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Anil Gupta, Vice President, Investor Relations: Thanks, Carl. Good afternoon and welcome
to the Coinbase second quarter 2021 Q&A call. Joining me on today's call is Alesia Haas, Chief
Financial Officer.

Before we get started, I'd like to remind you that during today's call, we may make
forward-looking statements. Actual results may vary materially from today's statements.
Information concerning risks, uncertainties, and other factors that could cause results to differ
from these forward-looking statements is included in our SEC filings and shareholder letter
available on our IR website.

Our discussion today will include references to adjusted EBITDA, a non-GAAP financial
measure. We believe that certain non-GAAP measures of financial results provide useful
information to management and investors regarding trends relating to our financial condition and
the results of operations. Non-GAAP financial measures should be considered in addition to, not
as a substitute for, or in isolation from, GAAP measures. You can find additional disclosures
regarding adjusted EBITDA, including a reconciliation to net income, the comparable GAAP
measure, in our shareholder letter and current report on Form 8-K, which are posted on our IR
website.

And, with that, Carl, I’ll turn it back over to you. We’re ready for our first question.

Operator: Thank you, sir. Your first question comes from the line of Ken Worthington of JP
Morgan. You may ask your question.

Ken Worthington, JP Morgan: Hi, good afternoon. Thank you for taking my question. Alesia, I
think you and Brian mentioned more institutions are leveraging Coinbase’s infrastructure to drive
their own crypto offerings. So, maybe how big is this business of outsourced infrastructure for
Coinbase right now? And, as you think about being a successful part of the ecosystem or
cryptoeconomy infrastructure ecosystem, what are the most important pieces that you want
institutions to turn to Coinbase first? Do you want or need to do everything? Are there maybe
one or two pieces that are more critical or critical to kind of get right?

And, then to be a successful longer term participant in providing infrastructure, you know, what
does Coinbase need to get right today? So, if it’s going to be successful in the future, what do
you need to get right today? Thanks.

Alesia Haas, CFO: Thanks, Ken. Great question. So, a lot of the work that we’re doing
underneath our Coinbase Cloud, which is the infrastructure service offering, is very nascent. We
use the acquisition of Bison Trails that we acquired in Q1 to really build the technology stack
that will fuel the future of our APIs that we will be able to enable services to a lot of financial
institutions. But, it’s just other crypto companies, for example.

So, today, we do offer staking of a service where we enable other companies to offer staking to
their end customers and we provide the back end node infrastructure, and that’s the largest
piece of technology that we’re today offering. But, we are building a series of APIs that we can
enable more and more tooling, such that other companies that they want to enable their
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customers to accept, to receive payments in crypto through our commerce product or other
services, will be able to use our tooling.

When I think about the important pieces, it all really starts with custody. How do you provide a
wallet that securely stores the crypto assets? Because as we’ve all talked about, these are
bearer instruments and so the security around the private keys is of critical importance.

So, today, I think of it as how do you store that? How do you then obtain the crypto? How do you
send and receive that crypto? And, that’s really the basic bones that Coinbase started in the
earliest days, which is providing access and the ability to transact in crypto, and we’re layering
incremental pieces on over time.

When I think about your question about what is the most important piece or one or two pieces,
our goal is to touch a piece of every crypto transaction. When we talk about internally how we
think about it, we would like to play in this transaction flow in one way or multiple ways, and I
think it will depend on these different companies we provide services to, where they want us to
play.

Today, a lot of our interaction is discussing custody and how do we provide the backbone of
custody to others because it is such a different service than traditional custody of a security, for
example. Over time, though, I think that we’ll see more and more companies seek tooling for
transaction monitoring, for staking, for node infrastructure, for validator services, and just that
integration with the blockchains, which will become the real key to our foundation of these
services.

Ken Worthington, JP Morgan: Great, thank you very much.

Operator: Our next question comes from the line of Lisa Ellis of MoffettNathanson. You may
ask your question.

Lisa Ellis, MoffettNathanson: Terrific, thank you. Thanks for doing this call and thanks for
taking my question.

Can you elaborate a little bit, I mean, you commented briefly on the main call, but just on your
marketing efforts going forward now that we are sort of entering this period of a bit lower crypto
asset prices and volatility, what is your strategy to make sure that you keep this momentum up
in the user base and user engagement growth over the coming months? You know, through
marketing programs, international expansion, kind of can you provide a little bit more detail
there? Thank you.

Alesia Haas, CFO: Thanks for the question, Lisa. So, I think it’s important to sort of remind
everybody that we do see strong correlation between the MTUs on our platform and our volume
correlated with crypto access prices and crypto asset volatility. So, we’re not going to be able to
decouple those completely within a single quarter. That’s going to be a multi-year journey to kind
of reduce that correlation. But, what we’re working on is a couple of things.

It is part marketing, but it’s also product roadmap and it’s the services that we’re offering to
customers and ways to engage that move away from the investing product, because it really is
the buy/sell behavior that we see most tightly correlated with crypto asset price and crypto asset
volatility.
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But, as we move into staking, as we move into the Coinbase Card and enabling people to make
purchases with crypto, a lot of those financial transactions are not tied to what the price is at any
one moment.

Staking is a long term investment strategy typically for our users and the opportunity to earn
rewards is a recurring revenue stream. So, we’re looking to roll out more and more transaction
types for people to engage in the day to day financial transactions that they have irregardless of
market conditions and that will be part of our marketing effort to really market this new product
suite.

We also are, as you rightly called out, really expanding internationally and we’re looking to add
users in new markets. That is one of the key areas of focus that Brian talked about in a blog that
he published in June around looking to DeFi, moving internationally, adding more assets to the
platform. And, our marketing efforts in general, which have historically been, as we mentioned,
very much growth focused, are now thinking about customer retention. They’re thinking about
through the funnel marketing, building all the way out and a lot of brand work to kind of capture
more and more people into the crypto economy.

As we mentioned, though, these are early investments for us and so we are going to test and
learn going into the market and refine this over time, and we can come back to you after we
have more of those learnings to see what the direct impact to our financial statements and our
user engagement is.

Lisa Ellis, MoffettNathanson: Terrific, thank you.

Alesia Haas, CFO: Thank you.

Operator: Our next question comes from the line of Simon Clinch of Atlantic Equities. Your line
is open.

Simon Clinch, Atlantic Equities: Hi, thanks for doing this call. I was wondering if we could just
go over--because I think in the past, we’ve talked about the potential, the long-term strategy of
converging the Coinbase app and the Coinbase pro apps for the benefit of all and I was just
wondering where you are in your thinking with that kind of strategy in terms of timing? And, also
what kind of logistical challenges there might be in actually executing on that kind of conversion.

Alesia Haas, CFO: Thanks, Simon, and thank you always for joining these calls. I know it’s very
late where you are.

So, that product that we talk about to combine the Coinbase consumer and Coinbase pro, we
refer to as our unified retail strategy, which is bringing those products into one to enable the
tooling to all of our users and create one platform for our retail investors. That is on a 2021
roadmap. I can’t give you a precise timing, but it is something that we’re strategically working
towards, just like we are working to the prime broker one stop platform for our institutions, as
well as a one stop platform for our retail and our individual users as well.

With regard to logistical challenges, it’s really around creating the right product experience for
various customer cohorts and we have a wide range of individuals on our platform from first time
users to very sophisticated crypto users and we want to create the right customer journey for
each of those and the right product experience for each of those within one app. And, so that is
what we’re working on.
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We’re working to, one, create the technical backend that we can roll this out and then, two,
really thinking about the user journey and running pricing experiments to make sure that we
unify the pricing properly without having material impact on our total revenue.

Simon Clinch, Atlantic Equities: That’s really useful. Thank you.

Operator:  Our next question comes from the line of Will Nance of Goldman Sachs. You may
ask your question.

Will Nance, Goldman Sachs: Hi, thanks for taking my questions today. I wanted to ask about
the competitive environment and, you know, particularly some of the crackdowns that we’re
seeing on the regulatory side kind of around the globe, whether it’s, you know, the levels of
leverage that you can get, whether it’s, you know, continued focus on unregistered securities.
I’m just wondering, when you think about your biggest competitors--crypto native competitors I
would say, you know, the Binances of the world, you know, does it feel like this is an opportunity
to leverage your approach to compliance as a competitive advantage? You know, is there a way
to kind of take advantage of maybe some competitors being on their backfoot as they respond
to some of these regulatory issues? And, are there any regulatory issues on the international
side that are maybe making you feel a little bit more comfortable moving a little bit more
forcefully into international markets?

Alesia Haas, CFO: Great question. It has definitely been on the headlines a lot these days,
various regulatory actions across the industry.

So, I think it’s just important to state that Coinbase has long leaned into regulation. We view
ourselves as making significant investments in compliance and we’re really looking to build
products for each country that make sense within local licensing requirements.

We don’t think about necessarily what’s happening with our competitors as a driver of our
business. We have a roadmap and we’re really looking for what we can provide to our
customers. We are benefited by we’ve hired a wonderful group of product managers and
engineers and we’ve really accelerated our headcount over the last quarter. I think we noted in
our letter, we added 450 people and our headcount just crossed 2,100, and so I really think that
what we’re focused on is hiring top talent, executing on our product roadmap, bringing more
assets to our platform, and moving into the international markets more quickly where historically
we’ve had much more of a U.S. or western focus on it.

I think that when I think about regulation, though, what I think is happening is benefiting the
entire industry and Coinbase as well, which is we’re starting to see some potential regulatory
clarity. We’ve definitely seen heightened activity within both U.S. and global regulators that is
helping us understand where regulators are focused and what products they think are
acceptable in various markets and that is helpful to just inform a level playing field that we can
all compete in and I think that that will provide a lot of benefit not only to the platforms, but also
to users and give them comfort on what products they can engage with.

Will Nance, Goldman Sachs: Got it. That’s super helpful and just as a follow up, I wanted to
ask about the market share trajectory. You know, obviously, you know, really impressive statistic,
having such a high percentage of overall crypto assets on your platform today. I just wanted to
ask more of a potential question about how you think about that metric, how relevant it is for the
success of Coinbase given, you know, some of Brian’s comments about people continuing to
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embrace decentralization, you know, crypto being a bearer asset. It doesn’t necessarily have to
be on your platform all the time. So, just how do you think about, you know, the kind of
correlation with overall success of Coinbase over time with, you know, the market share trend?

Alesia Haas, CFO: Sure. We think of the market share in a couple of ways. I think you’re
referring to the market share of the assets on our platform and we think that the assets on our
platform gives us the opportunity to monetize those assets in different ways. So, obviously,
staking is a way we’re monetizing. We can also think about potential for borrow lend products,
monetizing that asset base, and I think that will evolve over time.

When we think about the future of DeFi, what we think about is creating better tooling where
customers could move assets in a very user friendly seamless way between a custodial
solution, like a Coinbase platform, to a self-hosted wallet and in the self-hosted wallet within the
Coinbase app interfaced with DeFi.

We think that that provides still the benefit that we can help facilitate and provide tooling to those
customers to provide additional security layers if they interact within DeFi that we would still
count as assets on our platform in some way and we will get better at that disclosure over time
and share with you how we think about that as that world evolves.

But, we believe that, one, we can monetize assets on platform and that’s important, two,
providing a portal and a gateway to DeFi. We can think about how assets are flowing between
us and DeFi and how that--providing that accessibility is an important metric, and I think it will
evolve, but we do think being that place where people come to first, the platform people think of,
‘I want to participate in crypto, I’m going to go to Coinbase’ is really what we’re focused on
building and we think today, assets on platform represents a good metric for us to measure that
success.

Will Nance, Goldman Sachs: Great, appreciate all the thoughts and thank you for taking my
questions.

Alesia Haas, CFO: Of course.

Operator: Our next question comes from the line of Rich Repetto of Piper Sandler. You may ask
your question.

Rich Repetto, Piper Sandler: Yeah, good evening, Alesia. The first question is on cash and I
know you answered the other call--the question on capital allocation. But, I guess the question
is more on you’ve got seems like a big buildup of cash if you’ve got $4.4 billion, you know, up 2
and a half or so billion, you know, from the prior quarter, you know, after a great 2Q. So, I guess
the question is what level of cash are you comfortable with? And, I know volume is starting, you
know, slowly in July, but what level of cash--is there some sort of burn minimum you’d want to
keep for X amount of quarters? How should we think about that?

Alesia Haas, CFO: So, I have approached the cash so that it’s pretty simple. We think about
our cash falling into a couple buckets.

One is what do I need for working capital to run the business? Working capital includes a lot of
things for Coinbase. It includes cash that I want for the borrow/lend portfolio. As we mentioned,
we’re building out a financing product suite for post trade credit, so I have cash available to
support our institutional customers to buy crypto without having pre-funded their trade.
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We have cash that we need to pre-fund service providers like PayPal to enable our retail
customers to buy and sell crypto through the PayPal interface. So, we do have a fair amount of
cash that is used in our daily operations on our platform.

Second, we use cash for insurance for lack of a better word. So, we are providing our
customers assurance that when they trade on our platform, that their crypto is safe and yes, we
do buy third party insurance, but we also use our own balance sheet to ensure that we are
protecting our customers. So, those are two critical important pieces of cash to just run our
operations.

Next, I think about having cash available to be opportunistic. How do I accelerate into a market
if there’s an acquisition opportunity? How do we deploy a SWAT team of product managers if we
want to go after the NFT space? How do we quickly pivot to the crypto trends and make sure
that we have the resources available to continue to serve our customers and do the right thing
at every moment and not be reliant on the capital markets when we can rely on ourselves?

And, then lastly as you point out, crypto is volatile. We’ve benefited over the last few quarters of
having strong earnings, but crypto can go into winters, as we’ve seen in the past, and we want
to ensure that we have resources to be able to continue to grow our headcount, grow our
products through winter, because what we see historically is every peak is higher than the last
peak and every trough is higher than the last trough. And, so this does grow in waves
historically, but it has been growing, just not necessarily month to month and quarter to quarter.
It is not directly linear. It is--but as you smooth it out over a long trajectory, there’s been growth.
And, what we don’t want to do is contract in the winter. We want to continue and that’s one of
the things we shared in our shareholder letter previously, as well as in our S-1, that we think
about operating potentially at breakeven across a cycle. And, so as we go into a period where
revenues get depressed, we’ll continue to spend and we want to ensure we have the cash to
support that operational growth.

Rich Repetto, Piper Sandler: Understood and one quick follow up. You recently parted ways
with a pretty high profile I think employee, Brett Redfearn, and at least we’re reading in the
press it had something to do with the digital securities. His initiative was, I guess, to build out the
digital securities opportunity for you. Does that say, are you just prioritizing or what do you think
of the digital security opportunity going forward versus other opportunities like you have, like
DeFi, etc?

Alesia Haas, CFO: Thanks for the question. Yes, it’s just a matter of prioritization. We believe
that it’s a compelling opportunity for digital securities in the medium term, but right now, our
hands are just full with the massive growth we’re seeing with the current product roadmap and
the prioritization around embracing decentralization, international growth. And, when we see
more momentum and a regulatory framework for digital securities, and when we see demand
from our clients, we’ll be ready to take on that opportunity with our asset hub product, but right
now, it wasn’t one of our top priorities.

Rich Repetto, Piper Sandler: Thank you.

Alesia Haas, CFO: Thank you.

Operator: Our next question comes from the line of Harshita Rawat of Bernstein. You may ask
your question.
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Harshita Rawat, Sanford Bernstein: Thank you. Alesia, can you talk more about the
international opportunity in light of licenses in Germany and Japan? Specifically, looking in the
next three to five years, what do you see as your core international markets? How is the
competitive landscape evolving there? And, then can international expansion for you primarily
be through organic means or could there be an inorganic component there as well? Thanks.

Alesia Haas, CFO: Thank you. As you see in our numbers, we are still heavily weighted to the
U.S. in terms of our transaction revenue and volume, and so we’re looking to really think about
how we enter international, as crypto is an international product and we think there’s a lot of
opportunity to bring the benefits of crypto to many regions.

We did share in our letter that we did secure licenses in Germany and Japan. There's a long
cycle in crypto to obtain licenses, banking partnerships, to be able to launch organically in many
countries. Other countries don't have crypto regulations, and there could be different
approaches to move with speed, but we approach every country with, do we buy, do we build,
do we partner? What is the right approach to that country?

And we have bucketed those then into countries that we are going to require licenses that we
will need, potentially years--Japan took us a number of years to be able to work through that
licensure process--and those that we can move quickly. And you'll see us make investments
over the next months, quarters, years, to really accelerate our growth in these markets.
But to answer your question, it is going to be a combination of organic and inorganic. We do see
there's been a lot of growth internationally with mini Coinbases in lots of countries and lots of
markets, and so there could be opportunities to acquire. There could be opportunities to partner.
And we'll have to approach each of those opportunities on an individual basis. But we are hiring
internationally right now. We are setting up SWAT teams and tiger teams in various countries to
be able to accelerate that international expansion.

Harshita Rawat, Sanford Bernstein: Thank you.

Operator: Our next question comes from the line of Owen Lau of Oppenheimer. You may ask
your question.

Owen Lau, Oppenheimer: Thank you for taking my question. Alesia, could you please talk
about what drives the MTU from 8.8 million in second quarter to 6.3 million in July? I mean, do
these users didn't engage because bitcoin moved sideways in July? And how many of them are
coming back in August?

And then you also lower--I think you lowered the high-end of the average MTU expectation from
9 million to 8 million, but maintained the others. Could you please expand a little bit of the
rationale there? Thank you.

Alesia Haas, CFO: Sure. So we shared before our MTUs are highly correlated to crypto asset
volatility and the change in the price of bitcoin. And so what we saw in July is volatility came
down significantly to where it had been in Q2, and the price of bitcoin was significantly lower to
where the average price had been in Q2.

I just want to remind everyone that MTU we count as someone who transacted in the last 28
days. And so this doesn't mean that people have left the platform. This doesn't mean they've
sold all their bitcoin and gone home. It just means they just did not buy or sell in the month of
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July, as compared to having a transaction in the second quarter. This is very typical of what
we've seen over the last three years with this high correlation of MTU engagement and the
overall cryptoeconomy backdrop.

This is why we're really focused, as we mentioned previously, on building new products and
services that people have the need to engage in, absent material price changes. When we look
at that number, though, it's 27% of our users as of Q2 that were engaging in something other
than buy, sell, send, receive a digital asset. And so that is a growing number, but these are
some of the younger products in our portfolio. So we still see the majority of our MTUs
conducting at trade, buying or selling a crypto asset during the period.

When we look at then the outlook that we provided, the way that we think about providing
revenue outlooks and MTU outlooks at Coinbase, which is how we operate the business
internally, is we recognize that it's impossible to predict volatility and impossible to predict
exactly what's going to happen with the price of bitcoin and other crypto assets in the near term.

And so we run a variety of scenarios and then we plan expenses against a variety of those
scenarios to ensure that we are able to fund our expenses with a wide range of revenue
outcomes. And so we did bring down the high-end from an average of 9 million MTUs for
full-year 2021 to now a scenario of 8 million average MTUs over full-year 2021.

The reason we brought this down is predominantly math. At the last time we all spoke in May,
we were at a point where the weighted average MTUs through May was at a higher point, and
now we've seen this fall off in July, and so we’re starting then that growth from a lower base. In
other words, what we saw happen over the last few months was closer to our mid or our low
scenario for these interim few months, and so that is causing us to then lower that high-end.
We still believe that that low and that mid case are still consistent with Q1, what we see in
potential range of outcomes. But the high, because of when we factor in the last six weeks of
data, we needed to bring the top-end down.

Owen Lau, Oppenheimer: Okay, thank you very much.

Operator: Our next question comes from the line of Chris Brendler of D.A. Davidson. You may
ask your question.

Chris Brendler, D.A. Davidson: Hi, thanks, and good afternoon. Thanks for taking my
question. I wanted to talk, Alesia, if you could on the--the software line. You know, it's really
impressive performance this quarter across a number of the key lines there. But maybe just help
us think about how much those particular buckets, especially the Earn campaign and the other
subs and services--maybe a little bit of the blockchain revenue as well--are driven by overall
crypto activity? Or are they somewhat separate so they can continue to grow even as trading
volume slowed down? Thanks.

Alesia Haas, CFO: Sure. So everything is impacted by the overall price of crypto, and I think it's
important to say that. So, for example, the staked assets if the underlying price of a Ethereum or
a Tezos or Cosmos changes, that changes the underlying potential for staking revenue.
However, when someone owns that asset, they're going to earn a staking reward every month,
every quarter. And so we are going to see more recurring revenue. But much like the custody
revenue, it's going to be impacted by overall price of the assets on the platform. So it's just not
directly correlated in the same way that transaction fee is correlated, but it's indirectly correlated.
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Earn is very different. So Earn is really driven by the number of campaigns that we're running at
a given time. In Q2, we had nine campaigns active during the period, of which five were
brand-new campaigns. As we add more assets on a more rapid speed, and if those assets have
Earn campaigns associated with them and we're able to grow the number of campaigns we
have, we think that that revenue stream will act potentially very independently from transaction
fee revenue, because users really enjoy the opportunity to learn about new crypto and engage
to receive free crypto for completing an activity.

So we think that that will have different characteristics that is much more driven by the speed of
our asset addition than the number of campaigns that we have.

Other subscriptions and services, these are the category of the venture bets, that's the young,
nascent products, and each of those have a slightly different underlying driver. Over time when
we build that Coinbase Cloud, those will have very different revenue streams then transaction
revenue if you think about those are going to be APIs, largely the businesses who are providing
services to their end customers. They will monetize differently. They will tend to be longer-term
contracts, and I think we'll have a stickier pattern.

Embedded today, though, in other, you also have borrow/lend products, and so the interest
income associated with loans that we're making using bitcoin as collateral, again, that will have
a different profile, but it's going to be tied to the interest rate that we can earn on that over time.
So I think that we are very focused as we've shared before on revenue diversification. We are
building a number of products and services, and over time hope to help tampen out some of the
volatility that we've seen in our revenue, but also build recurring, stickier revenue.

Chris Brendler, D.A. Davidson: That's very helpful, thank you. And one quick follow-up, and I
apologize if this has already been asked, but the pop-back in the transaction take rate on the
retail side, even though volume was up sequentially, is that just simply more folks using
Coinbase and not, sort of, Coinbase Pro? Nothing else to report there?

Alesia Haas, CFO: That's correct. It's just the mix shift between the two products.

Chris Brendler, D.A. Davidson: Is there any way to think about and predict what that looks
like? You know, what factors drive folks from one to the other?

Alesia Haas, CFO: The factors that tend to drive folks from one to the other is the type of
customer, and so it's who is trading. And so are you a very sophisticated trading partner who is
almost like a small institution in some ways. Is an active day trader looking for lots of arbitrage
opportunities and lots of trading behavior, versus I'm coming to buy my first bitcoin and hold it,
or I want to buy my first Ethereum and stake it. And those are just very different user profiles.

And so it depends on the type of user; it depends on the market environment and who is trading
what, and so that is the driver. I think over time, we can share--and we're not prepared to share
it today, but we can share more detail around customer behaviors and potentially different
trends in those customers are going to be more predictive then of the fee rate.

But as we've shared with you, we don't look to the fee rate as the driver. We're really focused on
the customer; how does that customer engage with multiple products? What is the average
revenue per customer, and how do we grow total revenue? And so we're less focused on that
transaction fee and more focused around the product suite around the customers and driving
the revenue for those customer cohorts.
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Chris Brendler, D.A. Davidson: Awesome, thank you for answering my questions.

Alesia Haas, CFO: Yeah, that means the mix shift can shift over time as we have different
growth at the various cohort levels.

Chris Brendler, D.A. Davidson: Appreciate it, thanks.

Operator: Our next question comes from the line of Sean Horgan of Rosenblatt Securities. You
may ask your question.

Sean Horgan, Rosenblatt: Hey, guys. Thanks for taking the question. So I just--this is kind of
along the same lines of a lot of the questions already, but I think you've had something like six
million app downloads in the second quarter. And if I'm right, I think your incremental MTUs
were roughly half. So I'm wondering, you know, how are you thinking about conversion for
incremental downloads?

Because, you know, just some of the--some of your peers, digital wallet peers, I understand
they're not exactly the same businesses, but they use crypto trading as an engagement driver.
So I'm wondering, do you have any thoughts on adding functionality like B2B, direct deposit or
even buy now pay later, in order to drive interchange monetization?

Alesia Haas, CFO: Sure, thanks for the question. So we're not prepared to specifically talk
about what we're doing to drive engagement through the funnel, but that is the focus of our
marketing efforts, is we're building a marketing campaign to think about user engagement and
to improve our pull-through rate. Historically, we've really focused on top of funnel, but we
haven't had a full customer marketing cycle.

We are looking to build out a whole suite of products and services around our retail customers,
though, to drive engagement. We have referral campaigns, win-back campaigns, and we’re
making big investments to have more thoughtful data to share with you in the future.

Sean Horgan, Rosenblatt: Got it, yeah. I would think that the MAU number, which I know you
can't or you don't disclose, is probably diverging in some way from the MTU number. But just to
follow up, it seems like relative to some low-cost peers, coin is more of a premium offering in the
trade-off on the retail side of scaling a user base quickly.

So I'm wondering if--how you're thinking about that. Longer-term, is Coinbase more of an
institutional provider, or would you--do you think you guys are going more the retail direction?

Alesia Haas, CFO: We think we're going in both. We think about our product suites around our
retail user versus our institutional customers very differently, and we're building full-service
products for both. We have shared with you that we don't think of ourselves as competing on
fees, and we're really thinking about competing on the full crypto experience. How do you use
your crypto in the largest number of ways on our platform, which is different than a number of
our competitors that offer a much more simplistic product suite of buy-and-hold.

Very few of our fintech competitors yet offer the opportunity to even send your crypto
off-platform. And so we're really focused on how do you use your crypto? How do you engage in
DeFi? How do you engage in staking and governance in the NFT marketplace? That is the
future that we see for Coinbase in enabling those experiences for our retail users.
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But we absolutely think of ourselves as a retail platform, however, not competing as price is the
only lever. We've built out a lot of top-of-funnel engagement. We shared with you that one of our
newsletters, for example, now has 10 million users engaging in that content on a monthly basis.
And so I do think, as I said, we're making investments in that full root-of-the-funnel customer
experience. What is the attraction to our platform? How do you move from learning about crypto
to transacting in crypto? What is that first transaction? Maybe it's no longer by bitcoin. Maybe it's
engaging in an earn campaign to get your first crypto for free. And we're experimenting with all
of those different paths for a user journey around different profiles. And I think that that will drive
user growth over time for us.

Sean Horgan, Rosenblatt: Right. And for what it's worth, I signed up for the Coinbase card and
have been using it on my daily commute in Manhattan.

Alesia Haas, CFO: Thank you.

Sean Horgan, Rosenblatt: So naturally curious, but--all right, thanks for taking my questions.
I'll hop out.

Alesia Haas, CFO: Thanks, Sean.

Operator: Your final question comes from the line of Kyle Voigt of KBW. You may now ask your
question.

Kyle Voigt, KBW: Hi, thanks for taking my question. Could I just ask one on the USDC 4% APY
offering? And sorry if I missed this earlier, but I believe you're offering that by lending out those
crypto assets. Could you just give a little more color just regarding the counterparties that you
anticipate to lend those assets out to? I guess what collateral arrangements you have in place
with those counterparties, in terms of what's being posted from a collateral standpoint; are they
overcollateralized loans, et cetera? And then I think you mentioned that they're guaranteed. Just
trying to understand if that's a third-party providing insurance for that guarantee, or is that
Coinbase taking on some counterparty risk there?

Alesia Haas, CFO: Thanks, Kyle. So I think it's important to note that we haven't launched this
product yet, so it's a little premature to provide any details around it. But, in general, what I
would say, and again, this is not a product in market. We actually have not made this available
at this time. But the general idea behind all of the credit products on our platform is that
Coinbase is providing that guarantee, and that we are the counterparty to our users.

So, when I think about our retail lines of credit, we are taking the credit risk. When I think about
the loans that we extend to institutions, we do full underwriting and we are taking credit risk.
We've built out a traditional product department and have the collateral controls thinking about
proper liquidity, margin calls, et cetera.

So, I think that we can come back to this question with you once we are in market with the
product, because it's still under development and it would be premature to share details at this
time.

Kyle Voigt, KBW: Got it. And I just wanted to ask a clarification question regarding one of the
questions on the call on the regulatory environment, just given some of Gensler's commentary.
Just to clarify, if the SEC does deem that their coins are currently listed on the Coinbase
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platform, if they deem that some of those are securities, the expected outcome or reaction by
Coinbase to that would be to simply delist those tokens, correct, and not try to obtain some sort
of regulatory license or the like?

Alesia Haas, CFO: Sure. So I think it's important to understand that when you have a program
that has been deemed a security, not only would Coinbase have to have the license to offer a
registered securities exchange, but the token itself would have to register with the SEC. So we
wouldn't--even if we had the licenses to be able to trade registered securities, that token issuer
would also have to go through the effective--being public like Coinbase and be a registered
security.

So, for example, with the action taken against XRP, yes, Coinbase delisted at that time and is
awaiting further information on whether or not that asset is determined to be a security or not,
and would then make further decisioning based on the outcome. And we would take a similar
stance that if the SEC determined there was a security listed, we would then have to delist it on
our current exchange. We could explore, and I think that to the extent that there is clarity and
there is an understanding that many of these would become securities, we would go forth and
potentially get a securities license, assuming that we thought those projects would similarly
register as securities.

Kyle Voigt, KBW: Understood, that's very clear. Thank you very much.

Alesia Haas, CFO: Alright, I think that is the end of the queue. Thank you all for your time. I
really appreciate you dialing into both of these calls, and thank you for the great questions.

Operator: This concludes today's conference call. Thank you for joining us. You may now
disconnect your lines.
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