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Safe Harbor

This presentation contains forward-looking statements. These statements may relate to, but are not limited to, expectations of future operating results or financial performance of BlackLine, Inc.
(“BlackLine” or the “Company”), the calculation of certain key financial and operating metrics, capital expenditures, introduction of new solutions or products, expansion into new markets, regulatory
compliance, plans for growth and future operations, technological capabilities, and ability to execute our technology and platform initiatives and strategic relationships, including our relationship with
SAP, as well as assumptions relating to the foregoing. Forward-looking statements are inherently subject to risks and uncertainties, some of which cannot be predicted or quantified. In some cases,

” "Wi”," ”Should," “« ”u "o " u ” "prediCt," "intend," “ " u

you can identify forward-looking statements by terminology such as “may, could,” “expect,” “plan,” anticipate,” “believe,” “estimate, potential,” “would,” “continue,”
“ongoing” or the negative of these terms or other comparable terminology. You should not put undue reliance on any forward-looking statements. Forward-looking statements should not be read as a

guarantee of future performance or results, and will not necessarily be accurate indications of the times at, or by, which such performance or results will be achieved, if at all.

Forward-looking statements are based on information available at the time those statements are made and/or management’s good faith beliefs and assumptions as of that time with respect to
future events, and are subject to risks and uncertainties that could cause actual performance or results to differ materially from those expressed in or suggested by the forward looking statements. In
light of these risks and uncertainties, the forward-looking events and circumstances discussed in this presentation may not occur and actual results could differ materially from those anticipated or
implied in the forward-looking statements. These risks and uncertainties are described in greater detail under the heading “Risk Factors” in the filings we make with the Securities and Exchange
Commission (“SEC”) from time to time, which are available on our website at http://investors.blackline.com and on the SEC’s website at www.sec.gov. Except as required by law, BlackLine does not

undertake any obligation to publicly update or revise any forward-looking statement, whether as a result of new information, future developments or otherwise.

In addition, statements that “we believe” and similar statements reflect our beliefs and opinions on the relevant subject. These statements are based upon information available to us as of the date of
this presentation, and while we believe such information forms a reasonable basis for such statements, such information may be limited or incomplete, and our statements should not be read to
indicate that we have conducted an exhaustive inquiry into, or review of, all potentially available relevant information. These statements are inherently uncertain and investors are cautioned not to
unduly rely upon these statements.

In addition to U.S. GAAP financials, this presentation includes certain non-GAAP financial measures, including non-GAAP revenue, gross profit, gross margin, free cash flow, sales and marketing
expense, research and development expense, general and administrative expense, loss from operations and operating margin (loss). These non-GAAP measures are in addition to, not a substitute for
or superior to, measures of financial performance prepared in accordance with U.S. GAAP. The non-GAAP financial measures we use may differ from the non-GAAP financial measures used by other
companies. A reconciliation of these measures to the most directly comparable GAAP measure is included in the Appendix to this presentation.

M BLACKLINE
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3,400+

Customers
in 130+ countries
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290,000+

Users

FORTUNE

60%

Q3
1,325+

Employees

FORTUNE S00

46%
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Gartner Leader
4 Years Running

Customers’ Choice 2020
Gartner Peer Insights

2.67x Average ROI
Nucleus Research



Gartner

BlackLine leads the market

Leaderin Leaderin Leaderin Leaderin Customer
Finance CPM Cloud Finance CPM Cloud Financial Close Cloud Financial Close Choice Award




The Controller’'s World

GL
Large 8
Teams OO0
JaYaYa
Wide Range ;
of Systems #@

PAYROLL

b

DO
DO
DO

i

AP

b

DO
DO
DO

Q

v

Corporate
Controller

]DO -

DO
DO
DO

BILLINGS

b

DO
DO
DO

0o

REPORTING

O
[

DO
DO

O
[

Do
Do
N

{

REGULATORY COMPLIANCE

O O
[a) [a)
ONONG, ONONG®
Ve Va [aYa Va

T
e’

L)

]

I_(@

L]

M BLACKLINE



The Financial Close is Chaos On a Deadline.
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Traditional manual accounting processes
are not sustainable.

M BLACKLINE
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Unified.

Integrate systems and data

Standardize your processes

Unlock global visibility

The Benefits of
Modern Accounting

/

Automated.

Reduce busy work by automating the ordinary
Free accountants to analyze the extra-ordinary

Focus on what matters most to the business

CO

Continuous.

Execute accounting as it happens
Deliver real-time information and analysis

Align with the needs of your business

M BLACKLINE



2.7 /X RO

BlackLine's solutions generated S2.77
for every dollar a customer invested in its technology

Nucleus Research, December 2020. Analyzed the costs and benefits of six BlackLine RO/ case studies ranging from April 2018 — September 2020.



The Back Office has Long Been an Area of Underinvestment
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The Back Office has Long Been an Area of Underinvestment

The pandemic has accelerated the global economy’s shift to modern software and put a spotlight on the back office

2% 98%

OF MARKET < OF MARKET

v

EARLY
ADOPTERS

T

Defensive Process Mainstream Adoption of Financial Close & AR Automation
Companies who Improvement

experienced a material  Companies who are

weakness or looking to improve

accounting issue their finance and . BLACKLINE

accounting process



Key Initiatives

il 4

Go To Market Execution Customer Success R&D Investment

M BLACKLINE



Building the Most Indispensable Platform for the Controllership

v

Enhancements

Investing development resources
to rapidly advance platform

functionality

Product
Adjacencies

Enabling end-to-end optimization
and automation of new

accounting use cases

Platform
Modernization

New platform services and
scalability to support growing

customer needs

M BLACKLINE



Large & Underpenetrated Addressable Market

$28B+

$18.5B financial close market
S$10B accounts receivable market 2

comprised of 165,000 target
customers

o0 ------- $352M BlackLine LTM revenue
comprised of ~3,400 customers 3

M BLACKLINE



Marc Huffman
Chief Executive Officer &
Board Member

Pete Hirsch
Chief Technology Officer

Max Solonski
Chief Security Officer

Andres Botero
Chief Marketing Officer

Strong & Passionate Management Team

Mark Partin
Chief Financial Officer

Tammy Coley
Chief Transformation
Officer

Karole Morgan-Prager
Chief Legal and
Administrative Officer

Patrick Villanova
Chief Accounting Officer

Mark Woodhams
Chief Revenue Officer

Lisa Schrieber
Chief Customer Officer

Susan Otto
Chief People Officer

M BLACKLINE
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Product Strategy

Pete Hirsch
Chief Technology Officer NS
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A Technology Foundation for
the World's Largest Enterprises

SaaS One 99.99%+

Cloud Architecture Version for all Customers Uptime Availability

Secure 10B 232M

Highest ISO, SOC Certifications Transactions Loaded Journal Lines Processed

M BLACKLINE



Product Vision — The Most Indispensable
Platform for the Controllership

@ CRM ]

@ Specialty Subledgers

)
)

Modern Accounting Platform

ERP 1 ERP 2 ooe ERP n

Inverting the ERP-Centric Ecosystem

M BLACKLINE



Investing to Drive the Future of Accounting

Q0Q QQ R
190, o e g Lo A
Team Google Open Functional User Solution

Cloud Platform Innovation Experience Expansion

M BLACKLINE



Accelerating Product Investment

37
4 4 0/ Rimilia R&D
o 234 Organic R&D
Organic R&D 152 162
Capacity Growth
2018 2019 2020

Year-End R&D Headcount

M BLACKLINE



Accelerated Innovation by 125% (2x+ YQOY)
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Q1 Release Q2 Release Q3 Release Q4 Release

(short release*)

* The Q4 Release has a 2-month release cycle rather than a 3-month release cycle due to year-end close, so it only has 2/3rds the innovation

capacity of Q2 and Q3 . BLACKLINE



Major Deliveries in 2020

=

Ll

Open Platform

Developer Portal
APls

=

3x Scalability for Journals

Performance
Throughput

[

Account Analysis MVP

Transaction Classification
Journal Analysis

f

Enhanced International Support

New support for Japanese
Enhanced quality and breadth of localization

>

New UX Preview

New Ul design
Accessibility

>

First GCP Customers

SOC Certification
First Pilot Customers

M BLACKLINE



Top Strategic Themes for 2021

| 5 G

Customer Value Platform Modernization Operational
and ARR Growth and Scale Excellence
AR products and integration  Building out the next layer of * Quality

the platform

Delivering and building on » Operational controls

Account Analysis « Massively scalable data

i £ i . + Security
Innovation in ICH and Journals RIS .

N Incident response
* Migrating customers to GCP P

UX as a competitive differentiator

Finance Automation

M BLACKLINE



Extending the Reconciliation Automation Suite

How the full Reconciliation Automation suite works together for high-volume, high-risk accounts

Transaction Matching

High volume automated transaction
processing to identify matched and
unmatched supporting items.

Transaction Matching Account Reconciliations

High volume automated transaction Reconciliations at the account
processing to identify matched and ending-balance level; created
unmatched supporting items. supporting items rollover automatically.
Transaction Matching Account Reconciliations Account Analysis
High volume automated transaction Reconciliations at the account Transaction-level analysis automatically
processing to identify matched and ending-balance level; created categorizes and prioritizes exception
unmatched supporting items. supporting items rollover automatically. management for selected accounts.
Account Reconciliations Account Reconciliations Journal Entries Journal Entries
Reconciliations at the account Reconciliations at the account Create, validate, and post journal entries Create, validate, and post journal entries
ending-balance level; created ending-balance level; created directly from account reconciliation directly from account reconciliation
supporting items rollover automatically. supporting items rollover automatically. ensure GL consistency and accuracy. ensure GL consistency and accuracy.

Account Reconciliation Automation

M BLACKLINE



Evolution of our Reconciliation Automation Suite

With Account Analysis, BlackLine continues to build on its pioneering innovation in reconciliation automation

Account Analysis

Substantiates account balances
by automatically categorizing
unmatched transactions.

Transaction Matching

Validates the general ledger balance
via rules-based automated matching
of multiple data sources to simplify
reconciliations at the transaction
level for high-volume accounts.

Fully automated,
full-cycle
Reconciliation

Management e
Journal Entries

Journal entries to capture results
of reconciliation analysis in the
ERP.

Action Steps & Roll Forward

Take actions based on all preceding
analysis, document process and,
execute roll forwards for continuous
accounting across periods.

M BLACKLINE



Finance Automation

Finance Automation connects and automates all financial close processes with native, intelligent RPA - leveraging
BlackLine solutions, customer ERPs and other 3rd party applications, with the goal of making it a Touchless Close.

Orchestration and Workflow

Reports

ERP Data

@ - ®/ ' Touchless
Other Data I Validations t’z Close Eo\(g Data

@ L(’:F Outbound

Inbound Integrations
Integrations

M BLACKLINE



AR Automation

Cash Collected to Terms - Overview *7 BLACKLINE

Reporting M
December-2020 voice Montl Customers  Invoic utstanding Amoun ~ Due Mont es Outstanding Amount
g g Dec-2020 20,995 | 1,741,293 ; dediit . Bl
hd E ﬂ h a ﬂCe fU ﬂCt | O n a | |ty a n d NZS-zozo (31-60) 7,168 | 387,926 58,383,428 Feb-2019 117,953

0ct-2020 (61 - 90) 2,895, 33,074 ‘ 9,159,561 Mar-2019 -199,521

2R 1 1 e Sep-2020 (91 - 120) | 2,685 26,032 6,500,581 Apr-2019 : =200
scalability for Cash Application A B e
Jul-2020 (151 - 180) 84| 4347 ‘ 128,540 Jun-2019 . 148,792

f o . Jun-2020 (181 +) 779 | 4,042 | 13,314 Jul-2019 501,979

» Integrate with Financial Close vz | el e S

Currency Ame 2090 F104 1) 798 2 E0o 1 700 297 Sep-2019 14,564

S u lte fO r g reate r Ca S h GBP Overdue - Not Yet Due Overdue  Not Yet Due
m a n a g e m e nt Dec-2020 295,837,260 . Dec-2021

« Bring AR Intelligence to market o2 | ‘ -

Aug-2020 Jan-2021 293,170,812
Jul-2020 : Dec-2020
Jun-2020 Nov-2020

100,000,000 200,060,000 300,000,0007 ,000, 200,000,000 300,000,000

Term Analysis Payment Analysis Debt Position

Sneak Preview of AR Intelligence

M BLACKLINE
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Modernizing the Platform

It all begins with GCP and customer migration
But GCP is just the first step!

Built out of new platform services:

» Big Data transformation service
« Text search for matching, analysis, Ul typeahead
« Data platform, analytics, predictive, ML

 |dentity management for APIs and integrated
authentication

 Microservices and containerization
 Integration platform and connectors

From 10B transactions to 1 OOB!

bd
j‘lﬂu‘
©

M BLACKLINE
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Go To Market Strategy

Mark Woodhams
N

Chief Revenue Officer KN
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Strength Across Geographies, Sectors & Sizes

e = A & 9%
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Indispensable Platform for the Controller

Our goal is to be a strategic partner that leads our customers on their accounting transformation journeys

Integrated into
Business Process

ER A LECHE Ideas on How
Q to Improve
O
X
&
O
hS) COLLABORATIVE /
\\‘b
Qo Best
S Product
&
O
N /
S PREFERRED
Reasonably
Priced

TRANSACTIONAL /

M BLACKLINE



Our Go To Market & Customer Strategy

ENTERPRISE MID-MARKET ACCOUNT EXPANSION

>8750M ANNUAL REVENUE $50M-750M ANNUAL REVENUE ~1 YEAR AFTER INITIAL SALE

BlackLine Direct Sales BlackLine Account Management
Global Sales
SAP Reseller through SolEx
Deployment

Partner Ecosystem (Channel, Sls, BPOs, ERP, Consulting)

Global . Digital

Value Professional Customer Success . .
Customer Architects Services Management Transformation Support Community
Team Specialists (AIT)



20271 GTM Themes

@@

Global Account New Business Accounts
Management Focus Receivable Automation

M BLACKLINE



Customer Expansion in Action

USERS

180

160

140

120

100

80

60

40

20

YO0

Y1

Mid-Market Customer
Financial Services Company Current ARR of ~S8170K

Y2 Y3

Y4 Y5 Y6 Y7 Y8

ARR ammmmmUsers

Y9 Y10

$175,000

$150,000

$125,000

$100,000

$75,000

$50,000

$25,000

$0

USERS

900

800

700

600

500
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100

YO

Y1

Enterprise Customer
Global Industrials Company Current ARR of ~S900K

Y2 Y3

$900,000

$750,000

$600,000

$450,000

$300,000

$150,000

$0

Y4 Y5 Y6 Y7 Y8 Y9 Y10

ARR esmmmmUsers
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Fortune 100 Apparel Brand >$1M ARR

First Purchase
Purchased Close Process
Management for Corporate
Accounting to evaluate solution

ARR

FY 2016 FY 2017 FY 2018 FY 2019 FY 2020

M BLACKLINE



Fortune 100 Apparel Brand >$1M ARR

Expansion of Use

Additional Matching Transactions based
upon expanded use of the platform

ARR

A

FY 2016 FY 2017 FY 2018 FY 2019 FY 2020

M BLACKLINE



Fortune 100 Apparel Brand >$1M ARR

FY 2016

FY 2017

FY 2018

Global Transformation

Roll-out of solution globally and
purchase of additional products

Room T
to Grow

FY 2019

ARR

FY 2020

M BLACKLINE



Continued Growth in Large Customers

More than 320 customers with an ARR" of S250K+

6
2
1 162
112
72
2015 2016 2017
$250K or more

ARR refers to annual subscription and support revenue.

203

2018

$1M or more

14

251

2019

27

295

2020

9%

CAGR in customers
spending $S250K or more




USERS

Customer & User Growth

60% of the

Fortune 50
350,000 3,500

46% of the

Fortune 500
300,000 3,000
250,000 2,500
200,000 2,000
150,000 1,500
100,000 1,000

50,000 500
0 0

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

Customers ammssers

CUSTOMERS



BlackLine's TAM by Region

$5B
EMEA
S12B
NORTH AMERICA
$28B+ $1.5B
Global TAM RES:I' OF

THE WORLD

$9.5B

APAC

M BLACKLINE



MAP Customer Journey Approach

MAP continues to drive volume and value for our customers in the Mid-Market

' Expansion &
2 Implementation & 3 Optimization

Roll-out 4 Finance .
Transformation

3 —

it

1 Initial Sale

200+

MAP New Logos

Nearly 50% of new
logo volume in 2020

2X

Shorter Sales Cycles

Driving faster sales cycles
in the mid-market

1.6Xx

Faster Implementation

Driving faster time to
value for customers in the
mid-market



The Collaborative Accounting Experience

A community of expertise dedicated to driving modern accounting

€2
Guided.

Clear Path to Modern Accounting

Leading practices guide the customer journey
We help companies achieve KPlIs for success

Trusted partners in transformation

Q00O

Connected.

Global Community of Expertise

75+ Alliances Partners
290k+ users around the world

BlackLine Community & User-Focused Events

Y

Committed.

Pioneer & Leader in Financial Close

3,400+ customers
1,200+ BlackLine experts

Dedicated to modern accounting

M BLACKLINE



Leveraging the BlackLine Partner Ecosystem

16 &

STRATEGIC

GLOBAL
RESELLER ALLIANCES
e
EY
w Deloitte.

KPMG
Capgemini@®

AR

L )
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CONSULTING

#Vvaco
RGP "“Rsm

Q) Clearsulting
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%
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SOFTWARE &
CLOUD

ORACLE
NETSUITE

Microsoft
Dynamics

workiva

BPO
PARTNERS
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Infosys
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How We Continue to Win

BlackLine helps customers unify their data and processes, automate repetitive work, and drive accountability
through visibility

Customer centricity

End-to-end accounting automation technology
Unified customer experience

Strong partner ecosystem

Happy, referenceable customers

Highly scalable and configurable

ERP agnostic

Deep accounting domain knowledge

Expanded functionality for the controller



GTM Takeaways

o) {}o : QQ
it |t L&
Experienced GTM Recognized Market Leader Continued Investment Commitment to
Team in Product Innovation Customer Success

M BLACKLINE
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Partner Ecosystem

Mel Zeledon
SVP Channels & Alliances tn

S

2BLACKLINE



Mel Zeledon

SVP Channels & Alliances

PRIOR EXPERIENCE

workday. ZIEE AdaF?}S'i\gJ’ﬁs

SIEBEL ORACLE

M BLACKLINE




Organization

SVP Channels
& Alliances
Global Strategic SAP Center of . . Software and
: Regional Alliances Channel .
Alliances Excellence Cloud Alliances
o) (0) S
& i = R
@ l ) 0 — ﬁ:’}‘
GLOBAL STRATEGIC REGIONAL SOLUTION BPO SOFTWARE &
ALLIANCES RESELLER CONSULTING PROVIDERS PARTNERS CLOUD

Partner Enablement and Programs

Partner Success

M BLACKLINE
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CHANNELS & ALLIANCES MISSION

Accelerate and scale BlackLine's business by
bmldlng, enabling and leveraging a high-quality
_“partner ecosystem that drives sustained
growth and customer success.

L

N

\

7 BLACKLINE



Comprehensive Partner Enablement Program

Partner enablement initiative will facilitate many partner plays

| 2 3

Self-Sufficient Sustained Partner Accelerate Partner
Partners Quality Investment



BlackLine's Partner Ecosystem

Channel (Resellers / Solution Providers / BPO) BlackLine Services Alliances

Strategic g , : Deloitte -
Reseller Partner , SAP Solution Extensions EY kPMG' accenture Global
. Consulting
Strateg|c Y Capgominied Alliances
BPO Partners
Emerging ' >$10B
Markets
Solution
Providers
Microsoft . () Clearsulting ,
sofwareand A MM Dynamcs Enterprise ¢ Regional
Cloud Partnerships - Consulting
> $750M RSM Alliances
\ 4
armanino” .
Mlg;m:il;?‘ed Solution Mid Market Mid Market Eocused
Providers sm Services & Referral Partners

Providers

RSM $50M to $750M



BlackLine + SAP

BlackLine is well positioned to be front and center with SAP

sssssssss
Transformation

— O WITH
- SAP HANA

SAP’s Cloud Focus RISE Initiative S/4HANA Migration

;" SAP Solution Extensions



BlackLine's SAP TAM with SolEx
~3,500

EMEA

~1,300 g

’ North America

~10,000

SAP Customers > S1B in N4; 500

Revenue Rest of World

*No Direct BL Presence

~ /00

APJ

M BLACKLINE



Global SolEx Enablement Efforts

800+

SAP Enabled in
EMEA

- 900+

L SAP Enabled in
733 Attendees Attendees North AmerlCa

3,800+

SAP Team Enabled

225+ 600+
Enablement Events SAP Enabled in
Rest of World

1,400+

SAP Enabled
in APJ

L1
29 Events
1,151 Attendees

M BLACKLINE



BlackLine's Message Became SAP’s

SAP’s 8-Part Blog Series About BlackLine

Milna oF
g [

SAP & BlackLine: Improving the End-To-End Financial
Close Process, Together

[At
+y Understanding the many applications of “Reconciliation”
" — How SAP Account Substantiation and Automation by

BlackLine Complements SAP S/4HANA

2964 Views 1 Commen: t

e and

Eliz4

v How SAP Account Substantiation and Automation by
BlackLine Complements an SAP Central Finance
Deployment

Elizak
ol The Universal Journal and Journal Entry Functionality in

 SAP Account Reconciliation and Automation by BlackLine
Explained

SAP ERP solutions have intercompany reconciliation
functionality (ICR). Why would | need SAP Intercompany
Financial Hub by BlackLine?

Making Sense of Transaction Matching: How SAP Solution
Extensions by BlackLine Solutions Enhance SAP
Innovations

O Liké Flizahath Milna =

SAP Intercompany Financial Hub by BlackLine and SAP
S/4HANA Intercompany Matching & Reconciliation, How
they work together

' 4% Elizabeth Milne E&
April 2,2020 5 minute read

Managing Financial Close Tasks: An Ideal Combination of
SAP Solutions

5Likes 1145View 0 Comments



9 SAP Solution Extension

Represent the
Largest Companies in the World

1 of the Fortune 3
N « 3 ofthe Fortune 15
 5ofthe Fortune 100

e 12 of the Fortune 1000

SOl EX CUStOmerS «  Among growing number of large customers

across multiple industries

As of 12/31/20




9 SAP Solution Extension

SolEx
Partnership IEIAIEIYEE

Highlights

« Starting third year of SolEx * Industry Positioning
partnership « RISE with SAP alignment

« High Growth, engagement and « BlackLine field SolEx certification and
success rate engagement




Power of 3

Leverage strategic alliances to maximize deal execution and customer success

M BLACKLINE

Power of 3

Strategic
Consulting Alliances:

® Deloitte. EY

py



Global Consulting Alliances

Our global consulting partners are key to our success in the enterprise

& &

Market Validation C-Suite Access & Influence Complex Deployments

EY Deloitte E% Capgemini@ >




Metrics for Success

How we determine success with our global consulting partners

1 2 3
Influence & Profitable Growth in Customer Success
Recommendation Their BlackLine in All Customer
for Top Logo Practices Deployments

Pursuits



2020 was a challenging year for many companies and CFOs in
particular. Many of those challenges continue despite increased confidence in
day-to-day operations. As we move into 2021 with brighter days on the
horizon, leading companies are accelerating their investments in cloud-based
solutions like BlackLine with “out of the box” automation capabilities. They
want to be positioned to better leverage the increased pace of digital change

and distance themselves from their competition.”

-~GLOBAL CONSULTING ALLIANCE PARTNER

M BLACKLINE



(o

Technology limitations have been central to many of the barriers that FRA
teams have faced during the pandemic. Just as companies have recognized
that technology is necessary to support virtual meetings and conferences,
they should also recognize the value in implementing technology that allows
FR&A teams to seamlessly access systems remotely, reduce manual
processes, and ultimately improve the visibility and accuracy of financial data.”

-~GLOBAL CONSULTING ALLIANCE PARTNER

M BLACKLINE
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Global Accounts Receivable

Kevin Kimber
N

Managing Director — Global Accounts Receivable N

S
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Kevin Kimber

Managing Director — Global Accounts Receivable

PRIOR EXPERIENCE

M BLACKLINE




Cash is Held Hostage By Manual AR Processes
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Manual AR Processes Are Not Sustainable

=
Time

Manual payment processes
consume up to 50% of cash
application effort.

It takes too long.

70
9

Risk

$1.5 trillion dollars of working
capital is held hostage on global
balance sheets.

It's risky.

88
Cost

Bottom performers spend
1,500% more per invoice
compared to top performers.

It's expensive.

&)

Morale

34% of productivity is lost
for actively disengaged
employees.

It hurts morale.
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Financial Close Accounting Accounts Receivable
Management Automation Automation

Drive accountability through visibility. Reporting & Dashboards
Build accuracy, control, and consistency into every process. Financial Controls from Order to Cash to the Financial Close & Compliance

Automate the repetitive to enable higher-value work. Intelligent Automation

Order to Cash Automation to unlock working capital with real time cash forecasting. Operational resilience and agility.

Unify systems and data for a complete financial story. Secure integrations, ERP connectors & APIs

¢ The BlackLine Accounting Cloud M

M BLACKLINE



Intelligent Automation with BlackLine Cash Application

Removes manual effort and provides a streamlined, efficient, and automated process

Customer
Payments

&l

Customer

Electronic
Remittances

—

—

Any Bank

Any Bank File

Any ERP

Remittance Data

Data Transformation

BlackLine Cash

Application

Exception Handling

Machine Learned Intelligent Suggestions

Automation
with No Action
Required

User
A

v

Action & Machine
Learning

BlackLine Financial
Close Automation

Account Reconciliations and Matching
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Large & Underpenetrated Addressable AR Market

The Accounts Receivable TAM

« AR s one of the largest assets on a
business’s balance sheet, but most
corporations continue to process
transactions manually

« Organizations operate significantly in
$1 0B+ arrears in customer cash processing and
<3% attach? with an ever-increasing backlog

(o)

« Management of AR is critical for any
business, yet it has received minimal
investment to date

M BLACKLINE



Accounts Receivable
Go To Market Initiatives

OR QQ R 7
TQ 1O v\
Sell Into the BlackLine Invest in the AR Team to Leverage the
Customer Base & New Logo Support AR Automation BlackLine Partner
Acquisition Growth Ecosystem

M BLACKLINE



BlackLine Customer Base

Focused Efforts in Key Territories and Sectors

T
L~
it
LW l

Regional Focus High Priority Accounts
Drive globally with particular focus on North Focus on high priority accounts in ‘Sweet
America and EMEA BlackLine customers Spot’ Industries with a high volume of

invoices/payments

I

Partner Relationships

Leverage existing partner relationships and
influence with BlackLine and SAP customers

M BLACKLINE



Global AR Support & Resources

EXISTING BLACKLINE ENTERPRISE MID-MARKET
CUSTOMER BASE $750M+ ANNUAL REVENUE $50M - 750M ANNUAL REVENUE

UPSELL AND CROSS SELL
OPPORTUNITIES

Global Sales AR Specialist Overlay Sales Reps
Deployment Supporting Global BlackLine Sales Teams

Digital
Transformation Support Community
Specialists (AIT)

[
Globa Value Professional Customer Success
Customer Architects Services Management

Team



Leveraging the BlackLine Partner Ecosystem
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Cash Application Has Pricing Power

Pricing is based on the number of payments being automated throughout the AR platform
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Customer Success by the Numbers

99% 85% 95% 5 10

lllllllllllllllllllllllllllllllllllllllll
aaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaa

M BLACKLINE



Case Study: Customer Efficiency

BUSINESS GOALS
Increase Efficiency & Reduce Costs

Full-Payment Processing

Industry
Consumer Services

Company Size
180,000 Employees

Rate (FPPR)
Region BENEFITS WITH BLACKLINE ) .
Global Cash Application has allowed the
FTE - 16 to 2.5, no extra FTE at month end Credit Controllers to focus on
BlackLine Solutions Increased efficiency by 70% collecting cash and managing
Cash Application 75% savings on costs associated risk. It is no coincidence that in
with matching this period we have achieved
Unapplied cash reduced to 0.002% outstanding cash collections and
of the ledger balance our bad debts are lower than the

industry standard.”

99% of payments applied against invoices on the ,
pay .pp g - Credit Manager
day they were received

Lockbox not required

M BLACKLINE



Case Study: Customer Expansion

(8000s)

Industry

$1,100

Healthcare $1,000

Company Size
80,000 Employees

$800 PG?‘
Region 1;1:’,0

North America

$700

$600
Customer Since

June 2016 $389

$400
BlackLine Solutions

Cash Application

$200 $154

ARR Expansion $125
Planned expansion to additional
divisions is expected to drive growth in

0
ARR ®

FY18 FY19 FY20 FY21E FY22E

M BLACKLINE



Case Study: Closing the Books Faster

CUSTOMER OVERVIEW

Industry 7X FaSteI' 80%

Construction Materials

Applied Cash is seven reduction of
Company Size times faster, now maximum levels of
pany completed daily unapplied funds
3,000 employees by 10AM.
Region
UK & Ireland

BlackLine Solutions
Cash Application

Efficiency 82%

Built a platform of payments auto-matched,
for growth despite the complexity of
payment conditions

REAL RESULTS

Happier
Customer Base

experienced huge
improvements in accuracy of
cash application, leading to
create a more confident team

160 Man-Hours
Eliminated

during
month-end close.

“We think of BlackLine Cash Applications as a strategic partner. Working with Rimilia has been by far head and shoulders above

the others, a completely different experience. With any implementation, there are always challenges, but it's clear that Rimilia is
dedicated to continual improvement and giving customers an exceptional user experience.” - Head of Credit Services




AR Automation Solutions

®
=

Cash
Application

Generally Available Now

O -,

AR
Intelligence

Expected Availability in
Q221

M BLACKLINE



March 2021

Financial Summary

Mark Partin
N

Chief Financial Officer KN

S

2BLACKLINE



Controller Pains

Limited Lack of Risk of Volumes of Talent
Visibility Ownership & Control Inaccuracy Unapplied Cash Retention

— ) RS
& ° & Q <

B
O

Limited Real-Time Inefficiencies, Less Material Concerns Over Overworked Team &
Data Analysis & Productivity & More Weakness Liquidity Low Morale
Insight Risk

CFO Pains




Accounting Has Evolved

Align to the Strategic
Needs of the C-Suite

!

ACCOUNTING

7N
ok

Close the Books Optimize Business
& Manage Risk Processes

M BLACKLINE



Key Messages

®

Large &
Underpenetrated TAM

$28Bn greenfield market
opportunity with strong secular
tailwinds in the early innings

1S3

Compelling
Land and Expand Model

3,400+ quality customers with
high renewal and retention rates
and large expansion opportunity

Durable Business Model

High growth, high margin
subscription business with
proven operating leverage and
strong cash flows

(2
22

Investment to
Drive Long-Term
Profitable Growth

Ability to leverage high gross

margin and margin leverage to

fund strategic investments to
drive future scalability and growth

M BLACKLINE



Consistent Customer and User Growth

Customers Users

‘000s ////////////x
X

292

2017 2018 2019 2020

gle?‘ 3,433
AT 3,024
2,631
2,208

1,758

2016 2017 2018 2019 2020

m Enterprise = Mid-Market

86 . BLACKLINE



Large & Underpenetrated Addressable Market

Enterprise Mid-Market

$12B+ $16B+

~2% attach? <1% attach?

~17,000 target Enterprise customers ~150,000 target Mid-Market customers'

M BLACKLINE



Evolution of the SAP Partnership

Revenue from SAP Partnerships
% of Total

16%

2016

EBS Partnership

19%

2017

23%

2018

SolEx Partnership
24% 24%

2019 2020

Revenue and sales from SAP Partnerships inclusive of EBS and SolEx.

SolEx partnership began on November 1, 2018

2018

Sales from SAP Partnerships

First Year
Ramp of
SolEx Partnership

2019

Sales Acceleration
Driven by SolEx
Execution

2020
. BLACKLINE



Strong Renewal Rate Driving Overall Retention Rate

Dollar-Based Revenue Renewal Rate Dollar-Based Net Revenue Retention Rate
117% 113%
109% ° 109% 111%1059
99% 98% 98% 98% 98% 103% 104% ’
94% 92% 93% 93% 91%
2016 2017 2018 2019 2020 2016 2017 2018 2019

Enterprise Mid-Market Enterprise Mid-Market

106%
101%

2020



Compelling Land and Expand Model

90

Annualized Revenue by Customer Cohort '

2020
m 2019
2018
2017
m 2016

m 2014

Growth
Multiple

1.1x
1.3x
1.3x
1.6x
1.7x
1.8x
2.3x
3.6x
4.2x



Growth in ARR Per Customer

~$160,000

/
+7.6X

/

~$100,000

- ~$45,000
+71.5x

~$30,000 -

2016 2020 2016 2020

Average Mid-Market ARR Per Customer Average Enterprise ARR Per Customer



Strategic Product Installed Base Opportunity

TRANSACTION CASH SMART INTERCOMPANY
MATCHING APPLICATION CLOSE HUB

e 3,400+ 3400+ ~900 1,800+
roronot ispporunty PO 4% 6% 2%

ey §150M# - $250M+  $100M+  S300M+



Durable Operating Model

225

FY’'20 Revenue Growth’

High Growth
Subscription Model

Strong secular tailwinds, early
stages in a large market, new
customers and expansion within
existing customer base

106~

FY’20 Dollar-Based Net Revenue Retention Rate

Compelling
Expansion Model

High predictability from successful
land and expand strategy

83

FY'20 Non-GAAP Gross Margin

High Gross
Margins

93% SaaS recurring revenue

125

FY'20 Non-GAAP Operating Margin

Demonstrated
Operating Leverage

Operating leverage driving profitability

M BLACKLINE



Highly Visible Subscription Growth Model

Revenue
SM Non-GAAP Gross Margin

84% 84% 85% 87% oo, 87%

81% 81% 82% % 83%

2016 2017 2018 2019 2020 2016 2017 2018 2019 2020

m Total Revenue  m Subscription Revenue m Subscription Gross Margin ~ m Total Gross Margin

94  2017-20 Revenue under ASC 606. All prior periods are under ASC 605 Standard. . BLACKLINE



Demonstrated Operating Leverage

Non-GAAP Operating Expenses as % of Revenue

91%

17%

16%

58%

2016

80%

16%

13%

51%

2017

S&M

80%

17%

12%

51%

2018
R&D

G&A

77%

16%

13%

48%

2019

71%

15%
1%

14%

42%

-13%

2020
2016 2017

Non-GAAP Net Income Margin'

2%

2018

8%

2019

13%

2020



Strong Cash Generation

Operating Cash Flow Free Cash Flow
SM $55 SM
$35
$30
$20
$16
56 $4
($2)
(85)
($10)
2016 2017 2018 2019 2020 2016 2017 2018 2019 2020
06 2017-20 are under ASC 606. All prior periods are under ASC 605 Standard. Free cash flow defined as cash flows from operating activities less capex. M BLACKLINE

2017-19 values have been adjusted for the non-cash, income tax revision.



Investing For Growth

Non-GAAP Expenses % of Revenue

%
98 94% 94% Key Factors
% o o * Increased spending from
Google Cloud migration
° » Continued innovation in

product
* Investment in Rimilia
integration and the AR

° 0 0
51% 48% 42% ~42% automation space
« Global expansion of AMO
function to better serve all
customers
12% 13% 14% ~17% » Grow sales team to drive

greater scale and

% 0 o 1EQ penetration.
17% 16% 15% 15% + Investment in partner

ecosystem & enablement
FY18 FY19 FY20 FY21

G&A R&D Sales & Marketing m COGS

97 M BLACKLINE



The COVID Impact to Calculated Billings

Calculated Billings YoY Growth

COVID
Headwind in
March

26%

20%

10%

Q319 Q419 Q120 Q220 Q320 Q420

M BLACKLINE



Target Operating Model

FY16 FY17 FY18 FY19 FY20 Target Model

Gross Margin' 81% 81% 82% 83% 83% ~83%
S&M' 98% 91% 91% 48% 42% 38% -42%
R&D’ 16% 13% 12% 13% 14% 14% - 16%
G&A 17% 16% 17% 16% 15% 7% - 9%
Operating Margin’ (10)% 1% 2% 6% 12% 20%+

2017-19 are under ASC 606. All prior periods are under ASC 605 Standard. M BLACKLINE

1Represents a Non-GAAP metric. See appendix for GAAP financial measures and reconciliations.



Key Takeaways

» BlackLine is uniquely positioned to serve the needs of the controller

« QOur product vision is to expand on a multi-product platform that enables share of wallet
growth and increases stickiness

« The pandemic has served as a significant catalyst for digital transformation in the back
office and is driving the first real investment cycle in our space

« Earlyinnings of a $28B TAM and we are the clear leader in the space

« Experienced GTM team gives us high confidence in our ability to execute in an increasing
demand environment

« Continue to invest in growth to capture this large market opportunity
» Durable business model & strong unit economics

M BLACKLINE
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NON-GAAP RECONCILIATIONS AND DEFINITIONS NON-GAAP REVENUE, NON-GAAP

GROSS PROFIT, AND FREE CASH FLOW ($000°S)

Q12019 Q22019 Q3 2019 Q42019 Q12020 Q22020
Non-GAAP Revenues
GAAP Revenues $64,129 $69,664 $74,925 $80,258 $82,598 $83,272
Purchase Accounting Adjustment to Revenue - - - - - -
Total Non-GAAP Revenues $64,129 $69,664 $74,925 $80,258 $82,598 $83,272
Non-GAAP Gross Profit
GAAP Gross Profit $50,511 $54,720 $59,633 $65,137 $66,533 $66,529
Purchase Accounting Adjustment to Revenue - - - - - -
Amortization of Developed Technology 1,711 1,712 1,199 175 175 176
Stock-Based Compensation Expense 888 1,159 1,431 1,336 1,323 1,706
Total Non-GAAP Gross Profit $53,110 $57,591 $62,263 $66,648 $68,031 $68,411
Free Cash Flow
Cash flows from operating activities $3,026 $8,620 $9,854 $8,224 $8,517 $9,617
Capitalized software development costs (1,232) (1,367) (1,152) (1,309) (2,289) (2,705)
Purchase of property and equipment (1,103) (886) (1,472) (1,171) (1,152) (1,072)
Financed purchases of property and equipment - (145) (169) (113) (169) (56)
Purchases of intangible assets - - - - - (2,333)
Free Cash Flow $691 $ 6,222 $ 7,061 $ 5,631 $ 4,907 $ 3,451

“ACQUISITION” DEFINITION

Q3 2020

$90,157

$90,157

$73,175

176
1,871
$75,222

$21,789

(2,844)
(291)
(169)

$ 18,485

Q4 2020

$95,710

$95,710

$76,528

665
1,996
$79,189

$14,812

(2,740)
(3,998)
(168)

$7,906

2016 2017 2018 2019 2020
$123,123 $175,603 $227,788 $288,976 $351,737
716 - - - -
$123,839 $175,603 $227,788 $288,976 $351,737
$92,912 $134,218 $176,914 $230,001 $282,765
716 - - - -
6,368 6,847 6,863 4,797 1,192

715 1,149 3,265 4,814 6,896
$100,711 $142,214 $187,042 $239,612 $290,853
($4,808)  $6,424 $16,140 $29,724 $54,735

(3,270)  (4,624) (5,675) (5,060) (10,578)
(1,724)  (4,002) (6,284)  (4,632)  (6,513)

- - - (427) (562)

] . ; - (2,333)
($9,802) ($2,202) $4,181 $19,605 $34,749

M BLACKLINE



NON-GAAP RECONCILIATIONS NON-GAAP OPERATING INCOME (LOSS) AND NON-GAAP

NET INCOME (LOSS) ($000’S)

Q12019 Q22019 Q32019 Q42019 Q12020 Q22020 Q32020 Q42020

2016 2017

2018

2019 2020

Non-GAAP Income (Loss) from Operations

GAAP Loss from Operations ($9,323) ($5,978) ($7,861) ($4,737) ($7,337) ($3,326) ($2,036) ($7,192) ($33,934) ($30,409) ($29,836) ($27,899) ($19,891)
Purchase Accounting Adjustment to Revenue - - - - - - - - 716 - - - -
Amortization of Acquired Intangible Assets 3,077 3,079 2,566 1,543 1,543 1,622 1,622 2,892 12,505 13,310 13,023 10,265 7,679
Stock-Based Compensation Expense 6,452 8,012 10,141 9,447 9,456 12,616 13,326 14,292 6,526 16,044 20,895 34,052 49,690
Change in Fair of Contingent Consideration (9) 193 129 (267) 145 (221) (72) 176 37 628 450 46 28
Legal Settlement Gain - - (380) - - - - - - - - (380) -
Acquisition-Related Costs - - - - - - 1,790 2,946 1,582 - - - 4,736
Secondary offering costs - - - - - - - - - 809 - - -
Shelf offering costs 212 - - - - - - - - 818 401 212 -
Total Non-GAAP Income (Loss) From Operations $409 $5,306 $4,595 $5,986 $3,807 $10,691 $14,630 $13,114 ($12,234) $1,200 $4,933 $16,296 $42,242
Non-GAAP Net Income (Loss) attributable to BlackLine

Net income (loss) attributable to BlackLine' ($8,781) ($5,362) ($9,206) ($9,186) ($12,843) ($8,332) ($8,751) ($16,985) ($39,159) ($33,408) ($28,714) ($32,535) ($46,911)
Provision for (benefit from) Income Taxes - (18) 53 55 (16) (72) 35 (616) (6,956) (511) (540) 90 (669)
Secondary offering costs - - - - - - - - - 809 - - -
Shelf offering costs 212 - - - - - - - - 818 401 212 -
Stock-Based Compensation Expense 6,452 8,012 10,141 9,447 9,456 12,616 13,326 14,292 6,526 16,044 20,895 34,052 49,690
Amortization of debt discount and issuance costs - - 2,923 5,487 5,532 5,584 5,758 5,815 - - - 8,410 22,689
Amortization of Acquired Intangible Assets 3,077 3,079 2,566 1,543 1,543 1,622 1,622 2,892 12,505 13,310 13,023 10,265 7,679
Accretion of Debt Discount - - - - - - - - 1,303 - - - -
Accretion of Warrant Discount - - - - - - - - 754 - - - -
Purchase Accounting Adjustment to Revenue - - - - - - - - 716 - - - -
Change in Fair Value of Contingent Consideration (9) 193 129 (267) 145 (221) (72) 176 37 628 450 46 28
Change in Fair Value of Common Stock Warrant Liability - - - - - - - - 5,880 3,490 - - -
Acquisition-Related Costs - - - - - - 1,790 2,946 1,582 - - - 4,736
Legal Settlement Gains - - (380) - - - - - - - - (380) -
Adjustment to redeemable non-controlling interest - 54 839 940 2,201 719 1,319 4,619 - - - 1,833 8,858
Total Non-GAAP Net Income (Loss) attributable to BlackLine $951 $5,958 $7,065 $8,019 $6,018 $11,916 $15,027 $13,139 ($16,478) $1,180 $5,515 $21,993 $46,100




NON-GAAP RECONCILIATIONS NON-GAAP S&M, NON-GAAP R&D, NON-GAAP G&A ($000°'S)

Q12019 Q22019 Q32019 Q42019 Q12020 Q22020 Q3 2020 Q4 2020 2016 2017 2018 2019 2020
GAAP Sales and Marketing Expense $35,848 $37,192 $41,848 $43,949 $44,785 $41,826 $42,588 $45,382 $77,810 $103,967 $128,808 $158,837 $174,581
Amortization of Intangible Assets 968 968 968 968 969 968 968 1,750 3,605 3,872 3,887 3,872 4,655
Stock-Based Compensation Expense 2,994 3,558 4,522 4,315 4,393 5,577 5,675 5,901 2,490 10,811 8,674 15,389 21,546
Non-GAAP Sales and Marketing Expense $31,886 $32,666 $36,358 $38,666 $39,423 $35,281 $35,945 $37,731 $71,715 $89,284 $116,247 $139,576 $148,380
GAAP Research and Development Expense $10,307 $10,829 $11,558 $10,312 $11,747 $11,847 $14,829 $18,041 $21,125 $23,874 $30,754 $43,006 $56,464
Stock-Based Compensation Expense 944 1,235 1,452 1,098 1,229 1,735 1,954 2,480 809 767 2,570 4,729 7,398
Non-GAAP Research and Development Expense $9,363 $9,594 $10,106 $9,214 $10,518 $10,112 $12,875 $15,561 $20,316  $23,107 $28,184 $38,277 $49,066
GAAP General and Administrative Expense $13,679 $12,677 $14,088 $15,613 $17,338 $16,182 $17,794 $20,297 $27,911 $36,786 $47,188 $56,057 $71,611
Amortization of Intangible Assets 398 399 399 400 399 478 478 477 2,532 2,591 2,273 1,596 1,832
Stock-Based Compensation Expense 1,626 2,060 2,736 2,698 2,511 3,598 3,826 3,915 2,512 3,317 6,386 9,120 13,850
Change in Fair Value of Contingent Consideration (9) 193 129 (267) 145 (221) (72) 176 371 628 450 46 28
Legal Settlement Gains - - (380) - - - - - - - - (380) -
Acquisition Related Costs - - - - - - 1,790 2,946 1,582 - - - 4,736
Secondary offering Costs - - - - - - - - - 809 - - -
Shelf offering Costs 212 - - - - - - - - 818 401 212 -
Non-GAAP General and Administrative Expense $11,452 $10,025 $11,204 $12,782 $14,283 $12,327 $11,772 $12,783 $20,914 $28,623 $37,678 $45,463 $51,165

. BLACKLINE



Thank You
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