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Safe Harbor Statement
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This presentation contains forward-looking statements. In particular, statements regarding future economic

performance, finances, and expectations and objectives of management constitute forward-looking statements.

Forward-looking statements can be identified by the fact that they do not relate strictly to historical facts and

generally contain words such as “believes”, “expects”, “may”, “will”, “should”, “seeks”, “approximately”, “intends”,

“plans”, “estimates”, ”anticipates”, and other expressions that are predictions of or indicate future events and trends

and that do not relate to historical matters. Although the forward-looking statements contained in this presentation

are based upon information available at the time the statements are made and reflect management's good faith

beliefs, forward-looking statements inherently involve known and unknown risks, uncertainties and other factors,

which may cause the actual results, performance or achievements to differ materially from anticipated future

results. Important factors that could cause actual results to differ materially from expectations include, among

others: our inability to attract new customers on a cost-effective basis; our inability to retain customers; intense

competition; our reliance on retailers and reseller partnerships to sell our products; any continuing impact of the

COVID-19 pandemic on our business; our reliance on vendors to manufacture the on-premise appliances and end-

point devices we sell; our reliance on third parties for our network connectivity and co-location facilities; our reliance

on third parties for some of our software development, quality assurance and operations; our reliance on third

parties to provide the majority of our customer service and support representatives; interruptions to our service; and

our inability to market and sell new products and services, including Ooma AirDial. You should not place undue

reliance on these forward-looking statements, which speak only as of the date hereof. We do not undertake to

update or revise any forward-looking statements after they are made, whether as a result of new information, future

events, or otherwise, except as required by applicable law.

The forward-looking statements contained in this presentation are also subject to other risks and uncertainties,

including those more fully described in our filings which we make with the Securities and Exchange Commission,

from time to time, including the risk factors contained in our annual report on form 10-K for the year ended January

31, 2022, filed with the SEC on April 8, 2022. The forward-looking statements in this presentation are based on

information available to Ooma as of the date hereof, and Ooma disclaims any obligation to update any forward-

looking statements, except as required by law.
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Ooma
[ˈümə] noun

1. Object Of My Affection

2. Services that deliver superior customer experiences

3. Cloud-based unified communications, call center, 

wireless internet and more



Ooma’s Evolution

5

2014 - 20172003 - 2013 2018 - 2020 2021 - 2022

Telo Rated #1 

by Consumer Reports

• Ooma founded

• First residential 
product shipped Office Rated #1 

by PC Mag Readers

• Office introduced

• Talkatone acquired

• Entered Europe/ 
Australia (limited basis)

>1M Core Users

• Ooma Enterprise 
(acquired Voxter, 
Broadsmart)

• Office Pro introduced

Business Revenue 

Exceeds Residential 

Revenue

• Connect introduced

• AirDial introduced

RESIDENTIAL

SMB

ENTERPRISE

ADJACENT SERVICES



Ooma Today

FY 2020 FY 2021 FY 2022

$151
$169

$192

TOTAL REVENUE

(in millions)
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Ranked #1 Business Phone Service1

90%+ recurring revenue 

Multi-tenant SaaS platform

2.5m+ total users

978 employees and contractors

HQ: Sunnyvale, CA

NYSE: OOMA

BusinessResidential2

Note: Fiscal year end January 31

1 PC Magazine User Survey
2 Including Talkatone

CAGR

13%

26%

3%



Eric Stang

Dennis Peng, Natalia Casselman 

Chris Burgy, Jim Gustke, Rob Ferrer

Thad White, Toby Farrand, Jim Gustke

Shig Hamamatsu

Eric Stang

Management Team

Agenda
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Corporate Strategy

Platform and Products

Marketing and Sales

New Growth Opportunities

Financial Metrics

Closing Comments

Q&A



Strategy
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Provide leading communications and 

related services that deliver advanced 

features, superior ease of use, and 

uncommon value to businesses worldwide



Strategic Pillars
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COMPETE INTELLIGENTLY

Craft solutions specific to segment/customer needs

DELIGHT CUSTOMERS

Apply our ethos of simplicity and ease-of-use

BROAD-BASED SOLUTIONS

Provide more complete customer experience beyond unified communications

ENGAGE FLEXIBLY

Leverage our unique end-to-end platform with partners and customers

DELIVER CUSTOMER VALUE

Execute through superior platform design, scale and innovation



Solid Foundation For Growth
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✓ Leader in our target segments

✓ Flexible, robust end-to-end platform operating at scale

✓ Strong mass and online marketing and direct sales

✓ Large North America customer base, growing internationally

✓ Early success providing broader customer solutions

✓ Achieving growth with positive operating cash flow and no debt



Market Trends Fuel Our Opportunity
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Market segmentation is increasing as 

customers look for the most relevant 

and complete solutions

Pick segments and craft the 

right solutions for them

Deliver advanced features in an 

easy-to-use and cost-effective manner

Powerful and traditionally expensive 

features are increasingly possible for 

smaller sized businesses

Engage as customers reevaluate 

their choices

5G is changing how internet is 

delivered

Identify and lead the market with 

alternative solutions

POTS (copper lines) is largely going 

away over next few years

POTS = Plain Old Telephone Service



Strategic Priorities
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Leverage

Fixed Wireless Internet

Expand Internationally

Extend Our Leadership 

Serving SMBs

Develop New Verticals and 

Stronger Channel Sales

Capture POTS Copper Line

Replacement Opportunity



13

Platform and Products

Dennis Peng
VP, Product Management

Natalia Casselman
Director, Ooma Office 

Product Management



Strong Foundation for Success
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Features, 

Applications

Core Calling 

Platform

Data Centers, 

Network Ops, CPE

Carriers, Routing Shared

Talkatone

Telo

Shared

Shared

INTEGRATED ARCHITECTURE

DISTRIBUTED PRESENCE

Flexible, multi-tenant design

Operating at scale

Low cost

End to end design/control

Multi-zone redundancy

PLATFORM ADVANTAGES

Note: Excludes Talkatone

OO
OE

Primary Points of Presence

Additional Locations

Vancouver

San Jose
Dallas

Reston

Montreal

London Warsaw

Sydney

Madrid



RESIDENTIAL / HOME OFFICE SMALL / MEDIUM BUSINESS ENTERPRISE

Superior Value

Innovative Features

Created for SMB

Simple to Install / Use

Extensive Features

Flexible, Customizable

“Free home phone service

(just pay taxes and fees)

“Sound like a big business at 

a small business price

“Business communications 

crafted for your success

Solutions for a Wide Range of Customers



Ooma Office Is a Powerful Solution for 
Small/Medium Businesses
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ESSENTIALS PRO PRO PLUS (COMING)

Productivity

• Virtual receptionist

• Ring groups

• Voicemail

• Desktop app

• VM transcription

• O365/Google integration

• Hot Desking

• Salesforce integration

• Shared line appearance

Mobility
• Smartphone app

• SMS
• Hybrid ring groups • Find me / follow me

Collaboration

• Virtual fax

• Conferencing

• Intercom

• Video meetings
• Meeting recording

• Team messaging

Customer 

Engagement

• Dial by name

• Music on hold
• Caller info match

• Call queues

• Time of day routing

Administration
• Setup wizard

• Admin/user portals
• Call analytics • Operator console

Value $19.95/mo $24.95/mo $29.95/mo

Only selected features shown

Prices exclusive of taxes and fees



Ooma Office On-boarding Experience
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STEP 1:  SELECT MAIN NUMBER



Ooma Office On-boarding Experience
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STEP 2:  PICK YOUR PLAN



Ooma Office On-boarding Experience
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STEP 3:  CHOOSE NUMBER OF USERS



Ooma Office On-boarding Experience
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SERVICE IS ENABLED!



Ooma Office Setup Assistant
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Ooma Office Setup Assistant
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CONFIGURE USERS



Ooma Office Setup Assistant
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SET UP MAIN NUMBER ROUTING



Ooma Office Setup Assistant
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ADD ADDITIONAL SERVICES



Ooma Office Manager Admin Portal
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Ooma Office Manager
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ADD/EDIT USERS



Ooma Office Manager
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PROGRAM IP PHONE KEYS



Ooma Office Manager 
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MONITOR CALLING ACTIVITY



Ooma Office User Portal
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Directories

Calling

Voicemail

Text Messages

Video Meetings

Call Logs

Faxes

Audio Conference

User Settings

CONTENTS



Ooma Office Mobile App
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Ooma Office Desktop App
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Ooma Office Chrome Browser Extension



Expanded Solutions for SMB
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Primary or backup Internet with 

Continuous Voice technology

Control Quality of Service to 

prioritize mission critical services

Greatest ease, value, and security 

backed by Ooma Managed Services

Plans start at $11.95/mo

Cost effective and easy to self-deploy

Plans start at $29.95/mo

WIRELESS INTERNET CONNECTIVITY MANAGED WI-FI

Ooma Wi-Fi Ooma Connect

Prices exclusive of taxes and fees



Ooma Office Customer Experience (Video) 



Ooma Enterprise Gives Larger Businesses 
the Flexibility to Succeed
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Quick-serve Franchise

• Combined call center with AI engine

Financial Services Provider

• Integrated with proprietary CRM

Medical Provider

• Established duplicate SMS flows

Large Multinational

• Enabled local/remote call handling

EXAMPLES OF 

PLATFORM FLEXIBILITY

SELECTED CAPABILITIES

Enterprise-level Features

• Call center

• CRM integrations

• Flexible desk phone experiences

• Advanced reporting/analytics

Platform Flexibility

• API-based integrations

• Custom call flows

• Hybrid deployments

Focused Applications 

and Partners

• Hospitality/Jazzware

• TEAMS routing

• UJET contact center

• Select white-label partners

Customer Enablement
• Network design

• Managed deployment



Ooma Enterprise Customer Experience (Video)



Differentiating Against Competition
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FOCUS
CUSTOMER

EXPERIENCE

SMALL / MEDIUM 

BUSINESS

Curated features

Holistic solution

Delightful onboarding

Easy administration

Helpful, available support

More features for less 

than previously spent

VALUE

ENTERPRISE

Powerful call flows

Crafted for select vertical 

markets

Customizable

Solves important 

business needs

Partnered for 

joint success

Deep engagement 

and impact
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Marketing and Sales
MARKET OVERVIEW

Chris Burgy
VP, Corporate Development



Significant UCaaS Market Opportunity
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IDC Market Analysis Perspective (WW UC&C) September 2021 Report

$16.4

$18.8

$20.9

$22.5
$24.0

$25.1

2020 2021 2022 2023 2024 2025

IDC WW UC&C Forecast May 2021 Report

HOSTED VOICE / UCAAS 

WORLDWIDE MARKET REVENUE

FUTURE IT INVESTMENT 

PRIORITY AREAS

9%
CAGR

($ Billions)

25%

27%

31%

35%

40%

44%

47%

55%

WiFi Connectivity Services

SD-WAN Connectivity Services

5G Devices and Connectivity Services

Dedicated Mobile Applications

Resiliency and Business Continuity Services

Remote IT Admin Support

Cloud-based UC Platforms

Security/Private Network Platforms



Ooma Serves Firms of All Sizes Today
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Source: Ooma Customer Data as of January 31, 2022

OOMA BUSINESS USERS BY SIZE OF FIRM

100% = 308,000

Majority of users are SMB

31% of users are in firms 

with >10 seats

Largest account is 

~25,000 users

51%

18%

9%

5%

4%

13%

1-5 

Employees

201+

51-200

21-50

11-20

6-10



SMB UCaaS Is Sizeable and Growing
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$3.7
$4.0

$4.5

$4.9
$5.1

$5.4

$2.2
$2.4

$2.6
$2.9 $3.0

$3.2

$1.5
$1.7

$1.9 $2.0 $2.1 $2.2

2020 2021 2022 2023 2024 2025

IDC WW SMB 2022 Predictions October 2021 ReportUS/Canada Census Data

U.S. SMB HOSTED VoIP FORECAST

NORTH AMERICA FIRMS 

BY EMPLOYEE COUNT

61%17%

11%

9%
2%

1-4 Employees

4.5M Firms

5-9

1.2M

10-19

0.8M

100-499

0.1M20-99

0.7M

$ Billions

Combined <100 Employees 100-999 Employees

100% = 7.4 Million Firms

500+

0.02M 8%
CAGR



Ooma Office Replaces Traditional Solutions
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Source: Ooma office new customer survey, 2021. Data is percent of mentions.

PREVIOUS TYPE 

OF PHONE SYSTEM

65%

35%

Onsite Phone System

Cloud Phone System

PREVIOUS 

PHONE SERVICES

47%

28%

13%

12%

Traditional/Cable

Other

Cloud

No Previous

OTHER SERVICES 

CONSIDERED BEFORE 

PURCHASING OOMA

42%

36%

14%

8%

Cloud

Traditional/Cable

Other

None Mentioned
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Marketing and Sales
MARKETING

Jim Gustke
VP, Marketing



• 50-1000s of employees, complex needs

• Professionally run, often multi-site organizations

• Decision maker: CIO/IT/consultant

• Motivations: Integrate with business processes, support legacy 

infrastructure, call/contact center capabilities, reliability, and support

Target Customer Profiles

44

• 1-200 employees, telephony centric

• Professional services, industrial and main street businesses

• Decision maker: Business owner

• Motivations: Run more efficiently, improve customer experience, 

save money

SMALL / MEDIUM BUSINESS

ENTERPRISE



Marketing Strategy
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SMALL / MEDIUM BUSINESS ENTERPRISE

Main Message
Ooma is a solution you can trust to 

meet the needs of small business

Ooma partners with you to provide 

solutions crafted for your needs

Sub-messages

• Run your business from anywhere

• Look more professional

• Build stronger customer relationships

• Save money

• Right solution for your type of business

• Improve your business results

• Depend on Ooma to support you fully

• Take advantage of flexible financial models

Communication 

Process

• Simple explanations

• Frequent calls to action

• Emphasis on ease and value

• Sophisticated explanations

• Needs assessment

• Emphasis on education

Building 

Awareness

• Radio (news, sports)

• Online ads

• Referrals 

• Analyst/Industry outreach

• PR, trade shows, events

• Vertical online publications

• Channel sponsorships and training



Funnel Driven Marketing
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• Radio, Direct Mail, Email, 

Digital Advertising, PR

• Social Media – Organic  & Paid

• Vertical Marketing

• Paid Search, Retargeting & 

SEO

• Affiliate & PPL

• High-Intent Digital Advertising

Demand 

Generation

Customer 

Engagement

Lead Nurture / 

Sales

Retention / 

Upsell / Referral

AWARENESS

CONSIDERATION

PREFERENCE

PURCHASE

LOYALTY

ADVOCACY

• Onboarding/Upsell/

Cross-Sell Emails

• Refer-a-business

• Advocacy Marketing and 

Reputation Management –

Ooma Leaders & Ooma Nation

• Online Marketing

• Webinars

• Sales Enablement

• Email Nurture Programs

• Retail Marketing

• Prospect Emails

METHODS CONTENT

• Video/Audio

• Info Graphics

• Blogs

• PR

• How-to

• White Papers

• Social Media 

• Email

• Blogs

• Social Media

• Competitive 

Comparisons

• Webinars

• Demos

• Case Studies

• Product Reviews
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Marketing and Sales
SALES

Rob Ferrer
VP, Business Sales



55 - 60%

40 - 45%

Small / developing

Routes to Market
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1 Percent of subscription services revenue

Direct 

Sales

CONDUCT
Marketing Awareness 

and Outreach

Channel 

Sales

CULTIVATE
Partner 

Relationships

Strategic 

Partner 

Sales

ESTABLISH
Corporate 

Strategic Partners

CURRENT SALES MIX1



Driving Sales Growth
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Direct 

Sales

• Marketing activity

• Trained / motivated personnel

• Turnkey solution for the customer

Channel 

Sales

• Targeted solutions (e.g., verticals)

• Recognized, trusted channel team

• Channel enablement tools/systems

• Agents (sell)

• VARs (sell/bill, install, on-site support)

• MSPs (turnkey providers, often branded)

• Distributors (inside sales teams)

• Long-term commitment

Strategic 

Partner 

Sales

• Shared opportunity

• Product monetization and integration

• Sales support / training

DRIVERS OF SUCCESS



Sales Strategy
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Exploit our differentiated product solutions

Develop verticals for targeted leadership

• Including with partners / integrators

Continue strong sales execution

Expand channel and strategic partners

• Speed to partner revenue

• Flexible deployment models

• Trust and support



Channel Partner Experience (Video), TCG
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Growth Opportunities
AirDial

Thad White
VP, Emerging Products



Copper Sunset
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0

20

40

60

80

100

120

140

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

FCC order 19-72A1, https://docs.fcc.gov/public/attachments/FCC-19-72A1.pdf

Forecast based on Ooma trendline analysis

The PSTN is headed toward an inevitable sunset.
− Federal Communications Commission, August 2019

“

DECLINE OF COPPER LINES

Lines in 

Millions

Actual

Forecast

https://docs.fcc.gov/public/attachments/FCC-19-72A1.pdf


Ooma AirDial Replaces Copper Lines
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Analog to digital, wireless LTE, 

battery back-up, remote mgmt.

Compliant with safety regulations

Optimized for indoor 

cellular reception

Drop-in replacement 

TYPICAL APPLICATIONS

Gate Phones Security PanelsPBX Trunks

Fire Alarm Panels Security PanelsElevators

Blue Light Phones

Door Entry IntercomsBoiler Room Alarms



Ooma AirDial Customer Experience (Video), 
Brickpoint Properties



CUSTOMER EXAMPLE: 

BRICKPOINT PROPERTIES

Complete, drop-in solution

Secure remote cloud management

Less expensive than existing copper line(s)

Trusted solution, built on Ooma’s network 

scale and mature voice technology

Ooma AirDial Differentiators

56



Ooma AirDial Partner Experience (Video)
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New Growth Opportunities
INTERNATIONAL EXPANSION

Toby Farrand
VP, Engineering & Operations



International Expansion
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Ooma service is now 

available in 

~25 countries 
across North America, 

Europe, Israel, 

Australia

ROLLOUT STATUS
Operates in ~100 countries 

around the world

Hundreds of thousands of 

potential users

DRIVEN BY 

OUR LARGEST CUSTOMER

Sought more advanced solution 

from Ooma starting 2019

~25,000 users today

Engaged on several fronts 

with Ooma today

International rollout, enhancements, 

new solutions
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New Growth Opportunities
4G/5G TRANSITION

Jim Gustke
VP, Marketing



Residential Remains a Sizeable Market
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Source: FCC Voice Telephone Services as of June 

30, 2018; CRTC Telecom Sector– CMR 2018

WHAT HOME USERS WANTNA RESIDENTIAL PHONE LINES

USA

54M
CANADA

9M

Source: Ooma survey of U.S. home phone users, Sept 2021

0%

5%

10%

15%

20%

25%

30%

35%

Always had a
home

phone/a lot
of people
have my

home
number

Works during
a power

failure or if
an intruder

cuts power to
my home

I like the
convenience
of having a
number that

rings
throughout
my house

I get poor/no
cell service

at home

I prefer the
voice quality

of home
phone calls

I prefer
talking on a
home phone

handset

I prefer
giving a

home phone
number to

others rather
than sharing
my mobile

phone
number

911 will
always work

with my
home phone

My home
phone is

always on so
people can
reach me in
case of an

emergency,
unlike my

mobile phone
which I prefer

to mute at
night

I have a
home

security
system that
requires a
landline

I have a
home office

I use a fax
machine at

home

I have a child 
at home 

who’s old 
enough to 
make calls, 

including 911 
in an 

emergency, 
but not ready 

to have 
his/her own 

mobile phone

There is an
elderly or
disabled

person in my
household
who needs
access to a
home phone

“I like the 

convenience …”

“911 will always 

work …”

“My home phone 

is always on …”

100% = 63M



5G Fixed Wireless Internet (FWI) Growth
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2021 2022 2023 2024 2025 2026

U.S. FIXED WIRELESS ACCESS SUBSCRIPTIONS

2021 - 2026

2.7M

10.0M

8.6M

6.9M

5.3M

3.8M

Source: IDC, 2022

FWI + Ooma = “Double Play”

Consumer Business

30%
CAGR



Ooma and T-Mobile 5G Home Internet
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* Not actual presentation



T-Mobile Partner Experience (Video) 
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Financials and Metrics

Shig Hamamatsu
Chief Financial Officer



$177M AERR
10% YoY Growth

$31M of Cash
Cash Flow Positive with No Debt

Non-GAAP Profitable
$15.6M of Adjusted EBITDA

FY22 Was a Year of Milestones

66

>$200M 
Annual Total Revenue Run-Rate

23% YoY Growth 
Business Subscription Revenue

~50% 
Business Portion of Recurring Subscription 

and Services Revenue 

(1) Annualized based on $50.5M total revenue reported for the quarter ended January 31, 2022

(2) Based on business subscription revenue reported for the quarter ended January 31, 2022

(3) Annual Exit Recurring Revenue (AERR) based on the results reported for the quarter ended January 31, 2022

(4) Total cash and investments as of January 31, 2022

(5) See GAAP to Non-GAAP reconciliation schedules provided in the appendix

(4)

(5)

(3)

(2)

(1)



$26 $20 $17 $17 $16 $21 

$78 $94 
$112 

$135 
$153 

$171 

FY17 FY18 FY19 FY20 FY21 FY22

TOTAL AND RECURRING REVENUE

($ in Millions)

Recurring Revenue Growth Provides 
Visibility and Consistency
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$104

$192

$169

$152

$129

$114

Product and All Other Revenue Core Subscription and Services Revenue

Core Subscription and Services Revenue includes Ooma Business, which is the combined revenue of Office and Enterprise, and Residential. All other revenue includes product and Talkatone. 



100% 99% 100% 100% 96% 98%

FY17 FY18 FY19 FY20 FY21 FY22

ANNUALIZED EXIT RECURRING REVENUE (AERR) AND 

NET DOLLAR SUBSCRIPTION RETENTION RATE (NDR)

$85

$177

$161

$143

$119

$103

Consistent Growth with High Retention

68

(1) Annualized Exit Recurring Revenue or AERR is calculated by dividing recurring revenue for a quarter by the average of the number of users at the beginning and end of that quarter. This value is then multiplied by four to 

annualize it. The result is then multiplied by the number of users at the end of that quarter to obtain a value for magnitude exiting the quarter.

(2) Annual net dollar retention rates shown for the periods presented are the average of the rates reported for fiscal quarterly periods within those fiscal years. Annual net dollar retention rate is the percentage year-over-year 

change in our AERR per user, which is then multiplied by the percentage of users retained during the same period.

16%
AERR 
5-Year 
CAGR

AERR (1) NDR Rate (%) (2)

($ in Millions)



CORE SUBSCRIPTION REVENUE

Increasing Mix of Business Subscription 
Driving Overall Revenue Growth
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BusinessResidential Business Portion of Total Subscription and Services Revenue (%)

$64 $72 $78 $81 $83 $86 

$14 

$23 

$34 

$55 
$69 

$85 

18%

24%

30%

40%

44%

49%

FY17 FY18 FY19 FY20 FY21 FY22

($ in Millions)

23%
Business 

Subscription
Revenue 

YoY growth



$8.27 
$9.24 

$10.17 

$11.38 

$12.46 

$13.41 

44%
45%

47%

51%
53%

56%

FY17 FY18 FY19 FY20 FY21 FY22

AVERAGE REVENUE PER USER (ARPU)(1) AND PREMIUM USERS MIX(2)

Premium Users Are Driving ARPU Growth

70

ARPU Premium Users Mix

(1) ARPU is blended monthly average subscription and services revenue per core user/seat for business and residential users combined.  ARPU figures shown in the chart represent the data at the end of each fiscal period presented

(2) Premium users are subscribers to Ooma Business, Ooma Premier residential service and other premium services. The percentages shown represent premium users mix at the end of each fiscal year presented.

Monthly ARPU FY22: Business >$24, Residential >$9



771 809 820 817 804 792 

87 
120 

156 
231 270 308 

FY17 FY18 FY19 FY20 FY21 FY22

CORE USERS

71

858

1100
10741048

976
929

Residential Users Business Users

Business Driving Core User Growth with 
Stable Residential User Base

29%
Business 

Core Users 
5-Year 
CAGR

(in Thousands)

Core users include Residential customers and Business users’ extensions. Talkatone users are not included. 



($1.4)

($0.2)

($1.9)

$1.0 

$14.0 

$15.6 

69%

70% 70% 70%

71%

72%

FY17 FY18 FY19 FY20 FY21 FY22

72

Driving Operating Leverage in Our Model

Non-GAAP

Subscription 

Gross Margin

KEY MARGIN DRIVERS

Ooma Business growth

ARPU growth

Increasing scale

Operating efficiencies

A reconciliation of non-GAAP measures to corresponding GAAP measures is available in the appendix

ADJUSTED EBITDA AND SUBSCRIPTION GROSS MARGIN

($ in Millions)



Target Model (Non-GAAP)
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ACTUAL RESULTS TARGETS

(% revenue) FY 2020 FY 2021 FY 2022
Mid-Term 

(1-3 Year)
Long-Term

Subscription & Services 

Gross Margin
70% 71% 72% 70%-75% 75% - 80%

Overall Gross Margin 62% 63% 62% 62%-65% 65% - 70%

Sales & Marketing 31% 28% 29% 32%-35% 20% - 25%

Research & Development 21% 19% 18% 17%-19% 12% - 15%

General & Administrative 10% 9% 9% 7%-9% 6% - 8%

Adjusted EBITDA 1% 8% 8% 5% 20% - 25%

The above financial targets should not be construed to be guidance and are based up assumptions with respect to future decisions, which are subject to change. Actual results may vary, and those variations may be material. For 

discussion of some of the important factors that could cause these variations, please consult the “Risk Factors” section in our most recently filled From 10-K or 10-Q. For a reconciliation of GAAP to Non-GAAP actual results for fiscal 2020, 

2021, and 2022, please refer to the Appendix for additional information.
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Durable Business 

Subscription Growth 

New user acquisition

• Large, under-penetrated SMB 

segment

• Expanding channels

ARPU expansion

• Pro/Pro+ adoption

• New feature introductions

International expansion

• Execution with largest 

customer

Enterprise execution

• Focus on key verticals and 

channel development 

Drivers of Shareholder Value

New Growth 

Opportunities

Expansion of TAM

• AirDial

Leverage partnerships

• T-Mobile Telo Premier

• Other potential partnerships

“Capital Light” model 

• New growth opportunities 

require minimum investment 

Opportunistic M&A

• Channel relationships and 

customer base with high ROI 

potential 

Profitable

Growth

Accelerating revenue growth 

• Increasing proportion of 

Business subscription 

revenue driving overall 

revenue growth 

Margin expansion

• Business subscription 

revenue driving overall gross 

margin expansion

• Scale against fixed and semi-

fixed costs

• Leveraging the channel

Strong balance sheet position

• Allowing continued 

investments in growth 

initiatives
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Closing Comments

Eric Stang
CEO
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Vision for Growth

Expand Our Addressable Market

Enable SMBs with More Complete Solutions

Provide Enterprises with Solutions Crafted to Their Needs

Grow Channel Penetration and Strategic Partnerships

Capitalize on Shifts to 5G Internet and Sunset of Copper Lines
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In Closing

Business services inflection point

Differentiated products and services

Upside growth opportunities

Strong management team with 

clear path ahead



2022 Investor Day
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Q&A starts in

If you wish to ask a question during the Q&A, you can submit questions via the text 
box at any time or by live audio during the Q&A conference call.

To ask audio questions live during the Q&A, please dial into the participant 
number. We recommend dialing in during the break to better ensure getting into the 
queue before the Q&A session begins.

Participant Toll-Free Dial-In Number: (833) 233-4456
Participant International Dial-In Number: (647) 689-4135

Once dialed in, you will be prompted to input a Conference ID, which is 86 99 416. An 
operator will ask your name and business affiliation, then place you into the Q&A. 
When you would like to be included in the question queue, please press *1. You will 
be introduced by the operator when it is your turn to speak.

5:00
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Creating Oomazing experiences 
to revolutionize markets

Thank you


