looking statements

TThis presentation includes forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995 and Section 21E of the
Securities Exchange Act of 1934. Any statements that are not statements of historical fact may be deemed to be forward-looking statements. For example,
words such as "may," "will," "continue," "strategy," "anticipates," "plans," "expects," "intends," and similar expressions are intended to identify forward-looking
statements. These forward-looking statements, include but are not limited to: changing industry trends; the size of our market opportunity; our strategic
framework; our ability to increase profitability and cash flow to deleverage our balance sheet and fund investment in innovation; our future revenue and
growth; our ability to enhance shareholder value; and our financial outlook, revenue growth, and profitability, including whether we will achieve sustainable
growth and profitability. You should not place undue reliance on such forward-looking statements. These forward-looking statements are predictions only,and
actual events or results may differ materially from such statements depending on a variety of factors. These factors include, but are not limited to:

° Customer adoption and demand for our products may be lower than we anticipate.

° A reduction in our total costs as a percentage of revenue may negatively impact our revenues and our business.

° Impact of economic downturns and political instability on us and our customers, including ongoing volatility and conflict in the political environment,
such as Russia's invasion of Ukraine and conflicts in the Middle East, and rising interest rates and other inflationary pressures.

° Risks related to our secured term loan due 2027 and convertible senior notes due 2028, including the impact of increased interest expense and timing
of any future repayments or refinancing on our stock price;

° We may not achieve our target service revenue or total revenue growth rates, or the revenue and other amounts we forecast in our guidance, for a

particular quarter or for the full fiscal year.

Competitive dynamics of the UCaa$S, CCaa$, CPaaS, video and other markets in which we compete may change in ways we are not anticipating.
Our customer churn rate may be higher than we anticipate.

Impact of supply chain disruptions.

Third parties may assert ownership rights in our IP, which may limit or prevent our continued use of the core technologies behind our solutions.
Impact of acquisitions, including Fuze, Inc., on future financial performance.

Investments we make in marketing, channel and value-added resellers (VARSs), e-commerce, and new products may not result in revenue growth.
Our increased emphasis on profitability and cash flow generation may not be successful.

For a discussion of such risks and uncertainties, which could cause actual results to differ from those contained in the forward-looking statements, see “Risk
Factors” in the Company's reports on Forms 10-K and 10-Q, as well as other reports that 8x8, Inc. files from time to time, with the Securities and Exchange
Commission. All forward-looking statements are qualified in their entirety by this cautionary statement, and 8x8, Inc. undertakes no obligation to update
publicly any forward-looking statement for any reason, except as required by law, even as new information becomes available or other events occur in the
future.

See Appendix for Non-GAAP reconciliation and disclaimers.

8X8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Transforming to capture the opportunity

Target customer,
optimized routes

to market
Portfolio of ﬁ “‘
products &/

\ ¥ )

Customer

Operating leverage
and cash flow

Deliver value to investors

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Value Creation Timeline

Re-architect platform

WE ARE Horizon 3:
Integrate Al-enabled HERE DURABLE GROWTH &
core services OPERATING LEVERAGE

Grow top-line at or above
blended market rate

Increase investment in .

R&D to drive innovation

Horizon 2:
CAPTURE THE
OPPORTUNITY
Align GTM with target
customer profile

Restructure sales and
marketing to focus on
target customer

Horizon 1:

(B E B B A

Achieve sustained BUILD THE
non-GAAP profitability FOUNDATION
and positive cash flow N )
Y
Cash & investments Return $250M to investors through
~$170M (as of 12/31/23) debt repayment
MILESTONES TO DATE FY'23-FY'24 FY'25-FY'26 FY'27 and Beyond

8)(8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Financial Transformation
Sustainable, cash generating business model

Revenue

Gross Profit Margin'
(non-GAAP)

Op Profit Margin'
(non-GAAP)

SBC as a % of revenue

Operating Cash Flow

$446M

59%

(14%)

16%

($93.9M)

13% CAGR

13 point improvement

27 point increase

Limit dilution from
employee stock plans

De-lever, fund
future growth

$725-730M

~72%

12.5-13%

8-9%

>$70M

1. See Appendix for reconciliation of non-GAAP to nearest GAAP metric. Reconciliations are not available for forward looking metrics.

2. Guidance ranges as of 1/30/24..
8x8

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Delivering Value to Investors

T e eupected P2 Resuis

$755 - $763M $725-730M
Revenue 17 39% vov (3%) - (2%) YoY
Operating Margin® 15 30,

(non-GAAP) 12.5-13.0% (EXit Q4 at 70%)

20% CAGR FY'24-FY26

(FY'23 15 Vr O) >$70M vs. $46.3M in FY'23

Operating Cash Flow

Cash + Investments  Maintain $100M >$100M at year end

Return $250M to investors thru debt
reduction FY'24-FY'27

Repaid $88M in principal in
fiscal 2024, 35% of goal

FY'24 SBC expected to be 8-9%
of revenue

Debt Reduction

Stock Based Continue to decline
Compensation overtime

~$66% YoY decline in total grant
value and ~50% YoY decrease in
new RSUs YTD

We intend to reduce share issuance &

Employee Equity Programs dilution over time

N ANNKNKXKX

1. Initial guidance ranges for revenue and non-GAAP operating margin and commentary on debt reduction, SBC, and operating cash flow on Q1'24 earnings call, 5/11/23.
2. Guidance ranges for revenue and non-GAAP operating margin updated on Q3'24 earnings call, 1/31/24.

3. Non-GAAP to GAAP reconciliations are not available for forward looking metrics. Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Annual Revenue Trend

Near-term revenue headwinds balanced by continued growth in enterprise

UCaaS-led . CCaaS-led
Strategy |

Shift
2 $725-730
S g -
= 638
= s710 699703
W |
$532 o :
$446 |
$496 I
$a14 !
1
|
|
|
1
|
|
|
FY'20 FY'21 FY'22 1 FY 24E FY'26 Beyond
1
B Other Revenue [ Service Revenue
8x8 1. Guidance ranges for FY'24 revenue updated on Q3'24 earnings call, 1/31/24

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Annual Revenue Trend

Near-term headwinds balanced by continued enterprise growth in transition period;, Optimized
routes to market, increased awareness, and strong product-market fit drive accelerating growth in
fiscal 2026

UCaaS-led . . CCaaS-led

Strategy | .. :
Shift m Transition : Grow
g $725-730 -
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5 I [
o | |
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| |
| |
| |
| |
| |
| |
| |
| I
| |
| |
| |
| |
FY'20 FY'21 FY'22 FY'23 | FY'24E1 FY'25 | FY'26 Beyond
1 1
B Other Revenue [ Service Revenue
8x8 1. Guidance ranges for FY'24 revenue updated on Q3'24 earnings call, 1/31/24

. . . . . . . Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
Trend line illustrative only and not intended to indicate a specific revenue number.



Operating Model Framework and Priorities

Intermediate to long-term

Q)

Invest in
Innovation for
durable growth

Maintain investment in

innovation; focus

resources on innovation

on CX solutions for

targeted customer profile

8x8

i

Maintain Non-GAAP
Profitability and
Cash Flow

Maintain double-digit
non-GAAP operating
margin as transition to
growth

4
7

Reduce
Shareholder Dilution
over time

Leverage cash generating
capacity to increase cash
compensation in lieu of
new equity awards.

@

Use excess Cash Flow
to Return Value
to Investors

Shift benefit to equity
holders by returning
$250M to investors
through debt repayment.

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Annual Non-GAAP Operating Profit Margin'

Non-GAAP Operating Margin as a % of revenue tracks to pattern of revenue growth

Non-GAAP Operating Income and Margin
FY'20 - FY'24

Mid-teens
12.5-13% ——— > long -term
i - target
$62
8.4%

$ Millions
»
-
 —

-
)
-l
N
30
anuanal Jo %

FY'20 FY'21 FY'22 FY'23 FY'24E FY'25E FY'26E Long term

Non-GAAP Operating Income @ Non-GAAP Operating Margin %

1. See Appendix for reconciliation of non-GAAP to nearest GAAP metric. Reconciliations are not available for forward looking metrics.
2. Guidance ranges as of 1/30/24.
Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.

8x8
Trend line illustrative only and not intended to indicate a specific non-GAAP operating income number of margin percentage. .



Impact of Shift Away from Equity-based Compensation

Decline in new RSU grants to employees will slow the rate of share growth over time

Value of RSUs Granted YTD 2022-2024 Number of RSUs Granted YTD
2022-2024
$150 15
$133.2 13.1

-50%

$100

6.5
53

$50

$0
FY'22 FY'23 FY'24 FY'22 FY'23 FY'24

8x8 Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



What if we had issued the same grant value in FY'24 YTD?

$49M in incremental stock based compensation and >12M additional shares

Value of RSUs Granted YTD 2022-2024

Number of RSUs Granted YTD

2022-2024
189
20
S0 $1332 .
Incremental
15 shares to
13.1 equal FY'23
$100 12.4 L grantvalue
$74.8 of ~$75M
10
$49.1 Incremental
value to
$50 equal prior 53 7
year
5
6:5
$0 0
FY'22 FY'23 FY'24 FY'22 FY'23 FY'24

Incremental value of grants to equal prior year [l Total Value of New Grants

8x8

Incremental RSU at prior year's total grant value RSUs Granted

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Operating Cash Flow
Generally tracks to Non-GAAP Operating Income' pattern, adjusted for timing of

collections and non-recurring cash expenses
20% 3-Yr CAGR

FY'24 - FY'26
A
$100 - ~$85 ) FY'24
>$70 e Operating cash flow of
$66.3M YTD. On target to
$49 achieve YoY growth of
Wl $35 45-50% for full fiscal year.
e Increase reflects higher
%) .
;5 50 pon—GAAP operating
s income and strong
o .
14 collections.
-$50
-$100 -$94
FY'20 FY'21 FY'22 FY'23 FY'24E FY'25E FY'26E
1. See Appendix for reconciliation of non-GAAP to nearest GAAP metric. Reconciliations are not available for forward looking metrics.
Guidance ranges as of 1/30/24.
Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.

8x8 2.



Debt Maturity Schedule - Aggregate Principal Outstanding

As of 12/31/23
2024
Converts
$500.0
$436.7
$400.0 $427M principal
outstanding as of
3/14/24
Repaid Feb.1,2024 "~ °° fheiss
epaid Feb. 1T,
P Loan 2028
$25.0 Converts
$200.0
$100.0
2024 2025 2026 2027 2028
Repurchased/Retired [l Debt Outstanding
8x8

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Path to Durable Growth and Operating Leverage

Continued innovation and strong product-market fit drive future growth and operating leverage

FY'20
Revenue $446M

Operating Profit
Margin’ (14%)
(non-GAAP)

SBC as a % of
revenue

16%

Operating Cash Flow | ($93.9M)

13% CAGR

27 point increase

Shift to cash comp
to limit dilution

De-lever, invest for
growth

FY'24E2

$728M

12.5-13%

8-9%

>$70M

Product -
Market Fit

Leverage
w/ scale

Reduce
dilution

Return
value

LONG-TERM
TARGET
MODEL

2 Market
(adjusted for
mix)

Mid-teens

Continued focus
on reducing

dilution

Continued
Growth

1. See Appendix for reconciliation of non-GAAP to nearest GAAP metric. Reconciliations are not available for forward looking metrics.

8x8 2. Guidance ranges as of 1/30/24..

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



Key Takeaways

O

Sustainable, cash
generating business
model.

8x8

Differentiated
technology, focused
strategy

/

Revenue tailwinds >
headwinds by end of
fiscal 2025

4
P

Reduce debt and
dilution in the
meantime

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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Email questions to
Ir_questions@8x8.com




Appendix

Forward looking disclaimers
CAAP to non-GAAP reconciliations

8x8 One platform.
Every communications experience.




Non-GAAP Measures and Guidance

Non-GAAP Measures

This presentation contains certain financial information that has not been prepared in accordance with Generally Accepted Accounting Principles
(GAAP). Management uses these non-GAAP financial measures internally in analyzing the Company’s financial results and believes they are useful to
investors, as a supplement to GAAP measures, in evaluating the Company’s ongoing operational performance. This information should not be
considered a substitute for any measures derived in accordance with GAAP.

Non-GAAP Guidance

The Company does not reconcile its forward-looking estimates of non-GAAP operating margins to the corresponding GAAP measures of CGAAP
operating margin due to the significant variability of, and difficulty in making accurate forecasts and projections with regards to, the various
expenses it excludes. For example, future hiring and employee turnover may not be reasonably predictable, stock-based compensation expense
depends on variables that are largely not within the control of nor predictable by management, such as the market price of 8x8 common stock, and
may also be significantly impacted by events like acquisitions, the timing and nature of which are difficult to predict with accuracy. The actual
amounts of these excluded items could have a significant impact on the Company's GAAP operating margins. Accordingly, management believes
that reconciliations of this forward-looking non-GAAP financial measure to the corresponding GAAP measure are not available without
unreasonable effort. All projections are on a non-GAAP basis.

8x8

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.



GAAP to non-GAAP Reconciliation

8x8, Inc.
RECONCILIATION OF GAAP TO NON-GAAP FINANCIAL MEASURES
(Unaudited, in thousands, except per share amounts)

Years Ended

March 31, 2020 March 31, 2021 March 31, 2022 March 31, 2023
Operating Profit (Loss):

GAAP loss from operations (as a percentage of total

revenue) $ (159,819) (35.8)% $ (146,149) (275)% $ (154,141) (24.2)% $ (66,292) (8.9)%
Amortization of acquired intangible assets 8,842 6,886 8,317 21,078
Stock-based compensation expense and
related employer payroll taxes 72,096 112,505 138,226 90,636
Acquisition and integration costs 2,613 197 9,717 (4,553)
Legal and regulatory costs (730) 4,638 (2,722) 771
Severance, transition and contract exit costs (") 16,117 10,816 11,191 14,564
Impairment of long-lived assets — — — 6,153

Non-GAAP operating (loss) profit (as a percentage of

total revenue) $ (60.881) (13.6)% $ (11.107) 21)% $ 10,588 1.7% $ 62,357 8.4%

(1) During the year ended March 31, 2023, the Company reclassified $6.2 million of impairment of capitalized software and right-of-use assets,
respectively, to impairment of long-lived assets in the condensed consolidated statement of operations to conform to current period presentation.

8x8

Copyright 2024 8x8, Inc. or its affiliates. All rights reserved.
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