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This presentation and the accompanying oral presentation contain forward-looking statements within the meaning of Section 27A of the Securities Act of
1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended. Forward-looking statements generally relate to future events or
Lyft’s future financial or operating performance. In some cases, you can identify forward looking statements because they contain words such as "may,"
"will," "should," "expects," "plans, " v contemplates," "believes," "estimates," "predicts," "potential" or

anticipates,” “going to,” "could," "intends," "target," "projects,
"continue" or the negative of these words or other similar terms or expressions that concern Lyft’s expectations, strategy, priorities, plans, or intentions.
Forward-looking statements in this presentation and the accompanying oral presentation include, but are not limited to, statements regarding Lyft’s future
financial and operating performance, including its outlook for the second quarter of 2024 and fiscal year 2024, Lyft’s financial targets through 2027, the
trends and assumptions underlying such guidance and outlook, demand for, and growth in, Lyft’s products and services and the markets in which Lyft
operates, expected trends in insurance costs and impact on Lyft’s business, the impact of macroeconomic conditions on our business, results of operations,
and the markets in which we operate, rider and driver activity, including driver supply, and levels of rideshare and bike and scooter rides on the Lyft
platform and future incentive levels, and litigation and regulatory matters. Lyft’s financial targets presented here are based on Lyft’s current roadmap and
are contingent upon many factors, including Lyft’s execution and various legal and regulatory factors. Lyft's financial targets and any other forward-
looking statements illustrate Lyft’s current thinking and are subject to various risks and uncertainties. Over time, Lyft may also modify its financial targets
and goals or pursue alternative objectives and strategies.

Lyft’s expectations and beliefs regarding these matters may not materialize, and actual results in future periods are subject to risks and uncertainties that
could cause actual results to differ materially from those projected, including the macroeconomic environment, inflation, and the impact of these factors
and other market factors on operating expenses, including insurance costs, the sufficiency of Lyft’s unrestricted cash, cash equivalents, and short-term
investments, as well as risks associated with the outcome of litigation and regulatory matters. The forward-looking statements contained in this
presentation are also subject to other risks and uncertainties, including those more fully described in Lyft’s filings with the Securities and Exchange
Commission (“SEC"), including in our Quarterly Report on Form 10-Q for the quarter ended March 31, 2024 that was filed with the SEC. The forward-looking
statements in this presentation are based on information available to Lyft as of the date of this presentation, and Lyft disclaims any obligation to update
any forward-looking statements, except as required by law. This presentation and the accompanying oral presentation discuss "customers." For rideshare,
there are two customers in every car - the driver is Lyft’s customer, and the rider is the driver’s customer. We care about both.

In addition to financial information presented in accordance with U.S. generally accepted accounting principles ("GAAP"), this presentation and the
accompanying oral presentation include certain non-GAAP financial measures, including Adjusted EBITDA, Adjusted EBITDA margin as a percentage of
Gross Bookings, free cash flow and free cash flow conversion. These non-GAAP measures are presented for supplemental informational purposes only and
should not be considered a substitute for financial information presented in accordance with GAAP. These non-GAAP measures have limitations as
analytical tools, and they should not be considered in isolation or as a substitute for analysis of other GAAP financial measures. A reconciliation of these
measures to the most directly comparable GAAP measures is included at the end of this presentation. We have not provided the forward-looking GAAP
equivalents for certain forward-looking non-GAAP measures presented in the accompanying oral presentation, or a GAAP reconciliation, as a result of the
uncertainty regarding, and the potential variability of, reconciling items such as stock-based compensation expense and income tax. Accordingly, a
reconciliation of these non-GAAP guidance metrics to their corresponding GAAP equivalents is not available without unreasonable effort. However, it is
important to note that material changes to reconciling items could have a significant effect on future GAAP results.

This presentation and the accompanying oral presentation also contain statistical data, estimates, and forecasts that are based on independent industry
publications or other publicly available information, as well as other information based on our internal sources. This information involves many
assumptions and limitations, and you are cautioned not to give undue weight to such information. While we believe the data contained in the industry
publications or other publicly available information to be reasonable, we have not independently verified its accuracy or completeness. We undertake to
update such information after the date of this presentation.
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Roadmap for success

Building
the team

Getting the basics right:
Pricing, ETAs, driver earnings

Focusing on
customer obsession
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Customer
obsession
engine
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Top line growth

Gross Bookings ~15% CAGR (2024-2027)

Customer
obsession
engine

v Margin expansion

~47% Adjusted EBITDA margin in 202712

BRAND

1. See non-GAAP reconc iliations
2. As a % of Gross Bookings

lyn Investor Day



= Ty -~ - .
" —AF :1"_":. " “‘p_'_.-ﬂ..»- 3
L S e W e o AL e A

| Fer—
1|

b P2 (B9 V>

B

Source: Personal vehicle data sourced from US Department of Transportation, National Household Travel Survey (NHTS).
2022 NHTS was conducted from January 2022 to January 2023.
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Who Americans spend their time with, by age

MEASURED IN MINUTES PER DAY, BASED ON AVERAGES FROM SURVEYS IN THE UNITED STATES 2009 - 2019

500 mins

Alone

400 mins

300 mins

/ With partner
200 mins

| With family
100 mins I— With children
T ~——— —~——— = T~~~ ~~—""< ——— Withfriends
. With coworkers
D NN S ——————————————
15 20 30 40 10, 60 70 80
AGE

Source: American Time Use Survey (2009-2019) and Lindberg (2017)

Note: Relationships used to categorize people are not exhaustive. Additionally, fime spent with multiple people can be counted more than once (e.g., attending a party with friends and partner counts toward both "friends" and "partner").
OurWorldInData.org/time-use | CC BY
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Jeremy Bird
EVP, Driver Experience

Meet the team

Audrey Liu
EVP, Rider Experience

Zach Greenberger
EVP, Partner Experience

Sid Patil
EVP, Marketplace

Kristin Sverchek
President

VP, Head of Risk

Max Feldman Erin Brewer
Chief Financial Officer
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Driver
Experience

Jeremy Bird

EVP, Driver Experience




Every week, more
than 500K drivers
use Lyft to earn.
Collectively, 1.3M
drivers earned on
the Lyft platform
in 2023.

lgn Investor Day



Eric

355 Rides

Alice

Jimmy

240 Rides
106 Rides
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Lyft Drivers

O of drivers are members o work or are students in
o of communities of color o addition to app-based work

417 247 9%

speak a language other are women or nonbinary are retired
than English at home

Source: All data per 2024 Lyft Economic Impact Report

lyn Investor Day ( Driver Experience ) 17




Why drivers use Lyft

11% 30% 377%

drive on the Lyft platform drive on multiple platforms

as their primary source as their primary source
of income of income

drive for supplemental
income, usually as a way to
meet the needs their W-2 job
alone doesn’t

drive because they are

.. . . o drive because they are
experiencing a life transition, looking for social interaction
like unemployment or recent

o ) and community, often retired
Immigration

Source: All data per 2024 Internal Lyft Study

lyn Investor Day
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Adding it all together

|NNP§\CI)ADTl|Jng Customer
2 GROWTH obsession
PARTNERSHIPS engine
BRAND
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What Lyft drivers
care about...

Maximizing earnings
on our platform.

Recognition for their
hard work.

Providing great
service for riders.

v $9 Streak

...are our priorities

Q $105 Reward

Peak hours

YA ivestordey 2



Driver earnings

An additional 20% of drivers agreed
their earnings are fair after the
Earnings Commitment launch.’

75% of drivers say they now have a
better understanding of their earnings.’

1.6% increase in weekly active drivers
after Earnings Commitment launch.2

1. Source: Lyft study conducted Feb 2024
2. Source: Lyft study conducted Q12024

lyn Investor Day

Earnings Commitment

lyft &
Sponsored

Take home

70%:*

of rider fares
each week,
after external fees

lyht

N

Learn more

Lyft's earnings commitment @

You've earned 73% of passenger payments after
estimated external fees. Learn more

Passenger payments after $660.00
est. external fees

Your earnings 73% ($481.80)
Before tips & pass-throughs

Est. Lyft fee 27% ($178.20)

(Comerterence) z




Earnings opportunity
with Lyft Media x (oo B TN

@ . |
Express Drive [ Foa
O b bl
Tablets deliver value to advertisers, R o e
riders and drivers. e o 0050k oo
See plans
Drivers earn ad revenue ($0.10/ride) L onie

% Drivers are notified after the ride

and ~6-12% more tips.

In-car tablet displays ads, features
a dynamic route map, music, and
integrated driver tipping.

lgn Investor Day ( Driver Experience ) 22



Driver rewards

ll ¥ =)

Lyft Rewards

Y’ Elite

10% cashback on gas with Lyft
Direct

Save for your goals with cashback through
the Lyft Direct debit card

YOUR CASHBACK ELITE DRIVERS
$27.03 ¥ $14.19

Your cashback over the last 90 days was
above average for Elite drivers in your region
who use Lyft Direct for gas every week.

Updated 3/11

How it works

lyn Investor Day

Lyft Rewards

Free Allstate Roadside

Eligible services include towing, lockouts, battery
service, tire service, and more. Help is available
24/7. Includes 3 free services every 90 days.
Limitations apply.

Learn more =

Call Allstate Roadside

all ¥ =m)

£ EV Hub

Save on charging  Battery & range  Government

Earn up to $8,100 more

Give 50 EV rides a week, and get a $150
weekly bonus through 2024. Terms apply.

Learn more =

Save on charging

As an EV driver on Lyft, you are eligible for deals on
public fast-charging and home charging
installations. The higher your tier, the more you can
save. Learn more and sign up for each one here.

ﬁ Discounted fast-charging Q -+

Cashback on fast-charging +
Up to 7% with Lyft Direct

Home charging
$140 off Wallbox EV charger

C Driver Experience ) 23




Lyft Maps

. 4

Building highlights Gated communities Contextualization
Building highlights
90%+ rides enhanced with visual R————— | | ¥—1  coocmonsnere B
. . . @ 150 Executive Park | | " -
indicator for side of street pickup/ as0 1 scot Blvd sl
dropoff and destination building. M co Downtown/

05 > . | 5S Ave

(aslUJLC’S'F Benio“f;\;\“ghild ren's
oy Ellis pt

Gated communities v =
Riders can securely share gate . arenda s Frang——@-Black!
codes with drivers. { 4.4pp \ ~— N A

cancels, 435% pickup failures.

ARRIVING IN 3 MIN

Contextualization , Alex =
Provides riders information (Executive ParkBvd ) 1) ik @ ocozss
on driver delays due to traffic o 15 - & eatice

or red lights en route to pickup. ™ imin.eoom A Ser=

Source: Lyft data, March 2024

YA tnvesor Doy (omervenence ) 24




Al supercharges
driver customer

Predict & resolve

Understand & educate Language preference

S u O rT : wll ¥ @m : : wll T =)
p p Lyft Support Lyft Support Lyft Support

dlly pelbUl Idl U1 Seriiuve
information.

Hi i am not getting rides
waiting for last 15 minutes.

Got it. First check your
network connection,
ensure your app is
updated, and that there
are no issues with your
account.

| do see that demand in
your area is low at the
moment.

Let’s get you some rides.
Demand is higher in
Alameda, CA which is 10
minutes away from you.
Would you like me to
direct you there?

Yes, direct me there

No, | still need help

| should have gotten a
cancel fee

Is this the ride you’re
referring to?

Tue, Jan 23, 9:04 AM
Passenger cancelled ride- $0.00

Yes, this ride

Cancellation fee: $5.00

| reviewed your ride and found
you're eligible for your cancel fee.

You will see a bonus for this amount

within the next 5 business days in
your daily and weekly summaries.

INCluge as mucn aetall as
possible, but do not
share any personal or
sensitive information.

Hola ;cual es el ingreso
bruto? ;Como puedo
encontrarlo en la
aplicacion?

Su ingreso bruto es todo
el dinero que gana antes
de restar impuestos y
otras deducciones.

Ver en ingles - Traduccion automatica

Para ver sus ingresos
brutos, vaya a la pestana
de informacion fiscal en
su panel y luego vaya a
su Resumen anual.
:Quieres que te lleve alli?

Ver en ingles - Traduccion automatica

Si, llévame alli

No, todavia necesito ayuda

[ Type your message eJ

YA ivestordey s




New drivers continue to sign up and drive

14-day new drivers

Jan 2022 Mar 2024

lyn Investor Day



More drivers are staying active on Lyft From Q12022 to Q1 2024:

+3pp

14-day retention rates , .
4 increase in (LD

Which translates into:

+18K

active bi-weekly

Delivering:

Jan 2022 Mar 2024 > 6 M

rides

annual

lgn Investor Day ( Driver Experience ) 27




Driver hours are growing From Q12022 to Q1 2024:

+77%

Monthly driver hours . . :

+4.4

increase in quarterly

active @elgiV=18E

+23%

Jan 2022 Mar 2024 increase in (& 1= alell o

per active driver

( Driver Experience ) 28




We have plenty of opportunity
to increase our driver base

:

187

Lyft penetration of existing
driver supply pool?

1. Source: 2024 Flex Association Economic Impact Report
2. Source: 2024 Lyft Economic Impact Report

lyn Investor Day

70%

of drivers also work on
another app-based platform?




Innovation
and excellence
will translate
to durable
driver hours
growth

lyn Investor Day

Preference & retention

Time on platform

Engagement

Connecting drivers to attractive
and transparent ways to earn




Driver key takeaways

We are focused on providing meaningful

and transparent ways for drivers to earn.

By listening to drivers, we are delivering products
that are highly relevant to their needs.

We see growth opportunity in drivers and
driver hours by executing and innovating
toward Lyft preference.

2027 goal: Driver hours will grow in line
with business growth, driven by new drivers,
organic growth and drivers spending more
time on the platform.

YA tovestor Doy :



Rider
Experience

Audrey Liu

EVP, Rider Experience




Every week, over five
and a half million people
rely on Lyft to get them
where they need to go.
Over 40 million people
took a ride on the Lyft
platform in 2023.

lgn Investor Day
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Still room for growth

On average,
~1.5 rides / month on Lyft

Average
person takes
~50 trips / month

High-frequency riders take
~5 rides / month on Lyft

1. Source: 2023 Lyft data

lyn Investor Day C Rider Experience ) 34




REASONS TO CHOOSE LYFT

OUR GOAL

To get more
riders taking

more rides
with Lyft

New riders

+

Ride frequency_ a/lis

DELIVER AN EXCELLENT
EXPERIENCE

lyn Investor Day
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RIDERS

How they use Lyft

They use Lyft for different reasons

travel to / from airports get to / from entertainment work commute healthcare-related trips
and recreation

Source: All data per 2024 Lyft Economic Impact Report

lyn Investor Day C Rider Experience ) 37




RIDERS

They use different modes
for different reasons

‘o Lyftas

in 2 min $15.72

Priority Pickup 10:10 AM To wo rk

in 5 min $14.61
Standard 10:13 AM

within 10 min $12.89

Wait & Save 10:13-10:17 AM H o m e fro m wo rk

Extra Comfort 2 4
in 5 min
Roomier & quiet

$16.75
10:13 AM

More ways to get there

$2150 To the airport

10:13 AM
Fits up to 6 0:13

Black 24

@Ry 7 Mol Date night!

VIP style

@ 1234~ [5] Schedule

Select Lyft

‘ Standard ‘Wai’r&Save ‘ Premium modes

lgn Investor Day C Rider Experience ) 38



RIDERS

What they care about

Reliable

ETAS Convenience

predictable
pricing

lyn Investor Day C Rider Experience ) 39




Our priorities

Partnerships Market expansion D'f;?,;img:ed

Active rider growth Ride frequency growth

lyn Investor Day Rider Experience 40



RIDERS

Growth partnerships

Hello there, Jamie

Q Where to?

ﬁ Home
2200 Sacramen to St

Work
130 Sutter St

Ride to earn miles with Delta

You earn miles with Delta on every US
ride. Terms apply.

Source: 2023 Lyft data

lyn Investor Day

Hilton|

ADELTA

SKYMILES

Naska

Mileage Plan

20%

of our weekly riders participate
in a partnership

850K+

new riders engaged with a partner
at activation in 2023

C Rider Experience ) 41




MARKET EXPANSION

Women+ Connect

What a girl wants
What a girl needs

Women+ Connect ()

How a girl gets there

T
R f,,ﬁf Women+ Connect @ )

Early access
Rides by women, for women

Women+ Connect matches women and
nonbinary drivers and passengers.

@ Match with more women and nonbinary
passengers

Badbadbad .. of women riders in W+C markets say they
choose Lyft more often because of W+C'

Turn Women+ Connect on or off in your

= driving preferences at any time . AS a WO m an &

Winen no women: pessengersare a daily ride share o
o rider, | literally love
this feature & O

-11- [ ' tivations?
No thanks 2023-11-25 () 687  Reply nonbinary driver activations

YoY increase in new women and

1. Based on Q12024 internal survey
2. Since nationwide launch, Q12023 - Q12024

lyn Investor Day C Rider Experience ) 42




DIFFERENTIATED PRODUCTS THAT INCREASE FREQUENCY

On-time pickup promise

Hello there, Jamie

Q@ Where to?

Our on-time
pickup promise A Home

2200 Sacramento St

Work

'i' 130 Sutter St
Schedule a ride to the airport for your
upcoming holiday travel.

Our on-time pickup promise
Get up to $100 in credits if your driver’s Get up to $100 in credits if your driver's
over 10 min late. Learn more. 10+ min late for a scheduled airport ride.

Terms apply.
Take the stress out of your family’s Schedule a ride -
holiday plans.

Source: Lyft data, Q4 2023

lyn Investor Day

+21%

YoY scheduled airport rides

+11%

scheduled rides in launched markets

+2%

impact on total Lyft rides
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DIFFERENTIATED PRODUCTS THAT INCREASE FREQUENCY

Commute product

lgn Investor Day

Commuters take on
average ~40% more
rides with Lyft when
they use this feature

© am Mother God’s... :

has this new offer where you can
pay $2.99 to lock in a certain route for
a frequent route. Of course now | have
to go in the office 3 days a week
| signed up for it. IT WORKED!

Hello there, Jamie
Q Where are you going? © Now Vv

ﬁ Home
445 Valencia St, San Francisco

@ Udon Mugizo
1581 Webster St, San Francisco

Lock in a price on your commute

Know how much you’ll pay for rides you
take regularly. Terms apply.

Get started =

T

& ()

X

Same ride.

Same time. Same price.

Pay less if prices are lower than usual. Save
more by adding more routes.

Route

Start
520 Dolores St, San Francisco

Destination
185 Berry St, San Francisco

Request between

7:00 am - 8:00 am

Pay To pay
$2.99 (S ) $15.49/ride
each month avg $1704

Add another route +

Price lock fee $2.99/mo

Save a maximum of $40/month ®

C Rider Experience ) 44




Our priorities

Partnerships Market expansion D'f;?,;z':lfg:ed

Annual active rider growth Ride frequency growth

lyn Investor Day Rider Experience 45



Rides reach
pOSf-COW D hig hs From Q12022 to Q12024:

9%
+3J /o
increase in rides per (o\flelai=idiAe el /= dls =17

67
+O /o

237
+ o
Jan 2022 March 2024 Talelg=te[1=Rlal quarterly active riders

(%]
Q
9
X
=
e
——
C
s
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People are getting
out more

4 50/ Increase in

+ O cinema drop-offs
6 80/ Increase in

+ O ridesto gyms

3 70/ increase in stadium
+ O visits (sports & concerts)

Source: Lyft data, 2022-2023

lyn Investor Day Rider Experience 47
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Partner
Zach Greenberger EXpe rience

EVP, Partner Experience
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Partnerships drive
profitable growth

Growth [\ Yo [T

partnerships partnerships

Preference Engagement

Retention

Creating
differentiated
customer
experiences
that drive

PARTNER

(Por’rner Experience) 51
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The breadth of our partnerships enhances
the customer experience

e Healthcare
Venue partnerships Business travel e Travel managers
e Dispatchers

Integrated partner
experiences

e University

e Transit

ADELTA

SKYMILES

SCENSION
EY Nccess2Care A

ORLANDO

fet, &) e o B
s . £\ Albertsons mﬂeca"

Hilton 5 slack NETFLIX THE OHIO STATE UNIVERSITY
— HONORS F@&Xﬁeu from & Salesforce ® SAFERIDE maﬁgth
CHAS E ‘-' ama/;on Carefsource‘ 2 USC
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Our partnership strategy drives incremental

20% of all rides
are fagged to
a partnership

Source: All data per internal analysis conducted 2023 & Q1 2024

lyn Investor Day

rides and revenue

Riders take 18%
more rides when
participating in one
of our partnerships

Rides connected to
a partner are more than
10% higher in margin than
unlinked rides

(Por’rner Experience) 54




850K+ new
riders linked to

a partnership
in 2023

Existing riders

+

New riders




We see plenty of

opportunity ahead

Source: Lyft data, Q12024

lyn Investor Day

N
~10%

of active partner loyalty
members have linked
their accounts on the
Lyft platform
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DELTA AIR LINES

Compounded marketing value

A Gift For You | A\ A EARN MILES FROM THE SKY &BEYOND
Enjoy a special gift from Lyft to help “Somies | [

you continue exploring this holiday Ride Rewarded With Lyft On M"-ES ON THE ROAD
season. Now through January 9th, Your Next Game Day LEAD TO
4 miles per dollar spent LAND. TAKE A LYFT
g(r)]uaﬁag ga;?rport rides after you link . g Enjoy smoother travel with Lyft as M".ES IN THE SKY.
your Lyft and SkyMiles Accounts — GET REWARDED. Jelligetipacyia Eheor o yoLE Link your SkyMiles® and Lyft accounts at
that's double what you would " SkuMil d Lvft ;2;’;”:9 tejmcghrls Z‘isiog_lzop”etr - WWW.DELTA COM/LYFT
. . ® —you e |
normally earn. Terms apply. Lin YO;JF " YMI.ES anl Ly aacounts to on Lyft rides in the U.S. bringing you
Link Accounts Now > Start earning miles on riaes. even closer to your next
getaway. Terms Apply. S l “
Get started at DELTALYFT.COM/SKYCLUB S ss skymies (Y

Terms Apply.

(%) SEE ALL WAYS TO EARN MILES »

ADELTA

SKYMILES

Link your SkyMiles and Lyft accounts to earn miles on all JOIN SKYMILES@ &
ridesyin the L)jS. ¥ ENJOY A $20 I.YFT CREDIT

Terms A op | y Get a $20 Lyft credit when you become a Member and fly within 60

days of joining. Smoother travel is just a few clicks away. > Need a Lyft ride when you land?

Earn miles on rides to the airport
and beyond when you link your
SkyMiles & Lyft accounts.

JOIN NOW

Li n k N OW SkyMiles Program rules and terms apply.
LINK WITH LYFT >
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DELTA AIR LINES

A I inki
AWARENESS & CONSIDERATION ACCOUNT LINKAGE ACTIVATION LOYALTY

Lyft placement
(Fly Delta app)

3:58

SKYMILES

Earn 50,000 Bonus Miles

Plus, enjoy your first checked bag free on Delta flights and triple miles on

rchases made directly with Delta & hotels. Terms apply.

LEARN MORE

A DELTA B
SKYMILES lgn Q/ '
5/

Link your SkyMiles and Lyft accounts to earn miles on all
rides in the US.

Terms Apply

Link Now

Landing page start

(Website)

10:38 10:38
" SKYMILES ’ lgﬁ First Name
!/

Last Name

SkyMiles Number

Agree to Terms & Conditions

Ride Rewarded
with Lyft i S

Link your SkyMiles and Lyft Forgot SkyMiles Number

accounts to start earning 1 mile per
$1 on Lyft rides in the U.S.

How It Works

First Name

LINK ACCOUNT

Account linked
(Lyft app)

Rewards

Complete before Aug1 @)

Keep riding to earn Lyft credit with Mastercard®
each month through September 30, 2022.

& Challenge completed

Past rewards
Add promo code

LOYALTY REWARDS

Delta SkyMiles

Earn 2 miles per $1 on airport rides and 1
mile per $1on all other rides in the US. "
Excludes taxes, fees, tolls and tips. Terms ~ SKYMILES

apply.

& Active

Change partner

Refer friends to Lyft

s deltalyft.com

0

Want to earn more miles toward
your next journey? Delta SkyMiles
and Lyft make it easy. Link your

@ deltalyft.com — Private

Send a ride credit
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DELTA AIR LINES

AWARENESS & CONSIDERATION ACCOUNT LINKAGE ACTIVATION LOYALTY

Welcome to SFO
Tap here to request a ride with Lyft.
Your upcoming flight
A DL1968 JFK - SFO i TEemee ko v
As a Delta SkyMiles® Member, you'll
DEPARTING TERMINAL  GATE earn miles when you ride with Lyft.
6:25 PM 1 A22 Terms apply.

Flight information provided by your
linked SkyMiles® account. Flight status

last updated at 4:00 PM by OAG. Good morning, Zander

(Q Where are you going?

® ®
In-ride to airport: Post flight:
Flight card populates Landing push notification and banner nudge
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Partner Experience
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and has plenty of
headroom for growth

Lyft Healthcare is the industry’s leading
Transportation Network Company (TNC)

@ Healthcare bookings: Grew ~40% YoY
In 2023.

@® SAM expansion: Adding more states

(now 23+ DC), new products (Lyft Assisted).

@ TAM expansion: Growing need,
increasing utilization among riders
with Medicare / Medicaid.

Durable demand, longer distances, and have
no payment transaction costs

1. Source: Insight Partners

lyn Investor Day

Healthcare drives rides,

Healthcare
bookings

Serviceable Available
Market (SAM)

Total Addressable Market
(TAM) >$10B"

Not to scale

Added 10 new
states in the LTM
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https://www.globenewswire.com/en/news-release/2022/08/24/2503549/0/en/Non-Emergency-Medical-Transportation-Market-Size-Worth-15-57Bn-Globally-by-2028-to-Growing-at-9-0-CAGR-Exclusive-Report-by-The-Insight-Partners.html

Growth partnership takeaways

Growth partnerships add unique value
and differentiated experience for our
customers and our business.

Rides linked with partnerships grew by 60%
from Q12022 to Q1 2024, and these are more

frequently higher-margin rides.

Rides linked with partnerships drive retention,
and riders with linked partnerships take
18% more rides than before they linked their

account with one of our partners.

Source: Lyft data, Q4 2022

lyn Investor Day

° Partnering with communities —
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Q Lombard Street all T @)

250 Townsend St =» Mission Dolores Park

TN TR — ryrama

Ride booked

See driver details in 0:59
Searching for nearby drivers

¢ Editride

Lyft Media

30 day free trial of Apple TV+.

Stream acclaimed Apple Original series,
films, and documentaries.

-



Our right to win

RO b U S'l- fi rS'I'— pa r'l'y d d 'I'q Current location =) 54 E 6th St
O T-Mobile

e User profile

e Ride preferences and history
e Purchase intent data

e Purchase history

o

The Brooklyn Grove

Q

ARRIVING IN 6 MIN

Ability o engage users directly el = @
on our platform 48 ) ABC0234
e Timing of relevant ad placements & Editride
during your ride journey © safety tools % Contact
o Ability to survey users at a perfect
moment DESTINATION

Andrea’s Knits

Discover your next
favorite sweater and
embrace the art of
cozy living.

i
3!

o A
i i
i 3388184 Mpdid!

(R *fimx 4
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LYFT MEDIA

Media platform and partnerships

2024 2025 and beyond

Omnichannel product suite Building a full-service ad platform

EARN % Lyft Ads Manager
ON RENTS :

Closed-Loop Attribution

Lyft Business Insights

Self-Service Tooling

| MOREFUNFOR *
{ YOUIR FACE

Off-Network Supply and Audience Extension
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IN-APP AD EXPERIENCE

Current rider journey & ad surfaces

Momo's

Alchemist (\
Bar & Lounge o
A

Caltrain-San
Francisco

Hello there, Jamie

Q Where are you going?

Home
2200 Sacramento St

Work
130 Sutter St

lgn Investor Day

Oracle Pg

' Change rider v
Start
Current location

Destination
Mission Dolore]

Mission Dolores Park
19th St, San Francisco

Mission Dolores School
337116th St, San Francisco

Mission Dolores
332116th St, San Francisco

Report a missing place

2~ Set on map

AISIDIF]JGIH]J]K]L

Wait

all T (-

250 Townsend St =» Mission Dolores Park
s (©) Oné MaritimelPlaz

Ride booked

See driver details in 0:59
Searching for nearby drivers

& Editride

30 day free trial of Apple TV+.
Stream acclaimed Apple Original series,
films, and documentaries.

Match reveal / arriving

ol T -

= Current location =» Mission Dolores Park

o W
Efl The Embarcac
— i

/(ing St

Arriving in 3 min

Kia Niro

4.8 3 ABC0234

& Editride

@ Safety tools R, Contact

30 day free trial
of Apple TV+

Driver here

2:35

m LYFT Now

Alex is here - look for the Kia Niro ABC0234
You have 5 min before they depart. Thanks for
wearing your seat belt.

A
Xo\"“send 5‘0.

n

Driver is leaving in

Alex
Kia Niro 4.8

73 ABC0234
Reminder: Confirm the license plate
& Editride

@ Safety tools R, Contact

ol T -

Drop off time

Alex
Kia Niro
4.8 (73 ' ABC0234

@ Tip your driver Add atip >

£ Editride

@ Safety tools R, Contact

30 day free trial of Apple TV+.
Stream acclaimed Apple Original series,
films, and documentaries.

Eligible subscribers only. $6.99/mo after 30-day trial. Auto
renews until cancelled. Terms apply

Rate & pay

How was your ride to
Fisherman's Wharf?

A A A A
b 6 & & ¢

Add a tip for Nick

100% of this tip goes to your driver
»
18% 20% 25%
$3.60 $4.00 $5.00

Your ride was $24.00 ®

8 Personal
Visa 1488

Send to Lyft
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POST-REQUEST

Video ads

Wait Match reveal / arriving Driver here In-ride End-of-asset

40 \ (&5 all = = o all 7 - il 7 -
B Tillary St \ ' Park Ave

) Union Sauare Pa‘rk
Current location =» 54 E 6th St

o\

| .

Current location =» 54 E 6th St

Jjene 3

Current location -» 54 E 6th St RIDE BOOKED
Drop-off at 4:52 PM

Alex See driver details

Kia Niro - 4.8 in 1-14 minutes ‘ ! ‘}

0O Save $8.85 on this ride?
Get exclusive savings with Lyft Pink

9..

RIDE BOOKED

See driver details in 0:59
Searching for nearby drivers

N ABCO234

Reminder: Confirm the license plate y Edit ride
& Editride

@ Tip your driver Add atip >

Stream movies on Apple TV+
Stream movies on Apple TV+ DRIVER IS HERE - LEAVES IN 1 MIN

& Editride
ARRIVING IN 1 MIN

Kia Niro X

4.8 13 ' ABC0234

Alex

Kia Niro - 4.8 @ Safety tools R, Contact

THE
INTERNATIONAL SENSATION

O Replay

Stream movies on Apple TV+

& Editride

Iy ABCO234

Reminder: Confirm the license plate
@ Safety tools R, Contact

Stream acclaimed Apple Original series, films, and

THE Stream acclaimed Apple Original series, films, and
& Editride
documentaries.

INTERNATIONAL SENSATION

Redeem offer
Redeem offer (@) Safety tools R, Contact

Stream movies on Apple TV+

Eligible subscribers only. $6.99/mo after 30-day trial. Auto-

Eligible subscribers only. $6.99/mo after 30-day trial. Auto-
renews until cancelled. Terms apply.

lgn Investor Day
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Our in-app ads beat industry benchmarks

Brand favorability and
purchase intent are

/X

Click-through rate is

10x

Viewability is

1.4X

industry benchmark industry benchmark higher than

Kantar norms

Source: Lyft analysis conducted 02/12/24 through 03/10/2024
Click-through rate: Ratio of unique clicks per ride divided by rides with an impression
Viewability: Ratio of unique viewable impressions per ride divided by rides with an impression
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Taking it to the next level

Sponsored rides

oll ¥ @m)
&

Alchemist
Bar & Lounge (\0
= Oracle P

Momo's

Caltrain-San
Francisco

Hello there, Jamie

Q  Where to?

P Home
2200 Sacramento St

Work
'i' 130 Sutter St

IHOP $4 off your ride to IHOP

Start here to save on a ride to IHOP.
Select locations. Valid 7:00 AM — 8:00
PM until 05/26. Limited time only. Ad

) &b =

Bikes Trips

lgn Investor Day

Gated Wait & Save

ParisBlock o~~~
11:19~ Hollow Architectural ll" -~ @'

District
One Maritime Plaza

Current location = IHOP

—— L Y ek e v Lo mn
Heights © ‘beace Plaza ‘/
pL)

North of Civic Center

Panhandle
Painted Lad 0:'\ iWest So /)

Golden Gate Park Mission Bay

Duboce
Arie 11‘20 AM ) ¢
: nier 70

Castro vistric Mission |
e b District Potrero Hill

Potrero

% @

e Lyﬂ a4 Get there by

L0  showless A 11:43 PM

Pickup in 1 min 4
Priority Pickup $15'53

e Valley

Pickup in 5 min
Standard $15.34

Pickup within 10 min
Wait & Save - Sponsored $1315

—~ Preferred 24 $20.75

=8O in7 min 2:51 PM

g .

ﬁ Schedule

Select Shared

Surprise & delight upgrade

oll' “? ”'

Current location =» 123 Octavia St

Oo/
%
)
S
)
»

The Embarcadero

=

1i7. Rolex upgraded your ride to Lyft Lux! X
Precision engineering meets opulent
comfort.

Driver arriving in

Alex
Kia Niro
4.8 3 ABC0234

& Editride

) Safety tools R, Contact

Sponsored upsell

Save 3 minutes?

Get there quicker for less thanks to Geico.
Upgrade for $2.00 $3-48

Upgrade for $2

Not now )
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Imagine a world where

LYf'l' Media WAemotbusies p——

Your ads have been automatically fine-
tuned to highlight your top-selling products.

e Drives foot traffic directly to storefronts prif s yolr Vit o ATEFSSS

its?
ﬁn\‘(:esa. one-minute survey 10 tellus
a -
about your experience.

e Extends every rider’s experience from
the storefront to their front door

Q Shopify Successfully Connecteq

P —

o Offers merchants immediate access
to rider and driver analytics
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Lyft Media key takeaways

We have robust first-party data
and the ability to engage users
directly on the Lyft platform.

We’'re building a full-service ad

platform that has seen great
results, informing improved
targeting and measurement.

We’'re building a world-class team
to capture this opportunity.

Select Lyft
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Marketplace

Operational Excellence

Sid Patil

EVP, Marketplace




Our goalis
to grow and
balance our
marketplace

lyn Investor Day




lyn Investor Day

We operate an enormous physical
marketplace at scale

3.3M+ ] 3B+

Ride intents Technical decisions
per day considered per day

C Marketplace ) /4




Drive 10% marketplace efficiencies every
year! on a per-ride basis

Rides _ | Margin

1. Over 2024-2027

lyn Investor Day




@ Times Square
O Cne Temes Square

SUMMIT One
Vanderbilt

in 2 min
Priority Pickup

in 5 min
Standard $24.61

within 10 min $22.89
Wait & Save 10:13-10:17 AM

Extra Comfort 2 4 $26.75
in 5 min 10:13 AM

o X| 26 $21:8n

lyn Investor Day C Marketplace ) /6
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lyn Investor Day

A Lyft ride seems simple

Vs Wa

i £
[ ! '-‘r
%

-
.

S ——

| d

AN

Rider requests ride Driver arrives

~1 6' 5 0 o ride intents during an average PM commute in NYC

Rider gets to destination

CMarke’rplqce) /7




Delivering a great experience starts
weeks before an event, with precision

Coachella Weekend
San Bernardino Airport 4/12/24

Ride Intents

1PM
Gates open

Investor Day

2AM - 9PM

Super Bow| Weekend
Las Vegas 2/11/24

Ride Intents

After game

Kickoff

During
game

New Year’s Eve
All regions 12/31/24

Ride Intents

* 1AM

9PM

DEC 31

12 AM

JAN 01

‘ Actual Demand ‘ Typical Demand

CMarke’rplace) /8




Riders and
drivers evaluate
L CER LB
with every ride
when making
real-time travel
decisions

lyn Investor Day

Driver
Earnings \




PRICE

Pricing is inherently
uncertain, and we
need to serve a

price in seconds

lyn Investor Day



PRICE

Prime Time has decreased by 39% since Q12022

v
v
-
=
C
Q)
g ‘/’_
Q12022 Q12024
Y,
nf—
o
a4
Q12022 Q12024
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DRIVER EARNINGS

We are earning driver trust through transparency,

reliability, and flexibility

lgn Investor Day

Resiliency to different earnings structures

NORTH BEACH
gay St

Lombard Street Q Exploratorium §z

Temporarily closed

RUSSIAN HILL o/%
o)

San Franciscoo
Cable Car Museum

0 Grace Cathedral
fayette Park ;
ennis Court BELDEN PLACE

San Franci
POLK GULCH of Modern

@ Union Square Temporarily cl

O

You're offline
Go online to start receiving rides

30% Turbo

Earn more on every ride

Until 8 AM

@ Go Online

Weekly Planner

Wed Thu
5 6

Mon Jun 3

TURBO SCHEDULE SAN FRANCISCO

+* Highest bonus at 12 PM, earn +40% per ride

1MAM 5 PM nPM

+40%

CMarke’rplace) 82




ETAs

These improvements have
led to faster ETAs

A

g )

J

- i
; ‘__/Tr
N\ 3

Quarterly average ETA p p ¢ \\\\\

.
\
W

/\
/

/

AN

Q12022 Q12024
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ETAs

We have a unique strength in trading off
price versus fime via mode selection

Current location —> Lavan Midtown Current location —> Lavan Midtown

Current location —» Lavan Midtown

7 b

Arrive 10:13—10:17 AM 18

7 had

Arrive 10:13 AM

7 ped

Arrive 10:10 AM 1

Lyft 24 ‘o Lyftas

in 2 min in 2 min : .
Priority Pickup lm O Prioritv Pickup $2572 :Dn 2 m': ) $25.72
. . riority Pickup 10:10 AM
Q in 5 min $24.61 in 5 min $24'61 o $24
Standard - Standard 10:13 AM Standard -
within 10 min $22.89 () within 10 min $22.09 within 10 min $22.85
Wait & Save 10:13-10:17 AM Wait & Save Wait & Save .
Extra Comfort 4 4 $2675 = Extra Comfort 24 $26.75 = Extra Comfort 24 $26.75
10:13 AM in 5 min 10:13 AM @'Q:' in 5 min 10:13 AM
e XL 26 $31:s0n o XL 26 $31:&0n o Y| 26 $2150n
O123av [5) Schedule Q1234 v [5) Schedule O 1234 v f=) Schedule

Select ride Select ride

Select ride
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We’'re seeing the results pay off around the couniry
EImEY.,
\‘ B
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. \

—
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Canada expansion

Weekly rides in Canada regions

AV

n /™~~~ \

M~ TN AN T

~ \/ w - ~

NS Y
\/ V¥ \

Jan 2022 Mar 2024
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Marketplace
key takeaways

Growth in Rides and Ride Intents

== Rides growth % == |ntents growth %

2023 was a year of transformation
driven by customer-obsessed decisions.

Our focus on operational excellence
means we are highly competitive on
price, earnings, and ETAs.

We are obsessed with nailing the
details in our complex, highly-technical
marketplace, at scale.

Q12022
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Drivers value
their independence

Drivers drive with Lyft
because it works for them

92% say a flexible schedule is very
or extremely important.

68% who work full-time in addition to driving
say it’s because they can drive hours that do
not conflict with their work schedule.

97% create their own schedules that work
for them, outside of the standard 9-5.

91% support a policy under which drivers would
remain independent contractors and receive
some, but not all benefits that employees receive.

Source: Lyft 2024 Economic Impact Report

lgn Investor Day Policy: Driver Classification 89




Protecting drivers’
Independence

We partner with regulators,
policymakers, and labor to
ensure drivers can maintain
their independence.

Creating a new category: IC+ Benefits
e Policies live in CA, WA, and NY

e Drivers in WA are 8x more likely

(than not) to say this policy works
for them.

Driver benefits ()

Goal is to continue to expand
|IC+ Benefits.

lgn Investor Day (Policy: Driver Classification 90




A history of wins for drivers

Minnesota
May 2024




Driver independence: At stake now

In California and Massachusetts, we are facing challenges to drivers’ status as independent contractors

California Massachusetts

. Voters overwhelmingly passed Prop 22 to protect « Massachusetts Attorney General brought Lyft

driver independence. (and Uber) to trial, questioning drivers’ independent
contractor status. The AG is arguing that drivers

- The California Supreme Court is currently reviewing should be classified as employees under state law.
its constitutionality, focusing on whether workers’
comp could be changed by initiative power or only - We expect a decision this summer. We are also
by the legislature. pursuing a ballot initiative and working with

legislators on a long term solution.

R Y &

§~ California justices appear likely to uphold Prop. 22,
Chronicle keeping gig worker law in place

lgn Investor Day (Policy: Driver Classification 92




Policy key takeaways

We educate, advocate, and
collaborate with regulators and
policymakers to create policy that
responds to drivers’ needs.

This approach has served as
the foundation for numerous
victories when those needs and
desires have been challenged.

Q Where to?

Our strong track record and consistency
give us great confidence in the team we

have in place today to continue this Select Lyft
legacy and prevail over any challenges \\
that we may encounter in the future.
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lnsurance

Max Feldman
VP, Head of Risk




Goals for today

Demystifying rideshare insurance.

Discuss Lyft's differentiated strategy:
Technology, product, policy, partners.

Our customer-obsessed insurance
program: Safer roads, affordable
rides, and increased driver earnings.
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Love it or hate it, insurance

legalized ridesharing
E——
gt
R I
.‘b—-"
- \

N A
>

| I\ @)1 ¥: N\ (@] 1 Major Insurers to Strike Deal to Support
B JOURNAL [
" ‘ By Ray Lehmann | March 24, 2015

[

: - N ( : O I | Legislators approve model law to regulate controversial
~B . .
, transportation network companies (TNCs)
National Conference of Insurance Legislators

| I\ 012 ¥: WY O ! nAlc Adopts Ridesharing White Paper for
JOUBMI, State Policymakers
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Insurance overview

Dropped off
App off App on / driver mode Match notification passenger

m

Your personal policy Period 1 auto liability Periods 2 & 3 auto liability
Up to $100K* Up to $100K* $1M / occurrence*

Periods2 &3 UM/ UIM

Coverage limits vary by state

Periods 2 & 3 contingent
collision & comprehensive
$2500 deductible

*Please note, coverages may vary consistent with local regulations and/or state laws. Lyft does not procure coverage for rides originating in New York City.
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Macro factors impacting
Insurance cost

CPIl auto insurance

: running +23% YoY in
Consumer Price Index for Auto Insurance April ‘24. Driven by

Index: 1982-84=100
e Metal: Used vehicle prices,

parts, cost of repair

e Injuries: Litigation trends and
healthcare costs

Over history, auto insurance
outpaced general CPI

Jan 2014 Jan 2024

Source: U.S Bureau of Labor Statistics

lyn Investor Day CInsurance) 08




Two ways to combat
Insurance cosfts

e Policy reforms
Bring limits and coverage requirements
in line with the TNC national insurance
model and other industries.

e Technology, product, partners
Reduce accident frequency, improve
claims resolution, make roads safer.

lyn Investor Day
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Policy reform initiatives

Insurance reform

Goal

Eliminate or reduce excessive
and burdensome Uninsured
Motorist (UM) and primary
liability coverage requirements

Tort reform

Goal

Passing various tort reform
initiatives that reduce frivolous
lawsuits and associated costs
through legislative reform.

Strategic coalition building

Goal
Build a coalition of industry
stakeholders and research &

business organizations to advance

our policy reform efforts.

through legislative reform.

Recent Progress

Reduced Uninsured /
Underinsured Motorist limits
in VA, NC, GA, and AZ.

Recent Progress
Passed TNC specific
vicarious liability reform
in FL and TX.

Recent Progress

Worked with the US Chamber of
Commerce and other businesses
to hold a session on Third Party
Litigation Funding with members
of the House Committee on
Oversight and Accountability.

Passed broad tort reform
in FL and GA.




Empower drivers to deliver safer rides

Establish and embed a granular understanding of risk in Lyft decisions to reduce accident
frequency, improve safety, and support efficient and fair claim resolutions

Ins. cost-aware pricing Road hazard alerts Ins. cost-aware LyftNav Smooth cruiser

T D A

Pick up Drop off
A <
p g g Time of day ®
Pick up Pick up
- 14 min Best
e @
Pick up Pick up & Pothole ahead

Reported in 0.6 mi

Billions of on-platform miles, telematics collection, all claims features centralized

Powered by Lyft proprietary technology: In-house telematics and Risk Management Information System (RMIS)

lyn Investor Day

You're in the top 20% of
drivers in {{driver.region}}




Alerts In
Lyft Maps

ank NCFI‘! S??:e!E :

01 mi

Hemlock Street

Post Street

Myrtle Street

O'Farrell Street

=2 Pothole ahead
Reported in 0.6 mi

Liberty Street

9:41 Nob Hill Chinatown  fjg{neR ()

District

® 301King St

Tenderloin

South of

Civic Center

L
Hayes Valley

i "TAVAN /

13 min
. More fuel

/.

\-,

17 min

. $5Toll
Historic S’

District

Potrero
Terrace

14 min Best

i Shortest
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® all ¥ =) \
c ru I s e r X Smooth cruiser report Smooth driving breakdown

This score is for Jan 1- Jan 31. Your score is updated daily.

N Smooth braking

YOUR SMOOTH CRUISING SUMMARY ()

o
9 0 /o You’re gently braking more often

than 80% of drivers
0 100

You're in the top 10% of
drivers in San Francisco (f! Smooth turns

Smooth driving breakdown

Smooth brakin Your smooth turning is in the top
)m 2 10% of drivers

(J4 Mounted phone

You’re gently braking more often
than 80% of drivers

[F Smooth turns

You do not have a detectable level
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Accident frequency down ~10% over 4 years

On-platform accident frequency

| Road Safety Product | Insurance Cost | Smooth Cruiser
| Launch 1 | Aware Pricing | In-App
| (ICAP) I

|
|
|
: ~ -10% over 4 years
|

— T .

Jan 2020 Jan 2021 Jan 2022 Jan 2023




Importance and role of partners
To our strategy

INSURANCE® mobilitas’

PROGRESSIVF & StateFarmr

e Claims handling expertise and scale
e Balance sheets for risk transfer

e Decades of auto insurance experience

lyn Investor Day

e Captive to strategically retain risk
e Proprietary data, models, tech

e In-house risk and insurance expertise
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Insurance key takeaways

Beat macro trends.

Make our roads safer, rides more
affordable, and give drivers more
control through risk signals.

Achieve scale, claims handling
excellence, and stability
through partnerships.




Financial
Overview

Erin Brewer
Chief Financial Officer

‘ | ' ‘ 11
Months

50+ tips
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Lyft brings people together
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Connecting you With the belief
to the people that customer
and experiences obsession drives

you love profitable growth




PRODUCT
INNOVATION

& GROWTH
PARTNERSHIPS

lyn Investor Day

Customer
obsession
engine

BRAND

LYFT MEDIA

Financial priorities

Durable Gross
Bookings growth

Profit expansion

Disciplined capital
allocation
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Our financial journey since IPO

Annual Gross Bookings and Adjusted EBITDA margin'2

B Gross Bookings === Adjusted EBITDA margin'?2

. i - » t—
‘:_\‘u: \‘-'_. e
- sl
- g

R
411 3
$
1
i
2019 2020 2021 2022 2023
2019: Rideshare, bikes 2020: COVID heavily 2021-2023: Divested/discontinued non- 2023: Focus on
and scooters, express impacted business core businesses: Level 5 AV (2021), Lyft Operational Excellence

drive, autonomous
vehicles, driver centers,
Lyft Rentals

rentals (2022), driver centers (2023) in rideshare and bikes
and scooters

1. See non-GAAP reconciliations
2. As a % of Gross Bookings
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We have emerged as a more
focused company

Quarterly Gross Bookings and Adj. EBITDA margin'2

B Gross Bookings

1.2%
0.7%

Q12023 Q2 2023 Q3 2023 Q4 2023 Q12024

1.8% 1.6%

2.6%

1. See non-GAAP reconciliations
2. As a % of Gross Bookings

lyn Investor Day

>$500M in cost reductions
2022-2023

Achieved consecutive quarters
of positive Adjusted EBITDA

Free cash flow positive in
Q4 2023 and Q12024




Operational excellence
and cost discipline have Fﬁ
driven leverage

Q12022 Q12024

B Total non-GAAP operating expenses as % of Gross Bookings

Q12022 Q12024

B Contra-revenue and S&M incentives as % of Gross Bookings
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Our next chapter of profitable growth

2024 2027 Targets

~15% CAGR
(2024-2027)

Gross
Bookings

Adjusted EBITDA
margin’2

Free cash flow! as a
% of Adjusted EBITDA

1. See non-GAAP reconc iliations
2. As a % of Gross Bookings
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DURABLE GROSS BOOKINGS GROWTH

~15%
Gross
Bookings

CAGR
(2024-2027)

Gross Bookings growth slightly faster than rides growth Active drivers + Time on platform

Revenue growth faster than Gross Bookings growth

DRIVER GROWTH

lgn Investor Day



~47
Adjusted
EBITDA
margin?
in 2027

(as a % of Gross Bookings)




The next phase of profitable growth will be
equally driven by our 3 business priorities

From 2024 to 2027: Nearly doubling the Adjusted EBITDA margin'2
Adjusted EBITDA? as a % of Gross Bookings ~4%

~21%

2024 2027

1. As a % of Gross Bookings
2. See non-GAAP reconc iliations
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Operational excellence: Growing profits at scale
through marketplace efficiencies

10% efficiencies every year

2024 2025 2026 2027

B Contra-revenue and S&M incentives per ride

Cost of Contra-revenue and Sales & Marketing incentives programs, on a per-ride basis.
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Operational excellence:
Sustained leverage in

~50 bps of incremental

operating expenses operating expenses!

leverage, every year

o We'll generate significant fixed
costs leverage from cost discipline

e We expect variable costs growth
aligned to rides growth

B Total non-GAAP operating expenses as a % of Gross Bookings

1. Fixed costs within Opex include compensation and benefits, depreciation,
facilities, and other fixed corporate costs. All else considered variable.
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PrOd u C.I. Margin Expansion Opportunity
innovation and

partnerships
expand ride
volume and
profitability

Rides Growth Opportunity

(Fina ncial Overview) 119
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Our Lyft Media platform is
a profitability catalyst

2027 Lyft Media Gross Bookings From an omnichannel product suite...
>$400M in-app videos, in-car tablets, and rooftops

...to a full-service ad platform
leveraging our first-party data to engage users

directly on our platform, delivering relevant ad
placements during the ride journey

2024 2027

YA tovestor Doy



Top line growth

Gross Bookings ~15% CAGR (2024-2027)

Customer
obsession
engine

v Margin expansion

~47% Adjusted EBITDA margin in 202712

BRAND

1. See non-GAAP reconc iliations
2. As a % of Gross Bookings
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Adjusted EBITDA growth

Optimized working capital
Low working capital intensity

Free cash flow
° ® - Risk strategy . .
conversion is O owih oxcaade cash pavouts -

accelerating

Capital expenditures
Asset-light business model

1. See non-GAAP reconciliations
2. Free cash flow conversion is calculated by dividing free cash
flow for a period by Adjusted EBITDA for the same period
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DISCIPLINED CAPITAL ALLOCATION

Our investment in growth

08

@ Optimize
shareholder returns

@ Cash and IIqUIdlfy Forward target: < 4% average

dilution, achieved through continued

Growth Focusing on liquidity, with cost management discipline and,

a robust cash balance, in the near term, a proactive dilution

undrawn revolver capacity, management program

Responsible investment in and strong FCF generation

attractive growth and margin
expansion opportunities,
product innovation, with a
customer-obsessed bias




%

Investing in our growth

Customer-obsessed Growth Lyft Media

innovation partnerships platform
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®

Optimizing our

balance sheet «Healthy level of
available liquidity’

Q12024 unrestricted cash, «~$360M flVCHlCIb|e |
cash equivalents, and revolver line of creditz

short-term investments

e« Optimized convertible
debt partially refinanced

Q12024 liquidity IN 2024, with o 5—ye(]r

maturity runway

1. Liquidity is defined as cash and cash equivalents and short-term investments (excluding restricted
cash, cash equivalents, and investments) and amount available under our revolving credit facility.

2. ~$360M available under our revolving credit facility reflects $420M total (hone of which has been
drawn) and $59.1M in letters of credit issued under the facility as of 3/31/24.
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703
Optimizing
shareholder returns

Continued decline of dilution
with goal of less than 5% average
dilution by 2025, and less than 4%
average dilution by 2027.

e Sustained cost management discipline

<$0.35B e Proactive dilution management

FY’19 FY’20 FY’21 FY’22 FY’23 FY’24

B Stock-based compensation ® Dilution on diluted shares

FY24 Dilution forecast assumes a ~$18 LYFT stock price.
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%

Customer obsession
drives profitable growth

In 2027
Gross Bookings: ~$25B

Adjusted EBITDA': ~$1B
Free cash flow': ~$900M

Expect to achieve GAAP profitability
early in the 2025-2027 plan horizon

1. See non-GAAP reconc iliations

. en
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Financial key takeaways

Customer obsession drives
profitable growth.

Multiple levers to grow
bookings and profitability.

Focus on product innovation and
partnerships, operational
excellence and Lyft Media.

Commitment to long term
shareholder value creation.

YA tovestor Doy
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Reconciliations from
GAAP to non-GAAP




Condensed Consolidated Statement of Operations (Quarterly)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Q1 Q2 Q3 Q4 Total Q1
Revenue $1,000.5 $1,020.9 $1,157.6 $1,224.6 $4,403.6 $1,277.2
Cost and expenses
Cost of revenue 549.0 606.6 644.5 743.9 2,544.0 755.4
Operations and support 98.9 107.6 118.8 101.9 427.2 103.0
Research and development 196.9 154.6 109.2 95.2 555.9 100.0
Sales and marketing 115.9 109.2 129.9 125.9 481.0 145.5
General and administrative 256.5 201.4 195.3 217.9 871.1 236.3
Total costs and expenses 1,217.3 1179.4 1197.7 1,284.7 4,879.2 1,340.2
Loss from operations $ (216.8) $ (158.5) $ (40.2) $ (60.2) $ (475.6) $ (63.0)
Interest expense (5.4) (6.2) (6.2) (8.4) (26.2) (7.0)
Other income (expense), net 37.2 531 34.4 45.4 170.1 41.1
Loss before income taxes (185.0) (111.6) (12.0) (23.1) (331.7) (28.9)
Provision for (benefit from) income taxes 2.7 2.7 0.1 3.2 8.6 2.6
Net loss $ (187.6) $ (114.3) $ (12.1) $ (26.3) $ (340.3) $ (31.5)
Net loss per share, basic and diluted $ (0.50) $ (0.30) $ (0.03) $ (0.07) $ (0.88) $ (0.08)
Weighted-average shares used to compute net loss 373.7 381.9 389.3 3961 385.3 401.6

per share, basic and diluted

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Quarterly)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Q1 Q2 Q3 Q4 Total Q1
GAAP Operating Expenses (excludes COR) $ (668.3) $ (572.8) $ (553.2) $ (540.9) $ (2,335.2) $ (584.8)
Amortization of intangible assets 3.3 2.9 2.8 2.9 11.9 2.8
Stock-based compensation expense 169.6 106.4 93.0 85.3 454 .4 74.1
Payroll tax expense related to stock-based compensation 5.8 2.5 1.8 1.5 1.6 6.5
Sublease income() 1.3 1.3 1.2 1.1 4.9 1.1
Restructuring charges? 23.1 49.8 - - 72.9 -
Non-GAAP Operating Expenses (excludes COR) $ (465.2) $ (409.9) $ (454.5) $ (450.1) $ (1,779.7) $ (500.3)
Gross Bookings $ 3,050.7 $ 3,446.0 $ 3,554.1 $ 3,724.3 $13,775.2 $ 3,693.2
Non-GAAP Operating Expenses (excludes COR) (15.2%) (11.9%) (12.8%) (12.1%) (12.9%) (13.6%)

as a % of Gross Bookings

1. For the GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item. For non-GAAP purposes,
sublease income is presented as a contra-expense to the related lease rent expense.

2. Lyft defines Gross Bookings as the total dollar value invoiced to rideshare riders including any applicable taxes, tolls and fees while excluding tips to drivers. It also includes amounts invoiced for other
offerings, including but not limited to: Express Drive, bikes and scooter rentals, and the amounts recognized for subscriptions, bikes and bike station hardware and software sales, media, sponsorships,
partnerships, and licensing and data access agreements.

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Quarterly) - (cont.)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Q1 Q2 Q3 Q4 Total Q1

Reconciliation of Net Loss to Non-GAAP Adjusted Net Income (Loss)

GAAP Net Loss $ (187.6) $ (114.3) $ (12.1) $ (26.3) $ (340.3) $ (31.5)
Amortization of intangible assets 4.5 4.2 4.0 4.1 16.8 4.1
Stock-based compensation expense 180.4 113.9 98.5 91.7 484.5 80.1
Payroll tax expense related to stock-based compensation 6.2 2.7 1.9 1.6 12.5 7.4
Sublease income () - - - - - -
Restructuring charges@ 24.2 52.9 - - 77.2 -

Adjusted Net Income (Loss) $27.7 $59.5 $923 $ 711 $ 250.7 $60.0
Adjusted net income (loss) per share, basic $ 0.07 $ 0.16 $0.24 $0.18 $ 0.65 $0.15
Weighted-average shares used to compute adjusted net income 373.7 381.9 389.3 3961 3853 4016

(loss) per share, basic

1. For the GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item. For non-GAAP purposes,
sublease income is presented as a contra-expense to the related lease rent expense. The non-GAAP presentation of sublease income as a contra-expense has no impact to Adjusted Net Income (Loss).

2. Refer to prior period supplemental data on our Investor Relations page for a breakdown of restructuring charges.

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Quarterly) - (cont.)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Reconciliation of Net Loss to Non-GAAP Adjusted EBITDA

Q1

Q2

Q3

Q4

Total

Q1

GAAP Net Loss $ (187.6) $ (114.3) $ (12.1) $ (26.3) $ (340.3) $ (31.5)
Adjusted for the following:
Interest expense 5.9 6.9 7.3 9.7 29.7 8.5
Other (income) expense, net (37.2) (53.1) (34.4) (45.4) (170.1) (41.1)
Provision for (benefit from) income taxes 2.7 2.7 0.1 3.2 8.6 2.6
Depreciation and amortization 27.2 28.6 29.5 31.2 116.5 32.4
Stock-based compensation expense 180.4 113.9 98.5 91.7 4845 80.1
Payroll tax .expense related to stock-based 6.2 27 19 16 125 74
compensation
Sublease income () 1.3 1.3 1.2 1.1 4.8 1.1
Restructuring charges( 23.9 52.3 - - 76.2 -
Adjusted EBITDA $22.7 $41.0 $92.0 $ 66.6 $222.4 $59.4
Net loss as a percentage of Gross Bookings (6.2%) (3.3%) (0.3%) (0.7%) (2.5%) (0.9%)
Adjusted EBITDA margin (calculated as a percentage of 0.7 129 269 1 89, 1 6% 1 6%

Gross Bookings)

1. Forthe GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item. For non-GAAP purposes,

sublease income is presented as a contra-expense to the related lease rent expense.

2. Refer to prior period supplemental data on our Investor Relations page for a breakdown of restructuring charges.

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Quarterly) - (cont.)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Q1 Q2 Q3 Q4 Total Q1
Reconciliation of Net Cash Provided by (Used in)
Operating Activities to Free Cash Flow
Net Cash Provided by (Used in) Operating Activities $ (74.0) $ (70.0) $23 $43.5 $ (98.2) $156.2
Less: Purchases of property and equipment and scooter fleet (46.8) (42.2) (32.3) (28.6) (149.8) (29.1)
Free Cash Flow $ (120.8) $ (112.2) $ (30.0) $14.9 $ (248.1) $127.1

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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Condensed Consolidated Statement of Operations (Annual)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Year Ended December 31,

2019 2020 2021 2022 2023
Revenue $ 3,616.0 $2,364.7 $ 3,208.3 $ 4,095.1 $4,403.6
Cost and expenses
Cost of revenue 2176.5 1,447.5 1,702.3 2,435.7 2,544.0
Operations and support 636.1 454.0 402.2 443.8 427.2
Research and development 1,505.7 909.1 911.9 856.8 555.9
Sales and marketing 814.2 416.3 411.4 531.5 481.0
General and administrative 1,186.0 946.1 915.6 1,286.2 871.1
Total costs and expenses 6,318.5 4,173.1 4,343.5 5,554.1 4,879.2
Loss from operations $ (2,702.5) (1,808.4) $ (1,135.2) $ (1,458.9) $ (475.6)
Interest expense - (32.7) (51.6) (19.7) (26.2)
Other income (expense), net1 102.6 43.7 135.9 (100.0) 170.1
Loss before income taxes (2,599.9) (1,797.4) (1,050.9) (1,578.6) (331.7)
Provision for (benefit from) income taxes 2.3 (44.5) 1.2 5.9 8.6
Net loss $(2,602.2) $ (1,752.9) $ (1,062.1) $ (1,584.5) $ (340.3)
Net loss per share, basic and diluted $ (11.44) $ (5.61) $ (3.17) $(4.47) $ (0.88)
Weighted-average shares used to compute 2975 3122 334.7 354.7 385.3

net loss per share, basic and diluted

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Annual)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Year Ended December 31,

2019 2020 2021 2022 2023
GAAP Operating Expenses (excludes COR) $ (4,142.0) $ (2,725.5) $ (2,641.2) $ (3,118.3) $ (2,335.2)
Amortization of intangible assets 15.7 17.1 7.1 13.5 1.9
Stock-based compensation expense 1,518.0 537.1 685.1 706.6 454.4
Payroll tax expense related to stock-based compensation 42.7 22.2 29.7 15.7 1.6
Sublease income( - - 6.6 1.6 4.9
Costs related to acquisitions and divestitures - 0.4 1.5 2.3 -
Transaction costs rel. to certain legacy auto insurance liabilities - 2.2 0.1 - -
Restructuring charges - 32.6 - 108.9 72.9
Non-GAAP Operating Expenses (excludes COR) $ (2,565.6) $ (2,113.9) $ (1,911.1) $ (2,259.7) $ (1,779.7)
Gross Bookings $12,337.4 $7216.6 $ 9,745.7 $12,057.3 $13,775.2
Non-GAAP Operating Expenses (excludes COR) as a % of Gross Bookings (20.8%) (29.3%) (19.6%) (18.7%) (12.9%)

1. For the GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item.
For non-GAAP purposes, sublease income is presented as a contra-expense to the related lease expense.

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Annual) - (cont.)

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

Year Ended December 31,

2019 2020 2021 2022 2023
Reconciliation of Net Loss to Non-GAAP Adjusted Net Income (Loss)

GAAP Net Loss $(2,602.2) $ (1,752.9) $ (1,062.1) $ (1,584.5) $ (340.3)
Amortization of intangible assets 35.1 29.2 18.1 18.4 16.8
Stock-based compensation expense 1,599.3 565.8 724.6 750.8 484.5
Payroll tax expense related to stock-based compensation 44.7 23.7 31.5 17.0 12.5
Net amount from claims ceded under the Reinsurance Agreement( - - 52.8 18.5 -
Sublease income(? - - - - -
Costs related to acquisitions and divestitures 1.0 0.4 (117.7) 2.3 -
Transaction costs rel. to certain legacy auto insurance liabilities - 64.7 20.4 - -
Restructuring charges® - 36.0 - 110.5 77.2
Impairment charges® - - - 135.7 -

Adjusted Net Income (Loss) $ (922.1) $ (1,033.0) $ (332.6) $ (531.4) $ 250.7
Adjusted net income (loss) per share, basic $ (4.05) $ (3.31) $ (0.99) $ (1.50) $ 0.65
Weighted-average shares used to compute adjusted net income (loss) 2975 312.2 3347 354.7 385.3

per share, basic

1. Reflects the net amount recognized on the statement of operations associated with claims ceded under the Reinsurance agreement,
including any losses related to the deferral of gains on the statement of operations and any benefit rom the amortization of the deferred gain in the same period.

2. Forthe GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item. For non-GAAP purposes,
sublease income is presented as a contra-expense to the related lease rent expense. The non-GAAP presentation of sublease income as a contra-expense has no impact to Adjusted Net Income (Loss).

3. Refer to prior period supplemental data on our Investor Relations page for a breakdown of restructuring charges.
4. In the third quarter of 2022, we recorded $135.7 million in impairment charges related to the wind down of an equity investee, which included the impairments of a non-marketable equity investment and other assets.

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Annual) - (cont.)

Year Ended December 31,

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

2019 2020 2021 2022 2023
Reconciliation of Net Loss to Non-GAAP Adjusted EBITDA
GAAP Net Loss $(2,602.2) $ (1,752.9) $ (1,062.1) $ (1,584.5) $ (340.3)
Adjusted for the following:
Interest expense - 34.3 52.8 20.8 29.7
Other (income) expense, net(l) (102.6) (43.7) (135.9) 100.0 (170.1)
Provision for (benefit from) income taxes 2.3 (44.5) 1.2 5.9 8.6
Depreciation and amortization 108.3 157.4 139.3 154.8 116.5
Stock-based compensation expense 1,599.3 565.8 724.6 750.8 484.5
Payroll tax expense related to stock-based compensation 44.7 23.7 31.5 17.0 12.5
Net amount from claims ceded under the Reinsurance i ) 58 18.5 i
Agreement(
Sublease income®) - - 6.6 1.6 4.8
Costs related to acquisitions and divestitures 1.0 0.4 1.5 2.3 -
'I.'rcr.ms:c?chon costs rel. to certain legacy auto insurance _ 64.7 20.4 _ _
liabilities
Restructuring charges® - 35.5 - 86.6 76.2
Adjusted EBITDA $ (949.2) $ (959.3) $ (157.5) $ (416.5) $222.4
Net loss as a percentage of Gross Bookings (21.1%) (24.3%) (10.9%) (13.1%) (2.5%)
Adjusted EBITDA '
JHSTE SO (7.7%) (13.3%) (1.6%) (3.5%) 1.6%

(calculated as a percentage of Gross Bookings)

1. Other income (expense), net includes (i) a benefit from a pre-tax gain from the divestiture relating to our self-driving vehicle division, Level 5 in Q221 and (ii) $135.7 million in
impairment charges related to the wind down of an equity investee in Q3'22, which included the impairments of a non-marketable equity investment and other assets.

2. Reflects the net amount recognized on the statement of operations associated with claims ceded under the Reinsurance agreement, including any losses related to the
deferral of gains on the statement of operations and any benefit from the amortization of the deferred gain in the same period.

3. For the GAAP income statement, sublease income is included as other income while the related lease rent expense is included in its respective operating expense line item.
For non-GAAP purposes, sublease income is presented as a contra-expense to the related lease rent expense.

4. Refer to prior period supplemental data on our Investor Relations page for a breakdown of restructuring charges.
Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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GAAP to Non-GAAP Reconciliations (Annual) - (cont.)

Year Ended December 31,

($ IN MILLIONS, EXCEPT PER SHARE ITEMS)

2019 2020 2021 2022 2023
Reconciliation of Net Cash Provided by (Used in) Operating Activities
to Free Cash Flow
Net Cash Provided by (Used in) Operating Activities $ (105.7) $ (1,378.9) $ (101.7) $ (237.3) $ (98.2)
Less: Purchases of property and equipment and scooter fleet (178.1) (93.6) (79.2) (115.0) (149.8)
Free Cash Flow $ (283.8) $ (1,472.5) $ (180.9) $ (352.3) $ (248.1)

Note: Due to rounding, numbers presented may not add up precisely to the totals provided.
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