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SPECIAL NOTE REGARDING FORWARD-
LOOKING STATEMENTS

This Annual Report on Form 10-K contains forward-looking statements about us and our industry that involve substantial risks and uncertainties.
All statements contained in this Annual Report on Form 10-K other than statements of historical fact, including statements regarding our future
operating results and financial condition, our business strategy and plans, market growth, and our objectives for future operations, are forward-
looking statements. The words “believe,” “may,” “will,” “potentially,” “estimate,” “continue,” “anticipate,” “intend,

“target,” “plan,” “expect,” “aspire,” and similar expressions are intended to identify forward-looking statements.

» o« » o« ” o« » o« ” o« » «, ” o«

could,” “would,” “project,”

» o« ” o«

Forward-looking statements contained in this Annual Report on Form 10-K include, but are not limited to, statements about:

» our future financial performance, including our expectations regarding our revenue, cost of revenue, gross profit or gross margin,
operating expenses, including changes in operating expenses, and our ability to achieve and maintain profitability;

e our business plan and our ability to effectively manage our growth;

* our total market opportunity;

* anticipated trends, growth rates, and challenges in our business and in the markets in which we operate;

* adoption of our platform;

» the impacts of artificial intelligence (“Al”) on our business;

» beliefs and objectives for future operations;

» our ability to attract new customers and successfully retain, and increase adoption of our platform and offerings by, existing customers;
* our ability to develop and introduce new products and bring them to market in a timely manner;

* our expectations concerning relationships with third parties;

* our expectations regarding changes in our pricing, packaging, or billing models;

« our ability to maintain, protect, and enhance our intellectual property rights;

« our ability to expand internationally;

» the effects of increased competition in our markets and our ability to compete effectively;

« our ability to identify, recruit, hire, and retain skilled personnel, including key members of senior management;
» future acquisitions or investments in complementary companies, products, technologies, or services;

« our ability to stay in compliance with laws and regulations that currently apply, or may become applicable to, our business both in the
United States and internationally;

« our ability to maintain the security and availability of our platform and protect against data breaches and other security incidents;
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* economic and industry trends, projected growth, or trend analysis;

« general economic conditions in the United States and globally, including the effects of the imposition of trade barriers, tariffs, and other
protectionist measures, geopolitical instability, warfare, and uncertainty, including the effects of geopolitical conflicts, inflation, interest
rates, changes in investment and spending environments, actual or perceived global banking and finance related issues, and foreign
currency exchange rates;

» our ability to operate and grow our business in light of macroeconomic uncertainty;
* increased expenses associated with being a public company; and
» other statements regarding our future operations, financial condition, and prospects and business strategies.

We caution you that the foregoing list may not contain all of the forward-looking statements contained in this Annual Report on Form 10-K.

We have based the forward-looking statements contained in this Annual Report on Form 10-K primarily on our current expectations and
projections about future events and trends that we believe may affect our business, financial condition and operating results. These forward-
looking statements are subject to a number of risks, uncertainties, and assumptions, including those described in the section titled “Risk Factors”
and elsewhere in this Annual Report on Form 10-K. Moreover, we operate in a very competitive and rapidly changing environment, and new risks
emerge from time to time. It is not possible for us to predict all risks, uncertainties, and assumptions that could have an impact on the forward-
looking statements contained in this Annual Report on Form 10-K. In light of these risks, uncertainties, and assumptions, the forward-looking
events and circumstances discussed in this Annual Report on Form 10-K may not occur, and actual results could differ materially and adversely
from those anticipated or implied in the forward-looking statements herein.

You should not rely upon forward-looking statements as predictions of future events. The events and circumstances reflected in the forward-
looking statements may not be achieved or occur. We undertake no obligation to update any of these forward-looking statements for any reason
after the date of this Annual Report on Form 10-K or to conform these statements to actual results or to changes in our expectations, except as
required by law. We may not actually achieve the plans, intentions, or expectations disclosed in our forward-looking statements and you should
not place undue reliance on our forward-looking statements. These forward-looking statements do not reflect the potential impact of any future
acquisitions, restructurings, mergers, dispositions, joint ventures, partnerships, or investments we may make.

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 Annual Report on Form 10-K. While we believe such information provides a
reasonable basis for these statements, such information may be limited or incomplete. Such 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 on these statements.

» «, ” o«

Unless otherwise indicated, the terms “Figma,” the “Company,” “we,” “us,” and “our” refer to Figma, Inc. and our subsidiaries.
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SUMMARY RISK FACTORS

Our business is subject to numerous risks and uncertainties and this summary provides an overview of such risks. You should read this risk
factor summary together with the more detailed discussion of risks and uncertainties included in the section titled “Risk Factors” contained within
this Annual Report on Form 10-K.

We have experienced rapid growth which may not be indicative of our future growth, and if we do not effectively manage our future
growth, our business, operating results, financial condition, and future prospects may be adversely affected. Our rapid growth also
makes it difficult to evaluate future prospects.

Our operating results may fluctuate significantly, which could make our future results difficult to predict and could cause our operating
results to fall below expectations.

We have a limited operating history at our current scale, which makes it difficult to evaluate our current business and future prospects
and increases the risks associated with your investment.

Changes in our pricing, packaging, or billing models could adversely affect our business, operating results, financial condition, and future
prospects.

Over time, we expect to introduce products, features, and services, or otherwise implement pricing and packaging models, that are billed
differently than on a per-seat subscription basis, which could adversely affect our business, operating results, financial condition, and
future prospects.

If we are unable to attract new customers or retain and increase adoption of our products and services by existing customers, we may
not achieve the growth we expect, which would adversely affect our business, operating results, financial condition, and future
prospects.

If we are not able to effectively introduce enhancements to our platform, including new offerings, features, and functionality, that achieve
widespread market adoption, or keep pace with technological developments, our business, operating results, and financial condition
could be adversely affected.

Competitive developments in Al and our inability to effectively respond to such developments could adversely affect our business,
operating results, and financial condition.

We face intense competition and could lose market share to our competitors, which would adversely affect our business, operating
results, financial condition, and future prospects.

Our product and investment decisions may negatively impact our short-term financial results and may not produce the long-term benefits
that we expect.

The markets for our products and services are relatively new and unproven and may not grow, which would adversely affect our
business, operating results, financial condition, and future prospects.

Our use of Al in our products and services may result in reputational harm, legal liability, competitive risks, and regulatory concerns that
could adversely affect our business, operating results, and financial condition.

The multi-class structure of our common stock has the effect of concentrating voting power with Dylan Field, our Chair of our Board of
Directors, Chief Executive Officer, and President, which will limit your ability to influence the outcome of important transactions, including
a change in control.
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PART I.
ITEM 1. BUSINESS

Overview

Figma is where teams come together to turn ideas into the world’s best digital products and experiences.

Every day, billions of people around the world use apps, websites, and other digital experiences that are made in Figma. Behind each of these
products is a team responsible for bringing them to life. In Figma, designers work alongside developers, product managers (“PMs”), researchers,
marketers, writers, and other non-designers who, in the three months ended December 31, 2025, made up approximately two-thirds of our
monthly active users." Together, they share and explore ideas, align on a vision, visualize concepts, and translate them into coded products —
all on a single, connected, Al-powered platform that collaborators around the world can access with a URL.

Our focus on the entire lifecycle of software creation reflects our ability to rapidly bring new products onto Figma’s platform and our belief that
design spans beyond a single step or role. We take this expansive view because design is more than how something looks, or even feels;
design is also how something works — and in today’s increasingly digital-first world, how brands and companies win.

As Al makes software much easier to create, and as organizations across industries and geographies continue to invest heavily in digital
transformation, better-designed digital products and experiences have become even more critical to a company’s success. Design is what
attracts and wins user loyalty, especially as digital interfaces become the primary way businesses engage with their customers.

Millions of people use Figma every week, often for hours a day. And as more users have come to our platform, we have expanded to serve the
many roles and steps involved in going from an idea to a product in a user’s hands. We are quickly becoming a system of record for design and
product development at a time when software is growing exponentially.

The product development process in Figma

Our focus is on helping teams turn ideas into digital products. We started out as a relatively small part of this process, but over time we have
launched and monetized new products that help teams go from idea to product, all in one place.

While Figma’s more open and collaborative way of working transformed how products get built, Al has accelerated the process of going from
idea to product even further by helping users of all skill levels explore and iterate on ideas more quickly and automate rote, repetitive tasks. We
have embedded Al deeply across the Figma platform through products like Figma Make, which lets anyone turn simple text prompts or existing
Figma designs into workable prototypes or even full web apps, and features that bring the power of prompting and editing with Al directly to the
Figma canvas.

' We define monthly active users as the number of unique users that access at least one of our products during a given month. A Paid Customer (as defined in the section titled

“Management’s Discussion and Analysis of Financial Condition and Results of Operations—Key Business Metrics” contained within this Annual Report on Form 10-K) typically
includes multiple unique users. When reporting monthly active users during a quarter or other period of time, we report the number of monthly active users during the month
with the highest number of active users during such period.
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Figdam and Figma Slides

Figma is a connected platform where teams can ideate, explore, and align on decisions together. Figlam and Figma Slides are products we
have built to facilitate these activities.

Figdam is our product tailored for ideation, brainstorming, and rapid communication of ideas. Designed for users of all skill levels, Figdam makes
everything from personal projects to solo ideation to team meetings more engaging and fun. This is made possible by facilitation features like
timers and voting, but also fun features that give participants more ways to express themselves, like ephemeral emoji reactions, a photo booth
that lets you take a quick selfie, or the ability to give high-fives. We also offer rich diagramming capabilities to make it easy to convey more
abstract ideas through user journeys or technical diagrams for engineering. In FigJam, users can also use Al to generate templates for group
brainstorms and summarize meeting notes in seconds.

Figma Slides helps teams collaboratively make compelling, engaging presentations that drive and maintain alignment. What makes this product
especially effective for product teams is the way it marries Figma’s powerful design features — such as the ability to embed prototypes, create
high-fidelity animations, or make detailed edits to mock-ups directly in a slide — with strong real-time collaboration capabilities like seamless
multiplayer editing and audience voting.

Often, these products are used side-by-side — what starts in a brainstorm in Figdam can lead to a pitch deck in Figma Slides. We've built Al
features that automate and ease this transition from users, from summarizing stickies to generating presentations from FigdJam boards.

Figma Design and Figma Draw

As ideas become more concrete and teams align on a path forward, they move toward visualizing these ideas at a higher fidelity. Often, they
create mock-ups to explore directions more deeply, or build realistic prototypes to validate designs. Figma Design is where much of this work
happens.

Designers at this stage want the freedom to rapidly explore concepts and express their ideas fully without being constrained by the tools they're
using. This is why Figma Design offers a wide range of features that make it possible to visualize ideas with high fidelity, including typography
features or vector editing capabilities that add texture and dimension to designs. In some cases, designers want to make more detailed, finer
edits to key assets in their design, like icons and product illustrations. For these users, we’ve created Figma Draw, which is a dedicated space
for vector editing within Figma Design.

To facilitate rapid exploration and iteration at this stage, these tools have a strong focus on ergonomics and efficiency. Our Al features are
examples of this. In Figma Design, our Al features allow users to prompt and edit with Al directly in the canvas, rename layers in their design, or
fill mock-ups with realistic content to more closely resemble the final product that ends up in users’ hands (rather than lorem ipsum, for example).
New advanced Al image generation and editing capabilities give users the ability to remove backgrounds, erase elements, or optimize assets for
different device sizes or marketing materials directly on the Figma canvas.

As designs begin to solidify, designers also seek to add more structure to the design that better maps to the constraints and requirements of a
production environment. Figma Design offers a rich set of “design systems” features in service of this: capabilities that allow teams to define
flexible, reusable building blocks that make it easy for anyone to assemble a design without ever starting from scratch. We've found that teams
are motivated to invest deeply in design systems, as their primary benefit is creating efficiency and consistency at scale. Teams save time by no
longer needing to constantly worry about pixel-level details, and design systems help remove translation errors between designers and
developers by sharing the same building blocks and language across design and code.
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Dev Mode

Once the designs are ready, it's time to translate them into production-ready code. Dev Mode is our dedicated space for developers where this
translation occurs, built to streamline the back and forth between design and engineering and reduce the miscommunication that often happens
during this step.

In Dev Mode, developers can inspect the designs to see key details most relevant to them, like special annotations left by designers,
documentation about the components used, or what’s changed since they last saw the design.

Importantly, developers can choose to view these designs in the format they understand most: code. Dev Mode generates platform-specific,
ready-to-use code from the designs that developers can directly copy; teams can also connect their design systems to their codebase via Code
Connect, which helps ensure the code snippets developers see are correct, familiar, and production-ready.

In 2025, we added our own Model Context Protocol (“MCP”) server to Dev Mode, which allows developers to connect an agent in their code
editor directly to designs in Figma. Developers can ask the agent to inspect the design and use this context to convert it into working code in
their codebase. A traditional design-to-development handoff process often involves a spec or document that can quickly get outdated as teams
continue to iterate on designs. One of Dev Mode’s key value propositions is allowing designers, developers, and even agents to work in the very
same file while giving each a different view of the work tailored to their respective needs. MCP data can act as a source of truth and structured
blueprint for each design component — including styles, tokens, and design intent — to avoid any risk of misalignment or manual
misinterpretation when bringing design to production code.

Figma Make

Al is fundamentally transforming the product development process by making it possible for anyone to quickly visualize different concepts, turn
an idea into a functional prototype, or in some cases, a working product. Figma Make is our product for this new paradigm.

Instead of going from idea to wireframe to mock-up to prototype iteratively, Figma Make lets users go directly from prompt to working prototype,
at which point they can immediately validate an idea and choose to iterate on it, or discard it altogether. What's created in Figma Make —
whether it is a dynamic prototype or web app — can be published to a URL for anyone to use.

While it's possible for Al to get to working software with a simple prompt, we believe that the most important differentiator is craft — ensuring that
the product looks, feels, and works “just right.” We've designed Figma Make with many ways to iterate and refine its outputs. Users are free to
use the best way to improve the design of their product, whether via further prompting, editing code directly, or through visual manipulation.

We have continued to innovate on Figma Make through features like Make Kits, which gives users the ability to bring their existing design
systems and component libraries from Figma Design into Figma Make, and Copy Design, which allows users to copy and paste any design from
a Figma Make preview to the design canvas, allowing them to edit, iterate on, and explore different directions side-by-side in a multiplayer
environment.

With Figma Make, we believe even more people will be able to create functional, dynamic prototypes and software, as it lowers the floor to let
anyone transform their ideas into something that works. At the same time, it raises the ceiling of what's possible by giving people access to
capabilities that weren’t possible in their current tools, whether that’s allowing designers to tap into the power and expressiveness of code, or
allowing developers to enjoy the freedom and speed of visual manipulation.

The benefits of combining rapid prototyping with a highly performant and sophisticated design tool give users the best of both worlds: the ability
to move quickly while having access to the tools needed to refine the design.
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Figma Sites and Payload CMS

Figma Sites allows you to publish a design as a working website, with a URL of your choice, that anyone in the world can access.

Figma Sites includes features that help make designs production-ready for the web, like breakpoints that make websites responsive across
different window sizes and devices. It also supports the ability to augment designs with code (via a feature called code layers) to help make
more powerful, dynamic experiences, like adding special motion effects or an interactive form, that would otherwise have been impossible to
build with just a design tool.

Figma Sites also includes a content management system (“CMS”) that makes it easy for anyone to make changes to the content on a website,
like a blog post or the price of an item being sold on the site, without worrying about breaking the underlying code or design. And in 2025, we
acquired Payload CMS, Inc. (“Payload”), a leading open-source headless CMS and application framework.

While Figma Sites CMS is suited for marketers and designers who need to update website content, Payload brings a level of fidelity that
developers love: a powerful, customizable backend for building scalable websites and apps, paired with an intuitive admin panel for editors.
Payload offers a level of flexibility and extensibility that goes beyond traditional CMSs, giving developers full control over data models, APls, and
workflows — while still providing non-technical teams a safe, structured interface to manage content at scale. Similar to Sites, Payload is being
integrated into Figma’s platform — together with Payload-specific infrastructure — to support the deployment, operation, and governance of
content and applications, and to enable deeper integration across Figma'’s products.

Figma Buzz

Once a product has been shipped to production, the last step is to actually promote it, to ensure existing and prospective users are aware of the
value of what's launched. This is where Figma Buzz comes in — a tool that makes it easy to create on-brand marketing collateral, like social
media assets, digital ads, and more.

Similar to Figma Slides and Figdam, Figma Buzz is designed for users of any skill level. Figma Buzz makes it easy to take a template and edit its
contents, or create assets in bulk from templates (e.g., for multiple locales or different social media platforms). The product simplifies the
collaboration between a brand designer and a marketer. Designers are able to access the more sophisticated tools necessary to set up a
beautiful template, while marketers can make edits to the simpler view of the content without worrying about “messing up” the design. In addition
to these template capabilities, Figma Buzz has a slew of other features that marketers may need, like Al features to edit text and images, or easy
ways to generate hundreds of assets from data in a spreadsheet.

Figma Weave

While Al has made it easier for anyone to take their ideas further, we believe the first prompt is the creative starting point rather than the final
destination, and that the combination of human craft alongside Al generation unlocks more expression and a bolder point of view. In 2025, we
announced the acquisition of Weavy Inc. (“Weavy”), which joined our company and platform as Figma Weave, to pursue this vision.

Figma Weave brings the world’s leading Al models together with professional editing tools on a single, browser-based canvas. With Figma
Weave, users can choose the model they want for a task (e.g., Seedance, Sora, and Veo for cinematic video; Flux and Ideogram for realism;
and Nano-Banana or Seedream for precision) and compose powerful primitives using generative Al outputs and hands-on edits (e.g., adjusting
lighting, masking an object, color grading a shot). The end result is a flexible media pipeline where every output feeds the next.

This node-based approach gives users a new level of craft and control: Al-generated outputs can be branched, remixed, and refined, combining
creative exploration with precision and craft in the canvas. Figma Weave
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broadens the set of creative professionals who can work natively in Figma and creates new opportunities to integrate Al-native media generation
and editing across our platform.

An integrated design and product development platform

These products come together to serve more parts of the software development lifecycle and truly push something from an idea all the way to a
final product. With these products, Figma has become a design and product development platform that houses everything from the initial
brainstorm to the pitch deck to the design spec to the final implementation.

Underlying each of our products is the same DNA that makes them uniquely Figma:

* Multiplayer: Figma is built for the browser with the power of WebGL to allow our users to engage in real-time collaboration and
seamless sharing as team members work simultaneously in the same document.

« Al-powered: The Al capabilities built into our platform range from automating rote tasks to unlocking new superpowers. We currently
rely on off-the-shelf foundational models, and as these models improve, our Al features and products become more powerful. While we
primarily rely on off-the-shelf foundational models, we expect developments of our own models to accelerate over time as we continue to
make investments in Al.

* Interoperability: In Figma, content moves fluidly between products and modes, or for different personas to have views of the same
content that are tailored to their needs and roles.

» Extensibility: Our community has also contributed to the expansion of Figma'’s platform in ways that increasingly position us at the
center of design and product development workflows. We allow our users to leverage our application programming interfaces and plugin
architecture to customize their experience to their specific needs, like connecting designs to their own tools, databases, and codebases.

While our primary focus will remain on product teams building software, we believe we have the ingredients needed to explore adjacencies over
time.

Our Business Model

Our subscription model is designed to meet the diverse and evolving needs of our growing community and customer base. As of December 31,
2025, access to Figma is sold as an annual or monthly subscription, per seat. Everyone from independent freelancers to entire product teams at
Fortune 500 companies design and build products and digital experiences in Figma. We offer different seats and plans tailored to the specific
security, product, and administrative needs of different users, organizations, and industries.

To meet our users where they are, we offer a variety of ways to try, use, and purchase Figma.

*  We have an automated and highly efficient self-service option, available through Figma.com. To support our self-serve offering, our
marketing team utilizes organic and paid channels to drive awareness and usage of all of our products.

*  We have a direct sales process through which we partner with customers to set up new accounts, upgrade customers across plans, and
expand existing accounts.
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Plans

Our plans range from a more limited free offering to more advanced plans built in partnership with our customers that meet the specific needs of
the larger organizations using our platform.

Our Starter plan is free and is designed for working on personal projects. It provides an easy way for new users to try our design and
collaboration tools.

Our Professional plan is designed for individuals and small teams. It provides access to unlimited files and projects, as well as design
libraries for a single team.

Our Organization plan is designed for businesses with multiple teams. The functionality on this plan allows everyone to collaborate in
one Figma workspace while keeping everything safe and secure with centralized admin and security features.

Our Enterprise plan is designed for businesses managing multiple products or brands. This plan provides custom team workspaces,
automated design system management, and enterprise-level controls and compliance.

Seats

Rather than a one-size-fits all approach, we offer different seats tailored to specific user needs and workflows. At the same time, we also see
roles continuing to blur as the product-development process keeps evolving.

The Viewer seat allows users to view files and leave comments for free.

The Collab seat gives access to FigJam and Figma Slides.

The Content seat gives access to Figma Buzz, Figma Sites CMS, FigJam, and Figma Slides.?

The Dev seat gives access to Dev Mode, in addition to Figma Buzz, Figma Sites CMS, Figdam, and Figma Slides.

The Full seat gives access to all of Figma Design, Figma Draw, Figma Make, Dev Mode, Figma Buzz, Figma Sites, FigJam, and Figma
Slides.?

Al Credits

In 2025, we introduced Al credits across all Figma seats. Starting in March 2026, we intend to begin enforcing Al credit limits and start rolling out
the ability for customers to purchase an additional Al credit subscription or opt into a pay-as-you-go Al credit plan based on their needs.

Our Go-To-Market Motion

The combination of Figma'’s reputation as a product design leader, the product virality inherent to Figma'’s collaborative and browser-based
platform, and our integrated marketing efforts have successfully driven awareness and adoption. Over time, many of our users grow with us into
larger, managed accounts that often include more seats and more products for users within their organizations.

While our product-led, bottoms-up adoption contributes to our growth, our direct sales motion helps us serve larger customers. Our global sales
and marketing teams work hand-in-hand with Figma’s expanding network of

2 The Content seat was announced in May 2025 and is not yet available. Figma Sites CMS is currently in beta and seat access may change once it becomes generally available.
3 Figma Buzz and Figma Sites are currently in beta. Seat access with respect to these products may change once they become generally available.
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customer champions to scale our products within organizations and increase adoption across plans. In addition to word-of-mouth, our marketing
efforts include a variety of digital and in-person channels that bring new users to our platform. We support new users in the discovery phase by
sharing content across channels like livestreams, YouTube, social media, in-product, and by email. These resources help new users explore and
understand the capabilities of our products. Broader partnerships and integrations, including the Figma app in both ChatGPT and Claude, also
help us reach and bring new types of users to our platform.

Our integrated sales motion is collaborative by design, bringing both customer champions and Figmates with deep product expertise into the
conversation. Our sales team works closely with solutions consultants, who understand how Figma'’s products map to specific customer needs,
and designer and developer advocates with deep technical understanding of our products and close ties to the communities we serve.

We believe exceptional customer support is core to a great product experience. This is why we have built a global support function that provides
customer assistance in multiple languages for all paid users. Our customer support associates also use the latest in Al to solve customer needs
quickly and efficiently.

Figma serves a wide array of industries with diverse needs and priorities. Companies across industries, including banking, consumer-packaged
goods, energy, manufacturing, and software, use Figma. We have also introduced specific products to meet the needs of some of our most
security-conscious customers. In 2024, we introduced our Governance+ add-on, which provides centralized control over organizations’ activity
and data, advanced permissioning, and enhanced data governance — answering the requests of our most security-focused customers. Based
on feedback from government customers who wanted to build better products for citizens, we embarked on a process to become Federal Risk
and Authorization Management Program (“FedRAMP”) authorized, a certification that confirms our product meets the compliance requirements
of the U.S. federal government. We received FedRAMP authorization in early 2025.

Figma’s partner ecosystem, which includes product integrations and distribution partnerships, drives further retention and adoption of our
platform. Through collaborations with companies like Atlassian, Zoom, Notion, and Linear, and integrations with tools like ChatGPT, GitHub, and
Storybook, users are connected to Figma from within their existing workflows. These partnerships generate awareness and cultivate lasting
engagement. Certified service partners around the globe also provide training, enablement, and specific project support for customers. Apple
provides design resources for its platforms, including iOS, iPadOS, and macOS, natively through Figma'’s user interfaces. Other organizations
also make their resources available to support design and development for their respective platforms.

From the beginning, Figma’s Professional plan has been free for educators and students through our Figma for Education program. This
includes higher education institutions, bootcamps, and workshops. We also make Figma’s Organization plan available for free for K-12 students
and educators to help develop the next generation of product builders.

We experience seasonality in billings with our customers, which we expect may become more pronounced as a greater percentage of our
business is attributable to larger customers and deals due to the annual budget approval process of larger organizations.

Growth Strategy

We have focused on building a company for the long-term since day one. We will keep investing in our platform across our key growth levers.

* Maintaining our rapid and proven pace of product innovation: Since launching our core product Figma Design in 2015, we have
expanded our platform to serve more parts of the product development process with Figdam, Figma Slides, Figma Draw, Figma Make,
Dev Mode, Figma Sites, and Figma Buzz. We've integrated Al functionality extensively across our platform—from standalone products
like Figma Make to native Al features that automate rote, repetitive tasks in Figdam and Figma Design, to our Dev Mode MCP server,
which allows developers to bring context from Figma into agentic coding
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tools—resulting in a more efficient and accurate design-to-code workflow. We have added powerful features and functionality within
existing products, and at the same time, have worked to improve the speed, reliability, and overall performance of our underlying
infrastructure. We will continue investing significantly in our platform and team so that we can continue to deliver new products and
capabilities to customers.

» Converting new and existing users into Paid Customers: Our range of plans offer options for all types of users, including a free
Starter plan. We also have a free offering for students and educators. More advanced functionality is available on our paid plans,
including features like shared libraries and custom workspaces. These features are designed to meet the specific and complex needs of
teams, creating a compelling reason for our free users to convert into paying customers.

*  Growing within current customers: We have been able to grow and expand within our existing customer base by introducing new
products that meet specific user needs and serve different parts of the product development process. For example, while developers
made up a large portion of Figma’s user base since the beginning, we knew that Figma was not fully meeting their needs. In response,
we built Dev Mode, which is tailor-made for developer audiences and built with their specific ways of working in mind. Marketers have
long used Figma, and we introduced Figma Buzz to allow them to create on-brand assets at scale.

+ Extending our platform: We continue to invest in the extensibility of Figma’s platform as a way to create more value for our users. In
2019, we introduced the ability to build plugins in Figma Design that help teams fully connect their workflows, bring in real data, and
accelerate their design process. In 2021, we expanded this plugin capability to FigdJam, along with the ability to build custom interactive
widgets that enable collaborative and interactive experiences, like voting, polls, and on-canvas games. In 2025, we made plugins
available for Figma Slides. Our Community resources platform invites Figma users to share and use widgets and plugins that help
extend the power and functionality of Figma. And we have a number of product integrations that make users’ workflows more seamless
and in line with their needs. In late 2025, we partnered with OpenAl to launch the Figma app in ChatGPT, enabling users to turn
conversations into collaborative visual artifacts. We have subsequently expanded the integration to support the creation and editing of
visual assets and presentations in our other products, such as FigdJam, Figma Buzz, and Figma Slides.

+ Expanding our international footprint: Our business has been global from the start and we intend to continue to expand
internationally. As of December 31, 2025, our product is currently available in English, Japanese, Spanish, Korean, Brazilian, and
Portuguese; we accept five currencies; our website is available in ten languages and our support channels are available in seven
languages; and we have 14 offices in 11 countries, with local staff spread across 19 countries and 5 continents. We plan to continue to
invest in localizing our products and in our international operations to meet our customers where they are.

» Making strategic acquisitions and investments: We have made numerous acquisitions since Figma'’s founding. Our corporate
development framework evaluates opportunities from small acqui-hires to scaled product acquisitions. We have a history of integrating
our acquisitions to accelerate growth. For example, an acquisition we made in 2021 seeded the team that built Dev Mode. In 2025, our
acquisitions included Payload, a leading open-source headless CMS and application framework, and Weavy, now Figma Weave, to help
build out image, video, animation, motion design, and VFX media generation and editing capability on the Figma platform. We will build
on our track record of integrating teams to accelerate our roadmap and to expand our platform.

We also invest in teams building incredible products through our investment vehicle, Figma Ventures. In addition to supporting great
companies, we believe that Figma Ventures helps grow the broader ecosystem and allows us to learn about new tools and ways of
working.
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Security, Privacy, and Data Protection

We have worked hard to build deep ties and trust with our users, and we invest significant time and resources to protect the privacy and security
of our customers’ data.

Security

We devote considerable resources to our security program so that organizations on our platform have confidence in our custodianship of their
data. Our security program is regularly audited by qualified independent external auditors against recognized audit standards such as the
International Organization for Standardization (“ISO”) 27001, 1ISO 27701, ISO 27017, and ISO 27018 and System and Organization Controls
(“SOC”) 2 Type I, as well as by the organizations on our platform.

Our security program consists of the following:

» organizational security including personnel security, security and privacy training, a team of dedicated security professionals, written
policies, procedures, processes, and standards, separation of duties, regular audits, compliance activities, and third-party assessments;

* secure-by-design principles by which we assess the security risk of each software development project according to our secure
development lifecycle and create a set of requirements that must be met before the resulting change may be released to production; and

* a public bug bounty program to facilitate responsible disclosure of potential security vulnerabilities identified by external researchers and
reward them for their verified findings.

The focus of our security program is to prevent unauthorized access to our data and the data of users and organizations on our platform. Our
team of security practitioners, working in partnership with peers across Figma, work to identify and mitigate risks, implement best practices, and
continue to evaluate ways to improve. These steps include data encryption in transit and storage, network security, classifying and inventorying
data, limiting and authorizing access controls, and multi-factor authentication for access to systems used to provide our platform to customers.
We also employ regular system monitoring, logging, and alerting to retain and analyze the security state of our technology infrastructure.

In addition, our security program has achieved several internationally-recognized certifications and industry standard attestation reports of our
security controls.

Privacy and Data Protection

The privacy and protection of customer and employee data is important to our platform’s continued growth and success. Privacy is a shared
responsibility among all our employees, but we also have a dedicated privacy team that builds and executes on our privacy program, including
the management of data protection impact assessments, and periodic privacy and security training for our employees. Our privacy, security, and
legal teams work together to conduct product and feature reviews, maintain data inventories, and support data protection and privacy-related
requests.

We collect, receive, store, process, share, and transfer personal data from individuals including our employees, customers, and the employees
of our customers and third-party vendors including payment card information. We are therefore subject to laws and regulations regarding privacy,
data security, and our processing of such data at the federal, state, and local level in the United States, as well as similar laws and regulations in
the other jurisdictions where we operate, including in the European Economic Area (the “EEA”) and the United Kingdom (the “UK”).
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Our Culture and Employees

The Figma team (we call ourselves Figmates) is a group of builders, makers, and tinkerers with deep connections to our users and a passion for
building and shipping. We drive Figma'’s culture by embedding our five cultural values into how we work day to day.

1. Build Community: We're multiplayer people, and we love the weird, wonderful magic that happens when humans connect. We bring
people together so they can bring new ideas to life.

2. Love Your Craft: We build for builders, and try to make complex things feel simple. In our products and process, we invest in the details
few people see, but everyone feels.

3. Run With It: When we see something that needs doing, we do it. When we have a great idea, we run with it. We tackle big, scary,
exciting challenges like Figma’s future depends on it. Because it does.

4. Grow As You Go: Everyone’s a work-in-progress, and we’re here to help each other grow. So along with celebrating our successes, we
share the direct feedback we all need to become great at what we do. And we listen to feedback across every touchpoint with users and
customers

5. Play: Playing is learning. We embrace spontaneous, unstructured exploration — because that’s where we find our best ideas.

As of December 31, 2025, we had a total of 1,886 Figmates, a substantial majority of whom work in the United States. In addition, we have
employees working in Australia, Canada, France, Germany, India, Israel, Japan, Singapore, the UK, and other locations across Europe. To our
knowledge, none of our employees are currently represented by a labor union. In certain countries in which we operate, we are subject to, and
comply with, local labor law requirements which may automatically make our employees subject to industry-wide collective bargaining
agreements. We supplement our workforce with contractors and consultants. We have not experienced any work stoppages.

Figma has invested substantial time and resources into building a talented team. Our success is highly dependent on our management and
employees, and it is crucial that we continue to attract and retain top talent. To facilitate the attraction and retention of top talent, we strive to
make Figma a place where everyone can do their best work, with opportunities for our employees to grow and develop in their careers.

Our Community

We exist to serve anyone designing and building products and digital experiences. Customers of all sizes, spanning industries and geographies,
bring their work to life in Figma. We have focused on creating deep ties with our users and customers since day one. Our deep community focus
has helped fuel the creation of many Friends of Figma chapters across the world — from Lagos to Los Angeles. Together, they share and
collaborate on work, either in person or virtually on Figma’s Community resources platform. Config — our annual conference that started in 2020
— brings thousands of designers, developers, and product teams together in San Francisco to meet, learn, and get inspired. Our always-on
programming, like product livestreams, community meetups, and our leadership collective events, engage a broad range of customers from
students to executive leaders. And our lively product forums, social channels, and hundreds of Friends of Figma chapters around the world
create active dialogue around our products and provide a peer network for support.

Competition

Our industry is growing, highly competitive, and rapidly evolving. Our platform addresses a broad range of needs for designing and building
software. We face competition from a number of companies. This ranges from
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companies that cater to multiple stages of the design and development process to point tools that address specific parts of the process but can
expand to cover more. Our competitive set also includes design-to-code and Al-driven companies and tools that compress or accelerate steps in
the workflow or take a different approach to building digital experiences, as well as customized or internal solutions used by our customers or
potential customers.

We believe that the principal competitive factors in our industry include:

* breadth of platform and product offerings;

« ease of deployment and use of applications;

* ability to collaborate with other users;

» product features, quality, and functionality;

« ability to automate processes;

« ability to integrate with other applications and systems;
» capability for customization, configurability, integration, security, compliance, scalability, and reliability of applications and solutions;
«  vision for the market;

» speed and consistency of product innovation;

« size of customer base and level of user adoption;

»  pricing and total cost of ownership;

« strength of sales and marketing efforts;

* brand awareness and reputation;

* an engaged global community of users; and

» customer experience, including support.

We believe we compete favorably with our competitors on the basis of the factors described above.

Intellectual Property

Our intellectual property is an important aspect of our business and helps us to maintain our competitive position. To establish and protect our
rights in our proprietary technology, we rely on a combination of patent, copyright, trade secret, and trademark laws, and contractual restrictions
such as confidentiality agreements, licenses, and intellectual property assignment agreements.

As of December 31, 2025, we owned the following issued patents and patent applications related to the business: 22 issued U.S. patents,

78 U.S. patent applications, and 159 non-U.S. pending patent applications. Our issued U.S. patents, and any patents that may issue from our
pending U.S. patent applications, are scheduled or likely to expire at dates ranging between 2034 and 2055, which may exclude any additional
term for patent term adjustments or extensions. To protect our brand, as of December 31, 2025, we owned a trademark portfolio comprised of
103 registered trademarks and 98 trademark applications pending with filings in 62 countries, Hong Kong, and the European Union (“EU”).
Finally, we have registered domain names for websites that we use or hold for use in our business, including our primary website
www.figma.com.
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Regulatory Matters

We are subject to the laws and regulations of various jurisdictions and governmental agencies affecting our operations and the sale of our
platform in areas including, but not limited to: intellectual property; data privacy and security requirements; Al; tax; import and export controls;
anti-bribery and corruption; economic and trade sanctions; national security and foreign investment; competition; advertising; employment;
product regulations; and consumer laws. These laws and regulations are constantly evolving and may be interpreted, applied, created, or
amended, in a manner that could harm our business. See the section titled “Risk Factors” for additional information regarding risks we face
related to regulatory matters.

Corporate Information

We were incorporated in the State of Delaware in October 2012. We completed our initial public offering (“IPQ”) in August 2025 and our Class A
common stock is currently listed on the New York Stock Exchange (“NYSE”) under the symbol “FIG.”

Our principal executive offices are located at 760 Market Street, Floor 10, San Francisco, California 94102. Our telephone number is (415) 890-
5404. Our website address is www.figma.com.

Figma, the Figma logo, and other registered or common law trade names, trademarks, or service marks of Figma appearing in this Annual
Report on Form 10-K are the property of Figma, Inc. This Annual Report on Form 10-K contains additional trade names, trademarks, logos, and
service marks of ours and of other companies. We do not intend our use or display of other companies’ trade names, trademarks, logos, or
service marks to imply a relationship with these other companies, or endorsement or sponsorship of us by these other companies. Other
trademarks appearing in this Annual Report on Form 10-K are the property of their respective holders. Solely for convenience, our trade names,
trademarks, logos, and service marks referred to in this Annual Report on Form 10-K may appear without the ® and ™ symbols, but those
references are not intended to indicate, in any way, that we will not assert, to the fullest extent under applicable law, our rights, or the right of the
applicable licensor, to these trademarks, trade names, logos, and service marks.

Available Information

We file our annual, periodic, and current reports, and other required information, electronically with the Securities and Exchange Commission
(“SEC”) and this information is available at www.sec.gov. We also make available on our website at www.figma.com, free of charge, copies of
these reports and other information as soon as reasonably practicable after we electronically file such material with, or furnish it to, the SEC.

We announce material information to the public through filings with the SEC, the investor relations page on our website (www.figma.com), our
blog (www.figma.com/blog), our newsroom (www.figma.com/newsroom), press releases, public conference calls, public webcasts, our social
media accounts on X, LinkedIn, Instagram, Bluesky, Threads, and TikTok, as well as Dylan Field’s X account (@zoink) and LinkedIn profile.

The information contained on, or that can be accessed through, these channels is not intended to be incorporated by reference into this Annual
Report on Form 10-K or in any other report or document we file with the SEC, and any references to websites are intended to be inactive textual
references only. The information disclosed in the foregoing channels could be deemed to be material information. As such, we encourage
investors, the media, and others to follow the channels listed above and to review the information disclosed through such channels. Any updates
to the list of disclosure channels through which we will announce information will be posted on the investor relations page on our website.
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ITEM 1A. RISK FACTORS

Investing in our Class A common stock involves a high degree of risk. You should carefully consider the risks and uncertainties described below,
together with the other information in this Annual Report on Form 10-K. The risks and uncertainties described below are not the only ones we
face. Additional risks and uncertainties that we are unaware of or that we deem immaterial may also become important factors that adversely
affect our business. If any of the following risks occur, our business, operating results, financial condition, and future prospects could be
materially and adversely affected. In that event, the market price of our Class A common stock could decline, and you could lose part or all of
your investment.

Risks Related to Our Business and Industry

We have experienced rapid growth which may not be indicative of our future growth, and if we do not effectively manage our future
growth, our business, operating results, financial condition, and future prospects may be adversely affected. Our rapid growth also
makes it difficult to evaluate future prospects.

We have experienced rapid growth and we expect to continue to invest broadly across our organization to support our growth. Our revenue was
$1.1 billion and $749.0 million for the years ended December 31, 2025 and 2024, respectively. The number of our employees has grown from
1,577 as of December 31, 2024 to 1,886 as of December 31, 2025. Although we have experienced rapid growth historically, we may not sustain
our current growth rates, and we cannot assure you that our investments to support our growth will be successful. Even if our revenue continues
to increase, we expect our revenue growth rate to decline in the future as our business matures and our platform achieves more widespread
adoption. Accordingly, our historical growth makes it difficult to evaluate our business and future prospects and you should not rely on the
revenue growth of any prior quarterly or annual period as an indication of our future performance. Overall growth of our revenue will depend on a
number of factors, including, but not limited to, our ability to:

» compete with other companies in our industry, including, but not limited to, those with greater financial, technical, marketing, sales, and
other resources, as well as with startup companies with innovative products and novel solutions that compete with ours;

» retain and increase adoption of our products and services by existing customers, as well as attract new customers and grow our
customer base;

» develop new offerings and functionality for our platform and successfully optimize our existing products and services, including through
integration of Al into our platform;

» successfully expand our business domestically and internationally;

» effectively expand our sales force and leverage our existing sales capacity;

» attract, retain, and train service partners and expand product integrations;

« successfully hire and retain personnel, including product, design, engineering, and sales personnel;
» successfully introduce and sell our platform in new markets and for new use cases;

* increase awareness of our brand;

« protect against security incidents;

» successfully price and package our platform in a rapidly changing software industry, including due to advancements and increasing use
of Al; and
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» successfully identify and acquire or invest in businesses, products, offerings, or technologies that we believe could complement or
expand our platform and successfully integrate such businesses, products, offerings, or technologies into our business.

We may not successfully accomplish any of these objectives and, as a result, it may be difficult for us to accurately forecast our future operating
results. If the assumptions that we use to plan our business are incorrect or change in reaction to fluctuations in our markets, we may be unable
to maintain consistent revenue or revenue growth, the value of our Class A common stock could fluctuate, and it may be difficult to achieve and
maintain profitability. In addition, changes in the global macroeconomic environment, including, but not limited to, the imposition of trade barriers,
tariffs, and other protectionist measures, volatile interest rates and inflation, actual or perceived global banking and finance related issues, labor
shortages, high unemployment rates, labor displacement, supply chain disruptions, changes in investment and spending environments,
geopolitical instability, warfare and uncertainty, including, but not limited to, the effects of geopolitical conflicts, weak economic conditions in
certain regions, or a reduction in software spending regardless of macroeconomic conditions, may impact our growth.

As we have grown, our number of customers has also increased, and we have increasingly managed more complex deployments of our
platform. The rapid growth and expansion of our business places a significant strain on our management, operational, engineering, and financial
resources, and rapid development cycles have also created technical debt within our platform. Addressing technical debt requires engineering
resources that could otherwise be devoted to new features or enhancements. If we fail to properly manage technical debt, our platform
performance may suffer, we may face increased downtime, and our business, operating results, and financial condition could be harmed.
Additionally, as we further integrate Al capabilities and expand our product offerings, technical complexity may increase, potentially exacerbating
these challenges. To manage any future growth effectively, we must continue to improve and expand our infrastructure, including information
technology and financial infrastructure, our operating and administrative systems and controls, and our ability to manage headcount, capital, and
processes in an efficient manner. If we do not manage future growth effectively, our business, operating results, financial condition, and future
prospects would be adversely impacted.

If we continue to experience rapid growth, we may not be able to successfully implement or scale improvements to our systems, processes, or
controls in an efficient, timely, or cost-effective manner. As we grow, our existing systems, processes, and controls may not prevent or detect all
errors, omissions, or fraud. For example, we have experienced instances of credential sharing, abuse of our Figma for Education offerings, credit
card fraud, and other instances of misuse or fraud on our platform that resulted in bad debt, chargebacks, or other losses to us. Such incidents
may increase in scale, frequency, or both as we grow. Any future growth will continue to add complexity to our organization and require effective
coordination throughout our organization. Failure to manage any future growth effectively could result in increased costs, cause difficulty or
delays in deploying our platform to new and existing customers, reduce the quality of, customer satisfaction with, and demand for our platform,
or cause difficulties in introducing new offerings or cause other operational challenges. Any of these difficulties would adversely affect our
business, operating results, financial condition, and future prospects.

Our operating results may fluctuate significantly, which could make our future results difficult to predict and could cause our
operating results to fall below expectations.

Our operating results have varied significantly from period to period in the past, and we expect that our operating results will continue to vary
significantly in the future such that period-to-period comparisons of our operating results may not be meaningful. Accordingly, our financial
results in any one quarter should not be relied upon as indicative of future performance. To the extent that fluctuations in our quarterly results
lead us to underperform relative to market expectations, such fluctuations may negatively impact the trading price of our Class A common stock.
Our quarterly financial results may fluctuate as a result of a number of factors, many of which are outside of our control and may be difficult to
predict, including, but not limited to:

» the amount and timing of investments and expenditures related to the expansion of our business;

* impacts on our cost structure, including, but not limited to, any decrease in our gross margins and operating margins associated with Al-
related products and features;
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« the impact of Al on the software creation industry and more generally within the software industry and on the demand for our platform,
products, and services;

» general macroeconomic and political conditions, both domestically and in foreign markets where we operate, including, but not limited to,
changes in U.S. federal spending, the imposition of trade barriers, tariffs, and other protectionist measures, global economic slowdowns,
actual or perceived global banking and finance related issues, increased risk of inflation, uncertainty with respect to the U.S. federal debt
ceiling and budget and potential U.S. federal government shutdowns related thereto, interest rate volatility, supply chain disruptions,
labor shortages, and potential global recession;

» the impact of natural or man-made global events on our business, including, but not limited to, wars and other geopolitical conflicts;

* market acceptance of our recent changes to our pricing, packaging, and billing models and any further changes in our billing models or
those of our competitors;

« our ability to attract new customers and retain and increase adoption of our products by existing customers;

« changes in user or customer requirements or market needs;

« the budgeting cycles, seasonal buying patterns, and purchasing practices of our customers and potential customers;
» the timing and length of our sales cycles;

» the timing of revenue recognition;

» the timing and success of new product and service releases by us or our competitors or any other competitive developments, including
consolidation among our customers or competitors;

» our ability to convert users of our free product offerings into subscribing customers;
» our ability to successfully expand our business domestically and internationally;
» decisions by organizations to purchase competitive products and services from other vendors;

* insolvency, credit difficulties, or other financial issues affecting our customers or potential customers that affect their ability to purchase
or pay for our products and services;

« significant security breaches of, technical difficulties with, or interruptions to the use of our platform, or other cybersecurity incidents;
» extraordinary expenses such as litigation or other dispute-related settlement payments or outcomes, taxes, regulatory fines, or penalties;

» changes in the market value of our investments, including in our marketable securities, in particular as a result of volatility related to our
investments in Bitcoin and a Bitcoin exchange traded fund or any future investments in cryptocurrencies or other alternative asset
classes;

» significant charges in our financial statements relating to any impairment of goodwill or intangible assets;

» changes in the mix of various aspects of our business, including, but not limited to, self-service and sales led offerings, the proportion of
business generated in the United States and internationally, and the adoption rates among our various pricing packages;

» changes to our effective tax rate;
» future accounting pronouncements or changes in our accounting policies or practices;

* negative media and social media coverage or publicity; and
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* increases or decreases in our expenses caused by fluctuations in foreign currency exchange rates.

Historically, we have experienced seasonal fluctuations in our financial results due to increased expenses incurred in connection with our annual
user conferences, including Config, which we typically host in the second quarter of each year, as well as in connection with other advertising
efforts. We expect that seasonality may become more pronounced in our business in the future, particularly as a greater percentage of our
business is attributable to larger customers and deals, due to the annual budget approval process of larger organizations. Moreover, any of the
above discussed fluctuations could result in our failure to meet our operating plan or the expectations of investors or analysts for any period. If
we fail to meet such expectations for the reasons described above or other reasons, our stock price could fall substantially, and we could face
costly lawsuits, including securities class action lawsuits.

We have a limited operating history at our current scale, which makes it difficult to evaluate our current business and future prospects
and increases the risks associated with your investment.

Although we were founded in October 2012, we have evolved our business and platform significantly since publicly launching our initial product,
Figma Design, in 2015, including through the introduction of new offerings. For example, we introduced FigJam in 2021, Dev Mode in 2023,
Figma Slides in 2024, and Figma Sites, Figma Make, Figma Buzz, Figma Draw, and Figma Weave in 2025. In addition, in March 2025, we
implemented significant changes to our pricing, packaging, and billing models. In 2025, we introduced Al credits across all Figma seats. Starting
in March 2026, we intend to begin enforcing Al credit limits and start rolling out the ability for customers to purchase an additional Al credit
subscription or opt into a pay-as-you-go Al credit plan based on their needs. Accordingly, we have a limited operating history at our current scale
of business, and with our current product offerings and pricing, packaging, and billing models, which makes it difficult to evaluate our current
business, future prospects, and other trends. For example, we experienced an expansion in our Net Dollar Retention Rate (as defined in the
section titled “Management’s Discussion and Analysis of Financial Condition and Results of Operations—Key Business Metrics” contained within
this Annual Report on Form 10-K) throughout 2024 subsequent to our launch of Dev Mode in 2023. However, we expect our Net Dollar Retention
Rate to fluctuate or decline in the future as a result of a number of factors such as the growing level of our revenue base, the level of penetration
within our customer base, expansion of products and features, our ability to retain our customers, and any changes to the pricing and packaging
of our plans. We expect to continue to make significant expenditures related to the development and expansion of our business, including, but
not limited to, expenditures related to acquiring new customers, expanding relationships with existing customers, expanding our global footprint,
developing and expanding our platform, growing our sales and marketing investments, expanding our operations both domestically and
internationally, and integrating Al, including generative Al, into our platform. We also expect to continue to incur expenditures related to legal, tax,
accounting, and other administrative and compliance expenses related to operating as a public company. We have encountered, and will
continue to encounter, risks and uncertainties frequently experienced by growing companies in rapidly changing industries and sectors, such as
the risks and uncertainties described herein. Any predictions or estimates about our future revenue and expenses, or the assumptions underlying
such predictions or estimates, may not be as accurate as they would be if we had a longer operating history at our current scale of business, and
with our current product offerings and pricing, packaging, and billing models, or if we operated in more predictable or established markets. If our
assumptions regarding these risks and uncertainties are incorrect or change due to changing circumstances, or if we do not address these risks
successfully, our operating and financial results could differ materially from our expectations and our business and the trading price of our Class
A common stock may be adversely affected. We cannot assure you that we will be successful in addressing these or other challenges we may
face in the future.

Changes in our pricing, packaging, or billing models could adversely affect our business, operating results, financial condition, and
future prospects.

We have made changes to our pricing, packaging, and billing models in the past, and we expect to continue to make changes to our pricing,
packaging, and billing models in the future. For example, in March 2025, we moved away from user-driven upgrades. Prior to March 2025, seat
upgrades on certain plans were driven by users by default. Administrators reviewed these new seats retroactively to provision the seats. In the
new model, any seat upgrade needs to be approved by an administrator before the license is provisioned. We also
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introduced multi-product seats that include additional functionality with each seat and increased the price of our most expensive offering, which
is our Full seat. We made these changes to keep pace with our expanded offerings and features since our platform’s launch and to provide our
customers with more visibility and upfront controls. In 2025, we also introduced Al credits across all Figma seats. Starting in March 2026, we
intend to begin enforcing Al credit limits and start rolling out the ability for customers to purchase an additional Al credit subscription or opt into a
pay-as-you-go Al credit plan based on their needs.

We may become unable to attract new customers and retain existing customers at the same price or based on the same seat-based subscription
model that we have used historically. As a result, we may from time to time decide to make further changes to our billing models due to a variety
of reasons, including, but not limited to, changes to the markets for our products and services, increased use of Al in the software industry
generally, increased implementation and use of Al features in our products, pricing pressures, and the introduction of new products and services
by us or by our competitors. If we are unable to implement changes to our billing models in a timely manner or at all, including as a result of
delays associated with our billing infrastructure or product development processes, our business, operating results, and financial condition could
be negatively impacted. Our new pricing, packaging, and billing models may not accurately reflect the optimal pricing, packaging, and billing
models necessary to attract new customers and retain existing customers, which may make it difficult to accurately plan and forecast our
operating results. Furthermore, the changes to our pricing and packaging plans introduced in March 2025 have made, and any further changes
to components of our pricing, packaging, and billing models that we may introduce in the future, including our planned enforcement of Al credit
limits starting in March 2026, may make, forecasting our operating results more difficult and result in comparisons to periods prior to the updates
being less meaningful as some of the drivers underlying our business model will have changed.

In addition, we may offer, or customers may demand, options that change who bears the cost of Al usage or how Al usage is provisioned,
including by allowing customers to use their own third-party Al credentials or accounts (for example, bring-your-own-key arrangements), which
may reduce the amount of Al usage that is metered through our Al credit programs. Such arrangements may increase certain costs (including,
but not limited to, costs relating to engineering, infrastructure, security, compliance, and support), impact our margins, materially change the
amount, mix, and timing of our revenue, and make our operating results harder to forecast. The net impact of any such arrangements on our
revenue, margins, and cash flows may be difficult to predict and may vary across customers, products, and periods. Any such arrangements
could also reduce our ability to meter, price, and control Al usage, and increase billing complexity, support burdens, and disputes.

Customers may also use, or third parties may develop, tools that automate or orchestrate workflows on our platform (including through browser
extensions, plugins, scripts, bots, or other third-party tools), which could reduce the number of paid seats required for a given level of output,
circumvent or undermine our intended pricing and packaging controls, increase platform load, or create fraud and abuse risk. If we are unable to
detect, prevent, or effectively monetize such activity, or if we restrict or limit such tools and customers react negatively, our revenue, margins,
growth, and reputation could be adversely affected.

Our ability to increase or maintain our prices may be constrained by competitive dynamics, customer expectations or pressure to provide
discounts, or economic conditions. Competitive dynamics may result in customers expecting full Al functionality to be included in baseline
subscription pricing, which may lead customers to curtail their use of our products and features subject to Al credit pricing, including Figma Make
and other Al features, or to stop using those products and features altogether, and may limit our ability to price our Al products and features in a
manner that offsets associated costs. In addition, the unit economics of Al products and features may be volatile and difficult to predict, including
due to changes in third-party model pricing, infrastructure costs, usage patterns, and the rate at which customers adopt Al-powered workflows. If
we are unable to increase prices to offset rising costs, including costs related to Al inference or otherwise related to providing Al features, or if
price increases significantly reduce customer demand, our business, operating results, and financial condition could be negatively impacted.
Further, as Al and its integration into software becomes more prevalent and its use cases become more sophisticated, including with respect to
our products and the products of our competitors, there could be a decrease in the number of designers, developers, and other collaborators that
use our platform if such individuals are able to significantly increase their efficiency through the use of Al capabilities alongside or instead of our
platform. Such a decrease could reduce the
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number of seats that customers or potential customers subscribe to, which could lead to a loss of revenue, slower growth, and adversely impact
our business, operating results, and financial condition. In response to any industry changes resulting from Al, we may need to make further
changes to our billing models.

Changes to our pricing, packaging, and billing models, including the changes to our pricing and packaging plans introduced in March 2025 and
the planned enforcement of Al credit limits starting in March 2026, and any further changes that we make in the future, may, among other things,
result in customer dissatisfaction, lead to a loss of customers, result in customers curtailing or stopping their usage of our products and features
subject to Al credit pricing, including Figma Make and other Al features, harm our brand, and negatively impact our business, operating results,
and financial condition.

Over time, we expect to introduce products, features, and services, or otherwise implement pricing and packaging models, that are
billed differently than on a per-seat subscription basis, which could adversely affect our business, operating results, financial
condition, and future prospects.

Over time, we expect to introduce products, features, and services, or to otherwise implement pricing and packaging models, that are billed
differently than on a per-seat subscription basis. For example, in 2025, we introduced Al credits across all Figma seats. Starting in March 2026,
we intend to begin enforcing Al credit limits and start rolling out the ability for customers to purchase an additional Al credit subscription or opt
into a pay-as-you-go Al credit plan based on their needs.

Credit-based, usage-based, or outcome-based billing models increase the complexity of accurately measuring and charging for product usage,
and may increase the risk of billing disputes, refunds, chargebacks, and regulatory scrutiny. As we begin enforcing Al credit limits and introducing
options for customers to purchase an additional Al credit subscription or opt into to a pay-as-you-go Al credit plan based on their needs, we
expect that the mechanisms by which we meter, attribute, and report usage will become more complex. Errors or perceived errors in our usage
measurement, billing calculations, invoicing, proration, credits, or refund processes could result in customer dissatisfaction, disputes, non-
payment, increased customer support costs, and harm to our reputation. In addition, customers may assert claims or seek class-wide relief
alleging that our disclosures, user interfaces, or billing practices were misleading or unfair, including with respect to plan changes, renewal
terms, cancellation, or downgrade processes, or the timing of enforcement of usage limits. We may become subject to enforcement actions or
investigations under consumer protection, subscription, auto-renewal, or unfair competition laws and regulations in the jurisdictions in which we
operate. Any of the foregoing could adversely affect our business, operating results, financial condition, and future prospects.

In addition, increased reliance on credit-based arrangements could increase the complexity of applying revenue recognition guidance to our
contracts, including, but not limited to, with respect to identifying and accounting for contract modifications, estimating variable consideration
(including credits, refunds, disputes, concessions, or other adjustments), and estimating and accounting for any “breakage” or unused credits. If
we experience higher-than-expected credits, refunds, disputes, or price concessions, or if we are required to increase reserves for uncollectible
amounts, our reported revenue, deferred revenue, operating cash flows, and period-to-period comparability could be adversely affected. Credit-
based, usage-based, or outcome-based arrangements may also shift a greater portion of our billings and collections to later periods (including
after usage is incurred), which could increase accounts receivable balances, collection risk, and working capital needs and reduce our visibility
into near-term results. All of the foregoing may make it more difficult to accurately forecast our operations. Moreover, products, features, and
services that are billed differently than on a per-seat subscription basis may be treated differently than seat-based subscriptions for purposes of
sales, value-added tax (“VAT”), goods and services tax, or other indirect taxes in certain jurisdictions, or may trigger additional invoicing,
documentation, and audit requirements. If we incorrectly calculate, collect, remit, or report applicable taxes, or if tax authorities take positions
inconsistent with ours, we could be subject to assessments, penalties, interest, disputes, customer dissatisfaction, and increased compliance
costs.
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If we are unable to attract new customers or retain and increase adoption of our products and services by existing customers, we may
not achieve the growth we expect, which would adversely affect our business, operating results, financial condition, and future
prospects.

In order for us to improve our operating results and continue to grow our business, it is important that we continue to attract new customers and
that existing customers continue to renew and increase their usage of our products. Customers have no obligation to renew a subscription after
the expiration of the contract term, and customers may not renew their subscriptions with a similar contract period, with the same or greater
number of seats, for the same subscription plan, or at all. In addition, starting in March 2026, we intend to begin enforcing Al credit limits and
start rolling out the ability for customers to purchase an additional Al credit subscription or opt into a pay-as-you-go Al credit plan based on their
needs. Customers are under no obligation to purchase an Al credit subscription or opt into a pay-as-you-go Al credit plan, and they may curtail or
stop their usage of our Al-powered products and features at any time. If our customers do not renew their subscriptions or if they renew on terms
less favorable to us, or if our customers curtail or stop their usage of our Al-powered products and features in light of our upcoming Al credit
billing model, our business, operating results, financial condition, and future prospects may be adversely impacted.

Our customer retention may decline or fluctuate as a result of various factors, including, but not limited to, their satisfaction with our platform,
products, and services and satisfaction with those offered by competitors, our pricing, packaging, and billing models and changes to such
models including our recent and any future pricing changes, and the effects of general economic conditions and uncertainty in financial markets.

Further, our future success depends, in part, on our ability to convert users of our free plan into paying customers on a paid pricing plan and
selling additional offerings to existing paying customers. This may require us to incur increased sales and marketing expenses, but it may not
result in additional sales. The rate at which our customers convert from our free pricing plan to our paid product plan and the rate at which our
customers purchase additional or premium offerings depend on a number of factors, including, but not limited to, the features, functionality, and
pricing of such offerings, availability of competitive offerings, as well as general macroeconomic conditions. If our efforts to convert users of our
free pricing plan to our paid pricing plans or sell additional or premium offerings to customers are unsuccessful, our business, operating results,
financial condition, and future prospects may be adversely impacted.

Historically, a significant portion of our revenue growth has been derived from organic growth that occurs within organizations when new users
decide to use our platform based on word-of-mouth recommendations, as opposed to management driven enterprise-wide procurement
processes. As we increasingly sell to larger organizations, however, such organizations may have more extensive internal approval requirements
that prevent or delay potential users in those organizations from using our platform, which may delay or prevent the organic growth of potential
future customers at the same rate as in historical periods and could cause the costs associated with new customer acquisition to increase in
future periods. This trend may be even more pronounced due to the changes we made in March 2025 as part of our billing model update, which
included administrator controls that may inhibit the number of seat upgrades on our platform in the future.

In recent years, we have released a number of new products and feature enhancements intended to address a broader set of use cases than
contemplated by our initial product, Figma Design, and we expect to continue to release additional products and feature enhancements to our
platform. Our future success will depend in part on the success of these new products and features and our ability to demonstrate the value of
them to a wider set of users, both within current customers and prospective customers. If we are unable to successfully market new products
and features to a wider set of customers, we may not achieve the return on our initial investments, or long-term growth, expected by analysts or
investors and our business may be adversely affected as a result.

As the markets for our products and services mature, our platform evolves, and competitors introduce lower cost and/or differentiated products

and services that are perceived to compete with our platform, our ability to maintain or expand usage of our platform could be impaired. The cost
of new customer acquisition and ongoing customer support may prove higher than anticipated, thereby adversely impacting our profitability.
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Other factors, many of which are out of our control, may now or in the future impact our ability to retain existing customers, attract new
customers, and expand usage of our platform by such customers in a cost-effective manner, including, but not limited to:

» potential customers’ commitments to other existing products or services or greater familiarity or comfort with other products or services;
» our ability to expand, retain, effectively train, and motivate our sales and marketing personnel;

* negative social media, media, industry, or analyst commentary regarding our products and services;

» decreased spending on product design solutions and other products and services that we offer;

» the impact of Al on the markets for our products and services; and

* general macroeconomic and geopolitical conditions.

If we are not able to effectively introduce enhancements to our platform, including new offerings, features, and functionality, that
achieve widespread market adoption, or keep pace with technological developments, our business, operating results, and financial
condition could be adversely affected.

The markets for our products and services are characterized by rapidly changing technologies, frequent new product and service releases, and
evolving industry standards. The rapid growth and intense competition in our industry exacerbate these market characteristics. Our ability to
attract new customers and increase revenue from existing customers depends in large part on our ability to enhance and improve our platform
and introduce compelling new products and services that reflect the changing nature of our markets. Further, we will need to adapt to rapidly
changing technologies by continually improving the performance, features, and reliability of our platform, products, and services, and by selling
in new markets and for new use cases. The success of any enhancement to our platform depends on several factors, including, but not limited
to, timely completion and delivery, competitive pricing, adequate quality testing, integration with existing technologies and our platform, and
overall market adoption. We may experience difficulties that could delay or prevent the successful development, introduction, or marketing of
platform updates or new offerings, features, and functionality. Any new product or service that we develop may not be introduced in a timely or
cost-effective manner, may contain bugs, or may not achieve the market adoption necessary to generate significant revenue. If we are unable to
successfully develop new products, enhance our existing products to meet customer requirements, or otherwise achieve market adoption, our
business, operating results, and financial condition would be harmed.

We have made significant investments to develop, launch, and enhance new products and services, such as FigdJam in 2021, Dev Mode in 2023,
Figma Slides in 2024, and Figma Sites, Figma Make, Figma Buzz, Figma Draw, and Figma Weave in 2025. We intend to continue investing
significant resources to develop and launch new products, services, features, and functionality, including enhancements to our platform’s
accessibility. If we do not allocate these resources efficiently, effectively, or in an otherwise commercially successful manner, we may not realize
the expected benefits of our strategy. There can be no assurance that customer demand for such initiatives will exist or be sustained at the
levels that we anticipate, or that any of these initiatives will gain sufficient traction or market adoption to generate sufficient revenue to offset any
new expenses or liabilities associated with these new investments. It is also possible that products and services developed by others, including,
but not limited to, new technologies integrating Al, or products and services developed by competitors that employ a credit-based, usage-based,
or outcome-based pricing model, will render our platform and offerings uncompetitive or obsolete. Further, our development efforts with respect
to new technologies, offerings, features, and functionality could distract management from current operations, and would divert capital and other
resources from our more established offerings. If we do not realize the expected benefits of our investments, our business, operating results,
financial condition, and future prospects could be adversely affected.
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Competitive developments in Al and our inability to effectively respond to such developments could adversely affect our business,
operating results, and financial condition.

Developments in Al are already impacting the software industry significantly, and we expect this impact to be even greater in the future. Al has
become more prevalent in the markets in which we operate and may result in significant changes in the demand for our platform, including, but
not limited to, reducing the difficulty and cost for competitors to build and launch competitive products, altering how consumers and businesses
interact with websites and apps and consume content in ways that may result in a reduction in the overall value of interface design, or by
otherwise making aspects of our platform obsolete or decreasing the number of designers, developers, and other collaborators that utilize our
platform. Any of these changes could, in turn, lead to a loss of revenue and adversely impact our business, operating results, and financial
condition.

While we have made, and expect to continue to make, significant investments to integrate Al, including generative Al, into our platform, Al
technologies are rapidly evolving and there can be no guarantee that our products will remain competitive as new Al technologies are developed,
adopted, and integrated into software solutions. We expect that increased investment will be required in the future to continuously improve our
use of Al technologies. As with many technological innovations, there are significant risks involved in developing, maintaining, and deploying Al.
There can be no assurance that the integration of such technologies will enhance our products or services or be beneficial to our business,
including, but not limited to, with respect to our efficiency or profitability. Similarly, we cannot guarantee that our investments in the development
and integration of Al will be successful or provide an adequate return, including, without limitation, with respect to the amount of time, focus, and
staffing directed towards these efforts. Our announced or perceived Al roadmap and product strategy may create heightened expectations
among customers and investors, and if we fail to meet those expectations, our business, operating results, financial condition, and future
prospects could be adversely affected.

As Al models and tooling improve, customers may increasingly expect higher quality outputs, faster iteration cycles, greater reliability, and more
seamless end-to-end workflows from design and development platforms. If we do not keep pace with these rising expectations, customers may
reduce usage, delay or forgo purchases, or switch to competing products. In addition, customer expectations regarding the speed, availability,
and performance of Al features may increase over time, which could require us to incur higher infrastructure and model costs that we may not be
able to recover through pricing. Our ability to keep pace with these expectations may depend on our continued access to advanced third-party Al
models and sufficient inference capacity, including from a limited number of foundational model providers. If we are unable to secure or maintain
such access on commercially reasonable terms, or if such providers impose usage restrictions, experience outages, or face capacity constraints,
our Al features may be delayed, degraded, or unavailable, which could adversely affect our business, operating results, and financial condition.

Further, our competitors may incorporate Al into their products more quickly or more successfully than we do, which would impair our ability to
compete effectively. Decisions as to if and how to integrate various Al technologies are difficult and we may choose not to adopt certain
technologies or take advantage of certain data sets available to us as a result of ethical, legal, regulatory, or reputational concerns, which could
put us at a competitive disadvantage and harm our business, operating results, and financial condition. For example, we, or our customers, may
choose, or be required, not to use some high-performing or low-cost open-source models due to security, compliance, export control, sanctions,
procurement, or reputational considerations. If our competitors use such models and no comparable alternative is available, we could be at a
competitive disadvantage and our business, operating results, and financial condition may be harmed as a result. In the future, we may seek to
train, fine-tune, co-train, or otherwise customize Al models with third parties or using additional datasets. These efforts may be costly, may not
succeed, and could increase risks related to data rights, privacy, security, intellectual property, regulatory compliance, and partner dependency,
any of which could adversely affect our business and reputation.

Al technologies are rapidly changing how digital products and experiences are being designed, prototyped, and built. These shifts may be
unpredictable and could include new interaction paradigms, devices, or form factors (such as through Al agents or assistants, conversational or
voice-driven workflows, mixed reality or other new form factors, or experiences delivered through operating systems or a small number of
ecosystems). This may

25



Table of Contents

change how people access and interact with digital products in ways that reduce reliance on traditional software applications, websites, and
graphical user interfaces. This could also reduce the amount of traditional interface design, prototyping, and front-end development work that
organizations choose to perform or maintain, or cause our customers to shift the performance of certain tasks or workflows into other
environments or toolchains outside our platform. For example:

» customers may consolidate purchasing decisions around vendors that bundle Al capabilities across broader software suites or purchase
from other vendors that provide end-to-end “design-to-code” or “prompt-to-product” experiences;

* organizations may reduce the number of designers, developers, or collaborators required to deliver products, which may lead to them
reducing the number of seats purchased or renewed even if output increases;

» customers may shift preferences from per-seat subscriptions to credit-based, usage-based, or outcome-based billing models, which may
increase pricing pressure, reduce predictability of revenue, and adversely affect our margins; and

« switching costs may decline as Al tools improve interoperability, automated conversion of files, or automated recreation of design
systems across platforms.

If these changes reduce demand for our platform or disrupt our monetization model, this could adversely affect our business, operating results,
and financial condition.

Our failure to successfully develop or commercialize our products or services involving Al technologies could impact the price of our Class A
common stock and impair our ability to raise capital, expand our business, improve and diversify our product offerings, efficiently manage our
operating expenses, and respond effectively to competitive developments. Moreover, the use of Al technologies and our investments to integrate
Al into our platform may adversely impact our business, operating results, and financial condition. For example, in the short term, we expect that
our Al investments and use of Al technologies, including as part of Figma Make and our other Al features, will negatively impact our gross
margins and operating margins and, given the newness of and rapid development of these technologies, the impacts on our gross margins and
operating margins, and on our business, operating results, financial condition, and future prospects over the longer term, are currently unknown.

More generally, advances in Al could be transformative and may occur more rapidly than anticipated. The development of highly capable
general-purpose or autonomous Al systems, including the potential emergence of artificial general intelligence or superintelligence, could lead to
significant economic, societal, political, and geopolitical disruption. Such disruption could reduce demand for our products, change how
organizations staff and budget for design and product development, and increase volatility in customer spending. It could also prompt
governments to adopt emergency measures or sweeping new regulations, restrictions, or moratoria on the development, deployment, or use of
advanced Al systems, or to regulate access to compute, chips, energy, or cloud infrastructure, any of which could increase our costs, delay or
limit our ability to offer Al features, or require us to materially modify our products, business model, or operations. In addition, serious harms
attributed to advanced Al systems, including widespread fraud, cyberattacks, misinformation, or other safety incidents, could increase litigation
risk and reputational harm for companies offering Al-enabled products, even where such harms are caused by third parties or are outside our
control. Any of the foregoing could adversely affect our business, operating results, and financial condition.

We face intense competition and could lose market share to our competitors, which would adversely affect our business, operating
results, financial condition, and future prospects.

The markets in which we participate are rapidly evolving and highly competitive, and if we do not compete effectively, our business, operating
results, and financial condition could be adversely impacted. We face competition from a number of companies, including companies that cater
to multiple stages of the design and development process, point tools that address individual parts of the process but can expand to cover more,
and design-to-code and Al-driven companies and tools that compress or accelerate steps in the workflow, take
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a different approach to building digital experiences, or automatically generate and iterate on designs and code through a prompt or with limited
human input. We may also face competition from customized or internal solutions used by our customers or potential customers, particularly with
Al's potential to accelerate the ability to develop and deploy new software. Moreover, we expect to continue to face intense competition from
current competitors, as well as from new entrants into the market, including as a result of strategic acquisitions and partnerships, increased use
of Al, or evolving user and customer requirements and industry standards. If we are unable to anticipate or react to these challenges, our
competitive position could weaken, and we may experience a decline in revenue, reduced revenue growth, or a loss of market share, which,
individually or collectively, could adversely affect our business, operating results, and financial condition.

Our ability to compete effectively depends upon numerous factors, many of which are beyond our control, including, but not limited to:

our ability to attract new customers and retain existing customers, expand our platform, or increase adoption of our products and
services by new and existing customers;

market acceptance of our recent, and any future, billing model changes;
our ability to attract, train, retain, and motivate talented employees;

the extent of market adoption of our platform, and the timing of such market adoption, which may be influenced by developments and
enhancements we introduce to our platform relative to the developments and enhancements made to competitive products available in
the market;

the impact of Al on the markets for our products and services, including, but not limited to, our ability to successfully incorporate Al
technologies into our platform and successfully adapt our billing models to the increased use of Al in the software industry generally;

the budgeting cycles, seasonal buying patterns, and purchasing practices of our customers, including, but not limited to, any slowdown
in software spending;

general macroeconomic and political conditions, both domestically and in foreign markets where we operate, including, but not limited to,
changes in U.S. federal spending, the imposition of trade barriers, tariffs, and other protectionist measures, global economic slowdowns,
actual or perceived global banking and finance related issues, increased risk of inflation, uncertainty with respect to the U.S. federal debt
ceiling and budget and potential U.S. federal government shutdowns related thereto, interest rate volatility, supply chain disruptions,
labor shortages, and potential global recession;

changes in user, customer, or market needs or preferences;
the effectiveness and cost-effectiveness of our customer service and support efforts;
our product pricing strategies, including any pressure to change our product pricing strategies as a result of competition;

the timing and success of new offerings introduced by us or our competitors or any other change in the competitive landscape of our
industry, including, but not limited to, consolidation among our competitors or customers and strategic partnerships entered into by or
between our competitors;

changes in the mix of our overall business, including in subscription plans and products sold;

ease of use, performance, reliability, and comprehensiveness of our platform relative to competitive products and services;
our reputation and brand strength relative to our competitors;

our ability to maintain and grow our community of users and customers both domestically and internationally;

security breaches of, technical difficulties with, or interruptions to the use of our platform;
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» the timing and costs related to the development or acquisition of technologies, businesses, or strategic partnerships;
« our ability to execute, complete, or efficiently integrate any acquisitions that we may undertake;

* increased expenses, unforeseen liabilities, or write-downs and any impact on our operating results from any acquisitions we
consummate;

» the length and complexity of our sales cycles; and

* insolvency, credit difficulties, or other financial issues affecting our customers or potential customers, which may be caused or
exacerbated by factors including U.S. and global macroeconomic issues, the imposition of trade barriers, tariffs, and other protectionist
measures, inflation, and interest rate volatility, and which may adversely affect their ability to purchase or pay for our platform in a timely
manner or at all.

Our competitors may have greater financial, technical, marketing, sales, and other resources, greater name recognition, longer operating
histories, and a larger base of customers than we do. Our competitors may be able to devote greater resources to the development, promotion,
and sale of their products and services than we can, and they may offer lower pricing than we do or bundle certain competing products and
services at lower prices or for free. Our competitors may also have greater resources for research and development of new technologies,
customer support, and to pursue acquisitions, or they may have other financial, technical, or other resource advantages. Our larger competitors
have substantially broader and more diverse product and service offerings and more mature distribution and go-to-market strategies, which
allows them to leverage their existing customer and distributor relationships to gain business in a manner that discourages potential customers
from purchasing our platform. Furthermore, our current or potential competitors may be acquired by third parties with greater available resources
and the ability to initiate or withstand substantial price competition. Pricing pressures and increased competition could result in reduced sales,
lower margins, or financial losses, or hinder our ability to maintain or improve our competitive market position, any of which could adversely
affect our business, operating results, and financial condition.

Our product and investment decisions may negatively impact our short-term financial results and may not produce the long-term
benefits that we expect.

We make product and investment decisions, which we believe are essential to the success of our platform and in serving the best, long-term
interests of Figma and our stockholders. As a result, we may make business decisions that negatively impact our financial results in the short-
term when we believe that the decisions are consistent with our goal to improve the user experience on our platform, attract new users and
customers, and expand our relationships with our existing users and customers, resulting in the long-term success of our platform and business.
These decisions may not result in the outcomes we expect and may not be consistent with the expectations of investors and analysts, in which
case our business, operating results, and financial condition could be adversely affected.

The markets for our products and services are relatively new and unproven and may not grow, which would adversely affect our
business, operating results, financial condition, and future prospects.

Although we launched our initial product, Figma Design, in 2015, the markets for our products and services, and especially those recently
introduced, such as FigJam in 2021, Dev Mode in 2023, Figma Slides in 2024, and Figma Sites, Figma Make, Figma Buzz, Figma Draw, and
Figma Weave in 2025, remain relatively new and unproven. Because the markets for our products and services are relatively new and rapidly
evolving, it is difficult to predict customer adoption, customer and user demand for our products and services, the size and growth rate of these
markets, the entry of competitive products and services, or the success of existing competitive services. It is also difficult to predict the impact of
Al on our markets. Any expansion or contraction in our markets depends on a number of factors, including, but not limited to, the cost,
performance, and perceived value associated with our platform and the appetite and ability of customers to pay for and subscribe to our
platform. Further, even if the overall markets for the type of offerings we provide continue to grow, we may face intense competition from larger
and more well-established companies, as well as new entrants, and we may not be able to compete effectively, or achieve further widespread
market adoption of our platform. If the
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markets for our platform do not grow to the extent that we anticipate or our platform does not achieve further widespread adoption within the
markets in which we operate, our business, operating results, financial condition, and future prospects could be adversely affected.

Our use of Al in our products and services may result in reputational harm, legal liability, competitive risks, and regulatory concerns
that could adversely affect our business, operating results, and financial condition.

We have made, and expect to continue to make, significant investments to integrate Al, including generative Al, and machine learning
technology into our platform, including as part of our Figma Make product and Figma Al features. Many Al technologies are relatively new and
present ethical, legal, regulatory, and reputational challenges. The use of datasets to develop Al models, the content generated by Al systems, or
the application of Al systems may be found to be insufficient, offensive, biased, or harmful, or may violate current or future laws and regulations
or contractual commitments. Standards and expectations regarding Al safety, acceptable outputs, and appropriate safeguards are evolving and
may differ across our industry, customers, regulators, and the public, including across different geographies, cultures, and political environments,
and there may be no consensus on what constitutes safe behavior for a given use case. We may be unable or unwilling to implement controls
that satisfy all such expectations, and our decisions about whether and how to restrict or moderate Al outputs could result in customer
dissatisfaction, reputational harm, or regulatory scrutiny. Certain Al technologies have come under public scrutiny due to allegations that they
generate inaccurate, incomplete, or misleading content, introduce unintended biases, and produce other discriminatory or unexpected results,
errors, or inadequacies. Consumer and societal attitudes toward Al are evolving and there is a risk that regulators or the public may perceive Al
technologies negatively. Concerns about automation, automated decision-making, privacy, security, transparency, and other ethical
considerations could deter Al adoption. The insurance coverage we maintain may not extend to all Al-related risks we may face, and may not
cover us for all losses for errors or omissions caused by Al.

Further, we generally rely on third-party models for the Al features on our platform. Our ability to continue to use such technologies at scale may
be dependent on access to certain limited or specific third-party software and infrastructure providers. We cannot control the availability or
pricing of such third-party Al technologies, especially in a highly competitive environment, and we may be unable to negotiate favorable
economic terms with the applicable providers. Providers may also experience capacity constraints or prioritize other customers, which could limit
the availability or performance of our Al features. If any such third-party Al technologies become incompatible with our platform or unavailable for
use, or if the providers of such models unfavorably change the terms on which their Al technologies are offered or terminate their relationship
with us, our platform may become less appealing to our customers, and our business, operating results, and financial condition could be
adversely impacted. Moreover, the integration of third-party Al models with our platform relies on certain safeguards implemented by the third-
party developers of the underlying Al models, including those related to the accuracy, bias, and other variables of the training data used for such
models, and these safeguards may be insufficient.

If the models underlying our Al technologies, whether developed by a third party or developed by us, are incorrectly designed or implemented;
trained or reliant on incomplete, inadequate, inaccurate, biased or otherwise poor quality data, or on data to which we do not have sufficient
rights or in relation to which we and/or the providers of such data have not implemented sufficient legal compliance measures; used without
sufficient oversight and governance to ensure their responsible use; and/or adversely impacted by unforeseen defects, technical challenges,
cybersecurity threats, or material performance issues, the performance of our products, services, and business, as well as our reputation and
our customers’ reputations, could suffer, and we could incur liability resulting from the violation of laws, breach of contract claims, or civil claims.
For example, we are, and may in the future become, subject to litigation alleging breach of contract and related claims arising from allegations
regarding the use of user data in connection with Al training, trade secret misappropriation, and violations of various state and federal statutes.
Such claims can be costly to defend, may result in adverse judgments or settlements, may require changes to our products, policies, contracts,
or business practices (including limitations on certain Al features or how data may be processed), and could harm our reputation and
relationships with users. Further, claims, litigation, or regulatory actions relating to Al data practices may seek remedies beyond monetary
damages, including injunctive relief, and could require us to make material changes
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to our products or business practices. Any such changes could be costly, technically complex, and disruptive to our product roadmap and
operations, could reduce the performance or usefulness of our Al features, and could adversely affect customer relationships, revenue, and
growth.

In addition, the use of Al applications may result in data leakage or unauthorized exposure of data, including, but not limited to, confidential
business information, the personal data of end users, or other sensitive information. Such leakage or unauthorized exposure of data related to
the use of Al applications could result in legal claims or liability or otherwise adversely affect our reputation and operating results. The above
risks may be increased by the introduction of our Figma Weave product, which contains many Al models, some of which are entirely
independent third-party models that are provided to customers “as is.” Al products and features may introduce additional security vulnerabilities
and threat vectors beyond traditional software risks (including prompt injection, data poisoning, model inversion, membership inference, latent or
hidden behaviors that are difficult to detect in testing and that may be triggered under certain conditions, and other attacks designed to cause
models to disclose sensitive information), behave in unintended ways, or produce harmful or misleading outputs. Users or third parties may
attempt to circumvent or defeat safeguards (including through jailbreaks, prompt manipulation, or other techniques) to generate prohibited
content, extract sensitive information, or drive excessive usage. Such activity could increase our costs (including Al inference and support costs),
result in fraud, billing disputes, or chargebacks, and cause reputational harm or liability. In addition, the use of third-party models and toolchains
may increase supply-chain risk, including the risk that model weights, safety layers, or dependencies are compromised, misconfigured, or
updated in ways that degrade security or performance. If any of these vulnerabilities result in the unauthorized disclosure of customer content,
confidential information, personal data, or proprietary information, or if customers believe our Al features are not sufficiently secure for their use
cases, we could face contractual claims, indemnity demands, regulatory scrutiny, reputational harm, and reduced adoption of our Al features or
platform.

Moreover, our Al technologies could generate output that infringes on third-party intellectual property rights, and we could be subject to claims or
lawsuits, including, but not limited to, for infringement of third-party intellectual property rights as a result of the output of such Al technologies.
While some providers of Al technologies offer to indemnify their end users for any copyright or other intellectual property infringement claims
arising from the output of their Al technologies, such indemnification may be inadequate or we may not be successful in adequately recovering
our losses in connection with such claims. Our Al technologies could also generate content that is inaccurate, misleading, or inappropriate, which
could harm our reputation, expose us to liability, or cause customers to lose confidence in our platform.

The regulatory framework for Al technologies is rapidly evolving as many U.S. federal, state, and foreign government bodies and agencies have
introduced or are currently considering additional laws and regulations. Additionally, existing laws and regulations may be interpreted in ways
that would affect the operation of our Al technologies or could be rescinded or amended as new administrations take differing approaches to
evolving Al technologies. As a result, implementation standards and enforcement practices are likely to remain uncertain for the foreseeable
future, and we cannot yet completely determine the impact future laws, regulations, standards, or market perception of their requirements may
have on our business and may not always be able to anticipate how to respond to these laws or regulations.

Already, certain existing legal regimes, for example, relating to data privacy, regulate certain aspects of Al technologies, and new laws regulating
Al technologies have recently entered into force in the United States and the EEA. In the United States, there is an ongoing tension between the
states and the federal government over how best to regulate the use of Al. While a number of U.S. states, such as California and Colorado, have
proposed or enacted laws regarding automated decision-making, algorithmic discrimination, and so-called “high-risk” Al technologies
(mandating, among other provisions, requirements for risk management, impact assessments, consumer notices, and human oversight), which
may impact our use of Al and Al-powered tools. However, the status of such laws is currently uncertain. Any such additional regulation may
impact our ability to develop, use, and commercialize Al technologies in the future.

In Europe, the EU Artificial Intelligence Act (the “EU Al Act”) establishes a comprehensive, risk-based governance framework for Al in the EU

market. The EU Al Act will have a material impact on the way Al is regulated in the EU, as it applies to companies that develop, use, and/or
provide Al in the EU and, depending
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on the Al use case, includes requirements around transparency, conformity assessments and monitoring, risk assessments, human oversight,
security, accuracy, general purpose Al, and foundation models, and imposes substantial fines for breaches. The EU Al Act, together with
developing guidance and/or decisions in this area, may affect our use of Al technologies and our ability to provide, improve, or commercialize our
services, require additional compliance measures and changes to our operations and processes, result in increased compliance costs and
potential increases in civil claims against us, and could adversely affect our business, operating results, and financial condition. It is possible that
further new laws and regulations will be adopted in the United States and in other non-U.S. jurisdictions, or that existing laws and regulations,
including competition and antitrust laws, may be interpreted in ways that would limit our ability to use Al technologies for our business, or require
us to change the way we use Al technologies in a manner that negatively affects the performance of our offerings and the way in which we use
Al technologies. We may need to expend resources to adjust our products, services, or operating procedures in certain jurisdictions if the laws,
regulations, or decisions regarding Al technologies are not consistent across jurisdictions. Further, the cost to comply with such laws,
regulations, or decisions and/or guidance interpreting existing laws, could be significant and would increase our operating expenses (such as by
imposing additional reporting and compliance obligations regarding our use of Al technologies). Such an increase in operating expenses, as well
as any actual or perceived failure to comply with such laws and regulations, could adversely affect our business, operating results, and financial
condition.

Moreover, any changes to the above discussed existing legal regimes with respect to data privacy and Al technologies within the United States
and abroad could require us to expend significant resources to modify our products, services, or operations to ensure compliance or remain
competitive.

Existing and future acquisitions, strategic investments, partnerships, or alliances could be difficult to identify and integrate, divert the
attention of key management personnel, disrupt our business, dilute stockholder value, and adversely affect our business, operating
results, financial condition, and future prospects.

As part of our business strategy, we have in the past and expect to continue to make investments in or acquire complementary companies,
services, products, technologies, or talent. All of our acquisitions and investments are subject to a risk of partial or total loss of investment
capital. Our ability as an organization to acquire and integrate other companies, services, or technologies in a successful manner is not
guaranteed.

In the future, we may not be able to find suitable acquisition candidates, and we may not be able to complete such acquisitions on favorable
terms, if at all. Our due diligence efforts may fail to identify all of the challenges, problems, liabilities, or other shortcomings involved in an
acquisition. Further, current and future changes to the U.S. and foreign regulatory approval processes and requirements related to acquisitions
may cause approvals to take longer than anticipated, not be forthcoming, or contain burdensome conditions, which may prevent the completion
of the transaction or jeopardize, delay, or reduce the anticipated benefits of the transaction, and impede the execution of our business strategy.
For example, in 2022, we entered into an agreement to be acquired by Adobe Inc. (“Adobe”). However, based on our joint assessment that there
was no clear path to obtain the required regulatory approvals for the transaction to close, in 2023 we mutually agreed with Adobe to terminate
the agreement. In addition, the process of seeking the regulatory approvals necessary to close an acquisition can be long and burdensome,
requiring significant time and attention from the management team and imposing opportunity costs. If we do complete acquisitions, we may not
ultimately strengthen our competitive position or ability to achieve our business objectives, and any acquisitions we announce or complete could
be viewed negatively by our customers or investors.

In addition, if we are unsuccessful at integrating existing and future acquisitions, or the technologies and personnel associated with such
acquisitions, into our company, the revenue and operating results of the combined company could be adversely affected. Any integration process
may require significant time and resources, and we may not be able to manage the process successfully. We may not successfully evaluate or
utilize the acquired technology or personnel, or accurately forecast the financial impact of an acquisition transaction, causing unanticipated write-
offs or accounting (including goodwill) charges. Additionally, integrations could take longer than expected, or if we move too quickly in trying to
integrate an acquisition, strategic investment, partnership, or other alliance, we may fail to achieve the desired efficiencies. Further, the
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companies we acquire could have vulnerabilities and/or unsophisticated security measures, which may expose us to significant cybersecurity,
operational, and financial risks.

We have, and may in the future have, to pay cash, incur debt, or issue equity securities to pay for acquisitions, each of which could adversely
affect our financial condition and the market price of our Class A common stock. The sale of equity or issuance of convertible debt to finance any
such acquisitions could result in dilution to our stockholders, which, depending on the size of the acquisition, may be significant. The incurrence
of indebtedness would result in increased fixed obligations and could also include covenants or other restrictions that would impede our ability to
manage our operations.

Additional risks we may face in connection with acquisitions and strategic investments include:

« diversion of management’s time and focus from operating our business;
» the inability to integrate product and service offerings of an acquired company;
» retention of key employees from the acquired company;

« changes in relationships with strategic partners or the loss of any key customers or partners as a result of acquisitions or strategic
positioning resulting from the acquisition or strategic investment;

» cultural challenges associated with integrating employees from the acquired company into our organization;

» integration of the acquired company’s finance, accounting, customer relationship management, management information, human
resources, and other administrative systems;

* the need to implement or improve controls, procedures, and policies at a business that prior to the acquisition may have lacked
sufficiently effective controls, procedures, and policies;

* unexpected security risks or higher than expected costs to improve the security posture of the acquired company;
» higher than expected costs to bring the acquired company’s information technology infrastructure up to our standards;
» additional legal, regulatory, or compliance requirements;

* additional risks associated with acquisitions of companies based outside of the United States, including, but not limited to, exposure to
political instability, terrorism, acts of war, security risks, and changes in the public perception of governments, and other risks unique to
operating in foreign jurisdictions;

» financial reporting, revenue recognition, or other financial or control deficiencies of the acquired company that we do not adequately
address and that cause our reported results to be incorrect;

» liability for activities of the acquired company before the acquisition, including, but not limited to, intellectual property infringement claims,
violations of laws, commercial disputes, tax liabilities, and other known and unknown liabilities;

» failing to achieve the expected benefits of the acquisition or investment; and

« litigation or other claims in connection with the acquired company, including, but not limited to, claims from or against terminated
employees, customers, current and former stockholders, or other third parties.

Our failure to address these risks or other problems encountered in connection with acquisitions and investments could cause us to fail to realize
the anticipated benefits of these acquisitions or investments, cause us to incur unanticipated liabilities, and harm our business generally.
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In the event that we were to receive an offer to purchase our company, our Board of Directors, subject to its fiduciary duties, may decide to
approve or forego the sale. Certain stockholders may disagree with or challenge such a decision. Moreover, if we were to engage in a sale of our
company, we may experience risks and uncertainties, including, but not limited to, as a result of the closing conditions to the transaction being
delayed or not obtained, including due to delay or failure to obtain necessary regulatory approvals; business disruptions due to transaction-
related uncertainty or other factors making it more difficult to maintain relationships with our employees, customers, users, and partners; any
litigation resulting from such transaction, and diversion of management’s attention from our ongoing business operations and opportunities as a
result of the proposed transaction. For example, after entering into the Agreement and Plan of Merger (the “Merger Agreement”) with Adobe in
2022, we mutually agreed to terminate the Merger Agreement in 2023 based on our joint assessment that there was no clear path to obtain the
required regulatory approvals.

In addition to our strategic investments, we maintain a portfolio of marketable equity, debt securities, and digital assets. From time to time, we
have also invested excess cash reserves in alternative assets, such as Bitcoin and a Bitcoin exchange traded fund, and we may continue to
invest in cryptocurrencies and other alternative assets in the future. The investments in our portfolio are subject to our corporate investment
policy, which focuses on the preservation of capital, fulfillment of our liquidity needs, and maximization of investment performance within the
parameters set forth in our corporate investment policy and subject to market conditions. These investments are subject to general credit,
liquidity, market, and interest rate risks. In particular, the value of our portfolio may decline due to changes in interest rates, instability in the
global financial markets that reduces the liquidity of securities and other assets in our investment portfolio, volatility, and other factors, including
unexpected or unprecedented events. Any investments we make in cryptocurrencies and other alternative assets, such as Bitcoin and a Bitcoin
exchange traded fund, are further subject to the market prices of such assets, which have been highly volatile and may continue to fluctuate in
the future due to market factors, regulatory developments, and other risks that are outside of our control. As a result, we may experience a
decline in value or loss of liquidity of our investments, which could materially and adversely affect our business, operating results, and financial
condition.

Adverse global macroeconomic conditions or reduced software spending could adversely affect our business, operating results, and
financial condition.

Our business depends on the overall demand for software technology and on the economic health of our current and prospective customers. As
the landscape for software technology, and for the types of products that we offer, evolves, the purchase of our products may be considered
discretionary and involve a significant commitment of capital, implementation, and other resources by an organization and, as a result,
prospective customers may decide not to purchase our products and existing customers may reduce their use of our products. Weak global and
regional economic conditions — including, but not limited to, U.S. and global macroeconomic issues, actual or perceived global banking and
finance related issues, any economic impacts due to changes in U.S. federal spending, the imposition of trade barriers, tariffs, and other
protectionist measures, labor shortages, labor displacement, high unemployment rates, supply chain disruptions, fluctuating interest rates and
inflation, changes in investment and spending environments, geopolitical instability, warfare, and uncertainty, including the effects of geopolitical
conflicts — could result in longer sales cycles, pressure to lower prices for our platform, reduced sales to new or existing customers, or slower or
declining growth of our business or negatively impact our ability to attract new customers, retain existing customers, or increase the adoption of
our products and services by new and existing customers, any of which would adversely affect our business, operating results, and financial
condition. For example, in 2023, we experienced a decline in usage and consumption patterns from certain customers, especially larger
enterprise customers, longer sales cycles and downsizing of renewals by existing customers, especially larger enterprise customers. We believe
these trends were due, in part, to uncertainty in macroeconomic conditions and related cost-consciousness around software budgets at the time.
Deterioration in economic conditions in any of the countries in which we do business could also cause slower or impaired collections on
accounts receivable, which may adversely impact our liquidity and financial condition.

The imposition of tariffs, border taxes, or other barriers to trade may directly or indirectly impact our business, operating results, and financial

condition, including as a result of any impact on our customers that may reduce demand for our platform, products, and services. For example,
the United States has announced or

33



Table of Contents

implemented tariffs, certain of which have been temporarily suspended or delayed, on imported goods from most countries and select countries
have announced retaliatory tariffs in response, contributing to volatility in the markets. There can be no assurance that we will be able to mitigate
the impacts of the foregoing or any future changes in global trade dynamics on our business.

Security and privacy breaches may adversely impact our business, operating results, and financial condition.

Our platform hosts, processes, stores, and transmits our and our customers’ proprietary and sensitive data, including personal data about
customers, employees, business partners and others, and trade secrets. We also use third-party service providers to help us deliver services to
our customers and users. These vendors may host, process, store, or transmit personal and financial data, or other confidential information of
our employees, consultants, or our users and customers. We collect such information from individuals located both in the United States and
abroad and may host, process, store, or transmit such information outside the country in which it was collected. While we and our third-party
service providers have implemented security measures designed to protect against privacy and security breaches, these measures could fail or
may be insufficient, resulting in the unauthorized access or disclosure, modification, misuse, destruction, or loss of our or our customers’ data or
other sensitive information. We have experienced, and may in the future experience, cybersecurity incidents; however, to date, we are not aware
of any such incidents that have had a material impact on our business, operating results, and financial condition. Any security breach of our
platform, our operational systems, physical facilities, or the systems of our third-party processors, or the perception that a breach has occurred,
or other adverse impact to the availability, integrity, or confidentiality of such platform and systems, could result in litigation (including class
actions), indemnity obligations, regulatory enforcement actions, investigations, compulsory audits, fines, penalties, mitigation and remediation
costs, disputes, reputational harm, diversion of management’s attention, and other liabilities and damage to our business.

We face evolving cybersecurity risks that threaten the confidentiality, integrity, and availability of our or our customers’ confidential or personal
data and our and our third-party service providers’ information technology systems, which could result from human error, system
misconfiguration, or from cyber-attacks, including distributed-denial-of-service attacks, reverse-engineering of Al algorithms, web scraping,
ransomware attacks, business email compromises, credential stuffing, computer malware, viruses, and social engineering (including phishing,
deepfakes, and voice cloning), software supply-chain compromises, malicious code embedded in open-source software, or misconfigurations,
“bugs” or other vulnerabilities in commercial software that is integrated into our and our third-party service providers’ information technology
systems, products or services, which are prevalent in our industry. These threats may come from a variety of sources, including nation-state
sponsored espionage and hacking activities, corporate espionage, organized crime, sophisticated organizations, hacking groups and individuals,
and insider threats. Any security breach or disruption could result in the loss or destruction of, or unauthorized access to, or use, alteration,
disclosure, or acquisition of confidential or personal data, which may result in damage to our reputation, termination of customer contracts,
litigation, regulatory investigations, or other liabilities. Any circumvention or failure of our cybersecurity defenses or measures could compromise
the confidentiality or integrity of our customers’ data or other sensitive information. If our, our customers’, or our partners’ security measures are
breached as a result of third-party action, fraud, human error, system misconfiguration, malfeasance, or otherwise, and, as a result, someone
obtains unauthorized access to our platform including confidential or personal data of our customers, our reputation could be damaged, our
business may suffer loss of current customers and future opportunities, and we could incur significant financial liability including fines, cost of
recovery, and costs related to remediation measures.

Our platform is collaborative and includes features that allow users and administrators to configure access controls, sharing settings, and
permissions, and we may face claims even where issues arise from customer or user actions or misconfigurations. Customers and users may
intentionally or inadvertently misconfigure settings (including link-sharing, external access, guest access, permissions, or integration
configurations) or otherwise share content in ways that expose sensitive information. Even if such exposure results from customer or user
actions, we could nevertheless be alleged to have failed to provide adequate safeguards, warnings, controls, or default settings, or to have failed
to meet contractual or legal requirements, which could result in claims, disputes, regulatory inquiries, reputational harm, and increased costs of
mitigation and remediation.
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Any security breach could also lead to unauthorized access to, or disclosure of, our trade secrets or proprietary rights to our intellectual property.
Unauthorized access to or disclosure of trade secrets or proprietary rights to our intellectual property, including our source code, could result in
the loss of critical intellectual property protections, such as trade secret status. If our source code or other sensitive technologies are improperly
accessed, copied, or disclosed, third parties may be able to replicate our products or services, which could weaken our competitive position,
lower customer demand, and adversely affect our revenue and operating margins. In addition, responding to and mitigating such incidents could
require significant management attention and resources, result in costly legal claims or investigations, and cause reputational harm. Any of these
outcomes could materially and adversely impact our business and financial condition.

Techniques used to obtain unauthorized access or to sabotage systems change frequently. As a result, we may be unable to fully anticipate
these techniques or to implement adequate preventative measures. Further, the incidence of state-supported and geopolitical-related
cyberattacks may rise in connection with regional geopolitical conflicts which have increased the risk of cyberattacks on various types of
infrastructure and operations. Bad actors are also utilizing Al-based tools, including generative Al-based tools, to execute attacks, circumvent
security controls, evade detection, and remove forensic evidence, creating unprecedented cybersecurity challenges. As a result, we may be
unable to detect, investigate, remediate, or recover from future attacks or incidents, or to avoid a material adverse impact to our information
technology systems, confidential or personal data, or business. Remote and hybrid working arrangements at our company (and at many third-
party providers) also increase cybersecurity risks due to the challenges associated with worker fraud (including through the use of a stolen or
forged identity to gain employment) and with managing remote computing assets and security vulnerabilities that are present in many non-
corporate and home networks. If an actual or perceived security breach occurs, the market perception of our security measures could be
harmed, and we could lose sales and customers. If we are, or are perceived to be, not in compliance with data protection, consumer privacy, or
other legal or regulatory requirements or operational norms bearing on the collection, processing, storage, or other treatment of data records,
including personal data, our reputation and operating performance may suffer. Any significant violations of data privacy could result in the loss of
business, litigation, regulatory investigations and processes, and penalties that could damage our reputation and adversely impact our business,
operating results, and financial condition.

We have certain contractual and legal obligations to notify relevant stakeholders of security breaches. Most jurisdictions have enacted their own
laws requiring companies to notify affected individuals, regulatory authorities, and relevant others of security breaches involving certain types of
data, including personal data. In addition, our agreements with certain customers may require us to notify them in the event of a security breach.
The foregoing mandatory disclosures are costly, could lead to negative publicity, may cause our customers to lose confidence in the
effectiveness of our security measures, and may require us to expend significant capital and other resources to respond to or alleviate problems
caused by the actual or perceived security breach, any of which could exacerbate the adverse impact of the security breach.

A security breach could lead to claims by our customers or other relevant stakeholders that we have failed to comply with such legal or
contractual obligations. As a result, we could be subject to legal action or our customers could end their relationships with us. There can be no
assurance that any limitations of liability in our contracts would be enforceable or adequate or would otherwise protect us from liabilities or
damages. While we maintain cybersecurity insurance, our insurance may be insufficient or may not cover all liabilities incurred by such attacks
and insurance may not be available to us in the future on economically reasonable terms or at all.

Any adverse impact to the availability, integrity, or confidentiality of our data, systems, or physical facilities could result in disputes, claims, or
litigation with our customers and impacted third-parties, or investigations by government authorities. These proceedings could force us to incur
significant expenditures in defense or settlement, divert management’s time and attention, increase our costs of doing business, or adversely
affect our reputation. We could be required to fundamentally change our business activities and practices or modify our platform, products, and
services in response to such litigation, which could have an adverse effect on our business. If a security breach were to occur, and the
confidentiality, integrity, or availability of our data or the data of our customers and users was disrupted, we could incur significant liability, or our
platform, products, and services may be perceived as less desirable, which could negatively affect our business and damage our reputation.
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If we do not or cannot maintain the compatibility of our platform with our customers’ existing technology, including third-party
technologies that our customers use in their businesses, our business, operating results, and financial condition may be adversely
affected.

The functionality and popularity of our platform depend, in part, on our ability to integrate our platform with our customers’ existing technology,
including other third-party technologies that our customers use in their businesses. Our customers, or the third parties whose products and
services our customers utilize, may change the features of their technologies, restrict our access to their technologies, or alter the terms
governing use of their technologies in a manner that makes our platform incompatible with their technologies, which would adversely impact our
ability to service our customers. Such changes could functionally limit or prevent our ability to use these third-party technologies in conjunction
with our platform, products, and services, which would negatively affect adoption of our platform and harm our business. Moreover, we may
decide to restrict or limit the ability of third parties to access our platform or application programming interfaces (“APIs”) for various business,
privacy, or security reasons, which may negatively impact the functionality of our platform and our brand reputation. If we fail to create or
maintain a robust developer ecosystem or otherwise fail to integrate our platform with our customers’ technologies and with third-party
technologies that our customers use, we may not be able to offer the functionality that our customers need, which could adversely impact our
business, operating results, and financial condition. In addition, customers may require our platform to comply with certain security or other
certifications and standards. If we are unable to achieve, or are delayed in achieving, compliance with these certifications and standards, we
may be disqualified from selling our platform to such customers, or may otherwise be at a competitive disadvantage, either of which could
adversely affect our business, operating results, and financial condition.

If our platform fails to perform properly, whether due to material defects with the software or external issues, our reputation could be
adversely affected, our market share could decline, and we could be subject to claims for refunds, credits, damages, indemnity, or
other forms of liability, including lawsuits.

Our platform is inherently complex and may contain material defects, software “bugs,” or errors. Any defects in functionality or operational
procedures that cause interruptions in the availability of our platform, or cause our platform to function other than intended, could result in:

» loss of, or delayed, market adoption and sales;

¢ loss of or unintended use or disclosure of data;

* inaccurate billing of our customers, including over- or under-billing;

* breach of warranty claims;

« sales credits or refunds;

* loss of customers, users, and potential customers;

« diversion of development and customer service resources;

» destruction or compromised integrity of data and/or intellectual property; and
* injury to our brand and reputation.

The costs incurred in correcting any material defects, software “bugs,” or errors in our platform might be substantial and could adversely affect
our operating results.

We rely on information technology systems to process, transmit, and store electronic information, including on systems provided by our third-
party vendors and service providers. Our ability to effectively manage our business depends significantly on the reliability and capacity of these
systems. Our information technology systems, and those of the third parties on whom we rely, may be subject to damage or interruption from
telecommunications problems, data corruption, data errors, software defects or errors, fire, flood, acts of war, terrorism, armed conflicts, global
pandemics, natural disasters, power outages, systems disruptions, system conversions, system updates, or human error. Our existing controls,
safety systems, data backup, access
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protection, user management, and information technology emergency planning may not be sufficient to prevent data loss, long-term network
outages, or other negative impacts to the usability of our platform. Our production systems might not be sufficiently resilient against regional
outages and recovery from such an outage might take an extended period of time. While we have in place a data recovery plan, our data backup
systems might fail and our data recovery plans may be insufficient to fully recover all of our or our customers’ data hosted on our system. In
addition, we may have to upgrade our existing information technology systems or choose to incorporate new information technology systems
from time to time in order to support the requirements of our growing and increasingly complex business. Introduction of new technology, or
upgrades and maintenance to our existing systems, could result in increased costs or unforeseen problems which may disrupt or reduce our
operating efficacy.

We may also encounter service interruptions, outages, or disruptions due to issues interfacing with our customers’ information technology
systems, including, but not limited to, stack misconfigurations or improper environment scaling, defective updates or upgrades, our customers’
inability to access the internet, the failure of our network or software systems, security breaches, variability in user traffic for our platform, or due
to cybersecurity attacks on our or our customers’ information technology systems. For example, if our cloud hosting provider or the hosting
provider of any of our third-party technology partners, including Al partners, were to experience interruptions, delays, outages, or other service
interruptions, including as a result of customer demand, that may impact our ability to provide service to our customers. We may be required to
issue credits or refunds or otherwise be liable to our customers for damages they may incur resulting from certain of these events.

Certain of our customer agreements contain service level commitments, which contain specifications regarding the availability of our platform
and our support services. Pursuant to these agreements, if we are unable to meet our stated service level commitments or if we suffer extended
periods of poor performance or unavailability of our platform for any reason, we may be contractually obligated to provide certain affected
customers with credits, partial refunds, or termination rights. For example, from time to time, we have granted, and in the future may continue to
grant, credits, partial refunds, or termination rights to customers pursuant to the terms of these agreements. Our business, operating results, and
financial condition would be adversely affected if we suffer performance issues or downtime that fails to meet the service level commitments
under our agreements with our customers.

We also have in the past and may in the future experience issues with respect to our billing processes as a result of errors in our code or the
implementation of our billing logic, user permissioning systems, internal controls, information technology infrastructure, or any third-party
technologies integrated into our billing processes. For example, in February 2023, we became aware of an error in our platform that was
erroneously causing certain users to be upgraded from free seats to paid seats whenever they took certain actions on our platform, resulting in
the overbilling of impacted customers. Upon discovery, we remediated the error and issued credits to impacted customers. We do not currently
have any liabilities accrued on our consolidated balance sheets related to this incident. Although these events have not historically had a
material impact on our operating results, any future issues with respect to our billing processes may be substantial and could adversely affect
our business, operating results, and financial condition.

In addition to potential liability, refunds, or credits, if we experience interruptions in the availability of our platform or other issues that impact
customer satisfaction with our platform, our reputation and brand could be adversely affected and we could lose customers. While we currently
maintain errors and omissions insurance, it may be inadequate or may not be available in the future on acceptable terms, or at all. In addition,
our policy may not cover all claims made against us and defending a suit, regardless of its merit, could be costly and divert management’s
attention.

If we are not able to maintain and enhance our brand and reputation, our business, operating results, and financial condition may be
adversely affected.

We believe that maintaining and enhancing our brand and reputation is critical to continued adoption of our platform, our relationship with our
existing customers, and our ability to attract new customers. The successful promotion and maintenance of our brand will depend on a number
of factors, including, but not limited to, our
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ability to continue to provide reliable products and services that continue to meet the needs of our customers at competitive prices, our ability to
successfully differentiate our platform from those of competitors, the effectiveness of our marketing and customer support efforts, and the
effectiveness of our communications to our stakeholders. Although we believe it is important for our growth, our brand awareness activities may
not be successful or yield increased revenue, and even if they do, any increased revenue may not offset the expenses we incur in building our
brand. If we fail to successfully promote and maintain our brand, our business, operating results, financial condition, and future prospects may be
adversely impacted. In addition, our users, customers, employees, or the public at large may, from time to time, disagree with, or find
objectionable, organizational decisions, including, but not limited to, pricing, packaging, and billing changes and changes that we make to our
platform, or other actions or comments by members of our team. As a result of these disagreements and any negative publicity associated
therewith, we could lose users or customers, including loyal members of our community, or we may have difficulty attracting or retaining
employees and such disagreements may divert resources and the time and attention of management from our business. Additionally, with the
importance and impact of social media, any negative publicity regarding our policies and practices or organizational decisions or actions by
members of our team, including those taken in a personal capacity or unrelated to their roles at our company, may be magnified and reach a
large portion of our users, customers, and employees in a very short period of time, which could harm our brand and reputation and adversely
affect our business, operating results, and financial condition.

Our public statements, marketing materials, customer communications, and disclosures regarding our products (including Al products and
features), privacy and security practices, reliability, and pricing, packaging, and billing models may be subject to differing interpretations and may
evolve over time, and alleged inconsistencies could expose us to claims or regulatory scrutiny. In particular, as we rapidly develop and introduce
new products and Al features, we may update features, controls, defaults, documentation, and policies, and customers, users, regulators, or
plaintiffs may assert that certain statements were incomplete, misleading, or inconsistent with their expectations. Such allegations could result in
litigation (including class actions), regulatory investigations, enforcement actions, adverse publicity, or reputational harm, any of which could
adversely affect our business, operating results, and financial condition.

In addition, independent industry and research firms have evaluated and provided, and will continue to evaluate and provide, reviews of our
platform, as well as the products and services of our competitors, and perception of our platform in the marketplace may be significantly
influenced by these reviews. If these reviews are negative, or less positive as compared to those of our competitors’ products and services, our
brand may be adversely affected. Harm to our brand and reputation can also arise from many other sources, including, but not limited to,
customer complaints, allegations of violations of law, regulatory investigations, security incidents or allegations of security incidents, allegations
of employee misconduct, and allegations of misconduct by our partners, consultants, and third-party service providers. The effect of negative
publicity may be exacerbated to the extent it is disseminated via social media. Any unfavorable publicity about us or members of our team,
including related to our team members’ activities outside the scope of their roles at our company, could negatively impact our brand reputation or
otherwise cause us reputational harm, which could have an adverse effect on our business, operating results, and financial condition.
Additionally, negative publicity from, or with respect to, our partners or service providers, including, but not limited to, as relating to any decision
to restrict or limit access to our platform or APIs, could negatively impact our brand reputation or otherwise cause us reputational harm, which
could also affect our business, operating results, and financial condition.

We host our platform on Amazon Web Services. Any disruption in the operations of Amazon Web Services, limitations on capacity, or
interference with our use could adversely affect our business, operating results, and financial condition.

Our platform is hosted by Amazon Web Services (“AWS”). Our software is designed to use computing, storage capabilities, bandwidth, and other
services provided by AWS. We have experienced, and expect in the future that we may experience from time to time, interruptions, delays, or
outages in service availability due to a variety of factors, including issues with service providers like AWS. Depending on severity, future
disruptions may also result in data security incidents which are notifiable to stakeholders such as affected individuals and regulators. Capacity
constraints could arise from a number of causes such as technical failures, cyberattacks, contagious diseases, terrorist attacks, and natural
disasters, fraud, or security attacks. The level of service
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provided by AWS, or regular or prolonged interruptions in that service, could also impact the use of, and our customers’ satisfaction with, our
platform and could harm our business and reputation. In addition, hosting costs are expected to increase as our customer base grows, which
could adversely affect our business, operating results, and financial condition.

Furthermore, AWS has discretion to change and interpret its terms of service and other policies with respect to us, including on contract renewal,
and those actions may be unfavorable to our business operations. AWS may also take actions beyond our control that could seriously harm our
business, including, but not limited to, discontinuing or limiting our access to one or more services, increasing pricing terms, terminating or
seeking to terminate our contractual relationship altogether, or altering how we are able to process data on their system in a way that is
unfavorable or costly to us. If our current arrangement with AWS were to be terminated and we could not find an alternative provider on
favorable terms or in a timely manner, or if we decide to move to self-hosted cloud infrastructure, we could experience interruptions on our
platform and in our ability to make our content available to customers, as well as delays and additional expenses in arranging for expansion and
transition to alternative cloud hosting and infrastructure services or in establishing our own cloud hosting and infrastructure capabilities. Such a
transition could require further technical changes to our platform, including, but not limited to, our cloud service infrastructure which was initially
designed to run on AWS. Making such changes could be costly in terms of time and financial resources. Any of these factors could reduce our
revenue, subject us to liability, and cause our customers to decline to renew their subscriptions, any of which would harm our business,
operating results, and financial condition.

We rely on third-party service providers for critical components of our operations, and disruptions or changes in those services could
adversely affect our business.

In addition to AWS, we also depend on other third-party providers for services that are critical to the operation of our platform and business,
including content delivery, identity and access management, payment processing, analytics and monitoring, and certain Al-related services.
These providers may experience outages, capacity constraints, cybersecurity incidents, business interruptions, or financial distress, or may
change pricing, service levels, security or compliance requirements, or contractual terms. If any such provider fails to perform as expected, if our
access is limited or terminated, or if we are required to transition to alternative providers on short notice, we could experience service
degradation or outages, delayed product development, increased costs, billing and collections disruption, and customer dissatisfaction, any of
which could adversely affect our business, operating results, and financial condition.

Our estimates of market opportunity and forecasts of market growth may prove to be inaccurate, and even if the markets in which we
compete achieve the forecasted growth, our business could fail to grow at similar rates, if at all.

Our estimates of market opportunity and forecasts of market growth may prove to be inaccurate. Market opportunity estimates and growth
forecasts, including those we have generated ourselves, are subject to significant uncertainty and are based on assumptions and estimates that
may not prove to be accurate, including the risks described herein. Even if the markets in which we compete achieve the forecasted growth, our
business could fail to grow at similar rates, if at all.

Our market opportunity may change over time and there is no guarantee that any particular number or percentage of addressable customers
covered by our market opportunity estimates will purchase our platform at all or generate any particular level of revenue for us. Any expansion in
the markets in which we operate depends on a number of factors, including, but not limited to, the cost, performance, and perceived value
associated with our platform and those of our competitors. Even if the markets in which we compete meet the size estimates and growth as
forecasted, our business could fail to grow at similar rates, if at all. Our growth is subject to many factors, including, but not limited to, our
success in implementing our business strategy, which is subject to many risks and uncertainties. Accordingly, our forecasts of market growth
should not be taken as indicative of our future growth.
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Key business metrics and other estimates are subject to inherent challenges in measurement and to change as our business evolves,
and our business, operating results, financial condition, and future prospects could be adversely affected by real or perceived
inaccuracies in those metrics or any changes in metrics we disclose.

We regularly review key business metrics to evaluate growth trends, measure our performance, and make strategic decisions. These key
business metrics are calculated using internal company data and have not been validated by an independent third party. While these numbers
are based on what we believe to be reasonable estimates for the applicable period of measurement at the time of reporting, there are inherent
challenges in such measurements. If we fail to maintain effective processes and systems, our key business metrics calculations may be
inaccurate, and we may not be able to identify those inaccuracies. We regularly review our processes for calculating these metrics, and from
time to time we make adjustments to improve their accuracy. We generally will not update previously disclosed key business metrics for any
such inaccuracies or adjustments that are immaterial.

We may change our key business metrics from time to time, which may be perceived negatively. Given the rapid evolution of the software
market, we regularly evaluate whether our key business metrics remain meaningful indicators of the performance of our business. As a result of
these evaluations, we may in the future make changes to our key business metrics, including eliminating or replacing existing metrics. Further, if
investors or the media perceive any changes to our key business metrics disclosures negatively, our business, operating results, and financial
condition could be adversely affected.

Our business involves hosting user-generated and third-party content, which may present certain legal and reputational risks.

Users of our platform can upload templates, designs, icons, widgets, plugins, and other user-generated and third-party content for use across
our platform. In addition, on our Community webpage, we also host both free and paid content uploaded by our users. Hosting such user-
generated and third-party content exposes us to certain risks, including, but not limited to, the risk that the content may violate the intellectual
property rights of others, or violate other laws and regulations. Moreover, we could be subject to the risk of reputational and brand damage if we
are perceived to unfairly moderate, monetize, or otherwise exploit user-generated content, even if such perceptions are inaccurate, which could
ultimately harm our business.

As we facilitate the distribution or sale of certain user-generated or third-party content, we may face additional operational, legal, and regulatory
risks. Users may upload or offer content that is alleged to infringe on or misappropriate third-party intellectual property rights, violate license
terms, or include unauthorized, sensitive or illegal materials. We may not effectively detect and address user actions that may violate our terms
of service and community guidelines, and we may not effectively review, approve, or otherwise screen content uploaded to our platform by
users. There have been in the past, and there could be in the future, incidents where users and customers engage in activities on or through our
platform that violate our policies or applicable law. Our safeguards may not be sufficient or adequate to ensure the safety of our users and
customers and this may harm our reputation and brand. Allegations that we inadequately police infringing content, unfairly moderate content, or
benefit financially from content that is alleged to be unlawful or infringing could result in claims, enforcement actions, or adverse publicity, and
could require us to change our policies, moderation practices, or product features, any of which could adversely affect our business, operating
results, and financial condition.

We may also face disputes between creators and purchasers, requests for refunds, and increased chargebacks or payment fraud, which could
increase our costs and harm our reputation. Depending on the jurisdictions in which we operate and where creators and purchasers are located,
we may also become subject to additional requirements relating to taxes (including VAT and similar consumption taxes), marketplace facilitator
obligations, payments compliance, and consumer protection and disclosure requirements. To the extent we facilitate payments for paid content
or make payouts to creators, we may become subject to additional payment, financial compliance, and tax reporting requirements, including
obligations relating to payment processing rules, chargeback and refund practices, sanctions screening, anti-money laundering and “know-your-
customer” requirements, information reporting (including creator tax forms and withholding in certain jurisdictions), and consumer protection
obligations applicable to marketplaces. If we fail to comply with these requirements, if our
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payment processors or banking partners impose more restrictive terms, increase fees, delay settlements, or terminate services, or if fraud or
disputes increase (including coordinated abuse), we could experience increased losses, higher compliance and support costs, investigations or
enforcement actions, reputational harm, and a reduction in the availability or attractiveness of paid content on our platform.

Our long-term success depends, in part, on our ability to increase sales of our platform to customers located outside of the United
States and our current, and any further, expansion of our international operations exposes us to risks that could have an adverse
effect on our business, operating results, and financial condition.

We conduct our business activities in various foreign countries and currently have operations in North America, South America, Europe,
Australia, and Asia. In 2025, a majority of our revenue was generated outside of the United States. Our ability to manage our business and
conduct our operations internationally requires considerable management attention and resources, including financial resources, and is subject
to the particular challenges of supporting a rapidly growing business across multiple cultures, customs, legal, regulatory and compliance
systems, and commercial infrastructures. Our operations in international markets may not be sufficiently commercially successful to justify our
level of investment. Operating internationally may subject us to new risks that we have not faced before or increase risks that we currently face,
including, but not limited to, risks associated with:

» fluctuations in foreign currency exchange rates, which could add volatility to our operating results;

» recruiting and retaining talented and capable employees in foreign countries;

* new, or changes in, legal and regulatory requirements;

» tariffs, export and import restrictions, restrictions on foreign investments, sanctions, and other trade barriers or protectionist measures;

* exposure to numerous, increasing, stringent, and potentially inconsistent laws and regulations relating to, among other things, Al,
privacy, data protection, online safety, moderation, and information security;

» difficulties in enforcing contracts, including “click-through” terms that are entered into online, which may be subject to legal uncertainty in
some foreign jurisdictions;

» costs of, and challenges with, localizing our platform including, but not limited to, data localization and other data privacy requirements;
» challenges in successfully pricing our products in a way that meets local expectations while remaining financially viable to us;

» lack of acceptance of our localized products and services, including due to competition with local products that compete with our
products and services;

» the need to make significant investments in people, offerings, services, and infrastructure, typically well in advance of revenue
generation;

» challenges inherent in efficiently managing an increasing number of employees over large geographic distances, including, but not
limited to, the need to implement appropriate systems, policies, benefits, and compliance programs;

« difficulties in maintaining our company culture with a dispersed and distant workforce;

» treatment of revenue from international sources, evolving domestic and international tax environments, and other potential tax issues,
including, but not limited to, with respect to our corporate operating structure and intercompany arrangements;

- different or weaker protection of our intellectual property rights, including, but not limited to, increased risk of theft of our proprietary
technology and other intellectual property; economic weakness or currency-related crises;
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» longer payment cycles and greater difficulty in collecting accounts receivable;
» our ability to adapt to sales practices and customer requirements in different cultures;

» the lack of reference customers and other marketing assets in regional markets that are new or developing for us, as well as other
adaptations in our market generation efforts that we may be slow to identify and implement;

« natural disasters, pandemics, geopolitical instability, warfare, and uncertainty, or responses to these events;
» actual or perceived global banking and finance related issues;

» cybersecurity incidents;

* corporate espionage; and

» political instability and security risks in the countries where we are doing business and changes in the public perception of governments
in the countries where we operate or plan to operate.

Our ability to maintain customer satisfaction depends in part on the quality of our customer support. Failure to maintain high-quality
customer support could have an adverse effect on our business, operating results, financial condition, and future prospects.

We believe that the successful use of our platform requires a high level of support and engagement for many of our customers. Increased
demand for customer support, without corresponding increases in revenue, could increase our costs and adversely affect our business,
operating results, financial condition, and future prospects.

There can be no assurance that we will be able to hire sufficient support personnel as and when needed, particularly if our sales exceed our
internal forecasts. Additionally, our customer support team uses third-party Al tools to assist them with responding to and resolving customer
inquiries. To the extent that we are unsuccessful in hiring, training, and retaining adequate support resources or utilizing Al tools for customer
support, our ability to provide high-quality and timely support to our customers will be negatively impacted, and our customers’ satisfaction and
their usage of our infrastructure could be adversely affected.

Because we primarily recognize subscription revenue over the subscription term, downturns or upturns in new sales and renewals are
not immediately reflected in full in our operating results.

We primarily derive revenue from sales of subscriptions for access to our platform, which is recognized on a ratable basis over the term of the
contract subscription period beginning on the date access to our platform is granted, provided all other revenue recognition criteria have been
met. Our subscription arrangements generally have monthly or annual contractual terms. As a result, much of the revenue we report each
quarter is the recognition of deferred revenue from recurring subscriptions. Consequently, a decline in subscriptions in any one quarter, whether
as a result of fewer or smaller new subscriptions, downsized subscription renewals, or lower subscription renewal rates in the applicable quarter,
will not be fully reflected in revenue in that quarter, and will continue to negatively affect our revenue in future quarters. Accordingly, the effect of
significant downturns in new or renewed sales of our recurring subscriptions are not reflected in full in operating results until future periods.

Over time, we may introduce new products and services, or implement new billing models, the revenue for which may be recognized differently
than on a ratable basis. We may have reduced visibility into the timing of recognition for such revenue, and may experience volatility in the
revenue we recognize from such products and services or under such billing models period-over-period, which may make it more difficult for us
to accurately plan and forecast our operating results.
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We make our platform available to users free of charge on our Starter plan. If this fails to lead to customers purchasing paid
subscriptions, our business, operating results, and financial condition may be adversely affected.

We offer our Starter plan (our free plan), which gives users limited access to our platform. This may not lead to customers purchasing
subscriptions to our platform, as usage of our Starter plan may not lead to them or their organization purchasing subscriptions to our platform. To
the extent that users do not become paying customers, or we are unable to successfully attract paying customers, our ability to grow our
revenue may be adversely affected. In addition, making aspects of our platform available free of charge involves significant expenses, including
hosting costs, with no immediate revenue in return. If we fail to convince users of our free pricing plan to purchase paid subscriptions to our
platform our profitability may be adversely affected.

Our sales cycles can be long and unpredictable, and our sales and post-sales efforts require considerable time and expense.

Our revenue recognition and operating results may be difficult to predict because of the length and unpredictability of the sales cycle for our
platform, particularly as we increasingly sell to larger organizations, governmental entities, regulated entities, and organizations outside of the
United States or to the technology industry that may have different procurement requirements than our historical customers. For example, we
have observed a lengthening of the sales cycle recently for some prospective customers that we attribute to increased sensitivity to information
technology security concerns, particularly with respect to products that include Al features or otherwise incorporate Al technologies, such as our
platform. In addition, larger customers frequently have rigorous procurement processes and require considerable time to evaluate, test, and
qualify our platform prior to entering into or expanding a relationship with us.

Our direct sales team develops relationships with our customers, and works on account penetration, account coordination, sales, and overall
market development. We spend substantial time and resources on our sales efforts without any assurance that our efforts will produce a sale.
Sales of our platform may be subject to budget constraints, multiple approvals, security, accessibility, compliance, legal, and other reviews, and
unanticipated administrative, processing, and other delays. As a result, it is difficult to predict whether and when a sale will be completed, which,
in turn, can make it difficult to accurately plan our business and forecast our operating results. The failure of our efforts to secure sales after
investing resources in a lengthy sales process, or a failure to accurately forecast our operating results that causes our actual operating results to
fall short of our projections or market expectations, would adversely affect our business, operating results, and financial condition.

Further, our success depends, in part, on our ability to maintain and expand our relationships with customers by helping them realize value from
our products and services over time. If our post-sales and customer success efforts are ineffective, our business, operating results, and financial
condition could be adversely affected.

Sales to government entities are subject to a number of challenges and risks.

We sell to U.S. federal, state, and local, as well as foreign governmental entity customers. We also sell to customers in highly regulated
industries, such as financial services, defense industries, and healthcare. Although we anticipate that they may increase in the future, sales to
governmental entities and highly regulated organizations have not accounted for, and may never account for, a significant portion of our revenue.
Sales to governmental entities and highly regulated organizations are subject to a number of challenges and risks that may adversely affect our
business, operating results, and financial condition, including, but not limited to, the following risks:

» selling to governmental entities and highly regulated organizations can be highly competitive, expensive, and time consuming, often
requiring significant upfront time and expense without any assurance that such efforts will generate a sale;

» government certification, software supply chain or cybersecurity requirements applicable to us or our platform may change and, in doing
so, restrict our ability to sell into the governmental sector and to highly regulated organizations until we have attained the revised
certification or meet other new
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requirements (for example, although we are currently FedRAMP authorized, such authorization is costly to maintain and subject to
rigorous compliance and if we lose our authorization, it will restrict our ability to sell to government entities);

« government entity demand and payment for our platform may be impacted by public sector budgetary cycles and funding authorizations,
with funding reductions or delays adversely affecting public sector demand for our platform, including, but not limited to, as a result of
sudden, unforeseen, and disruptive events such as geopolitical instability, warfare, and uncertainty, incidents of terrorism, natural
disasters, public health concerns or epidemics, governmental defaults on indebtedness, governmental shutdowns, inflation, changes in
interest rates, changes in investment and spending environments, and reductions in the government workforce, which may limit or delay
governmental entity spending on our platform and adversely affect our revenue;

* we sell to government entities and certain highly regulated organizations through a third-party reseller that is subject to complex laws,
regulations, and contractual requirements applicable to government contractors, and if our third-party reseller fails to comply with such
obligations, is suspended, debarred, or otherwise loses the ability to sell to government entities and we are unable to find a suitable
replacement on a timely basis, on competitive terms, or at all, our sales to governmental entity and highly regulated organizations could
suffer;

« governments routinely investigate and audit government entity contractors’ compliance with government contract provisions and
applicable procurement laws and regulations, and failure to comply with these laws, regulations, or provisions in government entity
contracts for our platform could result in the government refusing to continue buying our platform, terminating its contracts for our
platform, or suspending or debarring us, which would adversely impact our revenue and operating results, initiating breach of contract
actions, or instituting fines or civil or criminal liability if an investigation, audit, or other review, were to uncover improper or illegal
activities;

» government entities may require certain products to be manufactured, produced, supported, hosted, or accessed solely in their country
or in other relatively high-cost locations, and we may not produce or host all products in locations that meet these requirements,
affecting our ability to sell these products to governmental entities;

» our governmental entity and highly regulated organization customers may demand contract terms that differ from our standard
arrangements and are less favorable than terms agreed with other customers;

« our governmental entity and highly regulated organization customers may have more expansive termination rights than our other
customers; and

» refusal to grant certain certifications or clearance by one government entity, or decision by one government entity that our products do
not meet certain standards, may cause reputational harm and cause concern with other government entities.

Any pressure on the U.S. federal government’s budget or uncertainty around potential changes in budgetary priorities could adversely affect the
funding for individual programs and our existing and future contracts with the U.S. government.

Risks Related to Our People

We rely on Dylan Field, our Chair of our Board of Directors, Chief Executive Officer, and President, other members of our management
team, and other key employees and will need additional personnel to grow our business, and the loss of one or more key employees
or our inability to hire, integrate, train, manage, retain, and motivate qualified personnel, including members of our Board of Directors,
could harm our business.

Our future success is dependent, in part, on our ability to hire, integrate, train, manage, retain, and motivate the members of our management
team and other key employees throughout our organization. The loss of key
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personnel, including key members of our management team or members of our Board of Directors, as well as certain of our key marketing,
sales, finance, support, product development, legal, people team, or technology personnel, could disrupt our operations and have an adverse
effect on our ability to grow our business. In particular, we are highly dependent on the services of Dylan Field, our Chair of our Board of
Directors, Chief Executive Officer, and President, who is critical to the development of our technology, products, platform, future vision, and
strategic direction. Mr. Field is involved in a number of initiatives aside from his work for Figma. For example, Mr. Field actively invests in
technology companies. This and other initiatives he is, or may become, involved in could divert Mr. Field’s time and attention from overseeing
our business operations, which could have a negative impact on our business, and may result in potential conflicts of interest. Moreover, from
time to time there have been and may in the future be changes in our management team. While we seek to manage any such transitions
carefully, such changes may result in a loss of institutional knowledge, cause disruptions to our business, and negatively affect our business.

Competition for highly skilled personnel is intense, especially in markets such as the San Francisco Bay Area, London, and New York City where
we have a substantial presence and need for highly skilled personnel, and we may not be successful in hiring or retaining qualified personnel to
fulfill our current or future needs. More generally, the technology industry, and the software industry more specifically, is also subject to
substantial and continuous competition for engineers with high levels of experience in designing, developing, and managing software and related
services. This is especially true in the market for Al talent, which remains extremely competitive. We have, from time to time, experienced, and
we expect to continue to experience, difficulty in hiring and retaining highly skilled employees with appropriate qualifications at a suitable cost,
and this risk may be exacerbated by factors related to, among other things, increased recruiting efforts by other companies. In the past, we have
used stock-based compensation to recruit and retain qualified employees. If we were to decrease the amount of stock-based compensation that
is granted to employees, or otherwise make changes to our compensation philosophy, we may have difficulty hiring and retaining qualified
individuals. Even if we are able to recruit and retain qualified personnel, the cost of doing so may impact our profitability and our ability to meet
the expectations of investors and analysts. We also invest significant time and expense in training our employees, which increases their value to
competitors who may seek to recruit them and increases our costs. Further, the labor market is subject to external factors that are beyond our
control, including, but not limited to, our industry’s highly competitive market for skilled workers and leaders, cost inflation, overall
macroeconomics, and workforce participation rates. Should our competitors recruit our employees, our level of expertise and ability to execute
our business plan would be negatively impacted.

Restrictive immigration policies or legal or regulatory developments relating to immigration in any of the global markets in which we have
employees may also negatively affect our efforts to attract and hire new personnel as well as retain our existing personnel. For example, we
have previously had to make changes to the way we attract and hire personnel in certain jurisdictions due to changes to the framework with
which employer-sponsored visa applications are assessed in those regions. Our business may be adversely affected if legislative or
administrative changes to immigration or visa laws and regulations (including significantly increased fees) impair our hiring processes.

Moreover, many of the companies with which we compete for experienced personnel have greater resources than we have. Our competitors
also may be successful in recruiting and hiring members of our management team, sales team, or other key employees, and it may be difficult
for us to find suitable replacements on a timely basis, on competitive terms, or at all. We have in the past, and may in the future, be subject to
allegations that employees we hire have been improperly solicited, or that they have divulged proprietary or other confidential information, or that
their former employers own such employees’ inventions or other work product, or that they have been hired in violation of non-compete
provisions or non-solicitation provisions.

In addition, job candidates and existing employees often consider the value of the equity awards and other compensation they receive in
connection with their employment. If the perceived value of our compensatory package is viewed as below market or declines, it may adversely
affect our ability to attract and retain highly skilled employees. If we fail to attract new personnel or fail to retain and motivate our current
personnel, our business and future growth prospects would be severely harmed. Further, our competitors may be successful in recruiting and
hiring members of our management team, or other key employees, and it may be difficult for us to find suitable replacements on a timely basis,
on competitive terms, or at all. In recent years, the increased
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availability of hybrid or remote working arrangements has expanded the pool of companies that can compete for our employees and employment
candidates. Although we have entered into employment agreements with our key employees, these agreements are on an “at-will” basis,
meaning they are able to terminate their employment with us at any time. If we fail to attract new personnel or fail to retain and motivate our
current personnel, our business and future growth prospects would be severely harmed.

Moreover, we have a number of current employees whose equity ownership in our company has resulted in them having substantial personal
wealth. As a result, it may be difficult for us to continue to retain and motivate these employees, and this wealth could affect their decisions about
whether or not they continue to work for us. If we do not succeed in attracting, hiring, and integrating excellent personnel, or retaining and
motivating existing personnel, we may be unable to grow effectively.

If we do not effectively integrate, train, manage, and retain product, design, engineering, and sales personnel, and expand our
product, design, engineering, and sales capabilities, we may be unable to increase our customer base and increase sales to our
existing customers.

Our ability to increase our customer base, enhance our platform, and achieve broader market adoption of our products and services will depend
to a significant extent on our ability to continue to hire, integrate, and retain talented product, design, research, and engineering personnel. We
have dedicated, and plan to continue to dedicate, significant resources to our product, design, and engineering programs to enhance our
platform, including by investing in developing additional features and products, but there is no guarantee that we will be successful in such
endeavors. If we are unable to find efficient ways to deploy our product, design, and engineering investments or if these programs are not
effective, our business, operating results, and financial condition would be adversely affected.

Additionally, in recent years, we have made significant investments in our sales and marketing teams and plan to continue expanding our sales
force. There is significant competition for sales personnel with the skills and technical knowledge that we require. Our ability to achieve revenue
growth will depend, in part, on our success in hiring, integrating, training, managing, and retaining sufficient numbers of qualified sales personnel
to support our growth, particularly in international markets.

New hires require significant training and may take extended time before they are productive. Our recent hires and planned hires may not
become productive as quickly as we expect, or at all, and we may be unable to hire or retain sufficient numbers of qualified individuals in the
markets where we do business or plan to do business. Moreover, our international expansion may be slow or unsuccessful if we are unable to
retain qualified personnel with international experience, language skills, and cultural competencies in the geographic markets which we target.

We believe that our company culture has contributed to our success, and if we cannot maintain this culture as we grow, we could lose
the innovation, creativity, and teamwork fostered by our culture, and our business may be harmed.

We believe that our company culture has been and will continue to be vital to our success, including in attracting, developing, and retaining
personnel, as well as our customers. We have worked to develop our culture, and we strive to empower our employees to continuously learn,
evolve, and grow, and treat each other with respect. If we do not continue to develop our company culture as we grow and evolve, including
maintaining a culture that encourages a sense of ownership by our employees, it could harm our ability to foster the innovation, creativity, and
teamwork that we believe we need to support our growth. We expect to continue to hire as we expand. As our organization grows and is required
to implement more complex organizational structures, we may find it increasingly difficult to maintain the beneficial aspects of our company
culture, which could negatively impact its future success. Further, maintaining a cohesive company culture may prove difficult as a significant
percentage of our employees work fully remote or remotely for at least part of the workweek. If we are unable to maintain our company culture,
we could lose the innovation, passion, and dedication of our team and as a result, our business and ability to focus on our corporate objectives
may be harmed.
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Risks Related to Our Intellectual Property

Failure to obtain, maintain, protect, or enforce our intellectual property and proprietary rights could enable others to copy or use
aspects of our platform without compensating us, which could harm our brand, business, and operating results.

We rely on a combination of patent, trademark, copyright, and trade secrets laws, and contractual provisions, including confidentiality
agreements, to establish and protect our intellectual property and proprietary technology, including from unauthorized use or disclosure by our
customers and users, third-party partners, employees, and consultants. However, the steps we take to obtain, maintain, protect, and enforce our
intellectual property and proprietary rights may be inadequate. We will not be able to protect our intellectual property rights if we are unable to
enforce our rights or if we do not detect unauthorized use of our intellectual property rights. If we fail to protect our intellectual property rights
adequately, our competitors may gain access to our proprietary technology and develop and commercialize substantially identical products,
services, or technologies, and our business, operating results, and financial condition may be harmed.

Valid patents may not issue from our pending or future patent applications, and the claims allowed on any issued patents may not be sufficient to
protect our technology or platform. Any issued patents that we have or may obtain may be challenged or circumvented, invalidated, or held
unenforceable through administrative processes, including re-examination, inter partes review, interference and derivation proceedings, and
equivalent proceedings in foreign jurisdictions (e.g., opposition proceedings) or litigation, and any rights granted under these patents may not
actually provide adequate defensive protection or competitive advantages to us. In addition, there may be issued