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Disclaimer

This presentation has been prepared by Intapp, Inc. (“Intapp”) for informational purposes only and not for any other purpose. Nothing contained in this presentation is, or should be construed as, a recommendation, promise or
representation by the presenter or Intapp or any officer, director, employee, agent or advisor of Intapp. This presentation does not purport to be all-inclusive or to contain all of the information you may desire. Information
provided in this presentation speaks only as of the date hereof.

This presentation includes express and implied “forward-looking statements.” In some cases, you can identify forward-looking statements by terms such as “anticipate,” “believe,” "can," "continue," "could," “estimate,” “expect,”
"explore," “intend,” “may,” “might,” "objective," "ongoing," “plan,” "predict," “project,” "potential,” "should," “target,” “will,” “would,” or the negative of these terms, and similar expressions intended to identify forward-looking
statements. However, not all forward-looking statements contain these identifying words. These statements may relate to, among other things, our market size and growth strategy, our estimated and projected costs, margins,
revenue, expenditures and growth rates, our future results of operations or financial condition, our plans and objectives for future operations, growth, initiatives, or strategies. By their nature, these statements are subject to
numerous uncertainties and risks, including factors beyond our control, that could cause actual results, performance or achievement to differ materially and adversely from those anticipated or implied in the statements. These
assumptions, uncertainties and risks include, among others, our ability to continue our growth at or near historical rates; our future financial performance and ability to be profitable; the effect of global events on U.S. and global
economies, our business, our employees, results of operations, financial condition, demand for our products, sales and implementation cycles, and the health of our clients' and partners' businesses; our ability to prevent and
respond to data breaches, unauthorized access to client data or other disruptions of our solutions; our ability to effectively manage U.S. and global market and economic conditions, including inflationary pressures, economic and
market downturns and volatility in the financial services industry, particularly adverse to our targeted industries; the length and variability of our sales cycle; our ability to attract and retain clients; our ability to attract and retain
talent; our ability to compete in highly competitive markets, including artificial intelligence products; our ability to manage additional complexity, burdens, and volatility in connection with our international sales and operations;
our ability to incur indebtedness in the future and the effect of conditions in credit markets; the sufficiency of our cash and cash equivalents to meet our liquidity needs; our ability to maintain, protect, and enhance our intellectual
property rights; and other risks and uncertainties included in our reports filed with the U.S. Securities and Exchange Commission (available on our website at www.Intapp.com or the SEC’s website at www.sec.gov). 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. You should not rely upon forward-looking statements as predictions of future events. Although our management believes 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.

nn ” «

This presentation also contains estimates and other statistical data made by independent parties and by us relating to market size and growth and other data about our industry. This data involves a number of assumptions and
limitations, and you are cautioned not to give undue weight to such estimates. In addition, assumptions, long-term targets 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.

In addition to the financial metrics presented in accordance with U.S. generally accepted accounting principles (“GAAP”), this presentation includes the following non-GAAP metrics: non-GAAP gross profit, non-GAAP gross
margin, non-GAAP recurring gross profit, non-GAAP recurring gross margin, non-GAAP operating profit, non-GAAP operating margin, free cash flow and free cash flow margin. Non-GAAP gross profit and non-GAAP gross
margin exclude the impact of stock-based compensation, amortization of intangible assets and restructuring costs; non-GAAP recurring gross profit and non-GAAP recurring gross margin exclude the impact of stock-based
compensation and amortization of intangible assets; Non-GAAP operating profit and non-GAAP operating margin exclude the impact of stock-based compensation, amortization of intangible assets, lease modification and
impairment, change in fair value of contingent consideration, transaction costs and restructuring costs; and free cash flow and free cash flow margin exclude the impact of purchases of property and equipment from the
corresponding financial measures determined in accordance with GAAP. Intapp has not included a quantitative reconciliation of its long-term targets for non-GAAP recurring gross margin, non-GAAP gross margin, non-GAAP
operating margin and free cash flow margin to their most directly comparable GAAP financial measures because certain of these reconciling items, including stock-based compensation and amortization of intangible assets, could
be highly variable and cannot be reasonably predicted without unreasonable effort. This is due to the inherent difficulty of forecasting the timing of certain events that have not yet occurred and are out of the Company’s control
and the amounts of associated reconciling items. Please note that the unavailable reconciling items could significantly impact the Company’s GAAP operating results. We present non-GAAP measures when we believe that the
additional information is useful and meaningful to investors. Non-GAAP financial measures do not have any standardized meaning and are therefore unlikely to be comparable to similar measures presented by other companies.
The presentation of non-GAAP financial measures is not intended to be a substitute for, and should not be considered in isolation from, the financial measures reported in accordance with GAAP. We urge you not to rely on any
single financial measure to evaluate our business.
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We continue to focus
on the underserved

519SSY [Bay

financial and professional
services sector

Note: Based on internal researc
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Our markets are un

and how they deliver value

Professional and
financial services model

Typical corporate model
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Our markets are unique in structure
and how they deliver value

Professional and
financial services model
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Our markets face unique compliance and
information governance challenges




Intapp’s DNA

2002

Bootstrapped
financing period

Launched
Intapp Platform

First market
Legal

o

2012

Private investors
Added Great Hill
Partners as our
first investor

]

2015 — 2016

Added markets
Accounting and
Consulting

Acquired
Rekoop

T

2018

Launched
Our first Applied Al solution

Added markets
Private capital and
Investment banking

Acquired
DealCloud

L

2021
Acquired
Repstor

IPO
INTA

T

2023

Acquired
Paragon Data Labs

Follow-on
Added more
public investors

g

2007 — 2008 2013 — 2014 2017

Launched Launched Launched

Operations & Risk & Compliance Marketing & BD solution

Finance solution solution Private investors
Acquired Added Temasek
Advanced as our second investor
Productivity
Software
Acquired

The Frayman Group

1 Intapp agreed to acquire delphai in February 2024, closing is anticipated in the next 60 days

2019 — 2020 2022 2024
Launched Launched Launched
Deal Management Collaboration & Intelligence
solution Content solution Applied
Acquired Partnership
gwabbit Microsoft Acquired
Acquired Partnership delphai?
OnePlace KPMG

Acquired

Billstream






We designed our industry graph data model to
meet the unique requirements of our markets

Subsidiary




Intapp Intelligent Cloud
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L= Accounting Consulting Investment Legal Private Real
Banking Capital Assets

DealCloud Platform

Compliance Collaboration

Data Foundation
¢ = Cloud Infrastructure - -
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Why Intapp wins

> INTAPP

O Internally * Expensive to maintain Deep Domain Expertise

Developed Solutions « Often lack modern features Purpose-Built Solutions

Comprehensive
» Aging architecture Cloud-Based Platform

» Limited capabilities, usability,
and functionality

* Predominantly deployed on-premises Industry Leadership and
Brand Recognition

@ Legacy Solutions Applied Al

* Require complex and expensive

:I:I$ Horizontal customization Experienced Management
and Technology Team

Solutions « Fail to align with the ways professional
and financial services firms operate




Our long

gl strengths



Multiple drivers for current and future growth

Accelerate
ecosystem

@
D

Grow current Acquisitions  Partnerships

New New New
solutions geographies client
sub-verticals

Add new Expand Cloud
clients with existing migration
clients

Expand
offering




Gen-Al can be a further

Gk growth”




Applied Al in the generative era can
be a further catalyst for growth

With the AI Platform Shift upon us, we believe that the
next logical iteration of vertical SaaS will be Vertical AI —
vertically-focused Al platforms, bundled alongside
workflow SaaS, built on top of models which have been
uniquely trained on industry-specific datasets.”

Paris Heymann, Index Ventures




Professionals compete based on [l Gl
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Intelligence Applied
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We believe Intapp has multiple
advantages in serving this market

€Y Global leader in software tailored to the unique needs of the professional and financial services industry
& Industry-specific data architecture has created a wide and defensible competitive moat

Y Several drivers of strong top-line growth

@ Years of experience in applied Al

@ Very large total addressable market

[$9] Free cash flow positivet

1Refer to “Reconciliation: Free Cash Flow” in Appendix for a reconciliation of this measure to its most directly comparable GAAP financial measure
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Intapp Intelligent Cloud

Industry solutions

-

|
|
l
Accounting Consulting Investment Legal Private Real
Banking Capital Assets
DealCloud Platform

Compliance

Conflicts
Employee Compliance
Intake
Terms
Walls

Time

Billstream
Time

Collaboration

Documents
Workspaces

- Cloud Infrastructure

Partner ecosystem

Industry solutions

Specialized products for complex
industry specific workflows

Embedded compliance
Applied Al

Industry graph data model



Industry
Blueprints

Consulting

Private
Equity

Investment
Banking

Fund Private
Investors Credit

Transaction

e Real Assets




Our partner ecosystem
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Applied Al
Announcements




(V— M ¢

~
= om + o S -

Zero-Entry Conversational Summarization Generation Recommendation

Full stack generative Al



aenerally Available

Intapp Assist

Applied Al for the generative era

Contextual Contextual Sienal Smart Ask
Summaries Generation ghals Tagging Intapp



Basic Generative Al

Request Generated Response

Write an email from Jim Burns to Hi Sam, I'd love to sit down with you next

Sam Kruger asking to meet next week to discuss the Franklin deal.
week about the Franklin deal.

If you have availability, please let me know
the times that work best for you.

Azure | look forward to hearing from you.
OpenAl
Service Best,

Jim




Generative Al with Context

Request

Write an email from Jim Burns to
Sam Kruger asking to meet next
week about the Franklin deal.

The Franklin deal is an asset sale of an
industrials company with an EV of $500M

Jim spoke with Sam two weeks ago about

Franklin. Sam liked the asset but was A
N
focused on the valuation given its products are teXt from Intapp

more commoditized in the renewables industry (|e G rou nd | ng)
they serve.

Jim and Sam have done 4 deals together, the

last one being the asset sale of GHL Industrials,
last May.




Generative Al with Context

Request

Write an email from Jim Burns to
Sam Kruger asking to meet next
week about the Franklin deal.

The Franklin deal is an asset sale of an
industrials company with an EV of $500M

Jim spoke with Sam two weeks ago about

Franklin. Sam liked the asset but was mn
o)
focused on the valuation given its products are nteXt from Intapp

more commoditized in the renewables industry (|e G rou nd | ng)
they serve.

Jim and Sam have done 4 deals together, the

last one being the asset sale of GHL Industrials,
last May.




Generative Al with Context

Request

Write an email from Jim Burns to
Sam Kruger asking to meet next
week about the Franklin deal.

The Franklin deal is an asset sale of an
industrials company with an EV of $500M

Jim spoke with Sam two weeks ago about
Franklin. Sam liked the asset but was

focused on the valuation given its products are
more commoditized in the renewables industry
they serve.

Jim and Sam have done 4 deals together, the

last one being the asset sale of GHL Industrials,
last May.

Intapp Assist

Generated Response

Hi Sam,

It was great to catch up a couple weeks

ago and | wanted to check in and see

where you were on Project Falcon. | know you
were focused on the valuation given

the products are more commoditized.

We are still at $500m EV at this point

in the process.

Have you got time to check in this week
on Franklin? Separately, it reminded me
to ask you about GHL, how is that deal
settling into the portfolio?

Best,
Jim









Harvard
Business

Review

Sales And Marketing

What Today’s Rainmakers Do
Differently

Business development at professional services firms is outdated.
Here's what works now. by Matthew Dixon, Ted McKenna, Rory
Channer, and Karen Freeman

From the Magazine (November-December 2023)

Tobias Habermann

Summary. As “doer-sellers,” professional services partners are responsible for not
just delivering services but also the entire business-development process. As
“rainmakers,” they must build awareness of their expertise in the market to generate
demand, identify and close new client business, deliver the work to the client, and

then renew and expand the relationship over time.
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The Activator mindset

o/ m—
o/ —

Commit

Ongoing habit of
business
development

'

Create

Activator
N e ‘ A e
Connect
Y, \ Y, \
Actively
+ managed +

hetwork

Shared referrals and
insights, discuss
opportunities/issues




17:29

Signals

Company change

2R Contact Update

Promotions or role change

A  Josh Baumgarten
#iA Board of Director, TPG

COOI | ng ContaCt Josh Baumgarten joined TPG

as Board of Director

CO m pa ny n eWS ‘9" Josh is one of your contacts, the contact info...
Pre-meeting briefing

Post-meeting notes 4. Colng ot

Rebecca Ditty

Key internal conversations £ o

You last interacted with

...and more Rebecca at KPMG in




Intapp Data

ket Intelligence out-of-the-box

85+ million 200+ million DataCortex Compliments
companies contacts integration 3P data partners



Intapp Intelligent Cloud
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Accounting Investment Private
Banking Capital

Compliance Time Collaboration

Conflicts Billstream Documents
Employee Compliance Time Workspaces
Intake
Terms

o Intapp Data

+
Industry Graph

o - Data Model

A,
————————————— Partner ecosystem - = = = = = = = = = = ="
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Client obligations
Investor obligations
Regulations

Codes of conduct
Ethics

Market Abuse Regime (MAR)
ABA Model Rules

Outside Counsel Guidelines
Negotiated Engagement Letters
Personal Ethics

SEC 204A

PCAOB Independence Rules
Insider Trading

Anti Money Laundering
Terrorist Financing Regulations
OFAC Sanctions

OFSI Sanctions

and more...



Intapp Walls for Copilot

d Al for the generative era

Centralize Manage Copilot Identify At-risk Secure Sensitive
Security Policies Data Sources Content Information



Oversharing Problem

Copilot accesses your data




N

%

Walls for Copilot

Y

File shares

Databases

SharePoint

Teams

DMS

FMS/ERP

&) Copilot







@

Intapp
Assist

&

Activator

Announcements

Experience

-

Intapp
Data

o

delphai

Applied Al for the generative era

.

O

Walls
for Copilot

J




Intapp Intelligent Cloud
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DealCloud Platform

Compliance Collaboration

Data Foundation

Cloud Infrastructure




Intapp Intelligent Cloud

PR Industry solutions == -=-=—- = === === 'i
' |
| - A [} [ | [ ]
, | B = o e © = (V) Drive productivity
= = Accounting Consulting Investment Legal Private Real 3
Banking Capital Assets
DealCloud Platform <\/I Unlock knowledge
Compliance Collaboration <\/’ Safely collaborate

@ Ensure trust
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Intapp Intelligent Cloud

= ] S/ o

Accounting Consulting Investment Private Real

Banking Capital Assets

DealCloud Platform




The success of
Intapp DealCloud

carries us across
the deal ecosystem

Private Equity
Buyout | Growth | Venture

v

Private Non-Equities
Private Credit | Real Assets

v

Activities
Fundraising | LP Allocator Strategy | Secondary and GP Stake Buyouts

v

Investment Banking
M&A | Restructuring | Equity and Debt Capital Markets

v

Broader Professional
Services Ecosystem



The Intapp DealCloud
Platform was purpose-
built with unique
characteristics in mind

£

N2

Partnership
Organizations

5

Nuanced
Workflows
and Language

=

Leveraged,
Demanding
Professionals

CY
Unique

Technology and
Data Ecosystems




Word of mouth drives adoption across the
ecosystem of investors, advisors and lawyers

Subsidiary




Industry
Blueprints

Consulting

Private
Equity

Investment
Banking

Fund Private
Investors Credit

Transaction

e Real Assets




DealCloud Platform success across all our markets

/2 = Industry solutions

! - i

S/

Accounting Consulting Investment
Banking

Private Real
Capital Assets

Client:

Big 4 Transaction Advisory practice with
Global Reach. Data was siloed across
nearly 50 individual members firms.

Challenge:

Low adoption of horizontal CRM

Result:

DealCloud deployment and global data
integration meets local needs, while
sharing global visibility

Transaction advisory industry
blueprint embedded best practices
for faster time to value

Client:

Financial consulting firm focused on P&L
and outsourced CFO services for

private equity and corporate clients.

Challenge:
Replacing first generation cloud CRM.

Result:

Relationship management across
>1,000 professionals surfaces best-path
to key decision makers

Graph data model supported private
equity portfolio relationships better than
horizontal solutions.

Client:
AmLaw 100 firm with global presence
in energy, IP, tech and life sciences.

Challenge:

Drive increased client service with
data and improve cross-sell across
multiple practices lines

Result:

Reinforces new “Activator” approach
to business development via Intapp
Activator dashboards.

Improves visibility across all
partner relationships.



Pa
Riverside

goldman
achs

FINNEGAN

KPMG

THE CARLYLE GROUP

AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA

BAKER BOTTS

ooy

Bird & Bird

O ARES

McGuireWoods

BC|PARTNERS

@)
orrick

Hamilton
Lane

PIPER | SANDLER

—r
FMI Capital Advisors
S

DC

advisory

iﬁ F T I
CONSULTING

RAYMOND
JAMES®

LAZARD

AlixPartners

APOLLO

'Benesch



Applied Al for our clients' workflows

0 = ~

Sourcing & Client Terms Conflicts & Property Data Performance Collaboration
Origination Management Independence Ingestion management

&3 a Q

Counterparty Client Coverage Capital Raising New Business Structured
Coverage Onboarding Insights
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Intapp’s global reach

Markets we serve Office locations Partner ecosystem
North America, EMEA, Palo Alto, New York, London, Over 120 technology, data and
APAC, Latin America Charlotte, Singapore, Sydney services partners

¢ ¢ ¢
6 o

Our team Strategic alliances

1,150+ team members Partnerships with Microsoft and KPMG to

around the world accelerate cloud adoption and transformation
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Our markets are un

and how they deliver value

Professional and
financial services model

Typical corporate model
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Our markets are unique in structure
and how they deliver value

Professional and
financial services model
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Sales and account management charter

Client success is our north star

Plan

©

Coordinated,
collaborative account
planning with clients

Delight

Ensure client needs are
addressed in a timely
and accurate manner

Protect

&

Manage churn by delivering
on our commitments,
delighting our clients, and
ensuring they receive the
value they deserve

Grow

~

By properly planning,
delighting and protecting
our client’s initial investment
we earn the right to grow
our relationship




Account segmentation

We target CZS/\JI @
> 28,000 @ Account @ Engagement

firms Potential Tier Model




Private capital ‘ North America ‘ DealCloud .
APAC . Collaboration ‘

Investment banking ‘

Single et e
go-to-market Accounting ()
orga n ization Compliance

Consulting

Global enterprise Services

National and
regional midsize

Real Assets Technology

Boutique and small Data



~ (0% of total SAM is in

~2,000 Named Accounts

o



Multiple drivers for current and future growth

Accelerate
ecosystem

@
D

Grow current Acquisitions  Partnerships

New New New
solutions geographies client
sub-verticals

Add new Expand Cloud
clients with existing migration
clients

Expand
offering




Executing on the opportunity
to serve larger enterprise

Total ARR per client

~$150K

~$110K

Note: Total ARR represents the annualized recurring value of all active SaaS and on-premise subscription license contracts at the end of a reporting period
1 As of 6/30/21




Our partner ecosystem

Data

Technology

Services
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120+

vertical-centric
partnerships

Data, technology
and services

partners support our
growth and innovation

2,300+

certified experts and
advisory partners




Intapp & Microsoft focus on
driving digital transformation

-

& INTAPP

B® Microsoft

~

Cloud Scalability

Faster cloud adoption —
while respecting industry-
specific requirements

Product Interoperability

8,

Product interoperability to
enable connected people,
process and data

Industry Specificity

Solutions tailored to and fit
for professional/legal /capital
markets industries

Vertical Co-Innovation

Delivering to the growing and
quickly evolving technology needs
of professionals and their firms



Intapp full stack available via the Marketplace

-

/AAzure A @ @ 9 %

DealCloud Collaboration Time Compliance

& INTAPP

Intelligent Cloud




Private Capital

Investment Banking

Legal

Accounting

Consulting

Apax

PARTNERS

FIFTH THIRD BANK

Baker
McKenzie.

|IBDO

ankura @

THE CARLYLE GROUP

Cinven

LAZARD

(" )PPENHEIMER_

BRYAN

CAVE DavisPolk
SR ELP
CohnReznick /) EY
= BRG CRA hales River

CLAYTON

DUBILIER

& RICE

P/W/P
PERELLA WEINBERG
PARTNERS

KIRKLAND & ELLIS LLP

KPMG

ﬁl—' T I
CONSULTING

A KAYNE ANDERSON

RAYMOND JAMES

Diversified and Global Client Base of Premier Firms

Linklaters

MNP

LEK

OWL ROCK

CAPITAL PARTNERS

Stephens

WHITE
&CASE

RSM

”””l UnitedLex
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Power of Durable Operating
the Platform Growth Leverage



Power of
the Platform



Intapp Intelligent Cloud
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Our large and expanded market opportunity

TAM

~$318B

~$24B
Product

Expansions
:lllllllllllllllll IIIIII*
u Impactful

M&A ~$15B

$9.6B

. :

C 2021 ) C Today

Note: TAM stands for total addressable market; SAM stands for serviceable addressable market



Our visible path to $1 billion ARR

$1 Billion

Total ARR Accelerate
$365M ecosystem
Total ARR
F2Q'24 Expand
offering @
Grow current Acquisitions  Partnerships

offering

New New New
solutions geographies client
sub-verticals Applied Al

Add new Expand Cloud
clients with existing migration
clients

Note: Total ARR represents the annualized recurring value of all active SaaS and on-premise subscription license contracts at the end of a reporting period



Client growth is a leading indicator of revenue

$ in millions

$425

23% CAGR

Total Revenue
FY’20 — FY’23

Total Revenue

E
)
D Professional Services
L
C

i .
: Recurring Revenue
Subscription License

SaaS and Support

$187
$24

FY'24 Outlook1

Note: Totals may not sum due to rounding
1 Qutlook provided as of 2/6/24, based on midpoints of FY'24 SaaS and support and total revenue outlook, communicated in Intapp's 2/6/24 earnings release



Client growth is a leading indicator of revenue
$ in millions

49% CAGR $425
E | Total Revenue SaaS Revenue
‘ 9 9
D Professional Services FY'20 - FY'23
L $351
1 C i Recurring Revenue

Subscription License -
?+15%
SaaS and Support
$215

$187
$24

FY'24 Outlook1

Note: Totals may not sum due to rounding
1 Qutlook provided as of 2/6/24, based on midpoints of FY'24 SaaS and support and total revenue outlook, communicated in Intapp's 2/6/24 earnings release



We are a cloud-first company
ARR ($ in millions)

Total ARR
Non-cloud ARR $271
B Cloud ARR
$212 $108
$173
$103
60%
$98 of Total

52%

of Total

43%

of Total

FY'20 FY'21 FY'22

Note: Totals may not sum due to rounding
Total ARR represents the annualized recurring value of all active SaaS and on-premise subscription license contracts at the end of a reporting period
Cloud ARR is the portion of the annualized recurring value of our active SaaS contracts at the end of a reporting period

$330

$108

FY'23

67%

of Total

44% CAGR

Cloud ARR
FY’20 — FY’23




We are a cloud-first company

Client mix: Cloud vs. on-premise

( wo )
;

@ 4icioud
Hybrid

All On-Premise

13% 89%

of clients with 1+
cloud products

up 13pts
since IPO!

Note: Totals and mix change over time may not sum due to rounding
“All Cloud” defined as: clients with only Cloud ARR; “Hybrid” defined as: clients with both Cloud ARR and Non-cloud ARR; “All On-Premise” defined as: clients with only Non-cloud ARR
1 As of 6/30/21
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Strong growth in our large ARR clients

2,400+

( $1M+ ARR Clients )

.

649
603 61
506 o3
420 41
356
31
] I

FY'20 FY'21 FY'22 FY'23 F2Q'24 FY'20 FY'21 FY'22 FY'23 F2Q'24

<> € D ©> «D & &

1 Total clients as of F2Q'24

( $100K+ Clients > Total Clients!




Cloud

. Net Revenue
125% Retention Rate

115%

Consistent cloud

het retention
100%

FY'21 FY'22 FY'23 F2Q'24

Note: Cloud net revenue retention rate is calculated by starting with Cloud ARR from the cohort of all clients as of the twelve months prior to the
applicable fiscal period, or prior period Cloud ARR. We then calculate the Cloud ARR from these same clients as of the current fiscal period, or
current period Cloud ARR. We then divide the current period Cloud ARR by the prior period Cloud ARR to calculate the cloud net revenue retention




Steady, consistent expansion across our clients

Total ARR expansion by FY cohort Total ARR
Expansion
FY
Cohorts 1.0X
@ Fy'23
FY'22
@& ry21 1.5X
@ rv'20
@ FY'19 1.5X
@ rY'18
FY'17 1.6x
FY'16 1L.7X
@ FY'15
- 14
2.9X
5.0X

Note: Chart reflects growth in total ARR over time for client cohorts based on initial contract year with Intapp. Based on fiscal year ending 6/30; clients acquired through certain
business acquisitions are included on a proforma basis as if such acquisition had occurred at the beginning of the applicable fiscal year



Landing and expanding across our verticals

Client spend expansion from land to today

Upsell .. : Enterprise Deay ......... »
DealCloud DealCloud : Enterprise Deal
Cross-sell . ... : DealCloud
Walls :
: Cross-sell :
Upsell . / : Time Upsell Cross-sell
DealCloud  p= - Cross-sell DealCloud Intake +
i . Conflicts
~5 Years Documents Dlre_ct Fu_nds_ :
New Geo Poof b
: - : Land Poob :
land ¢ ... Crosssell Land : E DealCloud | | | i : Land
DealCloud /" conflicts DealCloud : Fund of Funds i | ;"6 : Walls

Investment Banking Accounting / Consulting Private Capital

Note: Results shown are based on particular client case studies and may not be representative or indicative of other current or future clients. These case studies are shown for informational purposes only

>30X

10+ years



Significant whitespace within our top 200 clients

Incremental cross-sell + upsell ARR opportunity

Cross-Sell
+ Upsell Opportunity

98%

~$1.3 Billion

Incremental ARR Opportunity?

F2Q’24
(o)
2% Penetration

Compliance Time DealCloud Collaboration

1Incremental ARR opportunity based on estimated cross-sell and upsell potential of current portfolio within our top 200 clients (as determined by Total ARR as of F2Q'24)



Successful M&A track record

Ad d : AL
W fBavenced Rekoop gwabbit repstor ilii @ Paragon
Applied Al in Cloud Relationship Microsoft Teams and Employee
Time Management Time Entry Intelligence Office 365 Technology Compliance

: : : : 2 : "

M) Deal "?) ONEPLACE billstream @) delphai’

by Intapp

Compliance Deal Marketing Prebilling Automation Al-based
Management and CRM and Workflow Solutions

~$42 Million ~$3 Billion
Capital deployed since IPO2 Additional SAM via M&A since IPO

1 Intapp agreed to acquire delphai in February 2024, closing is anticipated in the next 60 days
2 Total consideration for acquisitions announced and/or closed subsequent to the closing of Intapp’s IPO; includes Billstream, Paragon Data Labs and delphai




Operating
Leverage



Demonstrating operating leverage

mmm Operating Profit (Loss) =0~ Operating Margin

+ ~950bps

Operating Margin Improvement
FY'22 - FY’24 Outlook?

FY'22 FY'23 FY'24 Outlook

Note: Based on non-GAAP operating profit (loss). Refer to “Reconciliation: Non-GAAP Operating Profit (Loss)” in Appendix for a reconciliation
of this measure to its most directly comparable GAAP financial measure
1 Qutlook provided as of 2/6/24, based on midpoint of FY’24 operating profit outlook, communicated in Intapp's 2/6/24 earnings release



Delivering positive free cash flow

mm Free Cash Flow  -O-Free Cash Flow Margin

FY'22 FY'23 LTM F2Q'24"

Note: Refer to “Reconciliation: Free Cash Flow” in Appendix for a reconciliation of this measure to its most directly
comparable GAAP financial measure
1 Last twelve months as of the fiscal quarter ended 12/31/23; 2 Beginning with the fiscal quarter ended 9/30/21

9 out of 10

Quarters with Positive Free Cash Flow
Post-IPO2

S$60M+

Cumulative Free Cash Flow
Post-IPO?




Clear unit economics over time
FY contribution margin: FY’20 and FY’21 cohorts

FY’20 Cohort FY’21 Cohort

68% 67%

(81%)

FY'20 FY'21 FY'22 FY'23 FY'21 FY'22 FY'23

Note: We define non-GAAP cohort contribution profit as the ARR from the client cohort less the associated non-GAAP cost of recurring revenue and estimated associated non-GAAP sales and marketing expenses, which we collectively refer to as associated costs. We define contribution margin as contribution
profit divided by the ARR associated with a cohort in a given period. We believe the 2020 and 2021 Cohorts, the clients we acquired during FY’20 (the 2020 Cohort) and FY'21 (the 2021 Cohort), are a fair representation of our overall client base because it includes clients across industries and geographies
and with clients that have expanded their subscriptions as well as those who have reduced or not renewed their subscriptions. Non-GAAP Cost of recurring revenue includes the costs of providing ongoing support and cloud hosting. Non-GAAP Cost of recurring revenue for purposes of calculating non-GAAP
contribution profit is estimated by multiplying the non-GAAP cost of recurring revenue as a percentage of recurring revenue by the ARR in a given period for each cohort. Estimated allocated non-GAAP sales and marketing expenses for purposes of calculating non-GAAP contribution margin include salaries,
sales commissions earned, other personnel related cost, including the effect of capitalizing and amortizing commission costs and benefits, and marketing program expenses.

While, we believe that the 2020 Cohort and 2021 Cohort are a fair representation of our overall client base, may not be representative of any other group of clients or periods. Contribution margin is not prepared in accordance with GAAP and may not be comparable to other companies that prepare a
similar analysis. We use ARR instead of GAAP revenue and estimated associated costs instead of GAAP costs and expenses. Contribution margin is an operational measure.



Key drivers to achieve long-term operating margin

~25+%

Near-Term
G&A +b300 - 500
Automation PS per year

Location Strategy

Go to Market

Industry Solutions

7%

Partner Economy

Gross Margin % Brand Alignment

Software Mix

FY’'24 Outlook? Long-Term Target

Note: Based on non-GAAP operating profit. Refer to “Reconciliation: Non-GAAP Operating Profit (Loss)” in Appendix for a reconciliation of this measure to its most directly comparable GAAP financial measure
1 Qutlook provided as of 2/6/24, based on midpoint of FY’'24 operating profit outlook, communicated in Intapp's 2/6/24 earnings release
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Key underpinnings of our financial model

@ Prioritize Saa$S - highest growth vector
@ De-emphasize professional services
@ Transition on-premise clients to cloud
@ Discourage multi-year on-premise deals

@ Committed to leverage in our Vertical SaaS model



$1 billion in revenue

IPO - FY’'21 FY'24 - H1

Actual Actual Long-Term Target
Total Revenue $215 Million $206 Million / 6 months $1 Billion
Cloud % of Total ARR 52% 70% ~90%
Non-GAAP Recurring Gross Margin! 82% 86% ~88%
Non-GAAP Gross Margin' 69% 73% ~80%+
Non-GAAP Operating Margin' 4% 7% 25% — 30%
Free Cash Flow Margin! (6%) 11% 20% — 25%

Note: Amounts reflect our operating priorities, not specific targets or guidance. This data involves a number of assumptions and limitations, and are necessarily subject to a high degree of uncertainty and risk
1 Based on non-GAAP operating metrics. Refer to Appendix for a reconciliation of these measures to their most directly comparable GAAP financial measures



High quality business exhibiting resilience
across industry cycles

Serving clients in highly regulated industries
that value long-term relationships

Cloud-first with Applied Al - multiple pathways
for durable long-term growth

> INTAPP

@ Strong track record of compounding M&A value

@ Founder-led management team

Balanced approach with compelling
profitable growth profile
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Reconciliations




Reconciliation: Non-GAAP gross profit

$ in millions Fy'21 FY'22 FY'23 F1Q'24 F2Q'24 FY'24-H1
GAAP gross profit $ 140 $ 173 $ 239 $ 70 $ 73 $ 143
Adjusted to exclude the following:
Stock-based compensation 1 4 6 2 2 4
Amortization of intangible assets 7 8 4 1 1 2
Non-GAAP gross profit $ 148 $ 185 $ 249 $ 73 $ 76 $ 149
GAAP gross margin 65% 64% 68% 69% 70% 70%
Non-GAAP gross margin 69% 68% 71% 72% 73% 73%
GAAP recurring gross profit $ 149 $ 186 $ 248 $ 73 % 76 $ 149
Adjusted to exclude the following:
Stock-based compensation — 1 2 — 2 2
Amortization of intangible assets 7 8 4 1 1 2
Non-GAAP recurring gross profit $ 156 $ 195 $ 254 $ 74 $ 79 $ 153
GAAP recurring gross margin 79% 78% 82% 83% 84% 84%

Non-GAAP recurring gross margin 82% 82% 84% 85% 86% 86%



Reconciliation: Non-GAAP operating profit (loss)

$ in millions Fy'21 FY'22 FY'23 F1Q'24 F2Q'24 FY'24-H1
GAAP operating loss $ (23) $ (99) $ (69) $ (14) $ (11) $ (25)
Adjusted to exclude the following:
Stock-based compensation 19 77 68 19 16 35
Amortization of intangible assets 11 14 11 3 2 5
Lease modification and impairment — — 1 — — —
Change in fair value of contingent consideration — (1) (2) (2) — (2)
Transaction costs * 1 2 1 — 1 1
Non-GAAP operating profit (loss) $ 8 $ (7)) $ 10 $ 6 $ 8 $ 14
GAAP operating margin (11%) (37%) (20%) (14%) (11%) (12%)
Non-GAAP operating margin 4% (3%) 3% 6% 7% 7%

1 Consists of acquisition-related transaction costs and costs related to certain non-capitalized offering-related expenses



Reconciliation: Free cash flow

$ in millions FY'21 FY'22 FY'23 F1Q'24 F2Q'24 FY'24-H1
Net cash (used in) provided by operating activities $ (10) $ 14 $ 27 $ 12 $ 12 $ 24
Adjusted for the following cash outlay:
Purchases of property and equipment (2) — (2) (2) — (2)
Free cash flow $ 12) $ 14 $ 25 $ 10 $ 12 % 22
Free cash flow margin (6%) 5% 7% 10% 11% 11%

Note: Beginning with the quarter ended 12/31/23, we have excluded capitalized internal-use software costs from the calculation of our free cash flow, which we believe better aligns with industry
standard. Our free cash flow for prior periods presented were recast to conform to the updated methodology and are reflected herein for comparison purposes
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