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SAFE HARBOR STATEMENT

Forward-Looking Statements

This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933 and Section 21E of the Securities Exchange Act of 1934, as amended,
and the Private Securities Litigation Reform Act of 1995. Forward-looking statements include all statements that are not historical facts. In some cases, you can identify these forward-looking
statements by the use of words such as “outlook,” “believes,” “expects,” “potentia continues,” “may,” “will,” “should,” “could,” “seeks,” “predicts,” “intends,” “trends,” “plans,”
"estimates,” “anticipates,” or the negative version of these words or other comparable words. Any statements in this presentation regarding future revenue, earnings, margins, financial
performance, cash flow, liquidity, results of operations, free cash flow, stock based compensation expense, depreciation and amortization expense, interest expense, capital expenditures,
non-GAAP tax rates, or cash tax rates (including, but not limited to, the information provided under "Financial Results Overview - 2022 Guidance” and "Guidance"), our total addressable
market ("TAM"), our future investments in R&D, innovation and product offerings, the potential impact of the COVID-19 pandemic and macroeconomic conditions on our business, future
product or service offerings, expected customer growth or net retention, the integration and anticipated benefits of acquisitions to us and our customers, our acquisition strategy, future plans
for further international expansion, and any other statements that are not historical facts are forward-looking statements. We have based our forward-looking statements on our
management's beliefs and assumptions based on information available to our management at the time the statements are made. We caution you that assumptions, beliefs, expectations,

intentions and projections about future events may and often do vary materially from actual results. Therefore, actual results could differ materially from those expressed or implied by our
forward-looking statements.

"non "on "non

| "non "non
1

Factors that could cause actual results to differ from those expressed or implied by our forward-looking statements include, among other things: future economic, competitive, and regulatory
conditions, the COVID-19 pandemic, the successful integration of acquired businesses, and future decisions made by us and our competitors. All of these factors are difficult or impossible to
predict accurately and many of them are beyond our control. For a further list and description of these and other important risks and uncertainties that may affect our future operations, see
Part |, ltem 1A - Risk Factors in our most recent Annual Report on Form 10-K filed with the Securities and Exchange Commission, which we may update in Part ll, ltem 1A - Risk Factors in
Quarterly Reports on Form 10-Q we have filed or will file hereafter. Our forward-looking statements do not reflect the potential impact of any future acquisitions, mergers, dispositions, joint
ventures, investments, or other strategic transactions we may make. Each forward-looking statement contained in this presentation speaks only as of the date of this presentation, and we
undertake no obligation to update or revise any forward-looking statements whether as a result of new information, future developments or otherwise, except as required by law.
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OVERVIEW

Business Model Delivering Durable Growth
and Profitability at Scale

Growing TAM

$ ” Scale Growth Retention
Estimated TAM™

$1.15B 46% 116%
Network Effects Annualized Q3 2022 Revenue Q32022 YoY Revenue Growth FY 2021 Net Revenue Retention rate®”
Contact record events daily Cash Flow Profitability Large Customers

, $100M 41% 1,848

Business Model

Q32022 Unlevered Free Cash Flow" Q32022 Adj. Operating Income Margin®® Customers w/ > 100K ACV?
LTV/CACB®

1. See footnote on slide 9.

2. As of or through September 30, 2022 as applicable

3. For the trailing twelve month period ended September 30, 2022

4. "LTV" is average lifetime value expected from a customer. “CAC" is our average customer acquisition cost

5. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation

6. For the trailing twelve month period ended December 31, 2021
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Q3 EARNINGS CALL > OVERVIEW

The Modern Revenue Operating System

Go-to-Market

. OperationsOS

Data-as-a-Service Enrichment
Data Quality Management Routing
Lead-to-Account Matching Email Verification

. MarketingOS

Display and Social Advertising Form Enrichment
Account-Based Marketing Abandoned Form Tracking
Website Chat Audience Solutions

Pipeline Forecasting
Sales Engagement
Website Chat

OperationsOS

MarketingOS

SalesOS

TalentOS

Recruiting / Employee Branding

. TalentOS

Recruitment Intelligence

Recruitment Automation
Talent Engagement
Talent Pool Management
Employer Branding

Recruitment Marketing



OVERVIEW

Consistently Ranked as a Product Leader
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. ) ) Data Quadrant
Zoomlinfo Technologies Zoomlnfo Technologies Zoomlnfo Technologies
Leaders in Current Offerings Leaders, High Performance and High Research Frequency, Zoominfo Technologies
and Strategies Satisfaction, Strong Market Presence High Score Leader in Product Features and

Satisfaction, Vendor Experience

= . and Capabilities
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Q3 EARNINGS CALL > OVERVIEW

Best-of-Breed in a Unified Platform: RevOS
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Q3 EARNINGS CALL > OVERVIEW

Diverse Data Sourcing Feeds Evidence-Based Al/ML Systems
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OVERVIEW

Product Vision and Privacy Leadership

-

Zoominfo's Product Vision Zoominfo's Privacy Leadershi
See how customers use the greatest source of data and insights to Zoomlnfo Chief Comﬁaliance Officer, Simon McDougall, speaks to
power the go-to-market motion for four different personas: Sales, how Zoomlnfo is a privacy first organization.

Operations, Talent, and Marketing.

Z zoominfo


https://videos.zoominfo.com/watch/zcX9jT7MYnhE2N6dJdVcVp
https://video.zoominfo.com/watch/1ZLjnrBQot4eki6tVjhn89?

OVERVIEW

Addressing a Large and Growing Opportunity

Zoomlinfo's Global TAM

Today ©®)6)

$40B $30B $20B $10B $100B

SalesOS OperationsOS MarketingOS TalentOS

As of 12/31/21 234
14B 12B 8
; ’ $18B $7B  $7B  $6B  $6B oron

North America International Data
Chat

] . ion Intelli E i
Intelligence Intelligence SR S ngage Mgt. HEEE

AtIPO
$13B $11B

North America International
Intelligence Intelligence

$24B

We calculated our TAM at IPO by estimating the total number of companies by employee size for companies with 1,000 or more employees (enterprise), companies with 100 to 999 employees (mid-market), and companies with 10 to 99 employees (SMBs) and applying the ACV to each respective company using internally generated data of actual customer spend by company size. The aggregate calculated
value represents our estimated TAM. Data for numbers of companies by employee count is from our ZoomInfo platform that we have identified as relevant prospects for our platform. The ACV applied to the specifically identified number of companies by employee size is calculated by leveraging internal company data on current customer spend, which is concentrated on sales and marketing use cases
today. For our companies with 1,000 or more employees, we have applied the average ACV of our top quartile of customers with 1,000 or more employees, who we believe have achieved broader implementation of our platform across their organizations. For companies with 100 to 999 employees and companies with 10 to 99 employees, we have applied an average ACV based on current spend for our
customers in these bands

We estimated our TAM most recently reported with our 12/31/21 earnings with the same methodology as per footnote 1 above with the following changes: 1) SMBs sized based on companies 25 to 99 employees, 2) ACV excludes Engage, Everstring and Recruiter as those TAMs are being calculated separately and 3) applying North America and International ACV to applicable company counts by assuming
45% of North America ACV for International enterprise and 75% of North America ACV for mid-market and SMBs.

Conversation Intelligence assumes 40% of ACV as per footnote 2 for enterprise, and 100% of ACV as per footnote 2 for mid-market and SMBs; Engage assumes 25% of ACV as per footnote 2 for enterprise, mid-market and SMBs; Data Management assumes 33% of ACV as per footnote 2 for enterprise and mid-market only; Recruiter assumes $100K ACV for enterprise (50 reps x $2,000 / rep), $8K ACV for mid-
market (4 reps x $2,000 / rep), $2K ACV for SMBs (2 reps x $2,000 / rep); Chat assumes 25% of ACV as per footnote 2 for enterprise, mid-market and SMBs.

Company counts based on Zoomlnfo platform as of 5/13/2021; ACV values as of 3/31/2021

We calculated our TAM today by estimating the total number of B2B companies by employee size for companies with 1,000 or more employees (enterprise), companies with 100 to 999 employees (mid-market), and companies with 25 to 99 employees (SMBs) and applying the ACV to each respective company using internally generated data of actual customer spend by company size. The aggregate
calculated value represents our estimated TAM. Data for numbers of companies by employee count is from our Zoominfo platform that we have identified as relevant prospects for our platform. The ACV applied to the specifically identified number of companies by employee size is calculated by leveraging internal company data on current customer spend by persona as we sell today. For our companies
with 1,000 or more employees, we have applied the average ACV of the top half of customers with 1,000 or more employees, who we believe have achieved broader implementation of our platform across their organizations. For companies with 100 to 999 employees and companies with 25 to 99 employees, we have applied an average ACV based on current spend for our customers in these bands. Note we
have applied a haircut for International ACV to applicable company counts by assuming 45% of North America ACV for International enterprise and 75% of North America ACV for mid-market and SMBs.

Company counts based on ZoomlInfo platform as of 3/31/2022; ACV values as of 12/31/2021

zoominfo .



OVERVIEW

Multiple Levers for Sustained Growth

&

Acquire new
customers

P
@ Seat and data

expansion

Further penetrate
international
markets

D

7. zoominfo

Increased usage of
advanced
functionality

Expand Personas:

MarketingOS,
OperationsOS,
TalentOS

Select acquisitions
to complement
platform




OVERVIEW

Recent New and Expansion Customers

More than 30,000 Customers from Small, Mid-sized, and Large Organizations Across a Diverse Set of Industries
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OVERVIEW

Recent Platform Highlights

Expanded Data Pipeline Engagement & Automation Admin Management

e Zoominfo's global contact database has grown by 60 * In SalesOS customers now receive proactive contact, e Created a self-serve path for purchasing additional seats,
million in 2022 to more than 235 million business-to- company, and deal insights before every meeting to limit data consumption, and advertising media spend for
business (B2B) professional profiles, including more than time spent preparing meetings and speed up deal cycles. display ads.
145 million contacts in markets outside of the U.S. ¢ In MarketingOS lead expansion capability now allows e Improved cross-domain identity management system to

«  Zoominfo has detailed, accurate data on more than 100 users to expand their target audiences in their DSP automate the provisioning and re-provisioning of users.
million companies worldwide with 100% coverage of automatically to expand reach within an account e Admins can now connect the email accounts of their entire
revenue, headcount, and industry classifications (NAICS & leveraging our proprietary model. user base for Gmail and Outlook, instead of individual

¢ In our workflows engine we developed a Slack integration, users needing to manually connect their emails to Chorus.

SIC), and technology usage insights for more than 30

- . enabling market & buyer intelligence to get in front of the
million companies.

right people in seconds. B8 ~rioros

e In TalentOS, recruiters can now immediately call or email a

Enterprise Privacy

candidate from LinkedIn and Company websites through

ReachOut, our Google Chrome extension. — i

e Earned the TRUSTe Enterprise Privacy Seal, with

certification criteria based upon globally recognized laws * Recruiters can now search on high or low rated workplace : i Gl

environments and understand a company's culture profile,

and regulatory standards, including the General Data

Estimated Total Price 5000

Protection Regulation (GDPR) and the International seamlessly within TalentOS and powered by Comparably.

Organization for Standardization (ISO) 27001 standard.

zoominfo 12



OVERVIEW

Demos of Selected Product Functionality

#”_Comparably A\ Chorus

by zoominfo o _ by zoominfo

Comparably Pro + Chorus

% zoominfo

zoominfo + @

G2 Integration
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https://video.zoominfo.com/watch/ecSRQYw4q6ErtEGyAmwLRX
https://video.zoominfo.com/watch/D93Jkm1QAEGjvT4puXJDTY
https://video.zoominfo.com/watch/RGx7vV88QU68suAC8g4EXz

OVERVIEW

Zoomlinfo Drives Value for Customers

Revenue BR_ANDL,VE $1 million+ in abgprint 200% increase

revenue in 6 months around the clock. onthe dot. | revenue

A Took speed to lead from o . o
Efﬁciency 20 minutes to 60 seconds 12 50% reduction n time
momentive  With OperationsOS centrical. spentresearching

s . W Increased pipeline 798% increase in call to
Plpellne workf:“ﬁr‘ﬁ? by 90% YoY connect rates and 41%

increase in pipeline creation

Increased

Conversion conversion rates
ATLATL Dby over400%

10x increase in
website conversions

% zoominfo

[e®)
FUJITSU

.:Engoglo

Access all

10x ROl from
ZoomlInfo

Sales reps gain back 4
hours of productivity
per week

Increased number of
meetings scheduled
by 85%

Reduced sales
cycle from 90 days
to 62 days

I0Y 12wo3sn)
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https://www.zoominfo.com/b2b/customer-success

CASE STUDIES

Customer Case Study - R-Zero

The Results

Time savings and tech stack efficiency gains

ne FZero

About the Company

R-Zero is a biosafety company that combines best-in-class
UV-C technology and data to create an ecosystem
unparalleled in efficacy and sustainability to fundamentally
improve the health of any building.

The Challenge

Born out of the Covid-19 pandemic, biosafety startup
R-Zero set out to reduce the spread of infectious
diseases by manufacturing and selling best-in-class UV-C
air disinfection products. With the ability to assess and
change the health of any building, R-Zero is paving the
way for new biosafety standards.

Given the nature of R-Zero's offerings, when the
company launched in 2020, there was an immediate
demand for its products. However, while momentum was
high, R-Zero was not spared from the many common
challenges faced by early-stage start-ups.

To help scale their business, R-Zero turned to Zoomlnfo.

zoominfo

The Solution

While R-Zero's sales team initially turned to Zoominfo to
drive their prospecting data efforts, the organization
soon expanded its use case to support all aspects of its
go-to-market strategy.

The majority of leads were coming from outbound efforts
but with leadership looking to 4x revenue by EQY, the
Marketing team was tasked with finding new ways to
grow and optimize their lead generation efforts.

With Zoomlnfo, R-Zero's marketing team has access to a
wealth of detailed contact and company information to
pave the way for deeper audience segmentation and
customized messaging within their multi-channel
marketing campaigns. They are also leveraging
Zoomlnfo's Chat, Formcomplete, Enrich and RinglLead
solutions to identify and convert web visitors faster than
ever before.

“When | first joined R-Zero, they were leveraging a
competing Chatbot but we weren't impressed with its
functionality, nor was it easy to implement or use,”
explained Patricia Pouncey, Head of Marketing
Operations at R-Zero. Chatbots are only as intelligent as
their underlying databases which is one of the many
reasons R-Zero finds so much value in Zoominfo Chat.

Industry
Segment
Location

Occupational Health & Safety
Mid Market
Salt Lake City, Utah, USA

The Results

"Zoomlnfo is at the core of all our go-to-market motions.
Their data fuels our prospecting and marketing
campaigns and with the added benefit of tools like Chat
and Formcomlete, we're optimizing the effectiveness of
our efforts,” explained Pouncey.

Additionally, ZoomInfo's robust data enrichment and
orchestration capabilities are running in the background
to ensure R-Zero's CRM is up-to-date and actionable.
"Zoomlnfo's automated enrichment technology cleanses
and organizes our database on an ongoing basis which
saves us so much time and drives efficiencies within our
entire tech stack.”

15



CASE STUDIES

Customer Case Study - Momentive

The Results
Took speed to lead from 20 minutes to 60 seconds with OperationsOS

momentive <4

About the Company

Momentive is a leader in agile experience management,
delivering powerful, purpose-built solutions that bring
together the best parts of humanity and technology to
redefine Al

The Challenge

In 2020, Momentive's Sales Tools and Strategy team
moved under Ksenia Kouchnirenko, VP of Business
Systems at Momentive, as part of the organization’s
effort to centralize all systems and processes under one
roof. As part of this, Kouchnirenko's team took ownership
and responsibility for the organization’s Salesforce
ecosystem.

In order to overcome these operational efficiencies,
Momentive needed to implement new processes and
systems that could drive data-driven workflows and
provide maximum visibility into all opportunities and
activities within their Salesforce ecosystem.

zoominfo

The Solution

After running an extensive evaluation on all of the data
enrichment platforms and products in their existing
ecosystem, Momentive identified ZoomInfo as the lead
contender. “We cut ties with several data vendors and
opted to expand our relationship with Zoominfo,”
explained Kouchnirenko. “Rather than looking at them as
just another vendor in our tech stack, Zoominfo has
become the single source of truth that drives and
automates our go-to-market engine.”

“Zoomlnfo's OperationsOS Data Management Suite arms
us with the technology and data to match, unify, dedupe,
normalize, cleanse, enrich, score and route data through
a single source of truth,” explained Kouchnirenko.
“We've created a seamless and effective system that
enables us to eliminate inefficiencies and automate work
streams so our sellers can focus on what's most
important.”

“Many of the data enrichment tools that were previously
in our tech stack were point solutions which lead to more
data silos,” explained Kouchnirenko. “Zoomlnfo is
different because they are a one-stop-shop that provides
us with the data and the technology needed to
orchestrate that data.”

Media & Internet
Enterprise
San Mateo, CA, USA

Industry
Segment
Location

The Results

With OperationsOS, Momentive's marketing and sales
teams now have an advanced end-to-end data hygiene
and routing system in place which has led to greater
speed-to-lead and increased conversion rates.

“One of the most noticeable differences we've seen
since expanding our relationship with Zoomlnfo, is in
regards to lead scoring and routing. In the past, it would
take 20 minutes for a lead to pass through our
enrichment and validation checks. Today, with ZoomInfo,
it's instantaneous, all those checks are happening in
parallel to one another. Leads are now in front of our
sales reps in less than 60 seconds,” explained
Kouchnirenko.

“Thanks to Zoomlnfo, we no longer have to question the
source or reliability of the data in our systems. We're now
able to enrich and integrate data in any workflow, in real-
time, at scale.”

16



CASE STUDIES

Video Case Study - ThinkingAhead Executive Search

ol

thinkingahead

—

executive search

ThinkingAhead

Industry Staffing
Segment  Mid Market
Location Nashville, TN, USA

% zoominfo
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Q3 EARNINGS CALL > FINANCIAL RESULTS

Financial Results Overview

Financial Results

Henry Schuck

Founder and Chief Executive Officer

“As a best-in-class high-growth software company with strong profitability,
our customers are looking to us for best practices on how to grow
efficiently - we do that by leveraging Zoominfo's data, insights, and
automation,” said Henry Schuck, ZoomlInfo Founder and CEO. “"We drive a
quick and measurable ROI for customers and our innovative platform
scales with them. As a result, we delivered another quarter of record
revenue and profitability, as we are quickly becoming the go-to-market
platform of choice for B2B companies looking to drive efficient growth.”

2022 Guidance?

We are increasing our financial guidance for the year. For FY 2022 we
expect revenue of $1.094 - $1.096 billion and Adjusted Operating Income
in the range of $442 - $444 million, up from our prior guidance of revenue
in the range of $1.08 - $1.09 billion and Adjusted Operating Income in the
range of $433 - $437 million.

Cameron Hyzer

Chief Financial Officer

entation to the most
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>30,000

Paying Customers'

1,848

Customers with > $100k in ACV"

2022 Guidance (as of 11/1/2022)

$1.094 -
$1.096 billion

FY 2022 Revenue

$442 - $444
million

FY 2022 Adjusted Operating Income?




FINANCIAL RESULTS

Q3 2022 Financial Summary (Unaudited)

GAAP

Quarterly

($M, except per share amounts and percent figures)
Results

Revenue $287.6

Adjusted Operating
Income

Operating Income $51.8

Adjusted Operating

ing | Margi .
Operating Income Margin Ineeme s

Adjusted Net Income Per Share

Net Income Per Share (Diluted) (Diluted)

Cash Flow from Operating Activities Unlevered Free Cash Flow

2 Zoominfo 1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation

Non-GAAP"

Quarterly
Results

20



Q3 EARNINGS CALL > FINANCIAL RESULTS

GAAP Revenue Growth ($M)

46% >

%

Q3 2022

$287.6

46%

GAAP Revenue Growth

$197.6

42%

Organic Revenue Growth

Q32020 Q42020 Q12021 Q22021 Q32021 Q42021 Q12022 Q22022 Q32022

GAAP Revenue

- H 1. Organic Revenue excludes revenue from products acquired within the last 12 months. Products acquired within the
zoominfo

last 12 months contributed $7.8 million in revenue for the three months ended September 30, 2022.




Q3 EARNINGS CALL > FINANCIAL RESULTS

Adjusted Operating Income ($M)
and Margin'"

51% »
J Q3 2022
$118.4
41%
$78.4 Adjusted Operating

Income Margin?
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YoY Growth in Adjusted
Operating Income™

Q32020 Q42020 Q12021 Q22021 Q32021 Q42021 Q12022 Q22022 Q32022

Adjusted Operating Income (1)  -k- Adjusted Operating Income Margin (1)

Zoominfo 1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation




Q3 EARNINGS CALL > FINANCIAL RESULTS

Unlevered Free Cash Flow (uFCF)
and uFCF Conversion1?
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741 zoominfo

Unlevered Free Cash Flow (1) -4+ uFCF Conversion (1) (2)

1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation
2. Unlevered Free Cash Flow Conversion defined as Unlevered Free Cash Flow divided by Adjusted Operating Income

Q3 2022
84%

Unlevered free cash flow
conversionM@

35%

Unlevered Free Cash
Flow Margint"




FINANCIAL RESULTS

Balance Sheet Highlights and Net Leverage

As of As of

el gt levas ke December 31, 2021 September 30, 2022

Total contractual maturity of outstanding indebtedness $1,250.0 $1,250.0

Cash, cash equivalents, restricted cash, and short-term

. $332.5 $444.8
investments

Trailing Twelve Months (TTM) Adjusted EBITDA® $318.2 $423.4

Trailing Twelve Months (TTM) Cash EBITDA™ $444.6 $512.0

Total Net Leverage Ratio (Adjusted EBITDA)" 2.9x 1.9x

Total Net Leverage Ratio (Cash EBITDA)"® 2.1x 1.6x
Total Unearned Revenue $381.2
Current remaining performance obligations $756.9

Total remaining performance obligations $978.8

- a 1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation
£ Zoomlnfo 2. Defined as total contractual maturity of outstanding indebtedness less cash and cash equivalents, restricted cash, and short-term investments divided by TTM Adjusted EBITDA, expressed as a ratio 24
i 3. Defined as total contractual maturity of outstanding indebtedness less cash and cash equivalents, restricted cash, and short-term investments divided by TTM Cash EBITDA (defined as Consolidated EBITDA in our Credit Agreements), expressed as a ratio



FINANCIAL RESULTS

Guidance (as of November 1, 2022)")

GAAP Revenue

Adjusted Operating Income!"

Adjusted Net Income Per Share!”

Unlevered Free Cash Flow™"

Weighted Average Shares Outstanding

Q4 2022

$298 - $300 million

$121 - $123 million

$0.21 - $0.22

Not guided

414 million

FY 2022
(as of 8/1/2022)

$1.08 - $1.09 billion

$433 - $437 million

$0.78 - $0.80

$438 - $446 million

411 million

FY 2022
(as of 11/1/2022)

$1.094 - $1.096 billion

$442 - $444 million

$0.83 - $0.84

$430 - $435 million

411 million

- s 1. We do not provide a quantitative reconciliation of the forward-looking non-GAAP financial measures included in this presentation to the most directly comparable GAAP measures due to the high variability and difficulty to predict certain
£ Zoomlnfo items excluded from these non-GAAP financial measures; in particular, the effects of stock-based compensation expense, taxes and amounts under the exchange tax receivable agreement, deferred tax assets and deferred tax liabilities,

and restructuring and transaction expenses. We expect the variability of these excluded items may have a significant, and potentially unpredictable, impact on our future GAAP financial results.
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Non-GAAP Financial Measures

To supplement our consolidated financial statements presented in accordance with GAAP, this presentation contains non-GAAP financial measures, including Adjusted Operating Income, Adjusted Operating Income Margin, Adjusted Net
Income, Adjusted Net Income Per Share, Unlevered Free Cash Flow, Unlevered Free Cash Flow Conversion, TTM Adjusted EBITDA, Net Leverage Ratio, Adjusted Gross Margin, Adjusted Sales and Marketing Expense, Adjusted Research
and Development Expense, and Adjusted General and Administrative Expense. We believe these non-GAAP measures are useful to investors in evaluating our operating performance because they eliminate certain items that affect period-
over-period comparability and provide consistency with past financial performance and additional information about our underlying results and trends by excluding certain items that may not be indicative of our business, results of
operations, or outlook.

Non-GAAP financial measures are not meant to be considered in isolation or as a substitute for the comparable GAAP measures, but rather as supplemental information to our business results. This information should be read only in
conjunction with our consolidated financial statements prepared in accordance with GAAP. There are limitations to these non-GAAP financial measures because they are not prepared in accordance with GAAP and may not be comparable
to similarly titled measures of other companies due to potential differences in methods of calculation and items or events being adjusted. In addition, other companies may use different measures to evaluate their performance, all of which
could reduce the usefulness of our non-GAAP financial measures as tools for comparison. A reconciliation is provided at the end of this presentation for each historical non-GAAP financial measure to the most directly comparable financial
measure stated in accordance with GAAP. We do not provide a quantitative reconciliation of the forward-looking non-GAAP financial measures included in this presentation to the most directly comparable GAAP measures due to the high
variability and difficulty to predict certain items excluded from these non-GAAP financial measures; in particular, the effects of stock-based compensation expense, taxes and amounts under the exchange tax receivable agreement,
deferred tax assets and deferred tax liabilities, and restructuring and transaction expenses. We expect the variability of these excluded items may have a significant, and potentially unpredictable, impact on our future GAAP financial
results.

We define organic revenue growth as current period revenue less revenue from products acquired within the last 12 months divided by prior period revenue. We define Adjusted Operating Income as income from operations plus (i) impact
of fair value adjustments to acquired unearned revenue, (i) amortization of acquired technology and other acquired intangibles, (iii) equity-based compensation expense, (iv) restructuring and transaction-related expenses, and (v)
integration costs and acquisition-related compensation. We exclude the impact of fair value adjustments to acquired unearned revenue and amortization of acquired technology and other acquired intangibles, as well as equity-based
compensation, because these are non-cash expenses or non-cash fair value adjustments and we believe that excluding these items provides meaningful supplemental information regarding performance and ongoing cash-generation
potential. We exclude restructuring and transaction-related expenses, as well as integration costs and acquisition-related compensation, because such expenses are episodic in nature and have no direct correlation to the cost of operating
our business on an ongoing basis. Adjusted Operating Income is presented because it is used by management to evaluate our financial performance and for planning and forecasting purposes. Additionally, we believe that it and similar
measures are widely used by securities analysts and investors as a means of evaluating a company’s operating performance. Adjusted Operating Income should not be considered as an alternative to operating income as an indicator of
operating performance. We define Adjusted Operating Income Margin as Adjusted Operating Income divided by the sum of revenue and the impact of fair value adjustments to acquired unearned revenue.

We define Adjusted Net Income as Adjusted Operating Income less (i) interest expense, net (i) other (income) expense, net, excluding TRA liability remeasurement expense (benefit) and (iii) income tax expense (benefit) including
incremental tax effects of adjustments to arrive at Adjusted Operating Income and current tax benefits related to the TRA. Adjusted Net Income is presented because it is used by management to evaluate our financial performance and for
planning and forecasting purposes. Additionally, we believe that it and similar measures are widely used by securities analysts and investors as a means of evaluating a company’s operating performance. Adjusted Net Income should not
be considered as an alternative to cash flows from operating activities as a measure of liquidity or as an alternative to operating income or net income as indicators of operating performance.
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Non-GAAP Financial Measures

We define Unlevered Free Cash Flow as net cash provided from operating activities less (i) purchases of property and equipment and other assets, plus (i) cash interest expense, (iii) cash payments related to restructuring and transaction-
related expenses, and (iv) cash payments related to integration costs and acquisition-related compensation. We define Unlevered Free Cash Flow Margin as Unlevered Free Cash Flow divided by the sum of revenue and the amortization of
the impact of fair value adjustments to acquired unearned revenue. Unlevered Free Cash Flow is presented because it is used by management to evaluate our financial performance and for planning and forecasting purposes. Additionally,
we believe that it and similar measures are widely used by securities analysts and investors as a means of evaluating a company’s operating performance. Unlevered Free Cash Flow should not be considered as an alternative to cash flows
from operating activities as a measure of liquidity or as an alternative to operating income or net income as indicators of operating performance. Unlevered Free Cash Flow does not represent residual cash flow available for discretionary
expenditures since, among other things, we have mandatory debt service requirements. We define Unlevered Free Cash Flow Conversion as Unlevered Free Cash Flow divided by Adjusted Operating Income.

We define Net Leverage Ratio to Adjusted EBITDA as total contractual maturity of outstanding indebtedness less cash and cash equivalents, restricted cash, and short-term investments, divided by trailing twelve months Adjusted EBITDA.
EBITDA is defined as earnings before debt-related costs, including interest and loss on debt modification and extinguishment, provision for taxes, depreciation, and amortization. Management further adjusts EBITDA to exclude certain
items of a significant or unusual nature, including other (income) expense, net, impact of certain non-cash items, such as fair value adjustments to acquired unearned revenue and equity-based compensation, restructuring and transaction-
related expenses, and integration costs and acquisition-related compensation. We exclude these items because these are non-cash expenses or non-cash fair value adjustments, which we do not consider indicative of performance and
ongoing cash-generation potential or are episodic in nature and have no direct correlation to the cost of operating our business on an ongoing basis. Adjusted EBITDA is presented because it is used by management to evaluate our
financial performance and for planning and forecasting purposes. Additionally, we believe that it and similar measures are widely used by securities analysts and investors as a means of evaluating a company’s operating performance.
Adjusted EBITDA should not be considered as an alternative to cash flows from operating activities as a measure of liquidity or as an alternative to operating income or net income as indicators of operating performance. Net Leverage
Ratio should not be considered as an alternative to other ratios of GAAP earnings to indebtedness.

We define Adjusted Gross Profit as gross profit plus (i) equity-based compensation expense included as part of Cost of Service, and (i) integration and deal related compensation included as part of Cost of Service, and (i) amortization of
acquired technology. Adjusted Gross Margin is Adjusted Gross Profit divided by the sum of revenue and the impact of fair value adjustments to acquired unearned revenue.

We define Adjusted Sales and Marketing Expense as sales and marketing expense less (i) integration and deal related compensation expense, and (i) the equity-based compensation expense included as part of sales and marketing
expense. Adjusted Sales and Marketing as a percentage of Adjusted Revenue is Adjusted Sales and Marketing divided by the sum of revenue and the impact of fair value adjustments to acquired unearned revenue.

We define Adjusted Research and Development Expense as research and development expense less (i) integration and deal related compensation expense, and (ii) the equity-based compensation expense included as part of research and
development expense. Adjusted Research and Development as a percentage of Adjusted Revenue is Adjusted Research and Development divided by the sum of revenue and the impact of fair value adjustments to acquired unearned
revenue.

We define Adjusted General and Administrative Expense as general and administrative expense, less (i) integration and deal related compensation expense, and (i) the equity-based compensation expense included as part of general and
administrative expense. Adjusted General and Administrative as a percentage of Adjusted Revenue is Adjusted General and Administrative divided by the sum of revenue and the impact of fair value adjustments to acquired unearned
revenue.

Net revenue retention is an annual metric that we calculate based on customers that were contracted for services at the beginning of the year, or, for those that became customers through an acquisition, at the time of the acquisition. Net
revenue retention is calculated as: (a) the annual contract value ("ACV") for those customers at the end of the year divided by (b) ZoomInfo ACV at the beginning of the year plus the ACV of acquired companies at the time of acquisition.
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NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Adjusted Operating Income

($M except percent figures) Q3 2021 Q3 2022

Net income (loss) $(40.9) $17.9
Add (less): Expense (benefit) from income taxes 455
Add: Interest expense, net 13.9
Add: Loss on debt modification and extinguishment

Add (less): Other expense (income), net

Income (loss) from operations

Add: Impact of fair value adjustments to acquired unearned revenue

Add: Amortization of acquired technology

Add: Amortization of other acquired intangibles

Add: Equity-based compensation

Add: Restructuring and transaction-related expenses

Add: Integration costs and acquisition-related expenses

Adjusted Operating Income

Revenue

Impact of fair value adjustments to acquired unearned revenue

Revenue for adjusted operating margin calculation

Adjusted Operating Income Margin
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NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Cash EBITDA

Net income (loss) $(14.0) $185.1
Add (less): Expense (benefit) from income taxes 96.3 (39.7)
Add: Interest expense, net 40.4 48.5
Add: Loss on debt modification and extinguishment 7.7 —
Add: Depreciation 12.9

Add: Amortization of acquired technology 30.8

Add: Amortization of other acquired intangibles 19.7

EBITDA 193.9

Add (less): Other expense (income), net (11.8)

Add: Impact of fair value adjustments to acquired unearned revenue 3.3

Add: Equity-based compensation expense

Add: Restructuring and transaction related expenses (excluding depreciation)

Add: Integration costs and acquisition-related expenses

Adjusted EBITDA

Add: Unearned revenue adjustment

Add: Pro forma cost savings

Add (less): Cash rent adjustment

Add (less): Pre-Acquisition EBITDA

Add (less): Other lender adjustments

Cash EBITDA®

2 Zoominfo 1. Defined as Consolidated EBITDA in our Credit Agreements




NON-GAAP FINANCIAL MEASURES

Reconciliation of Non-GAAP Leverage Ratios

. As of As of
el eagpi levass ke December 31, 2021 September 30, 2022

Total Net Leverage Ratio (Adjusted EBITDA)

Total contractual maturity of outstanding indebtedness $1,250.0 $1,250.0

Less: Cash and cash equivalents, restricted cash, and short-term investments 332.5 444.8
Net Debt 917.5 805.2
Trailing Twelve Months (TTM) Adjusted EBITDA 318.2 423.4

Total Net Leverage Ratio (Adjusted EBITDA) 2.9x 1.9x

Total Net Leverage Ratio (Cash EBITDA)

Total contractual maturity of outstanding indebtedness $1,250.0 $1,250.0
Less: Cash and cash equivalents, restricted cash, and short-term investments 3325 444.8
Net Debt 917.5 805.2
Trailing Twelve Months (TTM) Cash EBITDA™ 444.6 512.0

Total Net Leverage Ratio (Cash EBITDA) 2.1x 1.6x

B Z00MmiNfo 1. Defined as Consolidated EBITDA in our Credit Agreements 31



NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Operating Cash Flow to Unlevered Free Cash Flow

($M except percent figures) Q3 2021 Q3 2022

Cash flow from operating activities

Purchases of property and equipment and other assets
Interest paid in cash

Restructuring and transaction-related expenses paid in cash
Integration costs and acquisition-related compensation paid in cash
Unlevered Free Cash Flow

Adjusted Operating Income

Unlevered Free Cash Flow conversion

Revenue

Impact of fair value adjustments to acquired unearned revenue
Revenue for uFCF margin calculation

Unlevered Free Cash Flow Margin
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NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Adjusted Net Income Per Share

Amortization of Acquired Tax Impacts of

EqUIty-bas'ed '"ta')_,\g(j.bles and Ffir Value | Transaction Related Adjustments and As Adjusted Adjusted Margin%
Compensation justments from Expenses
Acquisitions TRA

Three months ended September 30, 2022 Margin%
($M)

Revenue

Cost of service

Amortization of acquired technology

Gross profit

Sales and marketing

Research and development

General and administrative

Amortization of other acquired intangibles

Restructuring and transaction-related
expenses

Total operating expenses
Income (loss) from operations
Interest expense, net

Loss on debt modification and extinguishment

Other (income) expense, net, excluding TRA
liability remeasurement (benefit) expense

Income (loss) before income taxes
Income tax expense (benefit)

Net income (loss)

Diluted net income (loss) per share

Common Stock WASO - diluted (in millions)
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NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Adjusted Net Income Per Share

Amortization of Acquired Tax Impacts of

Eqmty-basi-:-d '"ta;fg.b'es and Ffir Value | Transaction Related Adjustments and As Adjusted Adjusted Margin%
Compensation justments from Expenses
Acquisitions TRA

Nine months ended September 30, 2022

H L
($M) Margin%

Revenue

Cost of service

Amortization of acquired technology
Gross profit

Sales and marketing

Research and development

General and administrative

Amortization of other acquired intangibles
Restructuring and transaction related expenses
Total operating expenses

Income (loss) from operations

Interest expense, net

Loss on debt modification and extinguishment

Other (income) expense, net, excluding TRA
liability remeasurement (benefit) expense

Income (loss) before income taxes
Income tax expense (benefit)

Net income (loss)

Diluted net income (loss) per share

Common Stock WASO - diluted (in millions)
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NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Adjusted Net Income Per Share

Amortization of Acquired Tax Impacts of

Equlty-bas.ed '"ta'/‘fﬂ.bles gnd Ffir Value | Transaction Related Adjustments and As Adjusted Adjusted Margin%
Compensation justments from Expenses
Acquisitions TRA

Three months ended September 30, 2021 Margin%
($M)

Revenue

Cost of service

Amortization of acquired technology

Gross profit

Sales and marketing

Research and development

General and administrative

Amortization of other acquired intangibles 5.4
Restructuring and transaction related expenses 11.0
Total operating expenses 139.5
Income from operations $20.2
Interest expense, net 13.9

Loss on debt modification and extinguishment 1.8

Other (income) expense, net, excluding TRA

liability remeasurement (benefit) expense 0-1)

Income (loss) before income taxes 4.6

Income tax expense (benefit) 455

Net income (loss) $(40.9) (21)%
Diluted net income (loss) per share $(0.15)

Class A WASO - diluted (in millions) 264

Z zoominfo




NON-GAAP FINANCIAL MEASURES

Reconciliation from GAAP Net Income (Loss) to Adjusted Net Income Per Share

Amortization of Acquired Tax Impacts of

Equnty-bas.ed '“tafﬂ.b'es eI F?" Value | Transaction Related Adjustments and As Adjusted Adjusted Margin%
Compensation justments from Expenses
Acquisitions TRA

Nine months ended September 30, 2021

($M) Margin%

Revenue

Cost of service

Amortization of acquired technology
Gross profit

Sales and marketing

Research and development

General and administrative

Amortization of other acquired intangibles
Restructuring and transaction related expenses
Total operating expenses

Income from operations

Interest expense, net

Loss on debt modification and extinguishment 7.7

Other (income) expense, net, excluding TRA

- . 0.2
liability remeasurement (benefit) expense (0:2)

Income (loss) before income taxes 51.1

Income tax expense (benefit) 101.4

Net income (loss) $(50.3) (10)%
Diluted net income (loss) per share $(0.13)

Class A WASO - diluted (in millions) 21
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