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This presentation contains forward-looking statements, including statements related to the combined 
company’s ability to expand addressable markets, leverage new routes to market and accelerate 
Internap’s transition to “core” services and expectations regarding financial performance of the 
combined company. Because such statements are not guarantees of future performance and involve 
risks and uncertainties, there are important factors that could cause Internap’s actual results to differ 
materially from those in the forward-looking statements. These factors include our ability to 
successfully integrate iWeb, including its products, services, platforms and employees, into our 
company; our ability to execute our strategy and deliver growth; the actual performance of our 
products and services and those of iWeb; the reaction and behavior of customers and the market to 
our combined company; our ability to respond successfully to technological change; as well as other 
factors discussed in our filings with the Securities and Exchange Commission. Internap discusses 
these factors in its filings with the Securities and Exchange Commission. Given these risks and 
uncertainties, investors should not place undue reliance on forward-looking statements as a prediction 
of future results. Internap undertakes no obligation to update, amend, or clarify any forward-looking 
statement for any reason.
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Forward-looking Statements



Global hybridized platform of high-performance infr astructure solutions

Data 
Center
64%

IP
36%

Internap at a Glance

Headquarters: Atlanta, Georgia

Year Founded: 1996

Ownership: NASDAQ: INAP 

Employees: 500+

Customers: 3,500+

Headquarters: Atlanta, Georgia

Year Founded: 1996

Ownership: NASDAQ: INAP 

Employees: 500+

Customers: 3,500+

LTM Revenue: $279 million

LTM EBITDA: $57 million

Business Segments: Data Center, IP

Facilities: 44 Data Centers, 12 Company-
Controlled; 193,780 and 61,332 �����������	
�����
��� partner Net Sellable Square Feet, respectively

LTM Revenue: $279 million

LTM EBITDA: $57 million

Business Segments: Data Center, IP

Facilities: 44 Data Centers, 12 Company-
Controlled; 193,780 and 61,332 �����������	
�����
��� partner Net Sellable Square Feet, respectively

LTM Revenue MixLTM Revenue Mix

Note: Financial data as of LTM 9/30/2013. 3



Internap Mission Statement & Strategy 
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What? Drive profitable growth in becoming a global leading supplier of high-
performance IT infrastructure solutions 

How? Basis for Competitive Differentiation ��� � Platform & Performance 
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Internap’s Bare-Metal Cloud

Competitive Differentiation

Performance1 Cost Efficiency2 Utility and 
Automation3

Higher 
input/output 
operations per 
second (IOPS), 
lower cost

Spin up/down as 
needed through 
portal

Higher throughput/ 
speeds than similar 
virtual cloud 
configurations

Superior Price-Performance
General Server Performance (Score)

Internap 
Bare Metal Cloud
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Competitor 1

Competitor 2

Graph compares a dedicated Internap AgileSERVER (4 Core, 8GB RAM, 120GB SSD) with comparable virtual cloud instances from two-leading cloud 
providers.  Benchmarks conducted by Cloud Spectator from 10/10/2013 – 10/15/2013 and published in a Cloud Spectator report, "Performance Analysis: 
Benchmarks of Bare-Metal & Virtual Clouds". 8x difference in the figure on the graph shown contrasts Internap’s bare-metal server performance with an 
average of the two virtual cloud results.
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1Q12 2Q12 3Q12 4Q12 1Q13 2Q13 3Q13

Data Center Occupancy Trend (1Q12 – 3Q13)
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Improving Mix in Data Center Occupancy

* Square footage data changes from time to time as we undertake periodic audits in addition to day-to-day systems tracking. The 
figures above represent our most recent estimates of occupancy.

Company-controlled

Partner

62%
Company-
controlled

71%
Company-
controlled

Increasing proportion of higher-margin 
company-controlled space



Attractive Underlying Industry Fundamentals
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IT outsourcing driving 
significant growth in 
demand for IT

The industry remains 
highly fragmented, with 
the 3 largest players in 
the industry accounting 
for only 11% of the total 
market in 2012
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Sources: Gartner and public filings.
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2012 Revenue
Amazon Web Services 2.0$        
Equinix 1.9          
Rackspace 1.3          
Others 42.1        

Total 47.3$      



Strategic Focus on Data Center Services Drives 
Profitable Growth
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Revenue Growth Driven by Data Center ServicesRevenue Growth Driven by Data Center Services
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Strategic Mix Shift Engine for Growth 

$ in millions. Legacy revenues defined as IP services and partner data center services. Core data center services defined as company-controlled 
colocation, hosting and cloud services.  CAGR is compound annual growth rate. Adjusted EBITDA and Adjusted EBITDA margin are non-GAAP 
measures. Adjusted EBITDA is (loss) income from operations plus depreciation and amortization, gain (loss) on disposals of property and 
equipment, exit activities, restructuring and impairments and stock-based compensation. Adjusted EBITDA margin is Adjusted EBITDA as a 
percentage of revenues.

Legacy

Core
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• 16% 3-Year Adj. EBITDA CAGR

• Adjusted EBITDA margin expanded 
520 basis points over the same time-
frame

Strong Adj. EBITDA Growth and 
Margin Expansion

• 24% 3-Year CAGR on core data center 
services thru 3Q13

• Core represents 47% of consolidated 
revenue, up from 29% 3-years ago

Core Data Center Services Drive 
Growth

Favorable Revenue Mix

Profitable Growth



High Quality, Diversified Customer Base
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1-10
11.3%

11-20
6.1%

21-50
11.2%

51-100
11.5%

101-3500+
60.0%

(1) As of 9/30/2013.

� 3,500+ enterprises 
customers, including 
more than one-third of 
the Fortune 100

� Top 10 customers 
represent ~11% and top 
50 customers represent 
<30% of revenue

Software and 
Internet

Software and 
Internet
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7�����7����� TransportationTransportation

>����!����&��*�!��>����!����&��*�!��

HealthcareHealthcare

Software & 
Internet
27.5%

Business 
Services

15.6%
Hosting & IT 

Infrastructure
9.4%

Gaming
8.5%

Financial 
Services

7.6%

Media & 
Entertainment

5.5%

Telecom
5.4%

All Other
20.6%

% of Revenue % of Revenue



• Online sales channel, inbound digital marketing, 
multi-lingual sales, campaign management & support 

• “1+1 = 3”:  iWeb customers ��� � significantly expanded 
portfolio of services (geographic, hybrid, bare-met al)

• “1+1 = 3”:  Internap customers ��� � utilize an e-
commerce / on-line portal for procurement of servic es
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Internap Acquires iWeb (Summary)

• Data Center Services revenue > 70% total company

• Accelerates revenue and adj. EBITDA growth rates 
and expands adj. EBITDA margin % 

• ~ 2x cloud engineering staff ��� � higher feature velocity

Accelerates Internap’s transition to “core” 
services

• iWeb has ~ 10k SMB customers for IT infrastructure 
services:   colocation, hosting & cloud

• Combined company can capture and hold customers 
from early SMB through Enterprise

Expands access to $26B global SMB cloud 
services market

Provides Internap an on-line / e-commerce 
route-to-market capability
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Uniquely Positioned to Exploit Market Opportunity
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• Full product suite to address both enterprise and S MB IT infrastructure needs

• Multiple sales channels underpinned by direct sales  force and E-commerce platform to attract 
customers of all sizes


