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• Introductory remarks

• Legal team deliverables

• Where legal can add strategic value 

• Q&A
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Clear Leader for the Innovation Economy

VENTURE M&A PUBLIC COMPANIES

#1 GLOBALLY
most active law firm for venture 
capital financings every year 
since 2014 (PitchBook)

350+
M&A transactions handled 
globally since 2021

380+
public offerings handled globally 
by the team
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400+
lawyers globally 

11
offices worldwide

$54B+
in aggregate deal value for M&A 
transactions since 2021 

$300B+
raised in venture financings 
since 2021

$16B+
raised in public offerings since 
2010
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Back-up Examples
We focus our selling efforts on executives of large enterprises, who are often making a strategic purchase of our platform with the potential 
for broad use throughout their organizations. We use a “land and expand” sales strategy to capitalize on this potential. Our platform is often 
initially adopted within a specific line of business, including in finance, sales, and supply chain, and other corporate functions such as 
marketing, human resources, and operations, for one or more planning use cases. Once customers see the benefits of our platform for 
their initial use cases, they often increase the number of users, add new use cases, and expand to additional lines of business, divisions, 
and geographies. This expansion often generates a natural network effect in which the value of our platform increases as more use cases 
are adopted, more users are connected, and greater amounts of data are incorporated in our platform. We have been recognized for our 
single, enterprise-wide Connected Planning platform by Gartner in the July 2018 Magic Quadrant for Cloud Financial Planning and Analysis 
Solutions, the January 2018 Magic Quadrant for Sales Performance Management, the August 2018 Hype Cycle for Human Capital 
Management Technology, 2018, and included in the May 2018 The Gartner CRM Vendor Guide, 2018.

As of July 31, 2018, 979 customers were using our platform. Of these, 220, including 23 of our top 25 customers, were members of the 
Global 2000, which we believe presents our greatest growth opportunity. We had 101, 148, and 196 customers that were members of the 
Global 2000 as of the end of fiscal 2016, 2017, and 2018, respectively. The revenue generated from our Global 2000 customers 
represented 56%, 54%, 55%, and 56% of our total revenue in fiscal 2016, 2017, and 2018, and the six months ended July 31, 2018, 
respectively. The success of our “land and expand” strategy is validated by the expansion we have experienced in the use of our platform by 
our largest customers and by our dollar-based net expansion rates. Our top 25 customers by average annual recurring revenue as of 
July 31, 2018, 23 of which are large enterprise customers included in the Global 2000, had average annual recurring revenue of 
approximately $2.3 million, compared to the average annual recurring revenue represented by their initial purchase of approximately 
$360,000. The revenue from these 25 customers made up 29% of our total revenue in fiscal 2018 and 26% of our total revenue in the six 
months ended July 31, 2018. In addition, our annual dollar-based net expansion rate for Anaplan as a whole was approximately 135%, 
123%, 122%, and 123% as of the end of fiscal 2016, 2017, and 2018, and July 31, 2018, respectively. See “Market, Industry, and Other 
Data” for a description of how we calculate our dollar-based net expansion rate. The number of customers with greater than $250,000 of 
annual recurring revenue was 59, 113, 181, and 213 as of the end of fiscal 2016, 2017, and 2018, and July 31, 2018, respectively. 
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