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ICONIQ Growth has been proud to partner with more than 90 leading

Topllne B2B software companiege3 of whi ch have been n

best cloud companies in the Forbes Cloud 100.1

G rOWth &. Working closely with these exceptional leaders has givelespa

understanding of what strength looks like at all stages of gifpatim

O p e rati O n al first-revenue to IPO and beyond.

. . In our annual research on Topline Growth and Operational Efficiency,
Eff I C I e n Cy we use a proprietary dataset of financial and operating metrics from
| CONI Q Growthis SaaS partnerships
explorehow leaders balance topline growth with operational efficiency
as they scale

For insight into how the SaaS metrics included in this analysis should
be calculatedyincluding guides to revenue recognition and cost
classification$) we invite you to explore tH€ONIQ Growth SaaS
Glossary

We hope these reports illuminaihat it means to be a top performing
SaaS comparand provide useful guidance for scaling your business

1 Includes current or former ICONIQ Growth portfolio companies that have been included in the Forbes Cloud 100 listZ2022. 2016

includes SurveyMonkey, which ICONIQ advised funds invested in prior to the existence of ICONIQ Strategic Partner COM(3.Stadelgic 3 ICON IQ Growth
Partners funds existed at the time of investment, this investment would have been offered and allocated to ICONIQ SttatrgifuRds.


https://www.iconiqcapital.com/growth/insights/the-saas-glossary
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THE

Companies
Included

This study summarizes quarterly
operating and financial data from

All ICONIQ Growth portfolio
companies were included where
data was available, and select
public companies were included
based on our IPO performance
criteria. !

Select Public
Companies*

1 See our IPO performance criteria in The Methodology section
2 Pluralsight went public in 2018 and has since been purchased

ICONIQ Growth Portfolio Companies
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THE
FiIrmographics

The companies included represent a mix of sectors

and business models that are highly representative of
the overall B2B SaaS market:

Companies included By Sector

Examples
Infrastructure & Security 24%

Back Office & Operations 18% *bambooHR

Vertical SaaS 18% PROCORE

Collaboration & Workflow 14% M miro

Sales & Marketing 11% b"UC%Q

Data & Analytics 10% % snowflake

Enterprise Fintech 5%

1 As of August 2022; Pluralsight went public in 2018 and was purchased in 2020
2 Location of Company Headquarters; many companies included have operations internationally
Trademarks are the property of their respective owners. None of the companies illustrated have endorsed or recommens@gshef $EONIQ

By Target Customer

Mid-Market to Enterprise 75%

SMB to Mid-Market 25%

By Sales Motion

Hybrid 51%

Inside Sales 36%

Field Sales 13%

17%of the companies
included have a significant
ProductLedGrowthmotion

By Current 1 Ownership

Private 67%

Public 33%

By Location 2

Bay Area 42%
North East 26%
Other US 26%
Non-US 5%

[CONIQ Growth



METHODOLOGY

Overview &
Data Sources

This analysis summarizes quarterly operating
and financial data from the SaaS companies
included. All views are aggregated or
anonymized to protect the data privacy of
individual companies.

Using this proprietary dataset, we answer key
guestions on how these companies scale quickly
and efficiently and explore what we believe to

be early indicators and drivers of long -term
success.

Ql zk«« ~®rk2pus«k s|isgr®kil
g~{8"| sk«é ~|]z- @akpzkg® ®2Kk
the companies included in the dataset.

1 Select public companies included do not publicize ARR data, so we have grouped all company data from within 2 yR@isfter2d -t 6 € 2 ad | 3 8

N-sizes

Each datapoint (n) represents a single fiscal quarter opgatcompany A gi ven company
quarterly datapoints can be included multiple times in aggregated views (for example, by ARR
Scale) where we have more historical data:

Quarters of Data per Company The fPoBaod
Average by ARR Scale stage includes data
from within 2
years after IPO 1
6 6 A
4 >
4 4
3 Pt

<$10M  $10-$25M $25-$50M $50-$100M$100-$200M $200M to  Post-IPO
IPO

Public Companies

Data is included from 13 public companies that do not represent ICONIQ Growth portfolio
companies. These companies were selected based
IPO Performance Analysiend all data was collected from public filings information. Top IPO

performers arejtop quaitile jn twg,or more, of the fallowing:

1;. Indicationfof Sugcess of |PRrward Revenue Multiple at IPO
2. Indication of Success POBO: Current ForwardRevenue Multiple
3. Indication of Value CreatioRatio of Change in Stock Price Since Day 1 Close vs. Market (S&P)

ICONIQ  Growth
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METHODOLOGY

The Analysis

Company performance against growth

By Quarter after reaching a certain scale

Many views in this study show
average, median, and/or top quartile
performance against a KPI by the
fiscal quarter after each company hit

and efficiency metrics is highly a certain scale, often $10M ARR: AThe quarter A2 quarters
dependent on scale. To compare the company after the
hit $10M company hit

performance across all companies in the

ARRO $10M ARRO
dataset, we correct for company scale by
visualizing data in the following ways:
By ARR Scale By Year Surrounding IPO
The map on the top -right of each page
s|i sg"®k« pr”r*"®i« s| gz ik
Top Quatrtile for a given mettic
Trends from $1M to $50M ARR
) AfQuarters in AQuarters in il FiscmAi scal@l Fi scal
Trends fronmtheyears surrounding IPO which the which the year year of year after
_ . company had company had before | POO | POO
View includes one of ourogdMEMTrAgsy t 0o Watgssh gsom | POO

ARRO

R . . ) . 3 L 3 . . R L 3 ) X ) L . 3 Growth
M ¢2LJ t SNF¥F2NXI YOS |3l Ayad az2YS YSUNAROaA YIFé 06S OF f OdzZ hun®RBurh Bultipled G U 2 Y \Sdzl NUAES GKSNB LI AOIFIofS o0S®3IdY abS3IFUuADBS YSUNMNOa:E fI?\q:pNIQ



METHODOLOGY

Our Resilience Framework

For context on how companies

have performed against key

metrics through recent market

® af " zk| gkl phki Kk
subset of B2B SaaS companies
included as particularly

e keszsk| ®e f N«Kki
health score.

based on
performance against the
following metrics between FY
2021 and year-to-date FY 2022:

1 Seecompaniesncluded in The Companies Included section
2 Revenue was utilized where net new ARR data was not available
3 FCF or EBITDA was utilized where operating income data was not available

S i

|

kl'é) (F?s p s k.i

pline attainment
Net new ARR?2

A ~"kangzz

Rule of 40
YoY ARR growth

Runway

Bottomline attainment
Operating income 3

10

Health Scale

Less Healthy

<80%

<20%

<30%

<1 year

<80%

>90%

>40%

>75%

>2 years

>90%

Weight in
Health Score

30%

30%

15%

12.5%

12.5%

ICONIQ

Growth
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THE ICONIQ GROWTH

Enterprise Five

ICONIQ Growth standards across five key metrics
we believe are highly representative of a B2B SaaS
g~{8"] i« ~"kanrzz g2 ~u®r

YoY ARR Growth

(EOP ARRprior year EOP ARR) /prior year EOP ARR

Net $ Retention

(BOP ARR + expansion ARgoss churn ARR) / BOP ARR

Rule of 40

YoY ARR growth + FCF margin

Net Magic Number

Current Q net new ARR / prior Q S&M OpEXx

ARR per FTE

EOP ARR / EOP FTEs

1 Quarterly operating and financial data from the companies included

2 Alternative Rule of 40 calculations include YoY Revenue Growth and EBITDA Margin

3 Quarterof S&MDpExdzi A f AT SR Ay YI3IAO ydzyoSNJI Ol £ Odzf | GA2Yy &
4 Within 2 fiscal years after IPO

The ICONIQ SaaS Glossary

See our SaaS Glossary for a complete guide to the key metric
included in this report, plus.

V Cost classification V Cohort analysis
V Revenue recognition V Unit economics

Top Quartile Performanceby ARR Scalé

) $!1;10Mk i $plcf$2%|\j f |$22-§50E|3A $50-$100M $$é%)%%n $2?gg © postiPO?
430% 170% 135% 105% 80% 75% 60%
130% 130% 125% 130% 125% 130% 130%
lessReleant | Lesskeamt | O506 75% 70% 70% 65%
2.3x 1.5x 1.5x 1.5x 1.2x 1.1x 1.0x
$100K $165K $195K $220K $265K $285K $335K
aK2af R RSLISR 820Ny 02 YLk yeoa ab(8a 0208 ICONIQ | Growth


https://www.iconiqcapital.com/growth/insights/the-saas-glossary

What to Growth & Path to Profitability

This year has brought path to profitability back into focus in the public mavkétsthe correlation between growth +
profitability and SaaS valuations surpassing the correlation between growth and valuatidi aéoneetrics that drive

valuation in public markets tend to hold true for private marketswanexpect the shift towards the importance of
‘ !X p ‘ ! C profitability, in addition to growth, to endure in the coming years

Renewed focus on efficiency and path to profitability will require additional effsteimline spend, control burn, and
B EYON D extend runwayln the current market,régrepreneursare thinking holistically about efficiency and cost management in

various forms, with many reconsidering discretionary spend and decelerating headcount growth in order to ensure 2+ year
of runway?
Macro trends of the last few

years have changed how - -

markets, entrepreneurs, GTM EffICIenCy

and investors think about While the need for digital transformation remains high and many @@ssshe ICONIQ Growth network believe software
the balance of growth & will be relatively resilienincreasing spend across discretionary software tools is likely to be further scrutinized in the short

efficiency as SaaS term. With diminished appetite to buwe have observed some impact to GTM efficigrgyh more companies missing
i topline attainment goals in Q2 2022 while observing longer sales cycles and slower inbounddemand.
companies scale.

Customer Health

As the macro environment impacts GTM efficielB3B SaaS companies may rely more on existing customers to drive topline
growth, and customer health will remain critical. Executi@esclosely tracking leading indicators of customer health such as
product usage, late payments, and customer satisfaction scores, as well as lagging indicators such as contract expansion,
discounts, and churn.

1 Based on Market data and consensus estimates as of 07/29/2022
2 ICONIQ Analytics + Insights: Cost Management in a Turbulent Environment
3 ICONIQ Analytics + Insights: Demand and GTM Impact in a Turbulent Environment 13
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Key
Insights

ON THESE
TOPICS

Metrics to watch, lessons
from resilient companies,
and takeaways from our
research:

Growth & Path to Profitability

This year has brought profitability back into focus in the public markets, and we expect the shift towards the importance of

profitability, in addition to growth, to endure in the coming years.

While average performance against rule of 40 suffered in the turbulent markets of 2020

Rule of 40

YoY ARR growth + FCF margin

With added focus orprofitability, rule
of 40 helps measure growth and

profitability in tandem. Theule of 2022 YTD? 91%
thumb is that aSaaScompany growing 2021 161%
at 40% should target at least breaking 2020 75%

even (0%CF margin).

Average Rule of 40

YoY ARR Growth

142%
192%
104%

and 2022 YTD, resilient companies have been able to maintainrd&6f 40through
these periods primarily by maintaining strong ARR growth.

FCF Margin

-51%
-31%
-29%

A After reaching $10M ARR, SaaS companies with top performance in ARR growth typic@l@y205x year over year until

~$100M ARRfollowed by 1:3.5x until IPO.Rage 20

A On average, SaaS companies Bkgears to breakevefter hitting $10M ARR, with public companies achieyirdgfitability

within 1-2 years of IPQPage 33

A Though rule of 40 (YoY ARR growth + FCF margin) tends to decline as companies scale and grotoih péofesmers
exceed 40% regardless of scaled achieve 50%+ in the years surrounding 1P8gé 35

1 Quarterly operating and financial dataNPWS &A f A Sy i / 2Y LI yASa¢éT {SS
22022 YTD annualized where applicable; includes Q2 2022 for select companies if data available
3 Alternative Rule of 40 calculations include YoY Revenue Growth and EBITDA Margin

2dzNJ NBaAtASyOS FNI YSs2N]
14

%

i KS

aSiK2R2t 238

580iAr2y
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Key
Insights

ON THESE
TOPICS

Metrics to watch, lessons
from resilient companies,
and takeaways from our
research:

1 Quarterly operating and financial data from the HOIN2 FA G | 6 f S
22022 YTD annualized where applicable; includes Q2 2022 for select companies if data available
3 Only norprofitable companies included in the burn multiple calculation

Spend & Burn

Renewed focus on efficiency and path to profitability will require additional efforts to streamline spend, control burn, and
extend runway. Entrepreneurs are thinking holistically about efficiency and cost management in various forms.

Burn Multiple

FCF / net new ARR

With added focus on spendurn multiple
is a great way to measure capital
efficiency. It allows us to understand how
much casha company is burning to
generate each incremental dollar of ARR.

Like rule of 40, werve aiso seen impact
to performance against burn multiple Median Burn Multiple 3

over the last few years. However, while
on average burn has increased relative
to net new topline, nowprofitable 2021 1.1x
resilientcompaniedave been able to
maintain burn multiple less than 2.0x.

2022 YTD? 1.6x

2020 1.3x

A Net new ARR outpaces burn around ~$20M ARR fepésfprming companies, and we typically recommend companies
maintain aburn multiple under 2.0xegardless of scalePage 34

A SaaS companies targeting SMB customers tend to get more leverage from operatimgcastsnue outpacing spend
around $150M ARR versus $250M+ ARR for those targeting enterprise cusi@agrsif

A Though gross margins (GM) can vary significantly by sector and operating model, GM should increase as companies scale
and operationalize services and support. Companies with top performance Bh85% GM[LPage 32

A R&D makes up an increasingly smaller proportibnperational spend as products mature and focus shifts towattds go
market, withS&M spend increasing to more than 50% of ©O@iEX- mostly driven by SalesPgge 41

AawSaAtASYld [/ 2YLI yASddolbgy setiSn 2 dzNJ NBaAft ASyO0S FNI YS62N)] Ay (GKS aSiK
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Ke GTM Efficiency
With diminished appetite to buy, we have observed some impact to GTM efficiemitly more companies missing topline

attainment goals in Q2 while observing longer sales cycles and slower inbound demand.
I Though net magic number is expected to
ON THESE NetMaQICNumber decline as companies scal. e, welive. seen

Current Q ret new ARR / prior Q S&M OpEx myriad headwinds to GTM efficienicythe Median NMN
I OP I( S last few years that have further impacted
3 Aef . 2022 YTD? .
With added focus on GTNfficiency, net performance. While average performance 0.9x
magic number (NMN)rovides insight into how against net magic number has declined 2021 1.8x

B IS ET/ARR TS ) GYSIT s & resilient companies have maintained 0.9x+ 2020 1.5x
marketing dollar spent, while accounting for

Metrics to watch, lessons the lag of your sales cycle. NMN through the turbulent macro
from resilient companies, environment.

and takeaways from our

research:

A While goto-market efficiency generally trends down as companies scale due to competitive dynamics and shrinking
headroom, gross magic number > 1.@a good longerm goal for companies with salkesl growth.[ Page 36

A Driven primarily by lower S&RpExduring growth stages (<$200M ARR), companies pridductled-growth tend to have
higher geto-market efficiencyvith top performance gross magic number 245xx.[ Page 37

A Incremental FTE efficiency is driven mostly by G&A and R&D orgs: S&M FTE efficiency tends to decrease until stabilizing
once companies reach ~$150M+ ARTfage 39

1 Quarterly operating and financial dafaNPWS &A t A Sy G / 2YLI yASaéT {SS 2dz2NJ NBaAAftASYyOS TNIYSE2N] Ay (GKS aSikz2zR2t23e& aSO0Az2y
22022 YTD annualized where applicable; includes Q2 2022 for select companies if data available ‘
3 Quarter of SENDPExdzii A f A1 SR AY YF3IAO ydz2YoSNI OFf Odf FiA2ya aKz2df R RSLISKOR s2dN) O2YLF yeoa altsa O2Of$s |CONIQ | Growth



Key
Insights

ON THESE
TOPICS

Metrics to watch, lessons
from resilient companies,
and takeaways from our
research:

1 Quarterly operating and financial data fromvS & A £ A Sy i

Customer Health

As the macro environment impacts GTM efficiency, SaaS companies may rely more on existing customers to drive topline
growth, and customer health will remain critical.

Net $ Retention

(BOP ARR + expansion ARgoss churn
ARR) / BOP ARR

Net dollar retention (NDR) measures both the

°3 XT N°J
revenue generatiohy accounting for customer
expansion, contraction, and chumendering it

XZZ N

X« NE

J«T

a robust measure of customer health

Resilient companies have been able to
achieve ~125% net dollar retention through
fluctuating demand over the past few years,

suggesting strong customer health and 2022 YTD?2
product market fit. While these companies 5454
sawkigheghan-normal currerates ddring o

these periods, they were able to
meaningfully upsell healthy customers.

Median NDR
125%
126%
124%

A Top-performing companies achied@6150% NDRrom $1M to $10M ARR and maintd20130% NDRus they scale
towards IPO.Page 224
A New logos are the primary driver of ARR growth until SaaS companies reach ~$200M ARR, when éRBMem
expansiorbegins to make up >50% of new ARRage 223

A As existing customers make up an increasing proportion of newaiR®memownsellalso makes up a larger share of
churn.However, SaaS companies maintain average achugi rate below 15%gardless of scalePage 2¥

I 2YLI yAS&asT

{88

22022 YTD annualized where applicable; includes Q2 2022 for select companies if data available

3 Net retention can be calculated as annual net retention, annualized quarterly retention, or customer cohort retention

2dzNJ NBaAtASyOS FNI YSs2N]
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Topline Growth
& Operational
Efficiency

A detailed look at the data:

18
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The data
behind
scaling a
B2B SaaS
business

The key metrics we look at to
understand the top - and bottom -

line health of a B2B SaaS business:

Topline Health

ARR Growth

The ARR Funnel

Drivers of new ARR

Drivers of churned ARR
ARR Retention

New Logo Growth

Customer Expansion Growth
Moving up-Market

Growth Efficiency

Spend vs. Revenue
Capital Consumption Ratio
COGS vs. Revenue
Profitability

Burn vs. Net New ARR
Growth vs. Profitability
GTM Efficiency
Headcount Productivity

Spend Profile

Headcount Efficiency
Operational Expenses
Headcount Distribution
GTM Spend Profile
Cash Balance & Runway

19
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Topline Health | ARR Growth from $10M to IPO

After reaching $10M ARR, t@erforming SaaS companies grow 220%x year over year until ~$100M ARR, followed byl H&xunit IPO.

public companies in this datadetP Quithdn 4-6 years after hitting $10M ARR.

Top Performance

Scaling to $50M

Pre and PostlPO

Metric to Watch

The

Top Performance YoY ARR Growth from $10M ARR

Rolling Top Quartile EOP ARR and Net New ARR By Quarter after $10M ARR
~1.3x $243M
$215M
$196M
~1.5X
~2.0x
$127M
The public companies included
typicallyl P Onithdn 4-6 years after
$10M ARRHowever, outliers in the
~2.0x dataset with exceptionally high YoY
$75M growth went public as early as 3 years
YoY ARR Growth ~2.5x $65M after hitting $10M ARR.
$56M
$47M
$39M
$32M
ding ARR sam _S2
=g s1om  $14M i s11m  $13M $1aM  $16M  $17M $18M $18M  $18M  $1sM  $I19M $I19M $20M  $2IM
$OM  $10M
S S e EEEEEEEERER
Net New ARR 33 el — s s ------
0 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22

Quarters after $10M ARR

N-size 34 37 33 35 36 34 35 34 35 38 41 40 40 39 34 35 30 29 2

20

1 Quarterly operating and financial data from the companies included

6 24 22 22 19

ICONIQ | Growth
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Topline Health | ARR Growth from $1M to $50M

On average, teperforming early stage SaaS companies achieve 7.0x YoY ARR growth within the first year after reaching&d by A&y scaleﬁ Pre and PostPO |

to $50M ARR in less than four years.

Top Performance

Scaling to $50M

Metric to Watch

YoY ARR Growth ~7.0x
Ending ARR $3M
Net New ARR
0 1
N-size 19 24

1 Quarterly operating and financial data from the companies included

Top Performance YoY ARR Growth from $1M ARR
Rolling Top Quartile EOP ARR and Net New ARR By Quarters after $1M ARR

~2.5x%

$14M

$11M

$7M $9m

am
: $2.8M $3.1M $3.6M $4.0M $4.6M

2 3 4 5 10

Quarters after $1M ARR

28 30 34 33 33 35 35 34 32 28 30

21

$s2m  $5.8M $6.6M $6.9

ow S --Il....
gy~ ® B |
y E ) 6 / 8 9 11 17 13 15 16

~1.8x $62M

v $7.9M $8.7M

14

29 28 30 31 27

ICONIQ | Growth



Topline Health | Drivers of ARR Growth

New logos are the primary driver of ARR growth until SaaS companies reach ~$200M ARR, when upselbahdnotiess scaleral ARR from
customer expansion begins to make up more than 50% of gross new ARR.

For more context on

Top Performance
Scaling to $50M
Pre and PostPO

Metric to Watch

these metrics, reference
the Ul ARR funneln Gross New ARR Distribufion Annualized Gross New ARR
ppenaix. Average % of Gross New ARR by Type and ARR Scale Average AnnuaBross New ARR by Type and ARR Scale
Total Gross
$113M New ARR
26%

34% 35%

45% 46%

53%

New Logo 74%

55%

ARR Scale <10M $10-325M  $25-$50M  $50-$100M $100-$200M $200M to
IPO
N-size 146 153 86 112 102 47

1 Quarterly operating and financial data from the companies included

SaaS companies wittpeoductled $61M
growth(PLG)motion and those $74M
targetingmid-market to enterprise
customers rely more heavily on
customer expansion to drive ARR
growth [see next page].

$36M

$45M
$21IVI
$26M
- $52M
38M
$12M $
$24M
C aM

<10M $10-$25M  $25-$50M  $50-$100M $100-$200M $200M to
IPO

146 153 86 112 102 47

22 ICONIQ | Growth



Topline Health | Drivers of ARR Growth by GTM Motion

Top Performance

Scaling to $50M

The primary drivers of topline growth can vaegpecially based on go-market strategy. Typically, companies with morevoflaand and 270770 3

sales motion (produdied growth companies and those targeting enterprise customers) rely more on customer expansion twdhnive gr

Metric to Watch

Gross New ARR Distribufion
Average % of Gross New ARR by Type and ARR Scale
By Primary Growth Motion By Primary Target Customer
Productled Growth Salesled Growth Mid-Markgt to SMB to MidMarket
Enterprise
40% - S4% 35% 37%

48%
53%

59%

New Logo

ARR Scale <$100M $100M+ <$100M $100M+ <$100M $100M+ <$100M $100M+

N-size 73 37 424 133 373 138 124 32

1 Quarterly operating and financial data from the companies included 23
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Topline Health | Drivers of Churned ARR

As existing customers make up an increasing proportion of new ARR, their contribution to churn increases. Gostosedimakes up a larger
share of churn as companies sdaéspecially for companies with consumption or dsased pricing models.

For more context on

Top Performance

Scaling to $50M

Pre-and PosttPO

Metric to Watch

these metrics, reference

the UL ARR funneln Gross Churn Distributién Annualized Gross Chém
ppenaix. Average % of Gross Churn by Type and ARR Scale Average Annual Gross Churn by Type and ARR Scale
T e V)

($1M) ($7M)

($3M) ($5M) ($9M)

35%
45% = 44% 43% ($8M) 100
,10M
56% © A companyIls proportion Ep2et)
downsellchurn is largely .

correlated with theipricing ()

model with consumption ($17M)
and seabased models
more susceptible to
downsellover logo churn. ($23M)
Logo Churn
209 ($20M)
A44%
($45M) Total Gross
Churn
ARR Scale <10M $10-$25M  $25-$50M  $50-$100M $100-$200M  $200M to <10M $10-$25M $25-350M  $50-$100M $100-$200M  $200M to

IPO

10%
10

8%
53

9%
42

9%
39

11%
55

8%
53

10%
85

Median Annual Churn Réte
N-size

1 Quarterly operating and financial data from the companies included
2 Churn Rate = Gross Churned ARR / BOP ARR

24

IPO

10%
10

ICONIQ | Growth

9%
39

11%
55

9%
42

10%
85



. . To Performance
Topline Health | ARR Retention S—

Werive found net dollar retenti on (-tdrBhRucceds tor BRR SaaSrcempanies. hiibheng EAM ARR, g"€°8 77|
top-performing companies maintain 1200% NDR and ~95% gross dollar retention. Metricto Watch

Top Performance ARR Retention
Rolling Top Quartile Annualized Net and Gross ARR Retention by Quarters after $10M ARR

Lessons from Resilient Companies
While experiencing highethan-normal churn rates
through fluctuating demand over the last few years, resilient
companies have been able to meaningfully upsell healthy
customers and achieve ~125% net dollar retention.

Retention W‘—‘\Wﬁ" 127% 127% 500
-— 124% 10000 100 g 123%
120% 1199 119% .
Between $$10M ARR, top

performing companies
achievel33150% NDR

B% 7% gey

Ly o 96% 9 95% 96%
95% 95% 94% 95% 94% 94% 95% 95% 94% 94% 94% 93% 030 939% 94% o
0 1 P 3 4 5 6 / 8 9 10 11 12 13 14 15 16 17 18 19 20
Quarters after $10M ARR
N-size 22 24 24 23 24 24 22 22 21 21 27 25 25 22 19 18 14 13 12 11 9

1 Quarterly operating and financial data from the companies included 25 ICON IQ ‘ Growth



Top Performance

Topline Health | Net Dollar Retention Surrounding IPO ™ Soaling 10 50N
The public SaaS companies in this dataset are able to maintain strong net dollar retention as they scale to |P@xrfuitinitugpcompanies
achieving 13050% NDR in the periods surrounding IPO.

Net ARR Retention

160%

150%

140%

130%

120%

110%

100%

90%

N-size

1 Quarterly operating and financial data from the companies included

Net ARR Retention SurroundingiPO
Top, Median, and Bottom Quartile by Public Company and Quarter

151%

142%
139% Top Quartile
136% 137%
132%
128%
124%

120% 121%

115% Median 116%
. "

111% Bottom Quartile
108%

Given a heavier reliance on land and expand motions,
SaaS companies wiitoductled growmth(PLG)and
thosetargetingmid-market to enterpriseustomers

tend to have higher Net Dollar Retention due to heavier
reliance on customer expansion ARR.

FY-3 FY-2 FY-1 Year of IPO FY+1

Fiscal Year Surrounding IPO

26 31 20 16 10

26 ICONIQ | Growth



Top Performance

Topline Health | New Logo Growth " Sesing o 550 |
As the primary driver of topline growth as companies scale to IPO, new logo growth is a strong measure of produchncBKad fecalability. Preand PosiPo
Top-performing companies double new logo ARR in the first year after reaching $10M and continue to grovt iS4 theypproach IPO. _ Metric to Watch |

TopPerformance New Logo Growth
Rolling Top Quartile Gross New Logo ARR and YoY New Logo ARR Growth by Quarters after $10M ARR

New Logo as a %
of Total Gross
75%  74% 5,

New ARR 6%
63%  63% G105 1o

58%
27% 55% 540 54% sa OO 53% oo 19
50%

- 48%

In the early stages, vbelieveboth new
logo growth and velocity are critical to
demonstratingproductmarket fit and
supporting sustained lorterm growth
®

~1.2X
~1.3x
~1.3x
$12M
~1.5x s10M siom SIM $11M
. ~2.0x som  $10M
' sam  S8M
s7m $M
ssm sem  SEM
$5M $5M
g3m  $4M
igoM  $3M S
el 11 1]
Logo ARR 1
0 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20
Quarters after $10M ARR
N-size 24 28 26 24 26 28 26 27 26 27 29 26 26 23 21 18 16 14 12 12 11

1 Quarterly operating and financial data from the companies included 27 ICON IQ ‘ Growth



Customer Expansion Growth

During early stages, ARR from customer expansi on st aionsshouldlbe builn c'r € a's’i
in parallel. SaaS companies typically see the highest expansion growth within the first two years after reaching $1M ARR.

Customer Expansion Growth after $1M ARR
Rolling Average Gross Expansion ARR and Expansidrotalbf Quarters after $1M ARR

38% —
37% ;
34% 34%

32%

29%

0,
2%y 25

2005 2%
0
3% 23%
21% 220
~2.0x
$5.2M
$4.6M
~2.0x o
~3.0x
25 $3.3M
By
$2.6M
g15M $1.7M $1.8M $2.0M
$1.0M $1.2M :
$0.7M .
§0oM S0oM $03M  $0.4M  SO.5M
| | | | -.1 !) (: ; ) L 11 12 13 14 15 16

Quarters after $1M ARR

1 Quarterly operating and financial data from the companies included 28 ICON IQ ‘ Growth



Topline Health | Moving Up -Market

Anot her strong di
e

i n ator
to be mar ket | ead

c
rs, theyrIire

abl e

Top Performance

Scaling to $50M

and | arger deals with hivglher

New Logo ARR per New Customer vs. Total ARR per Customer by ACV

Mid-Market to Enterprise Deals
ACV $75K+

New Logo ARR per New Customer

As companies scale to $20M, we see a
3x average increase in the customer
base which can temporarily decrease
total ARR per customer.

$149K $151K
$138K

$124K : $125K
$116K :
® $109K
$95K

$1-$10Mm $10-$20M $20-$30M $30-$40M

N-size 24 33 24 16

1 Quarterly operating and financial data from the companies included

Median by Early Stage ARR Scale

SMB to MiedMarket Deals

While landing larger
deals is generally a
positive indication of
topline heath and
product market fit,
early stage companies
------------------------------ © should guard against
risk associated with an
overly concentrated
company base.

ACV $10#$75K
New Logo ARR per New Customer

ARR Scale

29

$84K
$70K

$64K
$55K

$21K $18K

$1-510M $10-$20M $20-$30M

24 33 24

ICONIQ | Growth



Growth Efficiency | Spend vs. Revenue

Longterm success is driven by the combination of topline growth and strong operational efficiency. As incremental efficeeaciesved,
operating costs should decrease until revenue outpaces total lgpendlly as B2B SaaS companies exceed $250M ARR.

ARR Scale

N-size

. <$1OM 280
@ si0525m 211

136
199
218

164

Total Spend / Revenue

Spend outpaces revenue

Revenue outpaces spend

1 Quarterly operating and financial data from the companies included

3.5x

3.0x

2.5x

2.0x

1.5x%

1.0x

0.5x

0.0x

..“
[ ]

vied
7

)

o:‘

.

o

o o
(T4

L]
L)
....
o
L]
e ® %

™
o*. )

o @0
L]

$OM $10M

$20M

Spend to Revenue Rétio

sz'?"-
/

$320M

$40M $50M
Quarterly Revenue

30

$60M

Total Spend (COG®PEX/ Revenue by Company and ARR Scale

SaaS companies primarily
targeting SMB to lower Mid
Marketcustomers tend tget
more leverage from operating
costscompared to those
targeting larger enterprise
customers, primarily due to
lower spend across both COGS
andOpEx (mostly R&D and

S&M).[seeAppendiy.

\. 7% Average Spend to

$70M

~$250M
ARR

$80M

$90M

Revenue Ratio

ICONIQ | Growth



Capital Consumption Ratio

Capital consumption ratio measures ARR achieved for every cumulative dollar of cash consumed, making it a robust meaduyeooftb
efficiency. Capital consumption ratio improves as companies scale, with top performers achieving 0.9x+ after ~$50M ARR.

2.5
©
(]
E 20
(2]
c
@]
@)
e
Q
o 1.5
(]
=
3
>
£
>
o 10
[nd
[nd
< .
0.54x Top Quartile
0.5 . 0.44x
0.33x Median 0.34x
10.25x 0.26x
Bottom Quartile
0.0

<10M

1 Quarterly operating and financial data from the companies included
2 Primary Capital only

Capital Consumption Ratio

ARR / Cumulative Cash Consufiezp, Median, and Bottom Quartitsy Quarters after $10M ARR

0.94x
0.83x

2.44x

1.32x

0.93x
0.60x 0.59x
0.40x 0.36x
0.22x
$10-$25M $25-$50M $50-$100M
ARR Scale

31

0.52x

$100-$200M

1.04x

$200M to IPO

I[CONIQ  Growth



Gross Margin

As SaaS companies operationalize services and support, COGS should also decrease relative to revenue, leading tosaonesging M).
Though GM can vary significantly by sector and operating model, companies should aim for 70%+ during early stages, tasnadl@0%+ a

Gross 83% 930, 83%
$9M
$8M
sav  sam  sam  som SOV
1 2 ! 5
Implied COGS ($M) 0.5 0.6 0.7 0.9 1.1 1.4 1.6

1 Quarterly operating and financial data from the companies included

Top Performance Gross Margin
Rolling Top Quartile Gross Margin and Revenue by Quarters after $10M ARR

$11M

1.9

-

11

Quarters after $10M ARR

2.2

2.6

32

3.1

3.4

3.8

85%  85%

o1 85%
83% 83% O3% 83%
82%

$31M
£28M

4.2 4.7

85% 85% 85%
$44M
S40M
$37M
$34M
15 1 17 18
5.1 5.6 6.0 6.6

$47M

8.0

83% 839

$52M

8.8

I[CONIQ  Growth



Growth Efficiency | Path to Profitability

Scaling to $50M

On average, SaaS companies approach profitabifityegrs after reaching $10M ARR (usually witRiydars after IPO), witbg-performers Pre-and PostPO _
achieving profitability within 46 years. |

Metric to Watch

FCF Margiis
Rolling Top Quartile and Median FCF as a % of Revenue by Quarters afteP&if@idhle and No#Profitable Companies Included

0% 3% 4% 4%

-3% -3% . -3% ) -1%

-12%

350 -33% -32%

Typical IPO Period

Top Quartile
FCF Margin
Tips from our SaaS Glossary
We like to use FCF Margin for Software
) companies as it factors in deferred
Median

revenue and payment terms, which are
FCF Margin ~ -137% usually more positive than EB/ TD*

0 1 Pl 3 4 5 6 7/ 8 9 10 11 12 13 14 15 16 17 18 19 20
Quarters after $10M ARR

Median FCF ($M)  (4) © 4 4) 4) 4 ®) ®) ®) ) ®)
N-size 28 32 30 31 30 33 31 30 31 31 32

(6) ®) 9) 9) @) (6) (4) @) 4) ©)

34 35 34 32 29 28 28 25 23 21

1 Quarterly operating and financial data from the companies included 33 ICON IQ ‘ Growth


https://www.iconiqcapital.com/growth/insights/the-saas-glossary
https://www.iconiqcapital.com/growth/insights/the-saas-glossary

Burn vs. Net New ARR

During unprofitable periods, i1ti1is | mport arperformingcbnmpanies, raeewAARRe on 'ca's'h
outpaces burn around ~$20M ARR, and we typically recommend companies maintain a burn multiple under 2.0x.

Burn Multiple (FCF / Net New ARR) Scaling to $50M ARR
Top, Median, and Bottom Quartile by ARR RaNge:profitable Companies only

Lessons from Resilient Companies
We 1 v e s ethamaveragg ue multiples
over the last few yeasis markets encouraged
growth at all costs. Howevetring these
periods, resilient companies have been able to
maintain burn multiple less than 2.0x.

3.4x Top Quartile

3.2X
3.0x 2.9x
2.3x Median 2 3y
2.1x
1.9x 1.9x 1.8x
1.7x 15
1.4x Bottom Quartile =X 1.4x 1.4x
1.2x 11
1.0x 1.0x 1.0x X
ATop performanceod i s L 0.7x
bottom quartile for L2l 0.5x
finegativeo metrics
like burn multiple
$1-$5M $5-$10M $10-$15M $15-$20M $20-$25M $25-$30M $30-340M $40-$50M
ARR Range

1 Quarterly operating and financial data from the companies included 34 ICON IQ ‘ GI’OW‘th



Top Performance

Growth Efficiency | Growth vs. Profitability ™ Soaling 10 50N
With renewed focus on growth and profitability i n taaeidtecomiry c CHEaEicis
Metric to Watch

years. Though rule of 40 is expected to decline as companies scale and growth slows, top performers exceed 40% sedardless of

Rule of 40: YoY ARR Growth + FCF Margin
Average Rule of 40 by Performance Cohort and ARR Scale

Performance Cohort N-size 40% \P
%
‘ Top Performers 167 e
o
<
122 /9@ Lessons from Resilient Companies
20% \ While average performance
against rule of 40 suffered in the
turbulent markets of 2020 and
ARR Scale 2022 YTD, resilient companies
have been able to maintain 75%+
$25 $50- $100 49% rule of 40through these periods
$50M $100M $200M c 0% primarily by maintaining strong
2 59% ARR growth.
= N\
G
fg ?gg IID;) g‘; L 529 7ips from our Saas Glossary
38% We recommend later stage
20% (~$100M+ ARR) SaaS companies
64% use YoY Revenue Growth rather
than YoY ARR growtb calculate
rule of 40. k
o \\
0% 20% 40% 60% 80% 100% 120% 140% 160%
YoY ARR Growth
1 Quarterly operating and financial data from the companies included
iuz |v|y-AE><I5XTIJ<LZ ’ z3x30>13|°u|3« -3 X2AJK °- aXT J«Ww KX T 9| J« ©°-° 2345330 B X ICONIQ‘GrOW‘th

3 Within 2 fiscal years of IPO
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Top Performance

Growth Efficiency | Go-to-market Efficiency e

Magic number measures fo-market efficiency, a critical driver of overall efficiency. While magic number generally trendasioempanies scale "= "="0
due to competitive dynamics and shrinking headroom, a gross magic number > 1.0x is a gtevthigogl for companies with salled growth.

Gross and Net Magic Number
Rolling Top Quartile by Quarters after $10M ARR Thresbaldsded Growth Companies

Gross Magic Number Lessons from Resilient Companies

Current quartegrossnew ARR / 1.8x Though we haveeen myriad headwinds to
prior quarter S&M OpEx GTM efficiency in the last few years, resilient
) companies have maintained 0.9x+ NMN
Net Magic Number through the turbulent macro environment.
Current quartemet new ARR / prior 1.7x

quarter S&M OpEx

Tips from our SaaS Glossary
There are four primary ways te
calculate magic number: both

net and gross magic number 1 1x 11y : 1.1x
can also be adjusted for gross ' 1.1x : 1.1x 1.1x

margins. The specific magic 1.4x

number calculation you use 1.0x

should depend on your GTM 0.9x '
motion, sales cycles, gross 09x gy
margins, and more. k

0 1 2 3 4 5 6 / 8 9 10 11 12 13 14 15 16 17 18 19 20
Quarters after $10M ARR

Avg S&MOpPEX$M) 2.7 3.4 3.8 3.9 4.9 5.3 6.1 6.7 8.1 10 11 12 14 16 18 18 18 19 19 22 23
N-size 40 42 39 39 40 40 41 40 44 45 47 46 46 46 40 40 34 34 31 30 27

ICONIQ | Growth

1 Quarterly operating and financial data from the companies included 3
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https://www.iconiqcapital.com/growth/insights/the-saas-glossary

Top Performance

Growth Efficiency | Go-to-market Efficiency for PLG Companies ™ Soaling 10 50N
Driven primarily by lower S&RpExduring growth stages (<$200M ARR), companies with preldaegrowth tend to have higher do-market __Pre and PostPO |
efficiency with top performance gross magic number-2.5x.

Gross and Net Magic Number
Rolling Top Quartile by ARR ScBRleductled Growth Companies

3.5x
3.2x
2.9% 2.9%
2.7x
2.2x 2.3x
2.1x
1.8x

4.8x

Gross Magic Number

Current quartegrossnew ARR /
prior quarter S&M OpEX

4.1x
3.9x

Net Magic Number

Current quartenet new ARR / prior
quarter S&M OpEx

ARR Scale <$10M $10-$25M $25$50M $50-$100M $100-$200M $200M to IPO
Avg S&MOPEX$M) 0.9 2.5 5.6 8.6 16 30
N-size 9 15 15 23 23 11

1 Quarterly operating and financial data from the companies included
2 Quarter of S&M OpExA° K EXT « a3z N «AaMxs NIJKBNAKIO® - «” Tl -ABT TX° X«T -« 317 EX« N-3°J«EZ" TJI KX NENK X
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Top Performance

Scaling to $50M

Growth Efficiency | Headcount Productivity vs. Headcount Efficiency
FTE productivity is an especially meaningful KPl when compared to FTE effiClpiopér FTE). As SaaS companies scale, they are able to inc:?réés@,,F’E?,S,?@F’E?,,,i
ici . | Metric to Watch

both FTE productivity and FTE efficiency, and FTE productivity tends to surpass FTE efficiency aroun$1a®BILARR scale

ARR per FTE and AnnualidgdEper FTE
Rolling Median by Quarters after $10M ARR Threshold

$227K $230K

220K
¥ $215K
$196K $199K $198K $210K
: $205K

_ $207K
Annualized $200K 199K
$ $187K

OpExper FTE
$177K .
$168K
$100 - $150M An average @0-75% of

$163K ARR Saa$ operating costs are
$147K peoplerelafce_d making FTE
productivity and FTE
efficiency two of the most
robust measurements of
overall growth & efficiency.

129K $128K

$48K  $49K a6k $a5K

ARR per FTE G«
Quarterly NNARR S S saa ook s 4K SO SIGK  SaGK 47K $53K - l . . $49K 547K

I I = BN BN m B H - H = ]
5 9 10 2 13 15 16 18 19

per S&M FTE -

3 4
Quarters after $10M ARR
N-size 40 42 39 39 40 40 41 40 44 45 47 46 46 46 40 40 34 34 31 30 27
38 ICONIQ | Growth

1 Quarterly operating and financial data from the companies included



Top Performance

Spend Profile | Headcount Efficiency Scaling 0 $50M
Like FTE productivity, overall FTE efficiency increases as SaaS companies scale driven mostly by G&A and R&D effici&etficiSAdy tends to =@ "=
decrease (i.e., S&MpExper S&M FTE increases) until stabilizing once companies reach ~$150M+ ARR. Vietie o waieh

AnnualizedDpExper FTE by Type
Rolling Median by Quarters after $10M ARR Threshold

$377K
K
$369 $343K $344K
$334K $332K $326K
$337K
$322K
$302K

$274K $299K
$247K

$254K

$238K
S&M OpExper

S&M FTE  s$187¢ $197K $187K

$183K $181K .
$186K
R&DOpexper “s170k $180K $180K

$172K
R&D FTE
0 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20
Quarters after $10M ARR
N-size 40 42 39 39 40 40 41 40 44 45 47 46 46 46 40 40 34 34 31 30 27

1 Quarterly operating and financial data from the companies included 39 ICON IQ ‘ Growth



Top Performance

Spend Profile | OpEX vs. Revenue

Scaling to $50M

As SaaS companies scale and efficiencies are achieved across all aspects of operations, operational expenses detreagsematatRevenue Pre-and PostPO |

should outpac®pExaround ~$106150M, primarily driven by increased R&D and G&A efficiency.

Metric to Watch

OpBExas a % of Revenue by Type
Rolling Average by Quarters after $10M ARR Threshold

237%
231% SaaS companies primartgrgeting SMB to
204% lower MidMarketcustomers tend tget more
49% leverage from operating costsmpared to those
48% 194% targeting larger enterprise customers, primarily
45% due to lower spend across both COGS@pik
175% (mostly R&D and S&M[seeAppendiy.
42% 163%
153%
38% 146% 0
R&D 33% o 145%  140% L5
31% °
29% 123%
33% 319 S119%  117%  11e0
110% 103%
24%  23% 209 ° 9% TotalOpExas
9 0 94%
Al 93% 93% ° 9 of Revenue
9% 18%  19%  19%
S&MP
3 6 7 8 9 10 11 12 16 20
Quarters after $10M ARR
N-size 40 42 39 39 40 40 41 40 44 45 47 46 46 46 40 40 34 34 31 30 27

1 Quarterly operating and financial data from the companies included
2 Total Sales & Marketing OpEx includes Customer Success 40
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Top Performance

Spend Profile | Operational Expenses ol 1 50
R&D makes up an increasingly smaller proportion of operational spend as products mature and focus shifts tbovardekgb A companies

Metric to Watch

approach ~$100M ARR, S&M spend increases to more than 50% Optoxal

OpEXDistributiort AnnualizedDpEx$!

Average % oDpExby Type and ARR Scale AverageOpExoy Type and ARR Scale
$303M  TotalOpEx

$54M

23% 22% 20% 23% 21% 19% 21%

As SaaS companies scale, an $223M

increasinglysmaller portion of
engineering capacity is dedicated tc $42M
© building new productAt scalenearly
half of allengineering capacity is

R&D L
allocated to quality improvements,
i nt_er nal productivity, and +|§sf4zﬁv|p
l i ght s ooavdragdvor k
$28M
$82M
$18M
S&MP $49M
$29M s
ARR Scale  <$10M  $10$25M $25$50M 00 $100  $200Mto poipcy <$10M  $10$25M $25$50M 0 $100 -~ $200Mto b oy
$100M $200M IPO $100M $200M IPO
N-size 131 171 112 163 173 127 84 131 171 112 163 173 127 84
1 Quarterly operating and financial data from the companies included
2 Total Sales & Marketing OpEx includes Customer SuccessOpEx
3 ICONIQ Analytics + Insights: Engineering Efficiency 41 ICONIQ ‘ Growth
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Top Performance

Spend Profile | Headcount Distribution WY
As the major driver of operational expenses, headcount trends simil@pEbas SaaS companies scale. As product maturity is achieved, R&D a§ea”dP°S“PO
proportion of headcount decreases, while both S&M and G&A teams are built out to enable operatiots aaalkgo. _Metric to Watch
FTE Distributidn Number of FTEs
Average % of Headcount by Type and ARR Scale AverageHeadcouby Type and ARR Scale

1,255 Total FTEs

12% 13% 14% 14% 16% 16% 14%

Tips from our SaaS Glossary 1,134 —e

Cost classifications can differ based on

business model. For example, if your 182

Customer Success team focuses more on
implementation and services they may

R&D be allocated to COGS, while a Customer
Success team that drives customer
renewal and expansion may be allocated
fo Sales & Marketing expense&
602
362
262
S&MP
64
$50- $100 $200M to $50- $100 $200M to
ARR Scale  <$10M  $10$25M $25$50M $100M $200M PO PostIPG <$10M  $10$25M  $25$50M $100M $200M PO PostIPG
N-size 75 79 59 83 80 58 46 75 79 59 83 80 58 46

1 Quarterly operating and financial data from the companies included

2 Total Sales & Marketing OpEx includes Customer SuccessOpEx 42 ICONIQ ‘ Growth
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Spend Profile | GTM Spend and Headcount Distribution

Sales & Marketing spend make up the largest portion of o@gfakand headcount for B2B SaaS companies regardless of scale. Hed3atmsth
companies, this is primarily driven by the Sales org, which makes f/6%f total S&MpExand 7680% of total S&M headcount.

Top Performance

Scaling to $50M

Pre-and PosttPO

Metric to Watch

S&MOpEDistributiort

Average % of S&@pExby Type and ARR Scéaleded Growth Companies

26%
32% 32% 32% 35%,

70%

$10-$25M  $25-$50M  $50-$100M $100-$200M  $200M to
IPO

ARR Scale <10M

N-size 48 59 26 36 17 7

1 Quarterly operating and financial data from the companies included

Productled growth
companies have a much
higher proportion of
Marketing spend [see
next page].

Customer Success is
typically included in the

S&M org; however, it was
excluded here due to data

availability. On average,
about20% oftotal S&M

OpExs Customer Success

acrosdCONIQ Growth
Saas portfolio
companies, which stays
relatively constant over
time.

43

31%

<10M

52

15%

81%

$10-$25M

61

S&M Headcount Distributién
Average % of S&M Headcount by Type and ARR Saldded Growth Companies

e 21% 249% 24%

QN0
O / QO
=0 9% 76% 76%

$25-$50M  $50-$100M $100-$200M  $200M to

PO

41 57 58 24

ICONIQ | Growth



Spend Profile | Product -led Growth Trends

Top Performance

Scaling to $50M

SaaS companies with proddet growth (PLG) tend to invest more in R&D and Marketing than those with traditiondesladggevih motions. PLG Pre-and PostPO _

companies allocate 38% of totalOpExon R&D and 45%-+ of S&BpPExon Marketing.

Metric to Watch

OpEBEXDistributiort
% Contribution by Type and ARR Scale
By Primary Growth Motion
Productled Growth Salesled Growth
18% 19% 2304 21%

S &NP 46% 49%
ARR Scale  <$100Mm $100M+ <$100M $100M+
N-size 95 81 482 266

1 Quarterly operating and financial data from the companies included
2 Total Sales & Marketing OpEx includes Customer SuccessOpEx

44

GTMOpEXDistributiort
% Contribution by Type and ARR Scale

By Primary Growth Motion

Productled Growth Salesled Growth

31% 31%

46%

60%

<$100M $100M+ <$100M $100M+

30 34 183 34

ICONIQ | Growth



Top Performance

Spend Profile | Cash Balance & Runway ™ Soaling 10 50N
Maintaining a healthy runway is critical in the current environment as focus shifts towards balancing growth with effidigrgcghallenging macrd Ceand Posino
environment endures. As they scale, B2B SaaS companies maintain a median 30 months of runway. . Metric to Watch |
Months of Runway
CashBalance / FCFop, Median, and Bottom Quartile by ARR Sé&de:Profitable Companies Only
80
70
60 . 58 57 >
56 Top Quartile s6
> o 49 After a few years of
g instability due to COVIE19
5 43 paired with a turbulent
T 40 macro environment for
o
o technology markets, we
g 32 recommend companies
S 30 29 Median Bt focus on extending runway
20 0 19 i
10
0
<10M $10-$25M $25-$50M $50-$100M $100-$200M $200M to IPO
ARR Scale
N-size 35 160 83 117 104 16
1 Quarterly operating and financial data from the companies included 45 ICON IQ ‘ Growth
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Topline Health | Drivers of ARR Growth aThe ARR Funnel

SaaS companies maintain a churn rate below 15% regardless of scale, with higher churn rate in the early-$18934 MRR)sacompanies find

product market fit and refine ideal customer profiles.

Top Performance

Scaling to $50M

Pre-and PosttPO

Metric to Watch

+ New Logo ARR

Annualized ARR Funnel by ARR Scale

Average New Logo, Expansion, and Churn ARR

-~ =Gross New ARR

+ Expansion ARR

+ New Logo ARR

Churn ARR is typically composed
of logo churn «downsell

+ Expansion ARR

+ New Logo ARR
BOP ARR

- Churn ARR '-

BOP ARR BOP ARR BOP ARR
Gross New New Logo as % of Gross Expansion Expansion as % of Churn ARR
Logo ARR Total Gross New ARR  ARR Total Gross New ARR
<$10M I $5M 76% @ | $1M O 24% ($1M)
()
2
8 $10-$25M I $9M 66% @ I $4M O 34% ($2M) I
o
o
N $25-$50M - $19M 63% @ . $12M 0% ($6M) I
2
$50-$100M - $27M 56% @ - $22M O 44% ($10M) l
$100-$200M - $38M 51% @ - $42M O 49% ($17M) .

1 Quarterly operating and financial data from the companies included
2 Gross Churned ARR / BOP ARR

47

= EOP ARR

Churn
Rate?
N-size
® 2% -
. 14% 146
® 5% 5
® 4% 106
O 13% 89
. 9% 45

ICONIQ | Growth



Spend vs. Revenue by Customer Segment

SaaS companies targeting SMB to-matket customers tend to get more leverage from operating costs due to lower spend #dtS&I®Hand
OpEx Revenue begins to outpace spend for these companies around $150M ARR versus $250M+ ARR for those targeting enterprise cust

Primary Target Customer

Total Spend / Revenue

Spend outpaces revenue

Revenue outpaces spend

1 Quarterly operating and financial data from the companies included

Spend to Revenue Rdtio
Total Spend (COG®PEX/ Revenue by Company and ARR Scale

4.0x *

',.
2.5x O - ;
¥ 3 . .
Ay

2.0x

il : o
T 2y HERL
1.5x #°% [ . : ~$250M+
B X N P V1A e . ARR
¥ B¢ P e ! < . 3 [

0.5x ~$150M
ARR 0.4x
0.0x
$OM $10M $20M $30M $40M $50M $60M $70M $80M $90M

Quarterly Revenue

48

Average Spend to

Revenue Ratio
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Analytics & Insights

Seeking to empower our portfolio with
proprietary analytics and insights across
business operations and strategy

Christine Edmonds Claire Davis

Head of Portfolio Analytics Portfolio Analytics

AAB Ay NdgAK Vivian Guo

Portfolio Data Manager Portfolio Analytics


https://www.linkedin.com/in/vwguo/
https://www.linkedin.com/in/christine-edmonds-146a2138/
https://www.linkedin.com/in/claire-davis-949217113/
https://www.linkedin.com/in/smloneill/

WE PARTNER WITH VISIONARIES

DEFINING THE FUTURE OF THEIR INDUSTRIES

TO TRANSFORM THE WORLD
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A PORTFOLIO OF CATEGORY LEADERS

< ©ro adyen ©JI Age of Learning @ airbnb
articulate » aurora AUTOMATTIC % AXONIUS
braze @ Calendly 4 CampaignMonitor  CaptivatelQ

e dataiku

NCROWDSTRIKE C\/bef$GRX F2DATADOG

'Eg:e'nfusion @ m EAcater
FREEWILLF == FTX ® Gem A/ GitLab
@ Hashicorp  headspin  %sHEPTAGON"  Qhighradius
o INTERCOM Evison <> komodoneaith
motorway B} moveworks Nayya A2 netskope
O rrsen B Primer PROEORE (@ QGenda
(Re)prise Restaurant365 # robinhood ~ SANIT
%) SMARTLING i snowflake Al sprinklr
B Twistock UBER i unit2a \iJ UNITE US

Wolt

These companies represent the full list of companies that ICONIQ Growth hasinvested in since inception through ICONIQ Strategic Partners funds as of the date these materials
were published. Trademarksare the property of their respective owners. None of the companiesillustrated have endorsed or recommendedthe servicesof ICONIQ.
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N

Dedicated team with strong investing
and operating experience

OUR VALUES
Teamwork | Excellence | Integrity
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https://www.linkedin.com/in/will-griffith-a51a9237/
https://www.linkedin.com/in/yidriennelai/
https://www.linkedin.com/in/tengbo-li-31b34813/
https://www.linkedin.com/in/zachary-cherian-42b037139/
https://www.linkedin.com/in/vwguo/
https://www.linkedin.com/in/xiaowanchu/
https://www.linkedin.com/in/vanessa-deng/
https://www.linkedin.com/in/yoonkeesull/
https://www.linkedin.com/in/aoifemoleary/
https://www.linkedin.com/in/austincliang/
https://www.linkedin.com/in/adam-alfi-52891823/
https://www.linkedin.com/in/braddelaplane/
https://www.linkedin.com/in/aman-kabeer/
https://www.linkedin.com/in/arnavbimbhet/
https://www.linkedin.com/in/adityaagarwal3/
https://www.linkedin.com/in/ben-bernstein-3427383/?originalSubdomain=il
https://www.linkedin.com/in/roybluo/
https://www.linkedin.com/in/sarah-stebbins-551bb3110/
https://www.linkedin.com/in/richa-mehta-6ba2a8118/
https://www.linkedin.com/in/storyviebranz/
https://www.linkedin.com/in/ritikapai/
https://www.linkedin.com/in/ryan-koh/
https://www.linkedin.com/in/rb725/
https://www.linkedin.com/in/sruthiramaswami/
https://www.linkedin.com/in/evan-lintz-a70a101/
https://www.linkedin.com/in/kelseymcgregor/
https://www.linkedin.com/in/divesh-makan-237107/
https://www.linkedin.com/in/krzysztoflysy/
https://www.linkedin.com/in/gregstanger/
https://www.linkedin.com/in/enlinchua/
https://www.linkedin.com/in/kevin-foster-53949441/

