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Agenda 
TIME TOPIC SPEAKER

3:00 pm Introduction Alex Hughes, Vice President, Investor Relations

3:05 pm Powering Intelligent Insurance Mike Rosenbaum, Chief Executive Officer

3:25 pm Expanding on our Success John Mullen, President

3:45 pm Customer Panel Christina Colby, Chief Customer Officer

4:15 pm Break

4:20 pm Building on our Cloud Model Jeff Cooper, Chief Financial Officer

4:40 pm Executive Q&A Executives 

5:10 pm – 6:00 pm Cocktail Reception



Safe Harbor
This presentation contains “forward-looking statements” within the meaning of the “safe harbor” provisions of the Private Securities Litigation Reform Act of 1995, 
including but not limited to, statements regarding our financial outlook and our future business momentum related to our cloud vision and strategy. These 
forward-looking statements are made as of the date they were first issued and were based on current expectations, estimates, forecasts and projections as well as the 
beliefs and assumptions of management. Words such as “expect,” “anticipate,” “should,” “believe,” “hope,” “target,” “project,” “goals,” “estimate,” “potential,” “predict,” 
“may,” “will,” “might,” “could,” “intend,” variations of these terms or the negative of these terms and similar expressions are intended to identify these forward-looking 
statements. Forward-looking statements are subject to a number of risks and uncertainties, many of which involve factors or circumstances that are beyond Guidewire’s 
control. Guidewire’s actual results could differ materially from those stated or implied in forward-looking statements due to a number of factors, including but not limited 
to, risks detailed in Guidewire’s most recent Forms 10-K and 10-Q filed with the Securities and Exchange Commission as well as other documents that may be filed by 
the Company from time to time with the Securities and Exchange Commission.
 
In particular, the following factors, among others, could cause results to differ materially from those expressed or implied by such forward-looking statements: our 
quarterly and annual results may fluctuate significantly; our reliance on orders from a relatively small number of customers in the P&C insurance industry and the 
related substantial negotiating leverage of these customers, as well as our dependence on customer renewals and expansions; lengthy and variable sales and 
implementation cycles; competitive attributes of our applications, maintain market acceptance, respond to competitive pressures, and meet local requirements of 
international markets; failure to grow our business and manage our expanding operations; our ability to expand adoption of our cloud-based products, migrate existing 
term license customers to cloud-based offerings on a subscription basis, and manage long-term pricing commitments in our customer contracts; exposure to risks in 
relation to data security incidents or breaches of our cloud-based products, unauthorized access to our customers’ or employees’ data, and the related impact on our 
ability to effectively operate our cloud environment for our customers; issues in the development and use of AI, as well as the use of AI by our workforce, combined with 
an uncertain regulatory environment; retaining existing and hiring new personnel, including managing a hybrid and geographically distributed workforce; errors or 
failures in our products or services, as well as failures, security vulnerabilities, or service interruptions of third-party technologies and service providers we utilize; 
dependence on the quality and effectiveness of our professional services, technical support, and SI partners; factors that could affect our gross and operating margins; 
pursuing acquisitions or partnerships may lead to management distractions, integration challenges, increased costs, and stockholder dilution; exposure to market risks; 
required compliance with current and evolving local data privacy and cybersecurity laws and regulations in all jurisdictions where we have customers; and other risks 
and uncertainties. Past performance is not necessarily indicative of future results.
 
The forward-looking statements included in this presentation represent Guidewire’s views as of the date of this presentation. The Company anticipates that subsequent 
events and developments will cause its views to change. Guidewire undertakes no intention or obligation to update or revise any forward-looking statements, whether 
as a result of new information, future events or otherwise. These forward-looking statements should not be relied upon as representing Guidewire’s views as of any 
date subsequent to the date of this presentation.



Powering Intelligent Insurance 

Mike Rosenbaum
Chief Executive Officer



 ~$3.0T DWP

Understanding Guidewire requires understanding P&C insurance

~90
Insurers

~250
  Insurers

>2,000
  Insurers

~$2.0T
DWP

~$0.6T
DWP

~$0.4T
DWP

Tier 1
DWP > $5B

Tier 2
$1B <  DWP < $5B

Tier 3/4/5
DWP < $1B

APAC AMER

EMEA

Tier 1 and 2 Insurers represent 85%+ of DWP supporting our prolonged 
focus on the specific complexities of this segment 

Our ability to leverage a common platform worldwide 
allows us to more than double our AMER TAM

Global industry with DWP across AMER/EMEA/APAC 

Sources: NAIC and SwissRe Sigma No 2/2025.  US DWP from NAIC P&C insurance data. Non-US DWP from SwissRe Sigma No 2/2025 report, which estimates non-life premiums and is inclusive of A&H.



P&C insurance is critical to the economy and society

Source: SwissRe Sigma No 2/2025.

~$3.0 Trillion of Annual Written Premium and 3% of Global GDP

PERSONAL LINES
~54% DWP

COMMERCIAL LINES
~46% DWP

Residential

Pet

Automotive 

EarthquakeTravel

Watercraft Other

Title 

Recreational

Workers’ 
Comp

Machinery

Property

Professional 
Liability

Ocean Marine

OtherFarm

General 
Liability

Fleet



The P&C industry is durable and highly resilient 

~$3.0T

Inflationary shock/ 
Volcker recession

Gulf war/recession

Dot-com bubble

Financial crisis

Covid/inflation

Sources: NAIC and SwissRe Sigma No 2/2025.  US DWP from NAIC P&C insurance data. Non-US DWP from SwissRe Sigma No 2/2025 report, which estimates non-life premiums and is inclusive of A&H.



To power insurance agility with 
the platform P&C insurers trust to 

engage, innovate, and grow efficiently

Our Mission 



The pursuit of this mission is playing out over three chapters

Build modern 
software for P&C 
core processing

Instantiate these 
core applications 
as a cloud service

Power intelligent 
insurance through 
context-driven AI 
and a portfolio of 
applications that 
improve insurance 
outcomes



In the first chapter, we delivered reliable, upgradable core 
applications that could handle P&C complexity   



Delivering on this earned 
the world’s largest insurers trust 

Delivering on this earned the trust 
of the world’s largest insurers 

349
Core Customers

FY25

$1.041B
ARR
FY25

$775B
DWP
FY25

Note: Core Customers include customers who are using InsuranceSuite (ClaimCenter, PolicyCenter or BillingCenter)  or InsuranceNow.



The second chapter introduced Guidewire Cloud Platform  
A highly reliable, modular, and extensible platform capable of running at scale

Marketplace

Guidewire Extensions Partner Extensions Packaged IntegrationsBy Line of Business By Geography

Guidewire Intelligent Cloud Platform

Applications

PolicyCenter

GenAI Services
MCP Access RAG Access LLM Access Task Management Prompt Management Security/Observability Training/Evaluation

Platform Services
Containerization Configuration Provisioning Security Connectivity Deployment Observability

Application Services
Product Integration Rules Workflow Data Digital

InsuranceNow

BillingCenter

HazardHub

ClaimCenter

Predict

PricingCenter

Industry Intel

UnderwritingCenter

Explore



As a cloud service, our value increases with each release, 3x/year

Value

2020 2025

Integration 
Framework

Advanced 
Product Designer

Jutro Digital 
Platform

Autopilot 
Workflow 

Data 
Studio

Industry 
Intelligence

Data 
Platform

London Market 
Support

August 1, 2025

Guidewire
Cloud Platform



Our cloud transformation has been a huge success  

Core Customers Subscription and Support 
Gross Margin

ARR ($M)

Source: Guidewire Analysis. Note: Core Customers include customers who are using InsuranceSuite (ClaimCenter, PolicyCenter or BillingCenter)  or InsuranceNow.



We have a strong global footprint and growing momentum 

Japan
United States

Mexico

Canada

Australia
New Zealand

Thailand
Philippines

Singapore

Malaysia

South Africa

Namibia

Morocco

Argentina

Uruguay

Brazil
Peru

Columbia

Paraguay

France
Spain

UK

Norway

Sweden

Finland

Germany

Netherlands

Belgium

Switzerland
Bulgaria

Denmark

Austria

Poland

Romania

Czech Republic 
Slovakia

Hungary

Italy

Luxembourg

Lichtenstein
Bermuda

Ireland



Our partner ecosystem amplifies our platform potential 

Marketplace 
Solutions

Developer 
Community

Consulting
Partners

Technology Partners

>225 
Partners 

>540 
Available 

applications  

SI Partners

 

>28K
Professionals across 

41 leading Systems Integrators 

Customers

~570 
Insurers 

43 
Countries 

$775B 
DWP 

Note: Data as of July 31, 2025  except for SI Partners which as of October 2025. As of July 31, 2025, we had approximately 500 customers representing approximately 570 insurance brands in 43 countries. Our 
customer definition excludes customers that pay us less than $10,000 per year, which primarily represents customers of our HazardHub product. 



We are now positioned for the third chapter

Build modern 
software for P&C 
core processing

Instantiate these 
core applications as 
a cloud service

Power intelligent 
insurance through 
context-driven AI 
and a portfolio of 
applications that 
improve insurance 
outcomes



The intelligent insurance opportunity: 
Drive efficiencies across ~$3T in direct written premium

*10 Year (As of 2024) Industry results for Commercial Lines, Source: NAIC and S&P.

Claims Payout Expense = 57¢ G&A & IT 
11¢

Commissions 
& Brokerage

14¢

Loss Ratio
67%

Expense Ratio
25%

Taxes
2¢

Loss Adjustment 
Expense

Legal
Exp
6¢

Claims 
Adj 
4¢

Profit
5¢



Stronger customer satisfactionSmarter risk selectionFaster speed to market

Lifecycle showing each phase, with an 
emphasis - maybe a glow - that pulses 
across each phase from left to right

- PhilSmarter risk 
selection

Stronger customer 
satisfaction

Faster speed to 
market

Intelligent applications improve outcomes across 
the complete insurance lifecycle



AI will reshape insurance and radically change each key function

Development
velocity will increase

Claims will become 
more efficient

Underwriting
will transform



MCP  |  Knowledge  |  Tools

Open
Trusted

Core

Our commitment is to 
an open trusted core

Our unique role is 
to provide insurance 
specific content 





Expanding on our Success 

John Mullen
President



Platform referenceability and maturity is driving high win rates 

Undisclosed

Guidewire

10 Vendors

Core System Decisions Core System Decisions by DWP

10 Vendors

Undisclosed

Guidewire 
(Cloud Upgrades)

Guidewire

Source: Guidewire Analysis of core system decisions. “Undisclosed” includes internal build decisions or where selected vendor was unknown. Guidewire deals involving a cloud upgrade decision with a new core system 
decision are included in both Guidewire and Guidewire (Cloud Upgrades), but DWP associated with a migration and expansion decision is only counted once.



100% = $2.0T 100% = $0.6T 100% = $0.4T

DWP Penetration by Tier

Tier 1: >$5B DWP Tier 2: >$1B to <$5B DWP Tier 3/4/5: <$1B DWP

Opportunity GWRE Cloud GWRE On-Prem

We are winning at all ends of market and Tier 1 alignment has 
progressed over the last 18 months 

Sources: Guidewire Analysis reflecting contracted DWP for one or more core modules.  Industry analysis per NAIC and SwissRe Sigma No 2/2025.  US DWP from NAIC P&C insurance data. Non-US DWP from 
SwissRe Sigma No 2/2025 report, which estimates non-life premiums and is inclusive of A&H.



DWP Penetration by Region

We remain committed to key global markets and we are seeing 
returns on that investment

Core DWP - Americas Core DWP - EMEA Core DWP - APAC

100% = $1.3T 100% = $0.9T 100% = $0.8T

Opportunity GWRE Cloud GWRE On-Prem

Sources: Guidewire Analysis reflecting contracted DWP for one or more core modules.  Industry analysis per NAIC and SwissRe Sigma No 2/2025.  US DWP from NAIC P&C insurance data. Non-US DWP from 
SwissRe Sigma No 2/2025 report, which estimates non-life premiums and is inclusive of A&H.



Guidewire as Industry Platform shapes the opportunity ahead 

Core Processing/
System of Record 

Industry Platform

Industry 
Intelligence/Decisions

Industry 
Intelligence/Decisions

Migrations/ 
Net New, 
Geo/ LOB

Product Speed
Risk Selection
Distribution 

Data Platform Intel 
Scores
Portfolio/Profit

Data Platform Intel 
Scores
Portfolio/Profit

AI as Connected Fabric
Embedded in products
Agentic AI architecture
Extendable AI platform

St
ra

te
gi

c 
Im

pa
ct

 

Industry Scale

Reliable Scale
Scalable Processing  |  System of Record  |  Secure  |  Updatable 

Market Agility
Product Speed to Market  |  Pricing Agility  |  Claims Outcomes 

Risk Expertise
Data Platform  |  Intelligence/Decisions  |  Portfolio Management

Market Position
Market Strategy  |  Customer Sat  |  Matching Offers to Market



We are introducing valuable new applications

Smarter risk 
selection

Stronger customer 
satisfaction

Faster speed to 
market

Pricing
Stronger 

customer satisfaction
Smarter 

risk selection
Faster 

speed to market
Informed 

portfolio management



Pricing agility is a strategic imperative for our customersPricingCenter speeds time-to-market by up to 70%

Monitor and 
Reporting

Rating 
Execution

Impact
Analysis

Predictive
Modeling

Data
Preparation

Faster Speed to Market  |  Pricing Agility



Efficient & Intelligent risk selection is fundamental to the industry

In the talk track call out: UWC solves for Ingestion AND 
Decisioning (our competitors solve for one OR the other) 

while also integrating seamlessly with PAS so that 
insurer’s don’t have duplicative efforts in two systems 

and can have one single source of truth. So we solve for 
everything competitors solve for, plus integrate with PAS, 

pricing, etc

Underwriting 
Process

Ingestion and 
Processing

Validation and 
Triage

Submission 
Lifecycle 

Management

Risk 
Assessment 

Intake, classification, 
data augmentation, 

and clearance. 

Capabilities
Supported

Rules & AI driven 
decisioning to achieve 

a faster ‘yes’ or ‘no’

Comprehensive view of all 
relevant data (1st and 3rd 

party)

Versioning, declination, 
contingencies, proposals 

for issuance hand-off

Quote & BindSubmission 
Ingestion

Triage & 
Clearance

Submission
Ingestion

Triage and 
Clearance

Risk
Assessment

Quote 
and Bind



In progress

● Benefit one

● Benefit two

● Benefit three

25 scores available today!

Insurer

Insurer

Insurer

Insurer

Insurer

Claims Intel Scores

P&C

POOLED DATA

Industry
Intel

Anonymized  |  Aggregated  |  Secure

6 New Models

Legal 
Likelihood

Medical 
Likelihood

Medical 
Severity

Indemnity 
Likelihood

Indemnity 
Severity

Estimated 
Loss

27bp
loss ratio 

improvement

Industry Intel is a unique data asset that enables better predictions to drive 
better business outcomes

Insurer

Industry Intel

Anonymized  |  Aggregated  |  Secure

POOLED DATA

Insurer Insurer

Insurer Insurer Insurer

Loss Ratio Improvement

Auto Bodily Injury and 
Collision claims models ~50 bps

Workers’ Compensation 
claims models ~25 bps

Model Factory to build and 
deploy models rapidly

NEW

Industry Intel is a unique set of predictive models 
that drive better business outcomes

Based on internal analysis



This portfolio expands our TAM profile

DWP Penetration

D
W

P 
M

on
et

iz
at

io
n

Current 
FRARR

Current customers: Expand 
DWP, cross-sell products, and 

upgrade to cloud New customer wins

Analytics and data products including 
Industry Intel

+$3B +$9B

$1.06B

Note: Guidewire Analysis. For illustrative purposes, not drawn to scale.  FRARR is an acronym for Fully Ramped Annual Recurring Revenue. DWP Monetization represents ARR potential per dollar of DWP

New core Centers 
+

+

Conform to template 
color and make the 
section on pricing 
and underwriting 
similar dark blues as 
below. Maybe make 
analytics area gray or 
white.  

DWP Penetration

D
W

P 
M

on
et

iz
at

io
n

Current 
FRARR

Current customers: 
Expand DWP, cross-sell 

products, and upgrade to cloud
New customer wins

+$8B

$1.3B

Analytics and data products including 
Industry Intel

UnderwritingCenter and PricingCenter

+$4B



Migrations
Expansion with 
Existing Brands

Net-New 
Logos

Pricing and 
Underwriting

Industry 
Intelligence

Growth pillars driven by Intelligent Insurance

Operational Excellence   |   Expertise at Scale 

Powered by Agentic AI

Referenceability
Strategic Roadmap
Program Speed

Solution Coherence
Platform Leverage
Data/Intel/Gen AI

Industry Mod Pace
LOB Specification
Geo Specification

Speed to Market
Risk Selection/Price
Distribution Mgmt

Operational Insights
Risk Insights
Portfolio Optimization



Cloud momentum continues
 
The Hartford, a longstanding 
strategic customer, has made 
the commitment to move to 
Guidewire Cloud in Q1’FY26 



Customer Panel 

Christina Colby
Chief Customer Officer



Speakers

● Daniel Engelberger, COO (Sampo International): 
Global commercial lines

● John Chu, Founder and CEO, (Bamboo): Personal 
lines perspective

● Paige Vincent, COO, (Hollard): AI implementation 
experience

       

Paige Vincent
COO, Australia

       

John Chu
Founder and CEO

       

Daniel Engelberger
COO, International

FY24 P&C gross written premium: $30B

• Major Japanese insurer providing 
comprehensive personal and 
commercial insurance

• Sompo International focuses on a 
broad range of specialty lines and 
reinsurance for commercial clients

2024 managed premiums: ~$500M

• Technology-driven managing general 
agent (MGA) offers homeowners and 
other property insurance, particularly 
in catastrophe-exposed markets 
like California

• Backed by CVC Capital Group and 
White Mountains Insurance Group

Premium information is not public

• Leading, privately-owned general 
insurer that partners with well-known 
brands to provide a diverse range 
of insurance products, including car, 
home, pet, and business cover, 
to millions of Australians



Break



Building on our Cloud Model

Jeff Cooper
Chief Financial Officer



Key Financial 
Highlights

Durable ARR growth supported by 
cloud migration and modernization cycles

Organic and inorganic growth opportunities 
to expand TAM

Visible cloud gross margin expansion 
leveraging platform investments

Continued execution driving 
profitable growth

Decades long customer relationships 
with best-in-class retention



Durable ARR growth is driven by cloud momentum

Source: Guidewire Analysis.  Note: ARR results are as of the FX rate at end of each respective fiscal year. FY26E is the midpoint of the outlook provided on the previous earnings call.

$ in millions

14%
7-yr CAGR

19%
2-yr CAGR



InsuranceSuite Cloud customers are expanding rapidly

40%
6-yr CAGR

50%
6-yr CAGR

Total Cloud ARR InsuranceSuite Cloud Customer ARR

$ in millions $ in millions

Source: Guidewire Analysis.  Note:  Total Cloud ARR includes ARR from all cloud products. When on-premise customers upgrade to InsuranceSuite Cloud, the full cloud upgrade ARR is counted as Cloud ARR from the 
contract’s start date.  InsuranceSuite Cloud Customer ARR includes the ARR of all products sold to InsuranceSuite Cloud Customers.



InsuranceSuite Cloud cohorts are driving durable growth

InsuranceSuite Cloud cohorts: 
Committed ramps schedule at the point of sale

Source: Guidewire Analysis.  Note: This analysis considers the incremental ARR fee schedule outlined in the relevant InsuranceSuite Cloud contracts.  If the relevant fee schedule is less than five years, then this analysis 
assumes that final year fees will renew at the same value as the terminal year.  For migration deals, this analysis specifically considers the incremental ARR above the existing on-prem ARR that existed prior to entering 
into a cloud migration arrangement.  Cohort analysis is as of the point of sale and does not include non-core expansion orders, DWP true-ups or CPI adjustments that occur later.



ARR visibility supported by cloud cohorts and strong retention

Source: Guidewire Analysis. New ARR includes ARR from new sales, expansions and DWP/CPI adjustments.  Backlog includes incremental ARR from ramps.



How to think about 2026 ARR seasonality from backlog timing

Source: Guidewire Analysis.  ARR from Backlog indicates incremental ARR from contracted ramp activities, 

• Strong growth in ARR 
backlog expectation as 
a result of ramps

• Year-over-year growth 
expected in Q1, Q2 and Q4

• Q3 year-over-year decline 
due to FY25 Q3 deal 
dynamics where ramps 
delayed until Year 3

Expected ARR backlog 
in Gross Dollars

Expected ARR backlog per 
quarter as % of Total Backlog

Q1 Q2 Q3 Q4



Growth and efficiency continue to drive subscription 
and support gross margin

• Margin expansion is driven by durable subscription revenue growth
• Improving cost and operating efficiencies will continue to drive margin expansion 

Subscription and Support Gross Margin

Headcount CostsOther Costs Subscription and Support Gross Margin/Profit ($ in millions)

Source: Guidewire Analysis . Note: Non-GAAP subscription & support margins. Headcount Costs include compensation, benefits, employee welfare, travel, facilities, contractors, allocations and intercompany 
adjustments.  Other Costs include cloud infrastructure, software and other non-headcount related expenses.

Subscription and Support Gross Profit



The critical milestones that defined the cloud transition to date

52%
6-yr CAGR

Establish a scalable 
cloud architecture

Drive sales and adoption 
of our cloud product 

Source: Guidewire Analysis.  Cloud COGS are non-GAAP.

Rap
id 
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GWCP

Demonstrate efficiency 
and margin improvement



Migrations Modernizations New Products

Cloud success is unlocking multiple growth pillars

On-premise 
customer 
to migrate

New core module 
expansion and 

net-new customers

Evaluate inorganic 
opportunities

PricingCenter
UnderwritingCenter

Industry Intel

Marketplace

Grow ecosystem 
and revenue 

share partners

Potential M&A



We are balancing accelerating growth and profitability

FY23A FY24A FY25A FY26E FY28E

Midpoint Outlook Goals by FY28

ARR Growth 11% 15% 18% 17% 17-18% 
FY25-FY28 CAGR

Cloud ARR % 59% 66% 74% ~80% 90%+

Total Revenue Growth 11% 8% 23% 16% 15-16%*
FY25-FY28 CAGR

Subs & Support Gross Margin 55% 66% 70% 71-72% 73-75%

Total Gross Margin 55% 63% 66% 66% 67-68%

Non-GAAP Operating Margin 1% 10% 17% 19% 25-28%

Non-GAAP Operating Margin 
minus SBC (15%) (5%) 4% 6% 14-17%

Operating Cash Flow Margin 4% 20% 25% 26% 28-31%

Note:  FY26 midpoint outlook is from the outlook provided on our 9/4/25 earnings call.  Gross margin numbers are non-GAAP.
* Goal for Total Revenue Growth (excluding Services Revenue) is 17-18% CAGR (FY25-FY28) 



Long-term target model: Our 80/40 plan

Subscription and support gross margin - Non-GAAP ~80%

Operating Margin - Non-GAAP ~40%

SBC as % of revenue Below 10%

How Do We Get There?

Strong incremental margins
Durable Cloud ARR growth
Scale benefits continue to positively 
impact gross margins
Resulting in healthy incremental 
margins

Maintain OPEX discipline
Opex spend growth slower than ARR 
growth
Prioritize R&D investments followed by 
targeted S&M investments

This is a framework
Continue to recalibrate based on growth 
opportunities and other potential market 
conditions
Will prioritize growth over timeline to 
achieve the 80/40 plan

Long-term Targets



Capital Allocation 

Consider Options 
of Capital Return

• Regularly evaluate 
share repurchases

• Unlikely to put in 
place a programmatic 
approach this fiscal year

Maintain Strong 
Balance Sheet

• $1.5B in cash and cash 
equivalents

• In FY26, expect $360M 
in cash flow from 
operations and ~$28M in 
CAPEX and capitalized 
software dev cost

Strategic 
Approach to M&A

• Cloud platform 
maturity enables us 
to more effectively 
integrate acquisitions

• Focused on product 
adjacencies within 
P&C value chain 



Key Financial 
Highlights

Durable ARR growth supported by 
cloud migration and modernization cycles

Organic and inorganic growth opportunities 
to expand TAM

Visible cloud gross margin expansion 
leveraging platform investments

Continued execution driving 
profitable growth

Decades long customer relationships 
with best-in-class retention



Appendix



2019 2020 2021 2022* 2023 2024 2025 2026E
Midpoint Outlook

GAAP Subscription and 
Support Gross Margin 51% 42% 38% 41% 51% 63% 68% 70%

Non-GAAP adjustments:

Stock-based 
compensation 3% 4% 4% 4% 3% 3% 2% 2%

Amortization of 
intangibles and other 12% 9% 4% 2% 1% 0% 0% 0%

Non-GAAP Subscription 
and Support Gross 
Margin

66% 55% 46% 47% 55% 66% 70% 71.5%

Reconciliation of non-GAAP subscription and support gross margin

*Effective as of the beginning of fiscal year 2023, the Company revised its allocation methodology for determining the presentation of certain expenses. Accordingly, prior period amounts have been reclassified to conform to our current period 
presentation. Amortization of intangibles and other includes Canadian Wage Subsidy in FY21, Office Swap in FY23 and Acquisition Holdbacks.



2019 2020 2021 2022* 2023 2024 2025 2026E
Midpoint Outlook

GAAP Gross Margin 55% 55% 52% 47% 51% 60% 63% 63%

Stock-based compensation 4% 4% 5% 4% 4% 3% 3% 3%

Amortization of intangibles 3% 3% 2% 1% 0% 0% 0% 0%

Non-GAAP Gross Margin 61% 61% 59% 52% 55% 63% 66% 66%

GAAP Operating  Margin 0% (3%) (14%) (25%) (17%) (5%) 3% 6%

Stock-based compensation 13% 14% 15% 17% 16% 15% 13% 13%

Amortization of intangibles 
and other 4% 4% 3% 2% 2% 1% 0% 0%

Non-GAAP Operating 
Margin 17% 14% 4% (6%) 1% 10% 17% 19%

Reconciliation of non-GAAP gross margin and operating margin

*Effective as of the beginning of fiscal year 2023, the Company revised its allocation methodology for determining the presentation of certain expenses. Accordingly, prior period amounts have been reclassified to conform to our 
current period presentation. Amortization of intangibles and other includes Canadian Wage Subsidy in FY21, Office Swap in FY23 and Acquisition Holdbacks.



Executive Q&A


