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Item 7.01	Regulation FD Disclosure

On January 14, 2025, Verint Systems Inc. issued a press release announcing certain highlights, including management's outlook for the remainder of the fiscal year ending January 31, 2025 as well as selected preliminary outlook for the fiscal year ending January 31, 2026, from its Investor Day event to be held later that day. A copy of the press release is attached as Exhibit 99.1 hereto and is incorporated by reference in its entirety into this Item 7.01. In addition, a copy of the presentation slides that will be displayed during the Investor Day webcast are attached as Exhibit 99.2 hereto and are incorporated by reference into this Item 7.01 in their entirety.

The presentation slides attached as Exhibit 99.2 hereto are being furnished herewith and shall not be deemed to be "filed" for purposes of Section 18 of the Securities Exchange Act of 1934, as amended.
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SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned hereunto duly authorized.

VERINT SYSTEMS INC.

Date:	January 14, 2025

By:	/s/ Grant Highlander
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Name:	Grant Highlander

Title:	Chief Financial Officer

Press Release[image: ]

Investor Relations Contact

Matthew Frankel, CFA

Verint Systems Inc.

(631) 962-9600 matthew.frankel@verint.com

Verint to Hold Investor Day Today at 10:30 a.m. ET

Focus on CX Automation Category Leadership and AI Monetization Strategy

Showcase Customers Reporting Significant AI Business Outcomes

Discuss Simplification of Business and Introduce Subscription ARR and Cash Generation Metrics

Provide FYE 2026 Outlook for ARR and Free Cash Flow Growth

MELVILLE, N.Y., January 14, 2025 - Verint® (Nasdaq: VRNT), The CX Automation Company™, today announced highlights that will be discussed at today’s Investor Day to be held at 10:30 a.m. ET.

“We are delighted to be hosting our investor day today, where we will discuss the CX market evolution, Verint’s CX Automation category leadership and Verint’s AI monetization strategy. In addition to hearing from Verint’s management, Verint customers will discuss the significant AI business outcomes they are achieving with the Verint CX platform. The presentations will be followed by a Q&A session, and we look forward to speaking with you later today,” said Verint CEO Dan Bodner.

CX Market Evolution

The primary challenge for brands in their CX initiatives is the unsustainable cost of labor. Today, brands are using many workflows in their efforts to delight customers with superior customer experience. Because these CX workflows are mostly manual, any time brands want to improve CX, they are required to increase what is already a large and expensive CX workforce.
The recent advances in AI-powered automation make it possible to fully or partially automate CX workflows. Because the economic benefits for brands are so significant, CX Automation is now an important solution category in the CX market and an integral part of the enterprise technology ecosystem.

CX Automation Category Leadership

Our platform currently offers more than 50 different AI-powered bots. Each bot is uniquely designed to fully or partially automate specific steps of a manual CX workflow. We invented a differentiated approach to CX Automation based on automating these micro-workflows with bots that are uniquely designed for each specific task. As a result, each of the Verint bots automates a specific micro-workflow and does it very well. Due to the high precision of the bots, we are able to drive the desired AI business outcome for customers. This best-of-breed approach to AI-powered bots is resonating well with our customers.

Today, our platform is highly differentiated in its ability to deliver stronger AI business outcomes than any other CX vendor, and its ability to deliver into a customer’s existing ecosystem, without disrupting their operations.

AI Monetization Strategy

Our AI monetization strategy is based on our customers’ preference to start with a low level of automation consumption and increase automation over time, as they see business outcomes. This drives incremental consumption and revenue growth over time for Verint. Our open platform architecture, specifically our hybrid cloud approach, is a tremendous accelerator for customer adoption and enables us to deliver outcomes faster than any competitive offering.

Introducing Subscription ARR (ARR) and Cash Generation Metrics

We have completed our transition to a subscription model with approximately 80% of our total revenue this year coming from our subscription offerings. With the completion of our transition to subscription, we will

begin to report Subscription ARR, which covers all streams within our subscription business, including Bundled SaaS, Unbundled SaaS, Support, and Optional Managed Services. ARR represents the annualized quarterly run-rate value of active or signed subscription contracts, as of the end of a period. For unbundled SaaS deals, we use a ratable view in our ARR calculation.

We believe that ARR is a useful metric for investors, since it represents the true growth of our subscription business, avoiding any variability associated with ASC 606 revenue accounting. Due to this volatility, we will also begin to report cash contribution margin and operating efficiency metrics annually.

Verint Chief Financial Officer, Grant Highlander, added, “We are pleased that our business has been greatly simplified with a subscription model. Looking forward, we are optimistic about our AI monetization strategy, which gives customers the ability to adopt AI without disruption and increase usage over time, as they see value. We expect demand for our CX Automation solutions to accelerate the growth of our subscription business. For fiscal 26, we are targeting our ARR growth to improve to 8%, and with operating leverage, free cash flow will grow by double digits.”

FYE 2025 and FYE 2026 ARR Outlook

Our ARR outlook is as follows:

· For Q4 January 31, 2025: $704 Million, reflecting 4% year-over-year growth (adjusted for prior year divesture)

· For Q4 January 31, 2026: $760 million, reflecting 8% year-over-year growth

Please see our Investor Dashboard on our website for historical ARR Data.

FYE 2025 Revenue and Diluted EPS Outlook

Our revenue and non-GAAP diluted EPS outlook for the year ending January 31, 2025 is as follows:

· Revenue: $933 million +/- 2%, reflecting 5% year-over-year growth (adjusted for the divestiture)

· Diluted EPS: $2.90 at the midpoint of our revenue guidance, reflecting 6% year-over-year growth.

Our non-GAAP outlook for year ending January 31, 2025 excludes the following GAAP measure which we are able to quantify with reasonable certainty:

· Amortization of intangible assets of approximately $20 million for the year ending January 31, 2025.

Our non-GAAP outlook for the year ending January 31, 2025 excludes the following GAAP measures for which we are able to provide a range of probable significance:

· Stock-based compensation expenses are expected to be between approximately $76 million and $78 million, for the year ending January 31, 2025, assuming market prices for our common stock approximately consistent with current levels.

Our non-GAAP guidance does not include the potential impact of any in-process business acquisitions that may close after the date hereof, and, unless otherwise specified, reflects foreign currency exchange rates approximately consistent with current rates.

We are unable, without unreasonable efforts, to provide a reconciliation for other GAAP measures which are excluded from our non-GAAP outlook, including the impact of future business acquisitions or acquisition expenses, future restructuring expenses, and non-GAAP income tax adjustments due to the level of unpredictability and uncertainty associated with these items. For these same reasons, we are unable to assess the probable significance of these excluded items.

Investor Day Conference Call Information

Date: January 14, 2025

Time: 10:30am ET – 12:30pm ET

Location: Virtual

Registration: Click here to receive your dial-in number and unique PIN to access the event. The live event may be accessed on Verint’s Investor Relations webcast page.

About Verint Systems Inc.
Verint® (Nasdaq: VRNT) is a leader in customer experience ("CX") automation. The world’s most iconic brands – including more than 80 of the Fortune 100 companies – use the Verint Open Platform and our team of AI-powered bots to deliver tangible AI business outcomes across the enterprise.

Verint. The CX Automation Company™, is proud to be Certified™ by Great Place To Work®. Learn more at Verint.com.

Cautions About Forward-Looking Statements

This press release contains forward-looking statements, including statements regarding expectations, predictions, views, opportunities, plans, strategies, beliefs, and statements of similar effect relating to Verint Systems Inc. These forward-looking statements are not guarantees of future performance and they are based on management's expectations that involve a number of known and unknown risks, uncertainties, assumptions, and other important factors, any of which could cause our actual results or conditions to differ materially from those expressed in or implied by the forward-looking statements. Some of the factors that could cause our actual results or conditions to differ materially from current expectations include, among others: uncertainties regarding the impact of changes in macroeconomic and/or global conditions, including as a result of slowdowns, recessions, economic instability, elevated interest rates, tightening credit markets, inflation, instability in the banking sector, actual or threatened trade wars, political unrest, armed conflicts, natural disasters, or outbreaks of disease (including global epidemics or pandemics), as well as the resulting impact on spending by customers or partners, on our business; risks that our customers or partners delay, downsize, cancel, or refrain from placing orders or renewing subscriptions or contracts, or are unable to honor contractual commitments or payment obligations due to challenges or uncertainties in their budgets, liquidity, or businesses; risks associated with our ability to keep pace with technological advances and challenges and evolving industry standards, including achieving, demonstrating, and maintaining the competitive differentiation of our solution platform; to adapt to changing market potential from area to area within our markets; and to successfully develop, launch, and drive demand for new, innovative, high-quality products and services that meet or exceed customer challenges and needs, while simultaneously preserving our legacy businesses and migrating away from areas of commoditization; risks due to

aggressive competition in all of our markets and our ability to keep pace with competitors, some of whom may be able to grow faster than us or have greater resources than us, including in areas such as sales and marketing, branding, technological innovation and development, and recruiting and retention; risks associated with our ability to properly execute on our software as a service ("SaaS") transition, including

successfully transitioning customers to our cloud platform and the increased importance of subscription renewal rates and term lengths, and risk of increased variability in our period-to-period results based on the mix, terms, and timing of our transactions; risks relating to our ability to properly identify and execute on growth or strategic initiatives, manage investments in our business and operations, and enhance our existing operations and infrastructure, including the proper prioritization and allocation of limited financial and other resources; risks associated with our ability to or costs to retain, recruit, and train qualified personnel and management in regions in which we operate either physically or remotely, including in new markets and growth areas we may enter, due to competition for talent, increased labor costs, applicable regulatory requirements, or otherwise; challenges associated with selling sophisticated solutions and cloud-based solutions, which may incorporate newer technologies, such as artificial intelligence ("AI"), whose adoption, value, and use-cases are still emerging (and may present risks of their own), including with respect to longer sales cycles, more complex sales processes and customer evaluation and approval processes, more complex contractual and information security requirements, and assisting customers in understanding and realizing the benefits of our solutions and technologies (including versus those of our competitors), as well as with developing, offering, implementing, and maintaining an enterprise-class, broad solution portfolio; risks that we may be unable to maintain, expand, or enable our relationships with partners as part of our growth strategy, including partners with whom we may overlap or compete, while avoiding excessive

concentration with one or more partners; risks associated with our reliance on third-party suppliers, partners, or original equipment manufacturers (“OEMs”) for certain services, products, or components, including companies that may compete with us or work with our competitors; risks associated with our significant international operations, including exposure to regions subject to political or economic instability, fluctuations in foreign exchange rates, inflation, increased financial accounting and reporting burdens and complexities, and challenges associated with a significant portion of our cash being held overseas; risks associated with a significant part of our business coming from government contracts, and associated procurement processes and regulatory requirements; risks associated with our ability to identify suitable targets for acquisition or investment or successfully compete for, consummate, and implement mergers and acquisitions, including risks associated with valuations, legacy liabilities, reputational considerations, capital constraints, costs and expenses, maintaining profitability levels, expansion into new areas, management distraction, post-acquisition integration activities, and potential asset impairments; risks associated with

complex and changing domestic and foreign regulatory environments, including, among others, with respect to data privacy, AI, cyber/information security, government contracts, anti-corruption, trade compliance, climate change or other environmental, social and governance matters, tax, and labor matters, relating to our own operations, the products and services we offer, and/or the use of our solutions by our customers;

risks associated with the mishandling or perceived mishandling of sensitive or confidential information and data, including personally identifiable information or other information that may belong to our customers or other third parties, including in connection with our SaaS or other hosted or managed services offerings or when we are asked to perform service or support; risks associated with our reliance on third parties to provide certain cloud hosting or other cloud-based services to us or our customers, including the risk of service disruptions, data breaches, or data loss or corruption; risks that our solutions or services, or those of third-party suppliers, partners, or OEMs which we use in or with our offerings or otherwise rely on, including third-party hosting platforms, may contain defects, vulnerabilities, or develop operational problems; risk that we or our solutions may be subject to security vulnerabilities or lapses, including cyber-attacks, information technology system breaches, failures, or disruptions; risks that our intellectual property ("IP") rights may not be adequate to protect our business or assets or that others may make claims on our IP, claim infringement on their IP rights, or claim a violation of their license rights, including relative to free or open source components we may use; risks associated with leverage resulting from our current debt position or our ability to incur additional debt, including with respect to liquidity considerations, covenant limitations and compliance, fluctuations in interest rates, dilution considerations (with respect to our convertible notes), and our ability to maintain our credit ratings; risks that we may experience liquidity or working capital issues and related risks that financing sources may be unavailable to us on reasonable terms or at all; risks arising as a result of contingent or other obligations or liabilities assumed in our acquisition of our former parent company, Comverse Technology, Inc. (“CTI”), or associated with formerly being consolidated with, and part of a consolidated tax group with, CTI; risks associated with changing accounting principles or standards, tax laws and regulations, tax rates, and the continuing availability of expected tax benefits; risks relating to the adequacy of our existing infrastructure, systems, processes, policies, procedures, internal

controls, and personnel, and our ability to successfully implement and maintain enhancements to the foregoing, for our current and future operations and reporting needs, including related risks of financial statement omissions, misstatements, restatements, or filing delays; risks associated with market volatility in the prices of our common stock and convertible notes based on our performance, third-party publications

or speculation, or other factors, and risks associated with actions of activist stockholders; risks associated with Apax Partners' significant ownership position and potential that its interests will not be aligned with those of our common stockholders; and risks associated with the February 1, 2021 spin-off of our former Cyber Intelligence Solutions business, including the possibility that the spin-off transaction does not achieve the benefits anticipated, does not qualify as a tax-free transaction, or exposes us to unexpected claims or liabilities. We assume no obligation to revise or update any forward-looking statement, except as otherwise required by law. For a detailed discussion of these risk factors, see our Annual Report on Form 10-K for the fiscal year ended January 31, 2024, our Quarterly Report on Form 10-Q for the quarter ended April 30, 2024, our Quarterly Report on Form 10-Q for the quarter ended July 31, 2024, our Quarterly Report on Form 10-Q for the quarter ended October 31, 2024, and other filings we make with the SEC.

VERINT, VERINT DA VINCI, VERINT OPEN CCAAS, THE CX AUTOMATION COMPANY, THE CUSTOMER ENGAGEMENT COMPANY, and THE ENGAGEMENT CAPACITY GAP are trademarks of Verint Systems Inc. or its subsidiaries. Verint and other parties may also have trademark rights in other terms used herein.

Revenue Metrics and Operating Metrics

SaaS Annual Contract Value (ACV) (formerly known as New SaaS ACV) includes the annualized contract value of all new SaaS contracts received within the period; new unbundled SaaS contracts only include the license portion of those orders. In cases where SaaS is offered to partners through usage-based contracts, we include the incremental value of usage contracts over a rolling four quarters. Orders are only included

in SaaS ACV with a completed customer contract signed by both parties before the end of the period. Unbundled SaaS ACV includes only the ACV of the unbundled SaaS contracts included in SaaS ACV. Bundled SaaS ACV includes only the ACV of the bundled SaaS contracts included in SaaS ACV and is comprised of two components:

New Deals ACV, which represents the annual contract value of new bundled SaaS contracts, received within the period. This includes purchases of new applications by both new and existing customers as well as expansions of entitlements to applications already in use by existing customers, other than if in connection with a conversion. AI booking from new deals represents the portion of New Deals ACV attributable specifically to AI applications.

Conversion ACV, which represents the bundled SaaS annual contract value sold to a customer who is converting from an on-premises application to the Verint Cloud within the period. This metric also includes the value of incremental licenses or expansion of entitlements as part of the conversion, including for AI applications.

Subscription Annual Recurring Revenue (ARR) represents the annualized quarterly run-rate of our active subscription agreements at the end of the period and is comprised of the ARR calculated for our SaaS, Support, and Optional Managed Services contracts. Under ASC Topic 606, Revenue from Contracts with Customers, we are required to recognize a significant portion of our Unbundled SaaS contracts at a point in time when the software is first made available to the customer, or at the beginning of the subscription term, despite the fact that our contracts typically call for billing these amounts annually or more frequently over the life of the subscription. This point-in-time recognition of a portion of our recurring revenue creates significant variability in the revenue recognized period to period based on the timing of the subscription start date and the subscription term and can create a significant difference between the timing of our revenue recognition and the actual customer billing under the contract. We use ARR to measure the underlying performance of our subscription-based contracts and mitigate the impact of this variability as ARR reduces fluctuations due to seasonality, contract term, and the sales mix of subscriptions. ARR should be viewed independently of revenue, and does not represent our revenue under ASC 606 on an annualized basis, as it is an operating metric that is impacted by contract start and end dates and renewal rates. ARR is not intended to be a replacement for forecasts of revenue and does not include revenue reported as nonrecurring revenue in our consolidated statement of operations.

SaaS Annual Recurring Revenue (SaaS ARR) represents the annualized quarterly run-rate value of active or signed SaaS contracts as of the end of a period. For unbundled SaaS contracts, the amount included in SaaS ARR is generally consistent with the amount that we invoice the customer annually for the term-based license transaction. In the case of acquired contracts that allow for early termination, SaaS ARR will reflect the annualized amount of committed contracts in the first quarter and then proportionally increase to the remaining amount of annualized ARR in the subsequent three quarters during the first year post acquisition. We use SaaS ARR to identify the annual recurring value of customer contracts at the end of a reporting period and to monitor the growth of our recurring business as we shift to SaaS. SaaS ARR reduces fluctuations due to seasonality, contract term, and the sales mix of subscriptions for bundled SaaS and unbundled SaaS. SaaS ARR should be viewed independently of revenue, and does not represent our revenue under ASC 606 on an annualized basis, as it is an operating metric that is impacted by contract start and end dates and renewal rates. SaaS ARR is not intended to be a replacement for forecasts of SaaS revenue.

Cash Generation represents the sum of ARR and perpetual and professional services and other revenue and provides an estimate of the cash-producing potential of our entire business.

Cash Contribution Margin is defined as Cash Generation less cost of revenue and operating expenses and helps assess how effectively we convert our revenue streams into cash.

Operating Efficiency Percentage is the result of dividing Cash Contribution Margin by Cash Generation and helps assess the rate at which we convert our revenue streams into cash.

Free Cash Flow is defined as GAAP cash provided by operating activities less our capital expenditures, which include purchases of property and equipment and capitalized software development costs.
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The CX Automation Leader
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Disclaimers

Forward-Looking Statements

This presentation contains “forward-looking statements, " including statements regarding expectations, predictions, views, opportunities, plans, strategies,
beliefs, and statements of similar effect relating to Verint Systems Inc. These forward-looking statements are not guarantees of future performance and they
are based on management's expectations that involve a number of known and unknown risks, uncertainties, assumptions, and othe r important factors, any of
which could cause our actual results to differ materially from those expressed in or implied by the forward-looking statements. The forward-looking statements
contained in this presentation are made as of the date of this presentation and, except as required by law, Verint assumes no obligation to update or revise
them, or to provide reasons why actual results may differ. For a more detailed discussion of how these and other risks, unce tainties, and assumptions could
cause Verint's actual results to differ materially from those indicated in its forward-looking statements, see Verint's prior filings with the Securities and

Exchange Commission.

Non-GAAP Financial Measures
This presentation includes financial measures which are not prepared in accordance with generally accepted accounting principles (‘GAAP"), including certain
constant currency measures. For a description of these non-GAAP financial measures, including the reasons management uses each measure, and
reconciliations of these non-GAAP financial measures to the most directly comparable financial measures prepared in accordance with GAAP, please see the
appendices to this presentation, Verint's eamings press releases, as well as the GAAP to non-GAAP reconciliation found under the Investor Relations tab on

Verint's website Verint.com.
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The Challenge

Brands spend $2T annually on CX labor
Current CX workflows are mostly manual

Elevating CX is a strategic priority
Hiring labor to improve CX is unsustainable
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Al Business Outcomes, Now

Customer reported outcomes

Al Outcome: Verint TimeFlex Bot™
S e ‘ O drives significant reductions in
employee churn

Outsourcer in Australia
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Al Business Outcomes, Now

Al Monetization
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Customer Example: Leading Health Insurer

Increased Usage
of Existing Bots
and Added 4 New
Bots

Increased
Usage of n
Existing Bots v
and Added 6
New Bots
Increased
ET
Existing Bots
Initial
Deployment
of 8 Bots

Q1FYE24 Q3FYE24 Q1FYE25 Q3 FYE25

Adopted 18 Bots with Increasing Usage
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Let’s Hear from Customers

Increasing consumption of Al

woolworths (@) FNB

Expanded Verint bots from Expanded existing bots from Expanded existing bots from

one business unit to six 100 to 1,600 licenses. Adding 100 to 500 licenses. Plans to

business units. two new bots. grow to 1,700 licenses in H1
this year.
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Verint Al Monetization

+ Customers want to prove outcomes with a control group before scaling
* Customers are seeking faster ROI

+ Verint monetization approach aligns with customer needs
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Grant Highlander

Chief Financial Officer
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Financial Topics

FYE25 Review and Outlook

FYE26 Model

Capital Allocation
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Completed Transition to Subscription Model

Subscription Business
~80% of revenue this year
Growth accelerating, driven by Al business outcomes

Perpetual and Professional Services
~20% of revenue this year
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Subscription Business: Using ARR to Measure Growth

ARR

Annual Recurring Revenue
Eliminates ASC 606 variability

Represents the annualized quarterly
run-rate value of active or signed
subscription contracts, as of the end
of a period. For unbundled SaaS
deals, we use a ratable view in our
ARR calculation.

oenwes, ofVernt Sysiems . (Vo)

Provides a view of the true growth
of the subscription business,
regardless of the term length and
is a good proxy for our annual
billings.
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Subscription Business: FYE25 Metrics

Bundled SaaS Revenue

SaaS ACV Bookings
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FYE25 — Bundled SaaS YTD Revenue Trends

Growth acceleration driven by Al business outcomes

Bundled SaaS Revenue 575

Al available to all customers in
hybrid cloud model

Al deployed only in Verint Cloud
via Bundled SaaS

Bundled SaaS revenue
proxy for Al growth

>9% Growth 15% Growlh 19% Grovvlh

Growth acceleration
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FYE25 — SaaS ACV YTD Booking Trends

Al drives strong bookings growth for new deals

SaaS ACV Bookings from New Deals
$27

New deal activity — Strong

Conversions — Low activity

due to hybrid cloud model
Q3

34% Growth 29% Growth 37% Growth

Q1 Q2

Strong growth in new deals

i
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FYE25 - ARR YTD Trends

ARR reflects subscription business on a 100% ratable basis
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Customer Example: Leading Health Insurer

Increased Usage
of Existing Bots
and Added 4
New Bots

Increased

Voo,
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and Added 6

Increased hew;BoLs

Usage of
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Initial

Deployment
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Q1FYE24 Q3 FYE24 Q1FYE25 Q3 FYE25

Adopted 18 Bots with Increasing Usage
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Al Monetization — Health Insurer Example

Customers increase Al consumption over time as they prove business outcomes

$14.1

Bundled SaaSARR [l Other Subscription ARR

$6.7
$5.1

Q323 Q124 Q324 Q125 Qa3zs

Adopted 18 Bots with Increasing Usage
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FYE25 Revenue Volatility

Quarterly trends impacted by 606 accounting

Q1 Revenue: Q2 Revenue: Q3 Revenue:
$7 million $2 million $14 million
above guidance below guidance above guidance

Volatility driven by ASC 606 accounting likely to continue;
ARR neutralizes this volatility
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Providing Q4 ARR Guidance

Having completed transition to subscription, we are now guiding to Q4 ARR

Q4 Guidance
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Cash Generation and Cash Contribution Margin

FYE25 Guidance
Q4ARR $704
Perpetual and Professional Services Revenue $201
Cash Generation $905
Less: COGS and OpEx ($693)
Cash Contribution Margin $212
Operating Efficiency % 23%

Due to ASC 606 related volatility, we will begin to report
cash contribution margin and operating efficiency metrics annually
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FYE26 Modeling

Bundled .

SaaS
Revenue

Top-line metrics for
subscription business

Free
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\—'—l

Metric for entire
business
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FYE26 — ARR Outlook

Al momentum expected to drive further growth acceleration to 8% ARR growth

Q4 ARR

$760 +/- 1%

$704 +/- 1%

FYE25 Guidance FYE26 Outlook
Y-0-Y Growth 4% 8%

forthe qualty managed services diesiture, which closed January 31, 2024

. (Verint),
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FYE26 — Bundled SaaS Revenue Outlook

Bundled SaasS revenue is a proxy for our Al growth

Bundled SaaS Revenue

Similar Growth Rate
~$292
16% Growth

FYE25 Guidance FYE26 Outlook
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FYE26 — Free Cash Flow

Expect double-digit free cash flow growth

Double Digit
Growth Rate

FYE25 Guidance FYE26 Outlook
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Balance Sheet

Strong balance sheet with net debt / EBITDA < 1.0x

Debt maturing in 2026

Proactive balance sheet management

v, of Ve Sysrs o (Vearc)
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Capital Allocation

Buybacks
Announced new $200 million buyback in September

Tuck-in M&A
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Summary

CX Automation category leadership

Verint Al monetization strategy aligned to customer value creation

Simplifying the business with ARR and cash generation metrics

Expect ARR growth to accelerate to 8% in FYE26 with double-digit FCF growth
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Alan Roden

Chief Corporate Development Officer
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CX Automation Category — Brands Lowering CX Spending

Labor cost greatly reduced while tech investment increases

Workforce

. Tech Spending Labor Spending
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CX Automation Category — Brands Lowering CX Spending

Labor cost greatly reduced while tech investment increases

Verint benefit:
Brands increasing their
tech investment
NEXT

Pe0p l e an d . Brands’ net benefit:
Bots Workforce Spending reduction

. Tech Spending Labor Spending
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Example: A Brand Trading Agent Licenses for Bots
Drives 10x Revenue Growth for Verint

CX Automation — Brand Economics

Example

A brand spends $200M annually on 5,000 CX employees

+ Workforce Spend: $200M annually

*+ CX Automation Platform: Delivers 20% CX workforce capacity valued at $40M
* CX Automation Platform Cost: $2M

+ CX Automation Drives Significant ROI: 20x

Brand reduces agents by 20%
Brand pays Verint $2M for Bots

Verint credits Brand $200k
for reduced agent licenses

Drives 10x growth for Verint
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Customer Behavior Trends

Near-Term — As we continue to increase capacity for our customer base, we

believe customers will make minimal workforce reductions in the near-term.

Longer term — As customers purchase more bot licenses to increase capacity

even further, we expect they will trade Verint agent licenses for bot licenses.
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Verint's Long-Term Growth Opportunity is Significant

$2 trillion labor spend shifts to Al that automates CX workflows

Market is in early stages and moving past science experiments, now

Verint well positioned and targeting long-term double-digit ARR growth
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Financial Outlook

Our non-GAAP outlook for year ending January 31, 2025 excludes the following GAAP
measure which we are able to quanify with reasonable certainty:

- Amortization of intangible assets of approximately $20 million for the year ending
January 31, 2025,

Our non-GAAP outiook for the year ending January 31, 2025 excludes the following
GAAP measures for which we are able to provide a range of probable significance:

- Stock-based compensation expenses are expected to be between approximately
76 million and $78 million, for the year ending January 31, 2025, assuming
market prices for our common stock approximately consistent with current levels.

Our non-GAAP guidance does not include the potential impact of any in-process
business acquisitions that may close after the date hereof, and, unless otherwise
specified, reflects foreign currency exchange rates approximately consistent with
current rates.

We are unable, without unreasonable efforts, to provide a reconciliation for other GAAP
measures which are excluded from our non-GAAP outlook, including the impact of
future business acquisitions or acquisition expenses, future restructuring expenses, and
non-GAAP income tax adjustments due to the level of unpredictability and uncertainty
associated with these items. For these same reasons, we are unable to assess the
probable significance of these excluded items.
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Subscription KPIs
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(8) 5425 ACV from new deals across Bundied SaaS and Unbundied Saas was $27.2 millon, representing an increase of 379 year-over-year. New deals ince expansions and new functionalty.

(9) a5 ACV from conversion deas n Q3 was minmal, S0.7 mllon, due o the success of our ybrd cloud modelas customers know they can add Al now and comver the rest ofteir Vet soulons late wihen they are ready. Conversion deals nclude
ke-to-the conversons of exising on premises deployments {o the Vet Cloud Patform i Bundled Saas.
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Cash Generation Model

Subscription ARR
Perpetual and Professional Services Revenue

Cash Generation

Less: Cost of Revenue and Operating Expenses
Cash Contribution Margin
Operating Efficiency %

To be reported annually starting in Q4 FYE25
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Summary
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Divestiture Revenue

Total GAAP revenue
Revenue from divested offering
Total GAAP revenue without divested offering

Total non-GAAP revenue
Revenue from divested offering
Total non-GAAP revenue without divested offering

Three Months Ended Year Ended
10/31
216.6 210.2 2185 265.1 910.4
6.8 6.4 6.1 5.9 25.2
209.8 203.7 2124 259.2 885.1
2172 2104 218.7 265.2 9115
6.8 6.4 6.1 5.9 25.2
210.4 204.0 2126 259.3 886.2
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Recurring Summary
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Nonrecurring Summary
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Debt

As of

Current maturities of long-term debt $ - $ - $ ‘
Long-term debt 411.4 4117 4122
Unamortized debt discounts and issuance costs 3.6 33 28
Gross debt 415.0 415.0 415.0
Less:

Cash and cash equivalents 236.6 207.8 1828
Restricted cash and cash equivalents, and restricted bank time deposits 11 08 05
Short-term investments 08 08 08
Long-term restricted cash, cash equivalents, bank time deposits and investments 0.2 0.2 02

Net debt, including long-term restricted cash, cash equivalents, bank time deposits, and investments $ 1764 $ 2054 $ 230.7
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SaaS Revenue Reconciliation
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Revenue Metrics and Operating Metrics

SaaS Annual Contract Value (ACV) (formerly known as New SaaS ACV) includes the
annualized contract value of all new SaaS contracts received within the period; new
unbundled Saa$ contracts only include the license portion of those orders. In cases
where Saa$ is offered to partners through usage-based contracts, we include the
incremental value of usage contracts over a rolling four quarters. Orders are only
included in SaaS ACV with a completed customer contract signed by both parties
before the end of the period. Unbundied SaaS ACV includes only the ACV of the
unbundled Saas contracts included in SaaS ACV. Bundled SaaS ACV includes only the
ACV of the bundled Saas contracts included in SaaS ACV and is comprised of two
components:

New Deals ACV, which represents the annual contract value of new bundled SaaS
contracts, received within the period. This includes purchases of new applications by
both new and existing customers as well as expansions of entitiements to applications
already in use by existing customers, other than if in connection with a conversion. Al
booking from new deals represents the portion of New Deals ACV attributable
specifically to Al applications.

Conversion ACV, which represents the bundied Saas annual contract value sold to a
customer who is converting from an on-premises application to the Verint Cloud within
the period. This metric also includes the value of incremental licenses or expansion of
entitlements as part of the conversion, including for Al applications.
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Subscription Annual Recurring Revenue (ARR) represents the annualized quarterly run-rate of our active subscription agreements at the end of the period and
is comprised of the ARR calculated for our Saas, Support, and Optional Managed Services contracts. Under ASC Topic 606, Reven ue from Contracts with
Customers, we are required to recognize a significant portion of our Unbundied Saa$ contracts at a point in time when the software is first made available to
the customer, or at the beginning of the subscription term, despite the fact that our contracts typically cal for billing these amounts annually or more frequently
over the lfe of the subscription. This point-in-time recognition of a portion of our recurring revenue creates significant variabilty in the revenue recognized
period to period based on the timing of the subscription start date and the subscription term and can create a significant difference between the timing of our
revenue recognition and the actual customer billing under the contract. We use ARR to measure the underlying performance of o ur subscription-based
contracts and mitigate the impact of this variability as ARR reduces fluctuations due to seasonality, contract term, and the sales mix of subscriptions. ARR
should be viewed independently of revenue, and does not represent our revenue under ASC 606 on an annualized basis, as it is an operating metric that is
impacted by contract start and end dates and renewal rates. ARR is not intended to be a replacement for forecasts of revenue and does not include revenue
reported as nonrecurring revenue in our consolidated statement of operations.

SaaS Annual Recurring Revenue (SaaS ARR) represents the annualized quarterly run-rate value of active or signed Saas contracts as of the end of a period.
For unbundled Saa$ contracts, the amount included in SaaS ARR is generally consistent with the amount that we invoice the customer annually for the term-
based license transaction. In the case of acquired contracts that allow for early termination, SaaS ARR will reflect the annualized amount of committed
contracts in the first quarter and then proportionally increase to the remaining amount of annualized ARR in the subsequent three quarters during the first year
post acquisition. We use SaaS ARR to identify the annual recurring value of customer contracts at the end of a reporting period and to monitor the growth of
our recurring business as we shift to SaaS. SaaS ARR reduces fluctuations due to seasonality, contract term, and the sales mix of subscriptions for bundled
SaaS and unbundled SaaS. SaaS ARR should be viewed independently of revenue, and does not represent our revenue under ASC 606 on an annualized
basis, as it is an operating metric that is impacted by contract start and end dates and renewal rates. SaaS ARR is not intended to be a replacement for
forecasts of Saa$ revenue.
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Cash Generation represents the sum of ARR and perpetual and professional services and other revenue and provides an
estimate of the cash-producing potential of our entire business

Cash Contribution Margin is defined as Cash Generation less cost of revenue and operating expenses and helps assess how
effectively we convert our revenue streams into cash.

Operating Efficiency Percentage is the result of dividing Cash Contribution Margin by Cash Generation and helps assess the
rate at which we convert our revenue streams into cash.

Free Cash Flow

Free Cash Flow is defined as GAAP cash provided by operating activities less our capital expenditures, which include
purchases of property and equipment and capitalized software development costs.




