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This presentation includes forward-looking statements. All statements contained in this presentation other than statements of historical facts, 
including any statements regarding our future results of operations and financial position, our business strategy and plans and our objectives 
for future operations, are forward-looking statements. The words "believe," "may," "will," "estimate," "continue," "anticipate," "intend," 
"expect" and similar expressions are intended to identify forward-looking statements. We have based these forward-looking statements 
largely on our current expectations and projections about future events and financial trends that we believe may affect our financial condition, 
results of operations, business strategy, short-term and long-term business operations and objectives, and financial needs. These forward-
looking statements are subject to a number of risks, uncertainties and assumptions, including those described in "Risk Factors" in our annual 
reports on Form 10-K and quarterly reports on Form 10‑Q filed with the Securities and Exchange Commission. Moreover, we operate in a very 
competitive and rapidly changing environment. New risks emerge from time to time. It is not possible for our management to predict all risks, 
nor can we assess the impact of all factors on our business or the extent to which any factor, or combination of factors, may cause actual results 
to differ materially from those contained in any forward-looking statements we may make. In light of these risks, uncertainties and 
assumptions, the future events and trends discussed in this presentation may not occur and actual results could differ materially and adversely 
from those anticipated or implied in the forward-looking statements.

Although we believe that the expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, 
levels of activity, performance, achievements or events and circumstances reflected in the forward-looking statements will occur. We are 
under no duty to update any of these forward-looking statements after the date of this presentation to conform these statements to actual 
results or revised expectations. This presentation has been prepared for informational purposes only from information supplied by us and from 
third-party sources. Such third-party information has not been independently verified. We make no representation or warranty, expressed or 
implied, as to the accuracy or completeness of such information.

By attending or receiving this presentation you acknowledge that you will be solely responsible for your own assessment of the market and our 
market position and that you will conduct your own analysis and be solely responsible for forming your own view of the potential future 
performance of our business.

Safe Harbor
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Investor Day Agenda
19 November 2020 | 10:30 a.m. - 12:30 p.m. CT

Topic Presenters

Welcome & Safe Harbor Adam Terese, Director-Investor Relations & Corp Development

Workiva's New Platform Marty Vanderploeg, CEO

Growth Strategy Julie Iskow, COO

Financial Update Stuart Miller, CFO

Partnerships Mike Rost, VP-Partners and Alliances

Global Statutory Reporting Paul Volpe, VP-Growth Solutions

Live Q&A Workiva Executives
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Live Q&A Session at the End

Submit questions 
using the Q&A field 
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Marty Vanderploeg
Chief Executive Officer

Workiva's New Platform
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Our Mission

To build trust in the global economy with 
transparent data and connected reporting
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Simplifying complex work
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Coding began in 2014

Born in the cloud
• Single instance, multi-tenant
• Deployed on AWS and GCP

Microservices architecture
• Manage 170 containers 

through Kubernetes

Open data APIs + data integration

New Cutting-Edge Platform
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New Platform Enables Our Innovation

Innovative
Containers enable 
faster deployment 

of new solutions

 Open
APIs  for 3rd 

party developers

User Analytics
Understand how 

users interact with 
the platform
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New Platform Enables Our Growth Strategy

Scalable
Hundreds of thousands of 
users, millions of reports 

and billions of links

 Connected
Integrate with 

systems of record

Feature-Rich
Enhanced capabilities 
to improve customers' 

productivity
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Successfully Upgrading Customers 
to New Platform

>90%
of customer ACV 
has upgraded to 
our new platform 



©2020 Workiva

Enhanced collaboration

Increased automation 
and efficiency

Greater connectivity 
across data and processes

Full audit trail

Ability to scale 
the business

Leading Global Investment Firm 

• Mid-six figure relationship

• New logo on the new platform

• Multi-solution, multi-country deal

• Connects systems of record to 
final reports

• IT is decision maker

New Platform: Customer Case Study

Customer Benefits

3

• Global Stat and global fund reporting + Wdata 

• View Workiva as long-term tech partner to help with other business reporting (e.g. SEC, management 
reporting)

• Differentiator - connectivity, automation of data to system of record to end report,  auditability throughout 
entire process through drafting review and distribution.

• Long term potential for broader uses

• GSR started in global funds in APAC

• Technololgy and innovation to stnadardized gloal financial reporting 0global funds and global stat

4

5

2

1
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Shift to cloud computing Online collaboration 
of remote workers

Digital transformation 
of the office of the CFO

Working remotely 
is the future

Digital transformation 
means business process 

re-engineering, 
not just automation

Middle and back office are 
catching up to front office

Alternative digital 
transformation icon 

Secular Trends Drive Demand
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Julie Iskow
Chief Operating Officer

Growth Strategy
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Our Aspiration

Where We Compete

Core Growth Strategy

Capabilities for Execution

Agenda
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Growth Strategy
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What is our winning aspiration? 

• The guiding purpose of the enterprise 
• What will inspire important people (employees, 

customers, stakeholders)

High value - in the current market, it’s > 9x multiple. In 
the future, that could change, but we want to be on 
the high end relative to other SaaS companies. 

To be the world’s leading platform 
for simplifying complex work

Our Aspiration
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No 

Comprehensive 

Solution

Business Process 
and Workflow 

End Reports Data 

Documents

Presentations

Spreadsheets

Spreadsheets

Linking

Wdata

Workiva Simplifies Complexity

Data Transparency Data Integrity Collaboration Data Availability  Workflow Task Management

Solving Universal Challenges of Complex Work
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Customers Channels Geographies

Office of CFO

Office of CxO

Direct

Partners

North America

EMEA APAC

We remain a Horizontal SaaS company, but compete in Key Verticals

Where We Compete
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adapting horizontal platform to solve industry / vertical specific use cases

Platform - AI/ML, Data 

partners: build on the momentum, leverage them more (value both ways) 

Evolving marketplace for now and the future 

Enhance our open, 
intelligent, intuitive 

platform for managing 
complex work

Deliver high value 
solutions that extend 

our platform

Build a high 
performing partner 

ecosystem as a force 
multiplier 

Create a 
marketplace to 

accelerate platform 
adoption*

Partner 
Ecosystem

Marketplace
App Exchange

Modern
Platform

Fit-for-Purpose
Solutions

How We Win: Multi-Year Strategy

*Launching in 2021
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Our new platform is easily configurable to deliver fit-for-purpose solutions. As Marty highlighted, the architecture our platform enables us to 
create new solutions with low to no code. And we can deliver these solution with a high velocity.  

Our domain expertise in the office of CFO has enabled us to deliver winning solutions in the regulatory reporting space. We're now expanding 
our solution offerings to play a broader role in our customers financial & digital transformation initiatives. 

We’ve now formalized our ideation to commercialization process, with defined stages and criteria.  This level of rigor and discipline around new 
innovation and delivery drives our focus and resource allocation to high impact solutions. 

Some examples of our fit-for-purpose solutions include GSR, SOX, Audit, and Energy (Federal Energy Regulatory Commission)  

2  | DISCOVERY 3  | INCUBATION 4  | COMMERCIAL1  | IDEA

EVALUATE AND
PRIORITIZE

BUSINESS CASE 
TO INCUBATE

LAUNCH AND SCALE 
SOLUTIONS

Our Fit-for-Purpose Solutions

Extend our 
Existing Platform

Leverages our tech with 
low or no code 

Solve specific customer needs, 
provide high value

Address Customer 
Pain Points
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Open
New ways to connect and 

build on top of our platform

Intelligent Intuitive
Improved user experiences to 

keep growing with our platform

CONSUMER GRADE UI
MOBILE EXPERIENCE 

DIGITAL ONBOARDING

WORKFLOW
AUTO-SUGGESTIONS

PREDICTIVE ANALYTICS

APIs
INTEGRATIONS

CONNECTED ECOSYSTEMS

Enable efficiency 
and better decisions with AI

Modern Platform

Should we talk about wdata as a platform component for data ingestion and mapping ?

To accelerate the delivery of fit-for-purpose offerings we must further modernize the platform. We started this already with the new foundations in Next 
Gen and we will continue to build on this--making our technology more OPEN, INTELLIGENT, and INTUITIVE.  

Being open is about equipping builders on our platform. Today, the builders are primarily our own development teams and solution engineers. Our 
strategy is to go further by enabling partners and even our customers to create new solutions powered by Workiva.

Our openness will enable our platform to be extended in new and unexpected ways. Doing so expands the value of the Workiva by integrating with other 
applications in a broader customer ecosystem. 

Powered by the INTELLIGENCE of the Workiva platform, our customers’ reports will soon be self-driving. 

Think of an autonomous vehicle - it gets you from point A to point B without requiring intervention, but when you need to step in, you simply grab the 
wheel.

This is the vision for our customer’s work: All of their data systems continuously recording updates, flowing structured data, like balances, and 
unstructured data, like narrative, into their end reports automatically. Powered by AI/ML, the intelligent platform will learn how our customers work and 
detect anomalies in the data, helping them spot inconsistencies faster without having to do the detective work. When they need to create a manual 
update, simply grab the wheel and drive. That’s what we mean when we talk about an intelligent platform.

Finally, our efforts to simplify complexity in work come down to INTUITIVE experiences. We will continually invest to enable powerful solutions that are 
familiar and delightful to use. Customers and Partners alike must see our platform as 
easy to onboard, 
easy to use, 
and easy to grow. 

The modernization of the platform leads us directly to another component of our growth strategy. 

Should we talk about wdata as a platform component for data ingestion and mapping ?

To accelerate the delivery of fit-for-purpose offerings we must further modernize the platform. We started this already with the new foundations in Next 
Gen and we will continue to build on this--making our technology more OPEN, INTELLIGENT, and INTUITIVE.  

Being open is about equipping builders on our platform. Today, the builders are primarily our own development teams and solution engineers. Our 
strategy is to go further by enabling partners and even our customers to create new solutions powered by Workiva.

Our openness will enable our platform to be extended in new and unexpected ways. Doing so expands the value of the Workiva by integrating with other 
applications in a broader customer ecosystem. 

We will incorporate intelligence into the Workiva platform so our customers will get more of their time back to do meaningful work. A first step in this 
direction will be to provide them auto-suggestions and forecasting to increase the efficiency and accuracy/efficacy of their work.  Our  intelligent platform 
will learn how our customers work and detect anomalies in the data, helping them spot inconsistencies faster without having to do the detective work. 

Finally, our efforts to simplify complexity in work come down to intuitive experiences. We will continually invest to enable powerful solutions that are 
familiar and delightful to use. Customers and Partners alike will see our platform as easy to onboard, easy to use, and easy to grow. 

The modernization of the platform leads us directly to another component of our growth strategy. 
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SaaS Marketplace On The Workiva Platform

SDKs & 
APIs

Templates & 
Connectors

Apps & 
Solutions

The Marketplace. 

We will be launching the Workvia marketplace so it's easy for customers to DISCOVER, TRY, and ACTIVATE platform capabilities. 

Our APIs, SDKs, and configuration tools will pave the way for partners and other SaaS players to build and deliver new offerings on our platform.

We’ll start with offerings like Wdata connectors and pre-built templates and we’ll work to support digital onboarding of full solutions.

We’re looking forward to the role our marketplace will play in extending the value of our platform and accelerating its adoption. 
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Expanded 
Distribution

New markets, accounts, 
industries and geographies

New 
Opportunities

Domain 
Expertise

New solutions, advanced 
delivery, larger deal sizes

Incremental sourced deals 
and increased win rate

Partners Are Growth Catalysts

The last component of our growth strategy is our partner ecosystem. 

As we expand our solution reach, partners give us the opportunity to elevate our engagement with the right leaders and decision makers . Our partners in most cases 
have long-standing trusted relationships with customers and prospects. An their influence will reduce cycle time and increase deal size and win rate.
 
Partner channel development has a flywheel effect.  As we prove value to our partners in expanding their delivery of new solutions and new services, they’ll bring us  
additional more significant opportunities.  
 
And finally,  our partners bring with them significant industry and solution specific experience.  This gives them the ability to deliver our existing FFP solutions at 
scale and create new solutions & services on the Workiva platform. With our partners, we look forward to playing a more important role in the digital transformation 
of  our joint customers'.

You'll hear more about our partner focus from Mike Rost, our head of partnerships, later today. 
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adapting horizontal platform to solve industry / vertical specific use cases

Platform - AI/ML, Data 

partners: build on the momentum, leverage them more (value both ways) 

Evolving marketplace for now and the future 

Enhance our open, 
intelligent, intuitive 

platform for managing 
complex work

Deliver high value 
solutions that extend 

our platform

Build a high 
performing partner 

ecosystem as a force 
multiplier 

Create a 
marketplace to 

accelerate platform 
adoption*

Partner 
Ecosystem

Marketplace
App Exchange

Modern
Platform

Fit-for-Purpose
Solutions

How We Win: Multi-Year Strategy

*Launching in 2021
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$0.24 $0.27 $0.32

$0.64

$1.38

Platform Strategy Drives Higher Value

A leading financial services firm

Regulated Risk 
SEC Reporting

Regulated Risk 
SEC Reporting
SOX

Regulated Risk 
SEC Reporting
SOX
Policies & Procedures 

Regulated Risk 
SEC Reporting
SOX
Policies & Procedures 
Risk & Compliance

Regulated Risk 
SEC Reporting
SOX
Policies & Procedures 
Risk & Compliance
Audit & Controls
Platform ELA

FY 16 FY 17 FY 18 FY 19 FY 20 E

Regulated Risk 
SEC Reporting
SOX
Policies & Procedures 
Risk & Compliance
Audit & Controls
Full Platform Adoption

FY 21 E
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Innovation & 
Incubation

Agility & 
Delivery

GTM 
Machine

Focus & 
Prioritization

We talked a bit earlier about ideating, creating and delivering new solutions. We're  bringing an innovation mindset to every function and every team 
in the organization. Although you'll see our product and platform innovation in the market, we're building innovation muscle across the org to help us 
to increase efficiencies as we scale.  

Our ability to deliver with agility is critical to our success.  Our operating model enables us to quickly pivot when needed so we can jump on 
opportunities and react to the changing market. In addition, our cross-functional teams deliver with high level of accountability

We've re-organized our sales and operations teams earlier this year. As part of our re-org, we up-leveled our talent and optimized our commercial 
functions. And our GTM teams across Marketing, Sales, and Ops are now more aligned around our solutions and their commercial success than ever 
before. 

Lastly, we're prioritizing work that directly relates to our strategy - so we're laser focused on our top priorities, the things that matter. This also means 
saying "no" to the things that aren't strategic to us. 

We believe these capabilities, combined with our growth strategy, set Workiva up for success and high growth. 

Speaking of growth, I'll hand this over to Stuart Miller, our CFO for a look at our financials. 

Delivering On Our Growth Strategy

©2020 Workiva
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Stuart Miller
Chief Financial Officer

Financial Update
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Agenda

Market Opportunity

Track Record

New Operating Targets
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Shift to cloud computing Online collaboration 
of remote workers

Digital transformation 
of the office of the CFO

Alternative digital 
transformation icon 

Secular Trends Drive Demand
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Solutions PartnersGeography

Drivers of Workiva's Revenue Growth
New platform: scalable, connected
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• SOX and controls 
management

• Audit management
• Enterprise risk 

management
• Policies and 

procedures
• Fund Prospectus
• Shareholder reports
• Stress Testing
• Living will
• Insurance 

prospectus

• Annual and interim 
financial reporting

• Management reporting

• SEC reporting

• SEDAR reporting

• Global statutory 
reporting

• ESEF reporting

• Tax reporting

• Insurance statutory 
reporting

• FERC reporting

SEC 
Reporting

Connected 
Financials

Regulatory 
Reporting

Management 
Reporting

Workiva
Platform

Integrated 
Risk 

Management

Global 
Statutory 
Reporting

Many Solutions, One Platform

Workiva
Platform

SEC 
Reporting
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Total Addressable Market

The Workiva platform integrates data with Oracle, SAP and more than 100 other applications. Oracle has 430,000 customers and SAP has 425,000 customers.

*Estimated number of companies in the U.S., E.U. and Canada with more than 250 employees, based on publicly available data.  Does not include target federal, 
state and local government agencies.

=x $16.2B
Total Market

108K
Companies*

$150K
Annual 

Contract Value

Workiva's share
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Track Record
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Q1 15 Q2 Q3 Q4 Q1 16 Q2 Q3 Q4 Q1 17 Q2 Q3 Q4 Q1 18 Q2 Q3 Q4 Q1 19 Q2 Q3 Q4 Q1 20 Q2 Q3
85%

90%

95%

100%

105%

110%

115%

120%

Revenue retention rate
(Gross revenue retention)

Revenue retention w/ add-ons
(Net revenue retention)

Revenue Retention Remains Strong
Retention of subscription revenue at Workiva: Trailing four quarters, Q1 2015 to date (%)
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Long Track Record of Exceeding Guidance
Revenue guidance for forward quarter vs. reported revenue at the quarter from Q1 '15 to Q3 '20

Revenue guidance

Reported revenue
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$4,135
$5,027

$26,728

$17,645

2017 2018 2019 2020 YTD
$0

$5,000

$10,000

$15,000

$20,000

$25,000

$30,000

9 months

Four Consecutive Years of Positive Free Cash Flow

Free cash flow = Cash flow from operations minus capex and investment in intellectual property
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New Operating Targets
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De-risks 
business model

New Platform Enables New Operating Targets

Improves 
operating leverage 

over time

Accelerates 
innovation

Facilitates 
opportunities 

for partners
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Progress on Revenue Mix Target

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total revenue 100% 100% 100% 100% 100% 100%
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Progress on Gross Margin Target

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total Revenue 100% 100% 100% 100% 100% 100%

Gross margin on S&S revenue* 81% 81% 83% 83% 83.5%

Gross margin on PS revenue* 34% 30% 29% 22% 30.0%

Consolidated gross margin* 72% 72% 74% 73% 74.4% 75%

*Non-GAAP
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Progress on R&D Target

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total revenue 100% 100% 100% 100% 100% 100%

Consolidated gross margin* 72% 72% 74% 73% 74.4% 75%

Research & development* 31% 32% 31% 27% 25.4% 25%

*Non-GAAP
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Room for Improvement on Sales & Marketing Target

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total revenue 100% 100% 100% 100% 100% 100%

Consolidated gross margin* 72% 72% 74% 73% 74.4% 75%

Research & development* 31% 32% 31% 27% 25.4% 25%

Sales & marketing* 44% 39% 35% 37% 38.4% 20%

*Non-GAAP
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Progress on G&A Target

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total revenue 100% 100% 100% 100% 100% 100%

Consolidated gross margin* 72% 72% 74% 73% 74.4% 75%

Research & development* 31% 32% 31% 27% 25.4% 25%

Sales & marketing* 44% 39% 35% 37% 38.4% 20%

General & administrative* 13% 13% 13% 11% 11.3% 10%

*Non-GAAP
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Progress on P&L Targets

Workiva - percentage of revenue 2016 2017 2018 2019 TTM Target

Subscription & services revenue 80% 81% 82% 83% 83.1% 85%

Professional services revenue 20% 19% 18% 17% 16.9% 15%

Total revenue 100% 100% 100% 100% 100% 100%

Consolidated gross margin* 72% 72% 74% 73% 74.4% 75%

Research & development* 31% 32% 31% 27% 25.4% 25%

Sales & marketing* 44% 39% 35% 37% 38.4% 20%

General & administrative* 13% 13% 13% 11% 11.3% 10%

Operating margin* (16)% (12)% (5)% (3)% (0.7)% 20%

*Non-GAAP
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New Target Revenue Mix

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

*Non-GAAP
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New Target Gross Margin

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

Consolidated Gross Margin* 74.4% 75% 80%

*Non-GAAP
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New Target R&D Expense as a % of Revenue

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

Consolidated Gross Margin* 74.4% 75% 80%

Research & Development* 25.4% 25% 23%

*Non-GAAP
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New Target Sales & Marketing Expense as a % of Revenue

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

Consolidated Gross Margin* 74.4% 75% 80%

Research & Development* 25.4% 25% 23%

Sales & Marketing* 38.4% 20% 25%

*Non-GAAP
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New Target G&A Expense as a % of Revenue

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

Consolidated Gross Margin* 74.4% 75% 80%

Research & Development* 25.4% 25% 23%

Sales & Marketing* 38.4% 20% 25%

General & Administrative* 11.3% 10% 10%

Operating Margin Non-GAAP (0.7)% 20% 22%

*Non-GAAP
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New Target Operating Model

Workiva - Percentage of Revenue TTM Old Target New Target

Subscription & Services Revenue 83.1% 85% 88%

Professional Services Revenue 16.9% 15% 12%

Total Revenue 100% 100% 100%

Consolidated Gross Margin* 74.4% 75% 80%

Research & Development* 25.4% 25% 23%

Sales & Marketing* 38.4% 20% 25%

General & Administrative* 11.3% 10% 10%

Operating Margin Non-GAAP (0.7)% 20% 22%

Stock Compensation 13.4% 12%

Operating Margin GAAP (14.1)% 10%

*Non-GAAP
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Mike Rost
Vice President of Partners and Alliances

Partnerships
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Market 
Engagement

Partner Engagement Model

• Go-to-market alignment

• Efficient expansion in 
geographies and industries

New 
Opportunities

Domain 
Expertise

• Workiva Service Lines

• Partner sourced deals

• Managed Service/BPO

• Industry specific

• Tech integrations

• Finance Transformation

Clicking through to this one level deeper:
– In the area of market engagement, our partners provide the go to market alignment and efficient expansion into new geographies and industries. For example 

our current EMEA expansion has significant involvement with partners. We also see partners plating a critical role in the growth of our Federal, Financial 
Services, Utilities and other industry use cases.

– Our partners are bringing us new business. Deloitte, KPMG, and PwC and more than 15 other advisory firms  have all built Workiva Service lines as part of the 
practices. These opportunities are also delivered in the form of Managed/Service BPO relationships. 8 firms including 2 of the big 4 are currently using the 
Workiva Platform to deliver services to their clients. Use cases include SOX, M&A, Accounting Advisory, and Global Statutory reporting

– As Stuart had highlighted, our P&L target for professional services revenue is decreasing in percentage. One of the ways we will accomplish this is for partners 
to be more involved in delivery. We have partners with trained benches of Workiva experts who are delivering on implementations. We are also engaged with 
join implementations whereby or partner bring their domain and technology  expertise and finance transformation skills.

–
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200+ Partners in the Ecosystem
Global & Regional Advisory Firms

Technology 

Managed Service

Reseller

We currently have over 200 partners in our ecosystem. This includes strategic alliances with 3 of the Big 4
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Workiva is a Recognized Industry Leader
Magic Quadrant for Cloud Financial Close Solutions

Recognized as a Leader in 
a Gartner Magic Quadrant 

4 years in a row
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Workiva Partners with Industry Leaders

Workiva partners with leading 
financial close vendors

System of Record + System of 
Reporting

= Workiva Partner
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• itelligence Inc

• Lionpoint

• Impetus

• Spaulding Ridge

• Steelbridge

• SUMAQ

• Taxtimbre

• TruQua Enterprises

• Utegration

• AMOSCA Limited

• ARC Consulting

• Clearsulting

• CFO Solutions

• Column 5

• F.H. Black

• Fidato Partners

• Ginini SAS

• InterRel

Technology Consultants and Integrators
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Utegration
PowerPlan

Guidehouse
Deloitte

Industry-Specific Delivery Focus

F.H. Black

Federal Government focus on A123 and AFR

Deploying Workiva in state and local governments 

Utilities experts focused on  Federal Energy Regulatory 
Commission (FERC)

Deloitte
KPMG

Financial services deliver in banking and insurance
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Large Global Advisory Firm: 
Partnership Case Study

Built Insurance specific expertise in 
Actuarial Memo, LDTI, Insurance Stat, 
and IFRS 17

Relationships in 12 countries across 
North America, EMEA and APAC

Deployed Managed Service for Global 
Statutory Reporting

Large Global 
Advisory Firm
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Managed service, powered by Workiva

Standardized on the Workiva platform  
for SOX on Demand solution

Workiva Platform used by Accounting 
Advisory Service for M&A

KPMG Global: 
Partnership Case Study
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Paul Volpe
Vice President of Growth Solutions

Global Statutory Reporting 
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Global Statutory Reporting

Mandatory legal 
entity reporting in 
different countries

Audited financials: 
scrutiny over preparation, 

review and support

More entities = 
more process 

complexity
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RECORD GATHER ASSEMBLE REVIEW AUDIT REPORT STAKEHOLDERS

INVESTORS

REGULATORS

AUDITORS

BOARD

MANAGEMENT

?

?

?

?

?

?

?

?

?

?

?

?

?

?

?

?

Current Process is Unsustainable
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Globally Distributed

DATA PROCESSPEOPLE



©2020 Workiva

Business and Legal 

General Ledger and Financial

Human Resources and 
Environmental, Social 

and Governance

Planning

Data Collection

Adjustments/Work Papers

Review/Approval/Audit

Business Unit/Departmental 

Reviewers/Management/Board

Shared Services/Third Parties

External Auditors

DATA PROCESSPEOPLE

OVERSIGHT, TRACKING
AND DASHBOARDS

GLOBAL GOVERNANCE 
AND AUDITABILITY 

REGULATORY EXPERTISE OR 
ADVISORY

Connected Global Platform

Multinational System of Work
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Digital transformation 
of finance

Increasing regulatory 
oversight 

Balance insourcing 
vs. outsourcing 

Global Governance 
and 

Standardization

Multinationals Are Reassessing Processes
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Americas, EMEA, APAC

Upsell to existing customers

New logos

Leverage partners
• Network
• Domain expertise

Huge Market Potential for our Global Platform
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Global Statutory Reporting: Customer Case Study

Old Process
• Entities in 29 countries
• Manual & time-consuming
• Data and format inconsistencies
• Disconnected preparation and audit

Workiva Process:
• End-to-end centralized process
• Greater efficiency: 1,000 hours saved 

over 12 weeks
• Increased trust and confidence in the 

data and process

Global financial technology company

“What we're finding is it's not just a 
straightforward saving of the hours, but 
people are using that time to really add 
value to the statutory accounts process."

                                                         — Fexco group executive
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Live Q&A



©2020 Workiva

Appendix
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GAAP to Non-GAAP Reconciliation

Workiva - % of 
Revenue

2016 2017 2018 2019 TTM

GAAP Equity 
Comp

Non-
GAAP GAAP Equity 

Comp
Non-

GAAP GAAP Equity 
Comp

Separation 
Expense

Non-
GAAP GAAP Equity 

Comp
Non-

GAAP GAAP Equity 
Comp

Non-
GAAP

Subscription & Support 
Revenue 80.1% —% 80.1% 81.4% —% 81.4% 82.0% —% —% 82.0% 82.5% —% 82.5% 83.1% —% 83.1%

Professional Services Revenue 19.9% —% 19.9% 18.6% —% 18.6% 18.0% —% —% 18.0% 17.5% —% 17.5% 16.9% —% 16.9%

Total revenue 100.0% —% 100.0% 100.0% —% 100.0% 100.0% —% —% 100.0% 100.0% —% 100.0% 100.0% —% 100.0%

Subscription and Support Cost 
of Revenue 15.6% 0.3% 15.3% 15.7% 0.3% 15.4% 14.0% 0.3% —% 13.7% 14.4% 0.5% 13.9% 14.3% 0.5% 13.8%

Professional Services Cost of 
Revenue 13.3% 0.2% 13.1% 13.3% 0.2% 13.1% 13.0% 0.3% —% 12.7% 14.1% 0.5% 13.6% 12.2% 0.4% 11.8%

Consolidated gross margin 71.1% (0.5)% 71.6% 71.0% (0.6)% 71.6% 73.0% (0.6)% —% 73.6% 71.5% (1.1)% 72.6% 73.5% (0.9)% 74.4%

Research & development 32.2% 1.4% 30.8% 32.8% 1.1% 31.7% 33.4% 2.4% —% 31.0% 30.2% 2.7% 27.5% 27.7% 2.3% 25.4%

Sales & marketing 45.0% 1.1% 43.9% 40.5% 1.4% 39.1% 37.0% 2.2% —% 34.8% 40.4% 3.0% 37.4% 41.6% 3.2% 38.4%

General & administrative 18.3% 5.0% 13.3% 19.0% 6.2% 12.8% 23.1% 7.9% 2.0% 13.2% 16.2% 5.2% 11.0% 18.2% 6.9% 11.3%

Operating margin (24.4)% (8.0)% (16.4)% (21.3)% (9.4)% (11.9)% (20.4)% (13.1)% (2.0)% (5.3)% (15.3)% (12.0)% (3.3)% (14.0)% (13.4)% (0.6)%

GAAP to Non-GAAP % may not reconcile due to % rounding
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