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This presentation contains non-GAAP financial measures. You can find the reconciliation of these measures to the most directly comparable GAAP financial 
measure in the Appendix at the end of this presentation. The non-GAAP financial measures disclosed by Zuora should not be considered a substitute for, or 
superior to, the financial measures prepared in accordance with GAAP. Please refer to “Explanation of Non-GAAP Financial Measures” section of Zuora’s quarterly 
earnings release for a detailed explanation of the adjustments made to the comparable GAAP measures, the ways management uses the non-GAAP measures and 
the reasons why management believes the non-GAAP measures provide investors with useful supplemental information.

Statements in this presentation and the accompanying oral presentation that refer to business outlook, future plans and expectations are forward-looking 
statements that involve a number of risks and uncertainties. Words such as "anticipates," "expects," "intends," "goals," "plans," "believes," "seeks," "estimates," 
"continues," "may," "will," “would,” "should," “could,” and variations of such words and similar expressions are intended to identify such forward-looking statements. 
Statements that refer to or are based on estimates, forecasts, projections, uncertain events or assumptions, including statements relating to total addressable 
market (TAM) or market opportunity, future products and the expected availability and benefits of such products, and anticipated trends in our businesses or the 
markets relevant to them, also identify forward-looking statements. Such statements are based on management's expectations as of June 5, 2019, unless an earlier 
date is indicated, and involve many risks and uncertainties that could cause actual results to differ materially from those expressed or implied in these forward-
looking statements. Additional information regarding these and other risks and uncertainties that could cause actual results to differ materially from the company's 
expectations is included in Zuora’s Annual Report on Form 10-K filed with the Securities and Exchange Commission (“SEC”) on April 18, 2019, as well as other 
documents that may be filed or furnished by us from time to time with the SEC. Zuora’s filings with the SEC are available free of charge on Zuora’s Investor 
relations website at investor.zuora.com and on the SEC’s website at www.sec.gov.

This presentation includes market data and certain other statistical information and estimates that are based on reports and other publications from industry 
analysts, market research firms, and other independent sources, as well as management’s own good faith estimates and analyses. We believe these third-party 
reports to be reputable, but have not independently verified the underlying data sources, methodologies or assumptions. Information that is based on estimates, 
forecasts, projections, market research, or similar methodologies is inherently subject to uncertainties and actual events or circumstances may differ materially 
from events and circumstances reflected in this information.

The forward-looking statements included in this presentation reflects our views as of June 5, 2019, unless an earlier date is indicated. Zuora does not undertake 
and express disclaims any obligation to update any statement made in this presentation, whether as a result of new information, new developments or otherwise, 
except to the extent that disclosure may be required by law.
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Tien Tzuo, Co-Founder and CEO
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Zuora



We create cloud services that enable any company 
in any industry to successfully launch, 

manage and transform a subscription business
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EVOLUTION OF THE 
SUBSCRIPTION ECONOMY



THE END OF OWNERSHIP.  
THE RISE OF USERSHIP.



OWNERSHIP WAS ABOUT THINGS



USERSHIP IS ABOUT TURNING THOSE 
THINGS INTO SERVICES



USERSHIP STARTED WITH 
UTILITIES AND TELCO



USERSHIP FLOURISHED WITH SAAS
Salesforce, Google, AWS



USERSHIP CAME TO MEDIA
Netflix, Spotify, HBO, The New York Times



WHAT WILL MEDIA COMPANIES DO?



Content Library Devices

Content Providers
(Writers, artists, musicians)

Consumption Data



THINGS ARE NO LONGER JUST THINGS



THINGS ARE BECOMING SERVICES



WHAT WILL AUTO COMPANIES DO?



Miles Driven Fleet of Vehicles

Car Inventory

Billing Reservations



WHAT ABOUT HEAVY 
EQUIPMENT COMPANIES?



Equipment Site

Dirt-moved

Billing Sensors



LET’S LOOK AT AN EXAMPLE



“I LAND IN GREECE”



THINK OF ALL THE THINGS THAT HAVE TO 
HAPPEN BEHIND THE SCENES 

FOR THAT CHOICE

Prorate
Bill

Validate
Credit Card

Adjust
Revenue
Schedule

Notify
Customer

Update
Entitlements

Add
International 
Plan

Amend
Subscription

Activate
Service

Welcome
to

Greece!

IF
Failu

re 

Success



EVERY SUBSCRIBER INTERACTION 
LEADS TO AN AVERAGE OF 15 

DOWNSTREAM EVENTS ACROSS 
MULTIPLE SYSTEMS

Subscription Economy Benchmarks, 2019



ZUORA APPS
Enabling companies to monetize any subscription services

ZUORA APPS

MARKETPLACE

REVPRO

COLLECT

BILLING

CPQ
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APPLICATIONS
Service Monetization

PLATFORM
Service Orchestration

ZUORA CENTRALZUORA APPS
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GENERATION ONE
Enterprise On-Premise Software



GENERATION TWO
Enterprise Cloud Apps



GENERATION THREE
Enterprise Cloud Services

GENERATION THREE

Enterprise Cloud Services



Massive
Scalability

Unlimited
Extensibility

Iron clad 
security and 

reliability

Rapid and
continuous 
innovation

A PLATFORM BUILT FOR
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APPLICATIONS
Service Monetization

PLATFORM
Service Orchestration
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BSS
Service Monetization

OSS
Service Orchestration
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ZUORA CENTRAL
Integrate, extend and orchestrate any subscription service

ZUORA CENTRAL

CUSTOM OBJECTS

DATA QUERY

NOTIFICATIONS

EVENTS

WORKFLOW
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WORKFLOW
Design business logic and orchestrate operations

ZUORA CENTRALZUORA CENTRAL

WORKFLOW
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EVENTS
Listen for subscription events and trigger actions

ZUORA CENTRAL

EVENTS
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NOTIFICATION
Send customer communications or system callouts

ZUORA CENTRAL

NOTIFICATIONS
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CUSTOM OBJECTS
Extend the data model and capture external data

ZUORA CENTRAL

CUSTOM OBJECTS
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DATA QUERY
Query data fast with SQL operators

ZUORA CENTRAL

DATA QUERY
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LABS.ZUORA.COM
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WE’VE BEEN ARCHITECTING THE 
PLATFORM FOR THE FUTURE



SUBSCRIPTION BUSINESSES 
NOW HAVE A PLATFORM TO 

ORCHESTRATE THEIR 
SERVICES

To give their customers choice



ZUORA CENTRAL



THREE GROWTH VECTORS 



GROWTH VECTORS FOR MARKET EXPANSION 

Current Opportunity 

Industries 

Platform 

Product Footprint
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GROWTH VECTORS FOR MARKET EXPANSION 

Industries 

Platform 

Product Footprint
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Current Opportunity 



GROWTH VECTORS FOR MARKET EXPANSION 

Industries 

Platform 

Product Footprint
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Current Opportunity 



GROWTH VECTORS FOR MARKET EXPANSION 

Industries 

Platform 

Product Footprint

Current Opportunity 



GROWING CUSTOMERS  

48



Tomorrow

● Apps and Platform
● 2,000+ customers

● Avg Subscription ACV 
per customer: ~$500K

● Dollar Based Retention:  
greater than 112%

OUR PATH TO $1 BILLION   

Today

● Apps
● 1,000+ total customers

● Avg Subscription ACV 
per customer: ~$200K

● Dollar Based Retention:  
108 to 112%

Forecasts are Zuora estimates, based upon current expectations and available information 
and are subject to change without notice49



Tyler Sloat, CFO 
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Zuora



BUSINESS MODEL WITH A PATH 
TO PROFITABILITY



HOW WE GO-TO-MARKET 

Global
Franchises

System Integrator
Partners

Customer Success 
& Engagement

Implementation 
Services 
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OUR INDUSTRY VERTICALS ARE EXPANDING
Yesterday Today

Media & 
Telecom

22%

Business 
Services

10%

Technology
Hardware

6%
Transportation

2%

Technology
Software

41%

Other

14%

Manufacturing

5%Technology -
Software

100%

Note:  Percentages based on ACV Contribution Q1 FY2053



OUR CUSTOMERS OVER $100K ACV ARE GROWING

Q1 FY19 Q2 FY19 Q3 FY19 Q4 FY19 Q1 FY20

441
474

504 526
546

ACV % 84% 86% 86% 87%83%
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GROWING GEOGRAPHIES

● Map of offices (highlight new)
● Geographies over time (29% International FY19)
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SF BAY AREA
SAN DIEGO

FRISCO

DENVER BOSTON
NEW YORK

ATLANTA

LONDON
PARIS

MUNICH

STOCKHOLM

BEIJING TOKYO

SYDNEY

MELBOURNE

CHENNAI

MILAN
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GROWING CORPORATE FOOTPRINT 

● Map of offices (highlight new)
● Geographies over time (29% International FY19)
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NEW OFFICES

STOCKHOLM

MELBOURNE

MILAN
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GROWING CUSTOMER FOOTPRINT 
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NEW REGIONS

JAPAN

AUSTRALIA

INDIA

EUROPE
N. AMERICA

MALAYSIA
SINGAPORE

CHINA

NEW
ZEALAND

CHILE
SOUTH AFRICA

ISRAEL
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TWO FLAGSHIP PRODUCTS 

Zuora | BILLING Zuora | REVPRO
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DEAL STRUCTURE 

59

CPQ

Transaction
Volume

Platform

INITIAL DEAL

Add On Collect 

CPQ

Platform

Transaction
Volume

RevPro

CPQ

Platform

Transaction
Volume

Add On Collect 
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ACV GROWTH DISTRIBUTION 

New Business Upsell Business100%
of ACV

~50%~50%

Note:  Percentages based on FY 2019 ACV contribution.  60



EXPANSION EXAMPLES 

61

SaaS Company

FY09 FY10-11 FY12-14 FY15 FY16 FY17 FY18 FY19

Media Company

FY14 FY15 FY16 FY17 FY18 FY19

Auto Manufacturer

FY15 FY16 FY17 FY18 FY19

Enterprise Software Company

FY14 FY15 FY16 FY17 FY18 FY19

~20x
Original 

ACV

~3x
Original 

ACV

~6x
Original 

ACV

~3x
Original 

ACV

Entering ACV Upsell VolumeUpsell /Product Add-On
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COHORT BY YEAR ANALYSIS

FY’16 FY’18

CAGR 32% CAGR 25% CAGR 51%

FY’17

62

Upsell / Product Add-OnNew Business Upsell Volume

Note: Cohorts reflect ACV progression through the end of FY'19



EXPANDING WITH OUR CUSTOMERS 

Q1  FY’20 Dollar-Based Retention Rate of 110%

100%
104%

110%
112%

Dollar-Based Retention Rate

FY16 FY17 FY18 FY19

Note: Dollar-based retention as of period end is calculated as current period ACV divided by prior period ACV. Prior period ACV is defined as the sum of ACV 
from all customers as of twelve months prior to such period end. Current period ACV calculated as the sum of the ACV from the same customers as of current 
period (including upsells, contraction, and attrition).  63



Upsell / Product Add-On

ACV GROWTH CONTRIBUTION

Upsell Volume New Business

Expanding Revenue from Existing Customer Base

FY16 FY17 FY18 FY19

100%

75%

50%

25%

Q1 FY20
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PARTNER ECOSYSTEM

65

Over 45 Partner Influenced Deals in FY19
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OUR FINANCIAL MODEL 

Sustained 
Subscription Growth

Strong Subscription 
Gross Margins

Industry and Company 
Expansion Opportunities

Improving 
Operating Leverage 
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SUSTAINED SUBSCRIPTION REVENUE GROWTH

Growing Quarterly Subscription Revenue 
($ in millions)

Q1 FY19 Q2 FY19 Q3 FY19 Q4 FY19 Q1 FY20

$35.9
$40.9 $43.1

$45.0 $47.3

37% 33% 36% 32% 32%YoY Growth

Note: Figures under ASC 60667



STRONG SUBSCRIPTION GROSS MARGINS

FY19 NON-GAAP 
SUBSCRIPTION GROSS MARGIN 

77%

Note:  Figure under ASC 606. 68



Business 
Services

10%

INDUSTRY AND COMPANY EXPANSION OPPORTUNITIES
Today

Media & 
Telecom

22%

Technology
Hardware

6%

Transportation
2%

Technology
Software

41%

Other
14%

Manufacturing
5%

Tomorrow

Business 
Services

Media & 
Telecom

Technology
Hardware

Transportation

Technology
Software

Other

Manufacturing

Forecasts are Zuora estimates, based upon current expectations and available information and are subject to change without notice69



IMPROVING OPERATING LEVERAGE

OPERATING MARGIN 
IMPROVEMENT IN FY20 

Forecasts are Zuora estimates, based upon current expectations and available information and are subject to change without notice70



Thank You!



APPENDIX
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Cost of Revenue

Cost of subscription revenue

GAAP cost of subscription revenue $43.0

Stock-based compensation 2.0

Amortization of acquired intangibles 2.3

Internal-use software 1.3

Non-GAAP cost of subscription revenue $37.5

Cost of professional services revenue

GAAP cost of professional services revenue $73.6

Stock-based compensation 6

Internal-use software -

Non-GAAP cost of professional services revenue $67.7

Gross profit

GAAP gross profit $118.4

Stock-based compensation 7.9

Amortization of acquired intangibles 2.3

Internal-use software 1.3

Non-GAAP gross profit $129.8

Gross margin

GAAP gross margin 50%

Non-GAAP gross margin 55%

Subscription gross margin

GAAP subscription gross margin 74%

Non-GAAP subscription gross margin 77%

NON-GAAP RECONCILIATION  
FY 2019

73 Note: Figures under ASC 606



Q&A
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