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Safe Harbor
This presentation contains forward-looking statements. These statements may relate to, but are not limited to, expectations of future operating results or financial performance of BlackLine, Inc. 
(“BlackLine” or the “Company”), the calculation of certain key financial and operating metrics, capital expenditures, introduction of new solutions or products, expansion into new markets, regulatory 
compliance, plans for growth and future operations, technological capabilities, and ability to execute our technology and platform initiatives and strategic relationships, including our relationship with
SAP, as well as assumptions relating to the foregoing. Forward-looking statements are inherently subject to risks  and uncertainties, some of which cannot be predicted or quantified. In some cases, 
you can identify forward-looking statements by terminology such as “may,” “will,” “should,” “could,” “expect,” “plan,” anticipate,” “believe,” “estimate,” “predict,” “intend,” “potential,” “would,” “continue,” 
“ongoing” or the negative of these terms or other comparable terminology. You should not put undue reliance on any forward-looking statements. Forward-looking statements should not be read as a 
guarantee of future performance or results, and will not necessarily be accurate indications of the times at, or by, which such performance or results will be achieved, if at all.

Forward-looking statements are based on information available at the time those statements are made and/or management’s good faith beliefs and assumptions as of that time with respect to 
future events, and are subject to risks and uncertainties that could cause actual performance or results to differ materially from those expressed in or suggested by the forward looking statements. In 
light of these risks and uncertainties, the forward-looking events and circumstances discussed in this presentation may not occur and actual results could differ materially from those anticipated or 
implied in the forward-looking statements. These risks and uncertainties are described in greater detail under the heading “Risk Factors” in the filings we make with the Securities and Exchange 
Commission (“SEC”) from time to time, which are available on our website at http://investors.blackline.com and on the SEC’s website at www.sec.gov.  Except as required by law, BlackLine does not 
undertake any obligation to publicly update or revise any forward-looking statement, whether as a result of new information, future developments or otherwise.  

In addition, statements that “we believe” and similar statements reflect our beliefs and opinions on the relevant subject. These statements are based upon information available to us as of the date of 
this presentation, and while we believe such information forms a reasonable basis for such statements, such information may be limited or incomplete, and our statements should not be read to 
indicate that we have conducted an exhaustive inquiry into, or review of, all potentially available relevant information. These statements are inherently uncertain and investors are cautioned not to 
unduly rely upon these statements.

In addition to U.S. GAAP financials, this presentation includes certain non-GAAP financial measures, including non-GAAP revenue, gross profit, gross margin, free cash flow, sales and marketing 
expense, research and development expense, general and administrative expense, loss from operations and operating margin (loss). These non-GAAP measures are in addition to, not a substitute for 
or superior to, measures of financial performance prepared in accordance with U.S. GAAP. The non-GAAP financial measures we use may differ from the non-GAAP financial measures used by other 
companies. A reconciliation of these measures to the most directly comparable GAAP measure is included in the Appendix to this presentation.

http://investors.blackline.com/
http://www.sec.gov/
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To be the indispensable platform 
for the office of the controller

Champions of strategic accounting 
and finance transformation

Market Leader   
with Large & 

Unpenetrated
$28B TAM1

Compelling Land    
& Expand Model

Durable Business 
Model with Investment 

in Profitable Growth

W H O  W E  A R E

O U R  V I S I O N

1 Combined TAM for Financial Close and Accounts Receivable Markets.  Financial Close TAM of $18.5B based on Frost and Sullivan 2018 TAM for 
Core Products.  Accounts Receivable TAM of $10B based on independent third-party analysis and assumes ~40,000 target customers in the US, UK, 
and EMEA with maximum ARR spend of $250K.  
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Our Market Is the Office of the Controller

Who is the Corporate Controller?
• The Controller plays a critical role in an 

organization’s financial health

• The Controller oversees a large team 
across many interconnected 
departments

• The status quo for today’s Controllers 
and their teams is manual processes 
with information being shared in 
binders, shared drives, and emails
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O F  M A R K E T

The Office of the Controller has Long Been an Area of Underinvestment

O F  M A R K E T

2% 98%

Defensive Process 
Improvement

Mainstream Adoption of Financial Close & AR Automation
Companies who 
experienced a material 
weakness or 
accounting issue

Companies who are 
looking to improve 
their finance and 
accounting process  

E A R L Y  
A D O P T E R S

The pandemic has accelerated the global economy’s shift to modern software and put a spotlight on the back office 
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Reporting

Income Statement

Statement of Cash Flows

Equity Balance Sheet

Communication

Dropbox
Shared Drives

Email

Phone Calls

Face to Face

WebEx

Slack Skype

People
CEO Investors

External Audit

Accounts Receivable

Tax
Controller

Marketing
Sales

Accounts Payable

SEC Reporting

CFOFinance

Internal Audit

Technology

Multiple ERPs
HRISSource Systems

Microsoft Excel 
Databases

Process

Matching
Close Checklist

Variance Analysis

Data Entry

Excel-based Reconciliations

Paper Reconciliations

Reconciliations

Journal Entries

Paper Processes
Order to Cash

Procure to Pay

Manual Workflows
Data Entry

Regulation
GAAP

FASB

GASB

IFRS
SOX

BEAT

ASC-606

Finance & 
Accounting

With Manual Accounting Processes That Are Not Sustainable
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Limited
Visibility

Lack of        
Ownership & Control

Risk of
Inaccuracy

Volumes of 
Unapplied Cash

Talent
Retention

CONTROLLER CHALLENGES

CFO CHALLENGES

Limited Real-Time 
Data Analysis & 

Insight

Inefficiencies, Less 
Productivity & More 

Risk

Material 
Weakness

Concerns Over 
Liquidity

Overworked Team & 
Low Morale

And Significant Challenges That Impact the C-Suite
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ERP

Subledger

F&A Database

Banks

Other Data

Financial Integrity

Maximum Automation

Consistent,
Unified Close Process

Global Visibility

F&A Intelligence

Rules &
Busines Logic

Analysis &
Reporting

Templates Workflow

Intercompany 
Financial

Management

Journal
Entry

Variance
Analysis

Transaction
Matching

Account 
Reconciliations

Task
Management

Cash 
Application

AR 
Intelligence

BlackLine’s Financial Operations Management Platform 
Drives Modern Accounting & Optimizes Financial Operations
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Build accuracy, control, and consistency into every process. Financial Controls from Order to Cash to the Financial Close & Compliance

Automate the repetitive to enable higher-value work. Intelligent Automation

Unify systems and data for a complete financial story. Secure integrations, ERP connectors & APIs

Drive accountability through visibility. Reporting & Dashboards

And Enables Strategic Accounting & Finance Transformation

Continuous.Unified. Automated.

Financial Close
Management

Accounts Receivable 
Automation

Intercompany
Financial Management
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Initial Sale1

The Collaborative Accounting Experience Sets BlackLine Apart

Implementation & 
Roll-out2 Expansion & 

Optimization3 Finance 
Transformation4

Proven land and expand approach that drives expansion and value for our customers

10
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M I D - M A R K E T
$ 5 0 M - 7 5 0 M  A N N U A L  R E V E N U E

A C C O U N T  E X P A N S I O N
~ 1  Y E A R  A F T E R  I N I T I A L  S A L E

E N T E R P R I S E
> $ 7 5 0 M  A N N U A L  R E V E N U E

Proven Go To Market & Customer Strategy

Global Sales 
Deployment

Value
Architects

Global 
Customer 
Team

Professional
Services

Customer Success 
Management

Digital 
Transformation 
Specialists (AIT)

Support Community

BlackLine Direct Sales BlackLine Account Management

SAP Reseller through SolEx

Partner Ecosystem (Channel, SIs, BPOs, ERP, Consulting)

11
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Strength Across Geographies, Sectors & Sizes

C O N S U M E R  A N D  R E T A I L T E C H N O L O G Y I N D U S T R I A L  A N D  E N E R G Y H E A L T H C A R E S E R V I C E S F I N A N C I A L  S E R V I C E S
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Extending the Competitive Moat Drives Further Growth 

• SaaS-based platform
• End-to-end accounting automation technology
• Highly scalable and configurable
• ERP agnostic
• Expanded functionality for the controller

Indispensable Platform for the Controller

• Strategic reseller partnership with SAP Solution Extensions
• Global & regional consulting alliances 
• Partner validation, C-Suite access & influence, and partner 

deployments
• Comprehensive partner enablement program

Strong Partner Ecosystem

Guide all 4,000+ customers along their path to digital transformation, 
accelerate platform adoption and expand net revenue retention via:
• Leveraging Blackline expertise and best practices
• Providing one-on-one and one-to-many optimization workshops
• BeyondTheBlack user conference attended by 5,700+ organizations

Customer Engagement and Success

Indispensable 
Platform for 

Controller

Customer 
Engagement and 

Success 

Strong
Partner 

Ecosystem
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Market Leader with Large & Underpenetrated TAM

$473M BlackLine LTM revenue 
comprised of 4,000+ customers 3

$18.5B financial close market 1
$10B accounts receivable market 2

comprised of 165,000 target 
customers

$28B+

1 Source: Frost and Sullivan/2018 TAM for Core Products. Assumes 165,000 target customers.
2 Source: Independent third-party analysis. Assumes ~40,000 target customers in the US, UK & EMEA with a maximum ARR spend of $250K.  
3 As of June 30, 2022
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Multiple Growth Levers

New Customers
Lead new customers on their 

accounting & finance 
transformations

Customer Expansion
Drive adoption of new 

solutions, entities, and users 
among existing customers

Partner Ecosystem
Extend and strengthen partner 

relationships

International Expansion
Grow existing footprint and 
leverage partners for ROW 

distribution 

Product Adjacencies
Expand to relevant 

adjacencies with product 
development & strategic M&A 
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Financial Highlights

High Growth 
Subscription Model

Strong secular tailwinds, early 
stages in a large market, new 

customers and expansion within 
existing customer base

26% 110% 79%
Q2’22 Revenue Growth1 Q2’22 Dollar-Based Net 

Revenue Retention Rate
Q2’22 Non-GAAP Gross Margin

2%
Q2’22 Non-GAAP Operating Margin

Compelling
Expansion Model

High predictability from successful 
land and expand strategy

High Gross
Margins

94% SaaS recurring revenue

Investing for
Long-Term Growth

Investments in customer success, 
platform innovation and 

global expansion

1 YoY growth as of June 30, 2022. See appendix for GAAP financial measures and reconciliations.  
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Highly Visible Subscription Growth Model

$228 

$289 

$352 

$426 

$473 

2018 2019 2020 2021 LTM 2Q22

Total Revenue
$M

Subscription & Support Revenue
$M

Services Revenue
$M

$217 
$272 

$329 

$399
$446 

2018 2019 2020 2021 LTM 2Q22

$10 

$17 

$23 
$27 $27 

2018 2019 2020 2021 LTM 2Q22

22%
Y/Y 

Growth

24%
Y/Y 

Growth

4%
Y/Y 

Growth
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Consistent Customer and User Growth

2,631 

3,024 

3,433 

3,825 
3,598 

4,003 

2018 2019 2020 2021 2Q21 2Q22

Customers Users
‘000s

223

268

292

328

304

348

2018 2019 2020 2021 2Q21 2Q22
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Strong Renewal Rate Driving Overall Retention Rate

97% 98% 97% 97% 97%

2018 2019 2020 2021 2Q22

Dollar-Based Revenue Renewal Rate Dollar-Based Net Revenue Retention Rate

108% 110%
106%

109% 110%

2018 2019 2020 2021 2Q22

Dollar-based revenue renewal rate for each period is calculated by dividing (a) the total actual annualized subscription and support revenue of customer contracts renewed for a given 
period by (b) the total annualized subscription and support revenue up for renewal of customer contracts expiring in the same period. Dollar-based net revenue retention rate is calculated 
as the implied monthly subscription and support revenue at the end of a period for the base set of customers from which the company generated subscription revenue in the year prior to 
the calculation, divided by the implied monthly subscription and support revenue one year prior to the date of calculation for that same customer base. This calculation does not reflect 
implied monthly subscription and support revenue for new customers added during the one-year period but does include the effect of customers who terminated during the period.
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Compelling Land and Expand Model
Annualized Revenue by Customer Cohort 1

1Reflects annualized subscription and support revenue for the group of customers that became our customers in each respective cohort year. A “cohort” is a grouping of customers by the 
year specified. For instance, the 2012 cohort includes all customers whose contract start date is between January 1, 2012 and December 31, 2012. We calculate annualized subscription 
and support revenue at a particular date as the total amount of minimum subscription and support revenue contractually committed under each of our customer agreements for that month 
through the remaining term of the agreement, divided by the remaining number of months in the term of the agreement, multiplied by twelve. We calculate initial annualized subscription and 
support revenue for any given cohort year as the sum of annualized subscription and support revenue as of the first month of each customer agreement that was entered into within that 
given cohort year. Accordingly, in contrast to annualized subscription and support revenue, initial annualized subscription and support revenue does not reflect any changes in the payments 
due under or the duration of customer agreements following the first month of the customer agreement. Our annualized subscription and support revenue as of June 30, 2022 for each of 
our 2012, 2013, 2014, 2015, 2016, 2017, 2018, 2019, 2020 and 2021 customer cohorts represented an increase over the initial annualized subscription and support revenue for such 
customer cohorts, shown as the “Growth Multiple” above.

Growth Multiple

1.3x

1.5x

1.5x

1.5x

1.7x

1.8x

1.9x

2.4x

4.0x

4.5x

2021

2020

2019

2018

2017

2016

2015

2014

2013

2012
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$0

$25,000

$50,000

$75,000

$100,000

$125,000

$150,000

$175,000

0

20

40

60

80

100

120

140

160

180

Y0 Y1 Y2 Y3 Y4 Y5 Y6 Y7 Y8 Y9 Y10

ARR Users

Mid-Market Customer
Financial Services Company Current ARR of ~$170K

$0

$150,000

$300,000

$450,000

$600,000

$750,000

$900,000

0

100

200

300

400

500

600

700

800

900

Y0 Y1 Y2 Y3 Y4 Y5 Y6 Y7 Y8 Y9 Y10

ARR Users

Enterprise Customer
Global Industrials Company Current ARR of ~$900K 

U
S

E
R

S

U
S

E
R

S

Customer Expansion in Action
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Growing Customer Wallet Share
More than 400 customers with an ARR1 of $250K+

112
162

203
251

295
367

400

2

6

7

14

27

36

43

2016 2017 2018 2019 2020 2021 2Q22

$250K or more $1M or more

28% 

1ARR refers to annual subscription and support revenue. Data as of June 30, 2022.  

CAGR in customers
spending $250K or more 
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S M A R T

C L O S E
I N T E R C O M P A N Y  

H U B

T R A N S A C T I O N

M A T C H I N G

Strategic Product Installed Base Opportunity

Customers who are 
target candidates

Portion of this opportunity 
currently captured

3,400+ ~900 1,800+

24% 7% 2%

Based on number of customers who 
have purchased these products as of 
December 31, 2021.  

C A S H

A P P L I C A T I O N

3,400+ 

6%
Incremental ARR opportunity $150M+ $100M+$250M+ $300M+
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2%

8%

13%

9%

2%

2018 2019 2020 2021 YTD 2Q22

Non-GAAP Net Income Margin(1) Free Cash Flow Margin

2%

7%

10%

13%

-4%
2018 2019 2020 2021 YTD 2Q22

Free cash flow defined as cash flows from operating activities less capex.   
1 See appendix for GAAP financial measures and reconciliations. 2017-19 values have been adjusted for the non-cash, income tax revision.
2 Reflects investments into long-term growth initiatives (customer success, platform innovation and global expansion).

Demonstrated and Sustained Profitability & Cash Flow

(2)

(2)
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Target Operating Model

2017-19 are under ASC 606.  All prior periods are under ASC 605 Standard.
1 Represents a Non-GAAP metric.  See appendix for GAAP financial measures and reconciliations.  

% of Revenue FY17 FY18 FY19 FY20 FY21
Long-Term

Target Model

Gross Margin1 81% 82% 83% 83% 80% ~83%

S&M1 51% 51% 48% 42% 41% 38% - 42%

R&D1 13% 12% 13% 14% 16% 14% - 16%

G&A1 16% 17% 16% 15% 15% 7% - 9%

Operating Margin1 1% 2% 6% 12% 9% 20%+



Appendix
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NON-GAAP RECONCILIATIONS AND DEFINITIONS NON-GAAP REVENUE, NON-GAAP 
GROSS PROFIT, AND FREE CASH FLOW ($000’S)

“ACQUISITION” DEFINITION

We operated as BlackLine Systems, Inc., which we refer to as the “Predecessor,” from 2001 until September 2013. On September 3, 2013, BlackLine, Inc., which we refer to as the “Successor,” 
acquired BlackLine Systems, Inc. in connection with an investment by Silver Lake Sumeru and Iconiq, which we refer to as the “Acquisition.” The Successor was created for the sole purpose of 
acquiring the Predecessor and had no prior operations. We refer to Silver Lake Sumeru and Iconiq collectively as our “Investors” and, in connection with the Acquisition, our Investors obtained a 
controlling interest in us. The Acquisition resulted in a new basis of accounting and was accounted for as a business combination. 

2016 GAAP revenues were adjusted for the impact of purchase accounting resulting from the Runbook Acquisition on August 31, 2016.  The purchase accounting adjustments for the quarters ended 
March 31, 2017, June 30, 2017, September 30, 2017, December 31, 2017, and March 31, 2018 related to the Runbook Acquisition were not meaningful and were thus not presented.
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NON-GAAP RECONCILIATIONS NON-GAAP OPERATING INCOME (LOSS) AND NON-GAAP 
NET INCOME (LOSS) ($000’S)

1 2017-19 net income (loss) attributable to BlackLine has been adjusted for the non-cash, income tax revision.
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NON-GAAP RECONCILIATIONS NON-GAAP S&M, NON-GAAP R&D, NON-GAAP G&A ($000’S)
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