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Forward-Looking Statements .o’
This presentation and the accompanying oral presentation include express and implied “forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of 1995, including
but not limited to, statements regarding our financial outlook, product development, business strategy and plans, and market trends, opportunities and positioning. These forward-looking statements are
based on current expectations, estimates, forecasts and projections. Words such as “expect,” "anticipate,” “should,” "believe,” "hope,” “target,” "project,” “goals,” "estimate,” “potential,” “predict,” “may,"
“will," "might,” “could,” “intend,” “shall” and variations of these terms and similar expressions are intended to identify these forward-looking statements, although not all forward-looking statements
contain these identifying words. Forward-looking statements are subject to a number of risks and uncertainties, many of which involve factors or circumstances that are beyond our control. For
example, our focus on long-term growth may negatively impact our near- and medium-term profitability; the market for our platform may develop more slowly than expected or than it has in the past;
our platform may not develop as anticipated, including the integration of StackAl and other new technologies such as artificial intelligence; our operating results may fluctuate more than expected; there
may be significant fluctuations in our results of operations and cash flows related to our revenue recognition or otherwise; a network or data security incident that allows unauthorized access to our
network or data or our customers' data could damage our reputation; we could experience interruptions or performance problems associated with our technology, including a service outage; and global
economic conditions could deteriorate.

It is not possible for us to predict all risks, nor can we assess the impact of all factors on our business or the extent to which any factor, or combination of factors, may cause actual results or outcomes
to differ materially from those contained in any forward-looking statements we may make. Moreover, we operate in a competitive and rapidly changing market, and new risks may emerge from time to
time. You should not rely upon forward-looking statements as predictions of future events. Additional risks and uncertainties that could cause actual outcomes and results to differ materially from those
contemplated by the forward-looking statements are included under the caption “Risk Factors” and elsewhere in our most recent filings with the Securities and Exchange Commission (the “SEC"),
including the Quarterly Report on Form 10-Q for the quarter ended July 31, 2026 and other documents we have filed, or will file, with the SEC.

Although we believe that the expectations reflected in our statements are reasonable, we cannot guarantee that the future results, levels of activity, performance or events and circumstances described
in the forward-looking statements will be achieved or occur. Moreover, neither we, nor any other person, assumes responsibility for the accuracy and completeness of these statements. Recipients are
cautioned not to place undue reliance on these forward-looking statements, which speak only as of the date such statements are made and should not be construed as statements of fact. Except to the
extent required by federal securities laws, we undertake no obligation to update any information or any forward-looking statements as a result of new information, subsequent events, or any other
circumstances after the date hereof, or to reflect the occurrence of unanticipated events.

Use of Non-GAAP Financial Information

In addition to the financials presented in accordance with U.S. generally accepted accounting principles ("GAAP"), this presentation includes the following non-GAAP metrics: non-GAAP gross margin,
non-GAAP operating margin, adjusted free cash flow, adjusted free cash flow margin, and non-GAAP operating income. We believe that non-GAAP financial information, when taken collectively, may be
helpful to investors because it provides consistency and comparability with past financial performance. There are a number of limitations related to the use of these non-GAAP metrics versus their
nearest GAAP equivalents. For example, other companies may calculate non-GAAP metrics differently or may use other metrics to evaluate their performance, all of which could reduce the usefulness
of our non-GAAP financial metrics as tools for comparison. We urge you to review the reconciliation of our non-GAAP financial measures to the most directly comparable GAAP financial measures set
forth in the Appendix to this presentation, and not to rely on any single financial measure to evaluate our business.

This presentation and the accompanying oral presentation also contain estimates and other statistical data made by independent parties and by us relating to market size and growth and other data
about our industry and business. This data involves a number of assumptions and limitations, and you are cautioned not to give undue weight to such estimates. We have not independently verified the
industry data generated by independent parties and contained in this presentation and, accordingly, we cannot guarantee their accuracy or completeness. In addition, projections, assumptions, and
estimates of our future performance and the future performance of the markets in which we compete are necessarily subject to a high degree of uncertainty and risk.
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The unlock isn't more agents It's agentified workflows
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SR But there are blockers

EEREEE to agentifying your workflows
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The Asana investment case

The Operating System for Human-Agent Teams, built on a differentiated foundation

Built on 18 years of foundational architecture: the enterprise Work Graph®, multiplayer collaboration, shared memory, and enterprise governance.
A place where humans and agents run critical workflows together, on the same plan, toward the same goals.

The core business continues to get healthier

Net retention improved in every cohort we report, customers spending $100,000 or more grew 16% year over year, and strength was broad-based
across industries and geographies.

Our Al products are creating new growth vectors beyond our seats

Al Studio and Al Teammates drove approximately 25%" of Q2 net new ARR. Customers adopting them engage more deeply, retain better and
expand faster, validating the opportunity for consumption- and outcome-based revenue streams alongside seats.

AWM and Agentic Applications materially expand our opportunity

Agentic Work Management brings Al Teammates, Al Studio, and Asana Dash into every tier. Asana Client Management, Asana Service
Management and Command reach service, client delivery, and engineering teams.

Delivering operating leverage while investing in consumption- and outcome-based offerings

10% non-GAAP operating margin in Q2, up approximately 300 basis points year over year, with a 20% adjusted free cash flow margin, while
investing to scale our Al products and consumption-based business model.

1. Excludes StackAl.

asana.com Note: All metrics as of the quarter ended July 31, 2026. See appendix for GAAP to non-GAAP reconciliation. 8
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Your agentified workflows require a system

@0 6 Event Management ]
o o q:] Campaign Execution °
+ —q . . . .
olll Revenue Growth ° ﬁ/ Qo Paid Media Coordination e
) e & ProductLaunches .
82 Product Innovation . 9@ L] D Sales Enablement ]
ﬁ . Release Readiness .
{} Employee Experience . e ﬂ . 8_"; Software Management .

o e 3= Ticket Management . 9@) . & Incident Response °

e ° System Upgrades .



S asana

Work Graph® &

Everything your company
is actually doing, on a
single living plan.

- asana.com

W
G Status reporter

t\vL/
-

& Goals ===

B3 Portfolios o

[ ]
0 Launch planner
& T'Ckets { ® Resolved
PrOJeCtS ® Ontrack °
®
[ )
\/ TaSkS @ Today
[ ]

‘ 8 Brand auditor

M



asani

Multiplayer

Humans and agents on the same
plan, moving work forward together.

O
)

Comments

Roger Dorn 20 minutes ago

( Beacon has the Quality Assurance team reviewed the latest
round of product revisions? cc: @) Rachel Yi

G) Beacon 19 minutes ago

@ RogerDom |t appears they looked at it yesterday. There are
duarability questions in the comments of © Quality Review #1839

Rachel Yi 12 minutes ago

Thank you @ Beacon ! Review what's next from the plan in
B Spring Product Launch and push the due date out by two
daysin © Quality Review #1839

CZ) Beacon 11 minutes ago

@ Rachel Yi  Roger that! | have moved the due date and informed
the team. You should check out ' © Spring Catalogue Review

0

Shared Memory

Every workflow starts
smarter than the last.

3

Sterling

Analyzes past deal patterns, win/loss trends,
and workspace data to recommend smarter
pricing for every opportunity.

Memory

P&P needs to be approved by Head of Commerce

@ Kevin O'Shea instructed that all Pricing & Packaging
communications need to go through @_\ Lisa Connolly

@ Pricing and Packaging Status Update

Always include a confidence score
After flagging a competitor price drop that turned out to be
a limited regional promotion, the Pricing & Packaging

team asked Sterling to add a confidence rating and source
date to every alert going forward.

© Ensure confidence score for each analysis

Lead with deal-level impact, not percentage discounts

& Spencer Harrison pointed out that presenting
recommendations as "offer 15% off"

Enterprise Governance

Every agent named and
governed, from day one.

Enterprise Governance Control Panel

<«
) Active Teammates

Name: Pixar
8 Role: Pricing Strategist

Unique ID: 75322

Access Level: Editor
App Access:

& i

Name: Penny
9 Role: Copy writer
Unique ID: 59367

Access Level: Editor
App Access:

L XN

Name: Armstrong
G Role: Launch Planner
Unique ID: 98607

s 8
Workspaces

Audit Trail

Audit Trail

Audit Trail

View Audit Log
135 [©) $12,400
Actions Today =2  Total Spend

Name: Miles

Role: Goal Tracker

Unique ID: 84028 Audit Trail

Access Level: Viewer

App Access:

1,

a4 43

Name: Chime

Role: Status Reporter

Unique ID: 40983 Audit Trail

Access Level: Commenter

App Access:

1,

+oP

Name: Radar

Role: Trend Analyst

Unique ID: 11304 Audit Trail 12



The Asana Platform
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Al Engine

Pre-built Al agents that work alongside your team inside real workflows

Al Teammates

O, x
(n

Al Automation

Al Assistant

X N IR Gt
<

asana.com

Al Insights

pd

Al Workflows




Onboarded Teammates, ready for you

Operations T Administration

<IN + 3l © B UN 5

Quill
Brief Writer

Houston
Launch Planner

Muse
Copywriter

Scout
Market Researcher

Pixel
Brand Auditor

asana.com
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Sterling
Pricing Strategist

Beacon
Status Reporter

Tally
Decision Tracker

Tidy
Data Quality
Manager

Casey
Business
Case Builder

©
@
O
)y
3

Patch
IT Support

Radar
Trend Analyst

Sentry
Compliance Specialist

Guide
Onboarding Assistant

Vouch
Vendor Evaluator

2> 00

Lens
Spec Reviewer

Bugsy
Bug Investigator

Pacer
Sprint Coach

Oracle
Risk Modeler

Checkmate
QA Test Planner

X BBl 2 Mola

Maestro
Chief of Staff

Chime
Status Reporter

Flow
Workflow Optimizer

Miles
Goal Tracker

Rally
Launch Planner

15



Agentic Apps
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Introducing 5 new agentic apps

Where humans + agents workflow together

&3 o & Lt o

Agentic Work Asana Client Asana Service Command by StackAl
Management Management Management Asana by Asana
for cross-functional for teams for service for developer for every critical

teams delivering client teams teams workflow

work



u Agentic Work Management

One easy button for Al productivity across every team

Jeasana ) Search

Ready-to-go agents waiting to
supercharge your teams

30 prebuilt teammates for marketing, ops, and IT.
Preapproved, preauthorized, ready to work. y FRERK ) T usn RHe

a Summer Campaign Launch Readiness ~ ¢

(] List Timeline Calendar Messages

Workflo Launch Milestones

Build automations for your everyday °
tasks like intake, routing, and more ) @ crie oo

(> Complete Landing Page Development s Diego Lopez
Powerful automations in seconds, no code required © Finalize Product Feature Set g senGola
O Launch Go-Live Readiness Review @ sterhanic vargas

Add task

Always kn OW th e n ext Iog ica I a Cti On tO ~ Launch Monitoring
sta rt yo u r d ay Monthly Launch Readiness Status Review &3 Launch Planner

©) Weekly Status Report €3 status Reporter
Asana Dash summarizes your meetings, emails, and T
tasks so you're always a step ahead. _
~ Product & Marketing Launch Work
2) Finalize Summer Landing Page Copy €3 Launch Planner
© Finalize Summer Landing Page Design R sencoid
2 Align on Social Launch Strategy €3 Launch Planner
2) Prepare Social Launch Assets &) Assets Coordinator

GENERALLY AVAILABLE SEPTEMBER 2026

+ Mark complete B ® - 3

Launch Readiness Monitoring

Assignee €3 Launch Planner Al Teammate
Due date Today
Projects + Addtop

Description

Review project timelines, engineering capacity, and cross-team signals to ensure the summer
campaign launch stays on track.
Monitor:
Summer Product Launch
Engineering backlog
« @ Eng Capacity Tracker
« Standup meeting transcripts

If risks are detected, flag issues, explain the oot cause, and recommend actions.

+ Add subtask

Comments v

t@ Stephanie Vargas created this task 2

@ D + & Leave task

18



& Asana Client Management

Every client, every project, every conversation — one place

Keep clients in the loop without the = @E=

X O Hom
overhead o |
. L . . o -
Unify-all communication, files, and approvals in a
curated client portal so clients always know where O clems
things stand without a single status call. L £ Engagements
(2) Team capacity

Free your team to focus on clients, not
busywork

Accelerate work across the business with Al
Teammates that can help with capacity, SoW creation,
client-ready asset production, and status update
drafting.

Increase profitability and manage risk

Leverage Al to proactively make smarter resourcing
decisions and plan for risk with a live view of project
and client health.

Q_ search

Bloom Health
m [Bloom Health] Brand Refresh ~ & e ontrack

Overview Workback plan  Dashboard ~ Client portal  +

Ready for review
@ Asana Al Just now
Bloom Health requested social assets

Maya requested that we add the full social suite for the launch, scope includes versions across all 8 platforms
in desktop and mobile formats. [ Creative Director is ready to start drafting the copy.

(WL Assign to Creative Director

Draft voice & tone guidelines + Guidelines completed

Recommend media placements

/ Media recommendation completed

Conduct brand audit + Audit completed

Write proposal + Proposal completed

EARLY ACCESS

208

£ Recent meetings

Launch readiness check-in

Monday10-11:30am | @ @@

& Transcript © Zoom recording

Project budget
Spent

$42,500 /$50,000

87% of estimated cost ($42.5k) used

Remaining
$7,500

~ At this pace, budget runs out May 10 ®

£ Team directory 2]

@82y -

Timezones

asana.com
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‘ Asana Service Management
One Al-native ESM for HR, IT, Facilities and Legal

Instant Al resolutions in the flow of work

A 24/7 Al agent resolves 50% of routine requests
through Slack, email, or Asana portal before they ever
reach a human

Self-learning knowledge base that
increases Al resolutions

Automatically turn resolved tickets into reusable
knowledge so Al can answer more requests over time

Requests to projects in one click

Convert requests that require flexible, cross-functional
work into Asana projects with one click with all context
preserved

asana.com

WI-380 Access request: Figma license for Nina Okafor

@ nina okafor

Hi, | need access to Figma for my new role on the design systems team.

@:icen

I.can help with that. Let me verify your details and get this set up for you.

. Service Al 2

$ . Figma Access Request

. Service Al

All done! Your Figma Editor account has been provisioned and you've been added to the Design Systems
team workspace. Check your email for a confirmation with your login link and a quick-start guide

@ nina okator

That was incredibly fast, thanks!

EARLY ACCESS

20



" Command by Asana

Ship faster with humans and agents in sync

Stay in flow

Command automatically catalogs the decisions, context,
and next steps agents need to stay efficient and keep
moving. Engineers spend less time unblocking agents
and more time on what's next.

t o U

(% serry Frankiin | 25
Initiative timeline
Checkout V2 Shadow

Checkout V2 Web GA

Checkout V2 Mobile GA

Releases de-risk themselves e
Command monitors scope, dependencies, pacing, and

risks in real time, surfacing blockers and adjusting plans
before they cascade into delays.

Checkout V2 Shadow 79 Kai Jordan

Always know the status, no meetings
required

Command gives leaders a custom, queryable view of
the strategic work that's important to them, so they
know what is truly at risk and why without waiting for a BNPL Launch @R voreno
status update.

Checkout V2 Web GA 79 Kai Jordan

Checkout V2 Mobile GA ‘& Marcus Chen

V1 picker deprecation 79\ Kai Jordan

asana.com

Jul1s

Aug 16

Sept 11

Q12027

Universal checkout payment flow

halfway through — 2 of 4 findings cleared.

next to live checkout

logic on Tuesday.

i Web checkout rebuild p:
team finishes an audi

users see BN
Cursor can fi

i0S work started this week. Android picks up next sprint,
once the card reader Bluetooth fix lands on Mobile POS

Affirm is integrating cleanly in test. Klarna stuck — their IT
team hasn't responded to the security setup request.

rk looped in legal.

ted. Begins after launch, once all four checkout
0S, Android, partner SDK) are running on

EARLY ACCESS SEPTEMBER 2026

What's our biggest risk right now?

Two at-risk releases, both bottlenecked on external
dependencies, not engineering work:

« BNPL Launch (+4d) — Klarna vendor IT isn't
urity setup. @aclark escalated to

Neb GA (+3d) — waiting on a design
hen on BNPL fal ck states.

Neither has a code blocker. If both unblock this

BNPL recovers to Sep 15 (1d slip) and Web G
on Aug 18.

Release row

What's happened this week that caused this
release to slip?




& StackAl by Asana

Agentic workflow automation, connected to every system you use

Automate any workflow, no code
required

Drag-and-drop workflow.builder. Deploy.complex
automations in minutes.

Hundreds of native integrations, ready
togo

Connect agentic workflows to Salesforce, Oracle, AWS,
and more - no engineering required.

Governed workflows, built for regulated
industries

SOC 2, I1SO 27001, HIPAA, and GDPR certified. Pl
masking and audit logs on by default.

asana.cam

2| Textlnput
The basic input node for the flow.

Control Name: User Access Review
Core Banking Platform Description:
Quarterly review of user

access rights in the Core Banking
platform to ensure only authorized users.
retain. Evidence retained in ServiceNow.
Process: Access Management Risk:
Unauthorized system access

Vv View Results 9 tokens 0.

[@ Search Files

for files and documents across

M search Azure Blob Storage
Search for content in Azure Blob Storage

v View Resuits

@ Query Airtable 1

e base with natural
SQL, or semantic.

A\ Anthropic Agent
Anthropic Agent with tool calling
$ Claude 4.6 Sonnet
Knowledge Bases
B Add Knowledge Bases
Tools
+ A5
McP

& Mcp

GENERALLY AVAILABLE

/| Output

Output the result of nodes as text

ext Formatted ® & i @ Cear

Detected a likely duplicate control
The new "User Access Review Core Banking
Platform" appears to overlap with existing
access review controls. Actions suggested:
« Merge with enterprise access
recertification (92% confidence)

« Review alignment with identity access
governance (64% confidence)

v View Resu

22



9x faster speed-to-market
1,200+ hours saved annually

Planning timelines compressed from
weeks to days

()

“By building scalable workflows
and intentionally leveraging Al,
we've increased visibility and
speed while reducing the
manual friction that previously
existed between teams.”

Rachel Skaff
SVP of Sales and Global Solutions

23



90% reduction in campaign setup time

2,936 hours of manual work saved per
year

12-14 hours of manual campaign setup
eliminated

0 e oo

"Our teams are focused on
rethinking how work flows across
the organization to ensure we are
prioritizing high-impact initiatives
that deliver real value to our
customers.”

Simone Williams
Chief Digital & Technology Officer B

24



Al Studio and Al Teammates are creating a new growth and expansion vector

Adoption is broadening across our largest customers

~25% >25%

of Q2 net new ARR from Al Studio and Al of customers spending $100,000+ have
Teammates' purchased Al Studio or Al Teammates
Up from 17% in Q1 and above the 15% full year Up from less than 10% a year ago

target set in March

~20%

of net new ARR expected from Al
products (including StackAl) in FY272

Raised from 15% at the start of the year. Full
year reflects an average across four quarters,
including Q1 at 17 %.

Deeper adoption, stronger customer economics A new expansion vector beyond seats

Customers adopting Al Studio and Al Teammates engage more Al products are creating new expansion opportunities based on the
deeply, retain better, and expand faster than the broader customer work and outcomes delivered through Asana, validating the

base, providing early evidence that Al adoption can strengthen both opportunity to build consumption- and outcome-based revenue
retention and expansion. streams alongside seats.

1. We define net new ARR as the sum of annualized recurring revenue from new customer bookings and expansion within existing customers during the period, net of contraction and churned ARR.
Excludes StackAl. Excluding one large agreement signed in the quarter, Al Studio and Al Teammates represented approximately 22% of net new ARR. 2. Includes StackAl. Reflects new consumption

and capacity packages only. All metrics as of the quarter ended July 31, 2026.

asana.com
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Scale and
Momentum
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Building our agentic future from a position of
category leadership 92%,

Willingness to recommend 3

4 N N

Gartner
Peer Insights
Customers’
Choice 2026

THE FORRESTER WAVE"
Collaborative Work Management Tools
022028

Gartner

strong
Contenders Performers

Leader in the Gartner® Magic Asana Received a Gartner®

Quadrant™ for Collaborative Work Peer Insights™ Customer's
Management 'and Adaptive Project Choice distinction 3
Management and Reporting 2

"Asana has been instrumental in managing

multiple critical strategic projects that had
to be executed with multiple cross

functional departments." Named as a Leader in The Forrester

Wave™ Collaborative Work Management
Tools, Q2 2025 4

- AN AN J

1 Gartner, Magic Quadrant for Collaborative Work Management, Nikos Drakos, Joe Mariano, Lacy Lei, and Hironori Hayashi, 28 October 2025
2 Gartner, Magic Quadrant for Adaptive Project Management and Reporting, Peter Clegg, Jennifer Jackson, Zainab Ali, Daniel Stang, Woojin Choi, 3 August 2026
3 Gartner, Voice of the Customer for C ive Work By Peer Contri 31March 2026

GARTNER is a registered trademark and service mark of Gartner, Inc. andJor its affiliates in the US and internationally. Peer Insights is a registered trademark and THE GARTNER PEER INSIGHTS CUSTOMERS' CHOICE badge is a trademark and service mark of Gartner, Inc. and/or its affiliates and is used herein with permission. All rights reserved. Gartner Peer Insights
content consists of the opinions of individual end users based on their experiences and should not be constituted as statements of fact, nor do they represent the views of Gartner or its affiliates. Gartner does not endorse any vendor, product or service depicted in this content, about its accuracy or completeness, including any warranties of merchantability or fitness fora
particular purpose.

ASana.COIM 4 The Forrester Wave™: Collaborative Work Management Tools, Q2 2025, Margo Visitacion, 3 June 2025.
F

rrester does not endorse any company, product, brand, or service included in its research publications and does not advise any person to select the products or services of any company or brand based on the ratings included in such publications. Information is based on the best available resources. Opinions reflect judgment at the time and are subject to change. For 27
more information, read about Forresters objectivity here

Asana named a Leader for
the third consecutive year

SVP Operations and Logistics — Retail




A large global installed base to drive our next phase of growth

>180K >200 41%

Paying customers Countries and territories of revenue outside US

asana.com Note: All metrics as of the quarter ended July 31, 2026. 28



Driving the agentic transformation for the world's leading brands
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Financial highlights

-

$216M

Q2 revenue

~

/

-

98%

Dollar-based net retention
$100K+ customers

J

asana.com

- Q2FY27

/

10%

Q2 revenue growth

~

.

10%

Non-GAAP operating margin

J

Note: Growth rate is year-over-year. All metrics as of quarter ended July 31, 2026.

-

16%

Customer growth from
$100K+ customers

.

20%

Adjusted free cash flow margin

We utilize certain non-GAAP financial measures to assist in understanding and evaluating our core operating performance, which are not intended

to be used in lieu of GAAP presentations of results of operations. See appendix for GAAP to non-GAAP reconciliation.

31



Revenue growth
Q2 revenue of $216M, up 10% year over year

Annual revenue: FY26 Quarterly revenue: Q2FY27
9% Y|Y 10% Y|Y
$206M $205M
$201M
$197M
$724M

FY25 FY26 Q2FY26 Q3FY26 Q4FY26 Q1FY27

asana.com Note: Growth rate is year-over-year. Q2 FY27 revenue growth includes approximately 50 basis points of contribution from StackAl, which Asana acquired in Q2 FY27. All metrics as

of quarter ended July 31, 2026

Q2FY27

32



Dollar-based net retention rate

Net retention improved to 98% in both customer cohorts

99% Core customers @ Customers spending $100K+
98%
98%
98%
97% 97% 97%
97%
96%
96% &
96% 96% 96%
95%
95%
94%
Q2FY26 Q3FY26 Q4FY26 Q1FY27 Q2FY27

Note: We calculate our dollar-based net retention rate by comparing our revenues from the same set of customers in a given quarter, relative to the comparable prior-year period.
asana.com Our reported rate equals the average of the prior four quarters. Asana defines Core customers as those organizations on a paid subscription plan that had $5,000 or more in 33
annualized GAAP revenues in a given quarter, inclusive of discounts. All metrics as of quarter ended July 31, 2026.



Customer growth

Customers spending $100K or more grew 16% year over year
Number of Core customers Number of customers spending $100K+

7%Y|Y 16% Y|Y

26,778
25,006

Q2FY26 Q2FY27 Q2FY26 Q2FY27

Note: Asana defines Core customers as those organizations on a paid subscription plan that had $5,000 or more in annualized GAAP revenues in a given quarter, inclusive of
asana.com discounts. Asana defines customers spending over $100,000 as those organizations on a paid subscription plan that had $100,000 or more in annualized GAAP revenues in a given
quarter, inclusive of discounts.

34



Non-GAAP margins

Operating margin expanded ~300 bps while investing behind Al products

90% 90% 89% 88%
Non-GAAP Gross margin
FY25 FY26 Q2FY26 Q3FY26 Q4FY26
Non-GAAP 9%
. . 3 o
Operating margin o 8%
. 7%
(6%)
FY25 FY26 Q2FY26 Q3FY26 Q4FY26
asana.com Note: We utilize certain non-GAAP financial measures to assist in understanding and evaluating our core operating performance, which are not intended to be used in lieu of GAAP

presentations of results of operations. See appendix for GAAP to non-GAAP reconciliation

88%

Q1FY27 Q2FY27
1%

Q1FY27 Q2FY27

35



Expand FY27 non-GAAP operating margin to ~10%, with levers to drive

further improvement

e N
Non-GAAP operating margin

7%

(6%)

FY25 FY26 FY27 Guide
Prior guide: = 9.75%

Expecting over 1,500 bps margin improvement FY25 to FY27 Guide,

while investing in AWM, StackAl, and the most robust roadmap yet

Note: We utilize certain non-GAAP financial measures to assist in understanding and evaluating our core operating performance, which are not intended to be used in lieu of GAAP

presentations of results of operations. See appendix for GAAP to non-GAAP reconciliation.

asana.com

[ ]
Operating leverage as we scale our business on a mid-80s
gross margin base
Deploying Al Studio and Al Teammates, and other Al tools
internally to drive productivity and efficiency
Focusing on go-to-market spend in highest-return channels
and motions
Optimizing infrastructure and cloud costs as the platform
scales
Shifting a portion of new hiring and backfills toward more
cost-effective geographies
36

A reconciliation of non-GAAP outlook measures to corresponding GAAP measures is not available on a forward-looking basis without unreasonable effort due to the uncertainty
regarding, and the potential variability of, certain reconciling items such as stock-based compensation related charges, restructuring costs, acquisition-related costs and intangible
asset amortization. It is important to note that these factors could be material to our future GAAP financial results. Guidance as issued September 3, 2026.



Update on capital allocation

or 7.4 million shares, at an average price of $6.92 per share.

q Q2FY27 - repurchased $51.5 million of Class A common Stock,

In February 2026 - our board increased our share repurchase
authorization by $160 million.

As of July 31, 2026, Asana had $102.9 million available for
future repurchases under the share repurchase program.

asana.com
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Guidance summary

Q3FY27 Guidance Revenue '

QUARTERLY

Revenue growth
Non-GAAP operating income

Non-GAAP operating margin

FY27 Guidance Revenue'

ANNUAL

asana.com

Revenue growth
Non-GAAP operating income

Non-GAAP operating margin

$217M - $219M
8% - 9%
$18M - $19M

8% - 9%

$858.5M - $863.5M
9%
$84.5 M - $86.5M

10%

Q3 FY27 and FY27 revenue guidance are inclusive of approximately $0.7 million and $1.2 million, respectively, of negative revenue impact associated with the transition to Agentic
Work Management. The impact reflects the timing of revenue recognition and does not change customer economics. Guidance reflects approximately 100 basis points of pressure
to revenue growth in Q3 FY27 and approximately 150 basis points in Q4 FY27 from lower self-serve bookings compounding into the revenue base. Our outlook assumes current

self-serve trends persist and incorporates no recovery from the initiatives underway.

Note: A reconciliation of non-GAAP outlook measures to corresponding GAAP measures is not available on a forward-looking basis without unreasonable effort due to the
uncertainty regarding, and the potential variability of, certain reconciling items such as stock-based compensation related charges, restructuring costs, acquisition-related costs
and intangible asset amortization. It is important to note that these factors could be material to our future GAAP financial results. Guidance as issued September 3, 2026.
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FY27 Priorities to drive growth

p

Scale the OS for
Human-Agent
Teams

- Make Al products core to
the Asana experience by
including Al Teammates,
Al Studio, and Asana Dash
in every AWM tier

- Expand the depth and
breadth of workflows
where humans and Al
Teammates coordinate
work

- Reach new buying
centers through Service
Management, Command,
and Client Management

N [

AN

Reimagine the
PLG Experience

- Launch Agentic Work

Management in self-serve,
putting Al Teammates in
front of the installed base
Sharpen targeting by size,
industry and use case with
verticalized templates and
prebuilt Teammates

Align the funnel towards
customers with stronger
collaborative intent, the
clearest path to durable
expansion and NRR >100%

~

J

GTM
Excellence

- Scale the StackAl
cross-sell motion across
the broader sales force

- Equip sellers with
Al-powered tools to
prioritize high-intent
leads

- Strengthen the
connection between the
self-serve and sales-led
motions

Operate with
Speed and
Discipline

- Build out lower cost R&D
hubs to expand
development capacity
while improving cost
structure

- Embed Al tools across
internal operations to drive
productivity and efficiency

- Prioritize the highest
leverage initiatives while
maintaining our margin
expansion commitments

A stronger growth algorithm: seed our Al products, deepen engagement and retention, expand
through consumption and outcomes, extend into new workflows and buying centers

asana.com
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Help humanity thrive by
enabling the world's teams
to work together effortlessly
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Asana Admin Controls and Security

@)

©

Private and secure © [ ¢ S O (6 ©

>100,000 of the world's most innovative

enterprises trust Asana to keep their data safe GLBA soc2 CSA STAR HIPAA GDPR ISO International CCPA FERPA
(Type 2) Level 1 Standards

Connected

Connect to hundreds of pre-built integrations 1] Office365 ~ Google Workspace st slack 'Jira zendesk

with your favorite tools

Scalable Enterprise IT ecosystem

200,000+ Seat deployment at single company, B® \Microsoft okta servicenow sumo logic splunk> DRATA
largest of any work management platform

99.9% Uptime SLA

Easy to adopt "We selected Asana because it's so easy — the ability to ‘multi-home’ tasks
90% rate as easy to use in several projects was game changing!”
49 NPS for enterprise customers 2 GENESYS ANDREA LEON TROZAK

Senior Director, Program Management
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Environmental, Social, and Governance

We aim to build a resilient, sustainable business that will deliver impact for years to come

Sustainability performance measured by leading ESG ratings

susTaiNALYTICsS MSC ISS ESG]D>

Access our ESG report and Al ESG helpbot, conversant in our ESG strategy and metrics, at
https://investors.asana.com/es

asana.com 43
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GAAP to non-GAAP reconciliation

FY25 FY26 FY27
FY Q1 Q2 Q3 Q4 FY Q1 Q2

Reconciliation of gross margin

GAAP gross margin 89.3% 89.7% 89.7% 88.9% 87.8% 89.0% 87.6% 86.0%
Non-GAAP adjustments 0.2% 0.2% 0.3% 0.2% 0.3% 0.3% 0.8% 1.2%
Non-GAAP gross margin 89.5% 89.9% 90.0% 89.1% 88.1% 89.3% 88.4% 87.2%

Reconciliation of operating margin

GAAP operating margin (36.8%) (23.4%) (25.1%) (34.8%) (16.5%) (25.0%) (7.4%) (19.0%)
Non-GAAP adjustments 31.2% 27.7% 32.2% 42.9% 25.3% 32.2% 18.9% 291%
Non-GAAP operating margin (5.6%) 4.3% 71% 8.1% 8.8% 7.2% 1.5% 10.1%
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GAAP to non-GAAP reconciliation

FY25
FY

Q1

Q2

FY26
Q3

Q4

Reconciliation of adjusted free cash flow and adjusted free cash flow margin

Net cash provided by (used in)
operating activities

Purchase of property and equipment

Capitalization of software development
costs

Free cash flow

Restructuring costs paid

Adjusted free cash flow

Adjusted free cash flow margin

asana.com

14,925

(5,569)

(6,713)

2,643

2,643

0.4%

6,764

(638)

(2,131)

3,995

5,887

9,882

5.3%

39,835

(1,297)

(3156)

35,382

57

35,439

18.0%

16,172

(669)

(2,074)

13,429

13,429

6.7%

27,590

(1188)

(2,226)

24,176

1,549

25,725

12.5%

FY

90,361

(3,792)

(9,587)

76,982

7,493

84,475

10.7%

Q1

40,244

(2,808)

(3,086)

34,350

34,350

16.7%

FY27

Q2

46,046

(1,494)

(4,540)

40,012

2,319

42,331

19.6%

o
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