FINANCIAL ANALYST T~ T
SOURCE BOOK [ >~ p C

PTC Investor Relations
Nasdag: PTC

August 1, 2017



FINANCIAL ANALYST SOURCE BOOK @ ptc
PTC INVESTOR RELATIONS

P T C 8asirce Book isintended to provide the investment community with a single
point of reference to learn about our company @ including our products and
addressable markets, our corporate strategy, our financial targets, and our historic

performance and risk factors . Please be aware that this source book speaks only TiIMm Fox
to financial data as of August 1, 2017 and will not be updated to reflect any SVP, Investor Relations
changes in P T CbBusiness or financial condition after that date . The most up to EMAIL: tifox@ptc.com

OFFICE:(781) 370-5961

date information may be found in our SECfilings, press releases, and other investor
materials on our investor relations website at investor.ptc .com . This document
should not be used as a substitute for, but rather a supplement to, those resources.

JASON HOWARD

. . . . Sr. Director, Investor Relations
Further, we caution you that forward -looking statements in this source book are »
EMAIL: jahoward@ptc.com

subject to risksand uncertainties that could cause actual resultsto differ materially OFFICE:(781) 370-5087
from those projected . These risksand uncertainties are detailed on page 22 and
from time to time in reports we file with the SEC,including our most recent Annual
Report on Form 10-K and Quarterly Reports on Form 10-Q. As you gain a better
understanding of our business, please do not hesitate to contact the Investor
Relations team with any questions.

Thank you for your interest in PTC,
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OPERATING AND NON-GAAP FINANCIAL MEASURES

This presentation includes operating and non-GAAP financial measures and
targets . All prior period resultsand future period expectations and targets are
non-GAAP measures. These non-GAAP measures are not prepared in
accordance with  generally  accepted accounting principles . A
reconciliation of the non-GAAP financial measures to the most directly
comparable GAAP measures can be found on pages 29-31. Future period
non -GAAP financial targets cannot be reconciled to GAAP targets as items
that affect GAAP results cannot be predicted . An explanation of our
subscription transition operating measures, including bookings and mix-
adjusted measures, can be found on page 24.
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History of PTC

PTCInc. was founded as Parametric Technology Corporation by Dr. Samuel Geisberg
in 1985, based on his vision of a radically new approach to Computer -Aided Design
(CAD) software . Historically, CAD was a two -dimensional tool, but this new approach
would be based on solid geometry and would use feature -based parametric
techniques for defining parts and assemblies in a three -dimensional atmosphere . This
advanced design software, Pro/ENGINEER®,was launched in 1988 and the first two
copies were sold to Deere & Company, P T Cfirgand longest -standing customer . By
1998, PTCwas established as an industry leader surpassing $1 billion in CAD sales just
ten years after the launch of Pro/ENGINEER

Also in 1998, PTC acquired Computervision, a Bedford, Massachusetts based
company, for approximately = $260 million. Along with the acquisiton came
Comput er vinteastomWirgdchill Technologies, an early pioneer in product data
management for the enterprise . Thistechnology soon became known as Product
Lifecycle Management (PLM)and grew to a $5 billion industry .

| 1985 1989 |, 1996 1998 2005 2007 2011 2012 2013 2014 2015 2016 D

Annual Revenue

open, and easy -
to-use design apps

@ pic

More recently, PTC has established itself as a leader in the Internet of Things (10T)
market through a series of acquisitions of leading -edge companies combined with
break -through organic development  efforts which integrate |oT technology,

including machine learning and predictive analytics, as well as Augmented Reality
(AR) with P T Céoe CAD, PLM, and SLMofferings . Since launching the 10T businessin
late 2013, PTC has experienced rapid |oT customer growth, developed a large and
expanding partner ecosystem, and established itself as a thought leader in the
Industrial Internet of Things (lloT) marketplace . PTC is well-positioned to address this
emerging market opportunity as it helps companies fundamentally transform the
way they design, operate and service products in a smart, connected world .
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Our Logo, Our Mission
PHYSICAL Unlocking the value created by the

WORLD convergence of the  PHYSICALand
DIGITALworlds

Our logo isemblematic of physical and digital convergence

It represents the yin and yang of the physical and digital
worlds -- how opposite forces are actually complementary
and interdependent . PTC's solutions are helping our
customers unlock value from this convergence, which is
increasingly being called the 0f ouindudtrial r evol ut i on ¢
PTC is specifically focused on the industrial 10T, which is
expected to be the largest segment of the overall 10T market,
DIGITAL as enterprises drive productivity across their operations,
WORLD leverage the value of predictive service and fundamentally
transform their businesses.
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Executive Team

James Heppelmann
President, Chief Executive Officer

James (Jim) Heppelmann isthe president and chief executive officer (CEO) of PTCand
serves on P T CBaard of Directors. Honored as 2014 Internet of Things (IoT) CEO of the
Year, Mr. Heppelmann is seen as a thought leader in the IoT space . Prior to his
appointment as CEO in 2010, Mr. Heppelmann served as P T C @rssident and chief
operating officer . Mr. Heppelmann joined PTC in 1998 when the company acquired

Windchill Technology, a Minnesota based company that he co-founded and served as
its chief technology officer, as part of the Computervision acquisition . Before co -founding

Windchill Technology, Mr. Heppelmann served as chief technology officer at Metaphase

Technology . He co -authored with Harvard Professor Michael E Porter the seminal article
on the Internet of Things in the November 2014 issue of Harvard BusinessReview, called
0 Ho vBmart, Connected Products are Transforming Competition .6 Mr. Heppelmann

attended University of Minnesota, where he earned a b a c h e | degre@ sin mechanical

engineering with an emphasis on computer -aided design .

Andrew Miller
Executive Vice President, Chief Financial Officer

Andrew Miller is the executive vice president and CFO at PTC Mr. Miller joined PTCin
2015 from Cepheid, a high-growth molecular diagnostics company, where he had
served as Chief Financial Officer since April 2008. While at Cepheid, Miller built world -class
finance and information technology teams and a nationally recognized investor relations
program . Mr. Mi | | @ned salso includes financial leadership positions at Autodesk,
MarketFirst Software, Cadence Design Systems, and Silicon Graphics . In each role, he
helped build and shape strong teams focused on financial strategy and operations . As
the Vice President of Finance and Chief Accounting Officer of Autodesk, Mr. Miller was
part of the team that drove their business transformation effort focused on corporate
growth, productivity improvements, and profit expansion . Mr. Miller began his career at
accounting firm Deloitte . Mr. Miller currently serves on the Board of Directors of iRobot
Corporation and previously served on the Board of Directors of United Online . Mr. Miller
graduated Summa Cum Laude with a BSCin accounting from Santa Clara University.




FINANCIAL ANALYST SOURCE BOOK
PTC INVESTOR RELATIONS

Executive Team (CONTINUED)

@ pic

Craig Hayman
Chief Operating Officer

Craig Hayman was promoted to Chief Operating
Officer in February 2017 after serving as group
president, Solutions Group since late 2015. Prior to

joining PTC, Mr. Hayman was President of e Bay 0

Enterprise business. Mr. Hayman also served more
than 15 years in senior leadership positions at IBM,
including his role as worldwide general manager of
| B M®asS portfolio . During that tenure, he led the

acquisition of more than a dozen companies,
established | BM&S%aaS business and greatly
expanded the c ompanydvesall commerce

business. Mr. Hayman earned a bachelor of science
in Computer Science and Electronics from the
University of London .

Barry Cohen , Ph.D.
Executive Vice President, Chief
Strategy Officer

Barry Cohen , Ph.D. isthe executive vice president of
Strategy at PTC. Dr. Cohen also leads PTCO s
<Lorporate development, global education, and the
human resources organizations . Dr. Cohen joined
PTC in January 1998 when PTC acquired
Computervision . Prior to the acquisition, he served
with Computervision for four years as senior vice
president for human development and
organizational productivity . Before joining
Computervision, Dr. Cohen was the president of
Possibilities Inc., an executive  consulting firm
specializing in organizational change and executive
coaching, where he served for thirteen vyears. Dr.
Cohen earned hisdoctorate in logic and philosophy
of science from the State University of New York at
Buffalo .

Andrew Timm
Chief Technology Officer

Andrew Timm is P T C &Chief Technology Officer
(CTO). In this role he is responsible for driving
technology innovation and vision, and evangelizing
and ensuring technology alignment and
governance across the entire company . Mr. Timm
works with Executive Management to help grow PTC
through the use of technological resources ensuring
the company's technology  strategy serves its
business strategy . Mr. Timm also leads the
c omp an jodnal Technology Council and works
closely with  technology leaders  across the
company . Mr. Timm has authored several articles on
the Internet of Things (IoT) and is highly regarded for
his expertise on the subject. Mr. Timm holds a
bachelor of science degree in computer science
and math from the University of Minnesota .

Aaron von Staats

Corporate Vice President, General
Counsel

Aaron von Staats is the corporate vice president,

general counsel for PTC. Since joining PTC in 1997,
Mr. von Staats has held various positions with

increasing levels of responsibility in the legal
department . Prior to joining PTC, Mr. von Staats
practiced for five years as an associate with the

Boston law firm Palmer & Dodge LLP Mr.von Staats
attended Boston College Law School, where he
earned his juris doctor . He received a bachelor of
arts in  Psychology from the  University of
Massachusetts .

Anthony DiBona
Executive Vice President, Renewal
Sales

Tony DiBona is the executive vice president of
Renewal Sales at PTC. He has been with PTC since
1998 and in that time has served as vice president,
global business partner group and VP for major
account sales. Priorto joining PTC,Mr. DiBona served
at Data General Corporation where he managed

the U.S sales organization . Before joining Data
General in 1989, he spent 11 years with UnisysCorp .
Mr. DiBona holds an M.B.A. in business administration

from Bentley University.

Matthew Cohen
Executive Vice President, Customer
Success

Matt Cohen is the executive vice president of
Customer Success at PTC. His team is focused on
making sure PTC clients realize full value from PTC
solutions. In this position he leads professional services,
training services (PTC University), cloud services, and
customer success. Mr. Cohen is also responsible for
P T C 8esvice partner program . Mr. Cohen attended

Harvard University where he earned a bachelor of arts
in Psychology .

Kathleen Mitford
Executive Vice President, Segments

Kathleen Mitford is Executive Vice  President,
Segments, at PTC. In this role Kathleen isresponsible for
researching market opportunites and developing
highly aligned and innovative product plans across
both the ThingWorx Platform as well as the
CAD/PLM/ALM/MFG/SLM  solution offerings . During Ms.
Mi t f ocareeb at PTC,she has held multiple strategic
roles leading the segments, market research,
competitive  strategy and vertical teams. Ms. Mitford
attended  Philadelphia University in Philadelphia, PA,
where she earned a bachelor of science .
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Board of Directors

Robert Schechter

Chairman

PTC director since 2009. Chief Executive Officer
(Retired), NMS Communications  Corporation, a
provider of hardware and software solutions for the
communications  industry. Mr. Schechter served as
Chairman and Chief Executive Officer of NMS from
1995 to 2008.

Donald Grierson

Independent Director

PTC director since 1987. Chief Executive Officer
(Retired), ABB Vetco International, an oil services
business. Mr. Grierson was Chief Executive Officer
and President of ABB Vetco Gray, Inc. from 1991 to
March 2001 and from September 2002 to November
2004. Mr. Grierson served as Executive Director of
ABBVetco Gray, Inc.from March 2001 to September
2002.

Paul Lacy

Independent Director

PTC director since 2009. President (Retired), Kronos
Incorporated, a global enterprise software
company . Mr. Lacy served as President and
Secretary of Kronos from May 2006 through June
2008. Prior to that, Mr. Lacy served as President,
Chief Financial and Administrative Officer, Treasurer
and Secretary of Kronos from November 2005
through April 2006, and as Executive Vice President
and Chief Financial and Administrative Officer of
Kronos from April 2002 through October 2005.

@ pic

Phil Fernandez

Independent Director

PTC director since 2016. Founder and former Chief
Executive Officer and Chairman of the Board of
Marketo, Inc., a leading provider of engagement
marketing  software and solutions. Prior to co-
founding ~ Marketo, Mr. Fernandez served as
President and COO for Epiphany, Inc., COO at Red
Brick Systems and held leadership positions at
Metaphor  Computer  Systems, Stanford University
Medical Center, and Masstor Systems.

James Heppelmann
President & CEO

See Executive Team biography.

Janice Chaffin

Independent Director

PTC director since 2013. Ms. Chaffin most recently
served as Group President, Consumer Business Unit
of Symantec Corporation from April 2007 to March
2013. Prior to that, she served as Chief Marketing
Officer of Symantec . Prior to joining Symantec, Ms.
Chaffin  spent 21 years at Hewlett -Packard
Company where she held a variety of marketing

Klaus Hoehn

Independent Director

PTCdirector since 2015. Vice President, Advanced

Technology and Engineering, Deere & Company, an
agricultural, construction, commercial and
consumer equipment manufacturer, since January
2006. Dr. Hoehn joined Deere & Company in 1992
and served in a number of engineering and product
development roles at the company  before

and business management positions . assuming his current position .

Committee Composition Audit Compensation Corporate Governance
Robert P. Schechter Chairman ‘ ‘

Donald K. Grierson Independent Director ® [ ]

Paul A. Lacy Independent Director i ‘ ’

IJanice Chaffin Independent Director i .

Klaus Hoehn Independent Director

Phil Fernandez Independent Director ‘

President & CEO

lJames E. Heppelmann

@ chair @ Member
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Global Presence

5,900 +
Employees in over 25 countries around the w

1,350+
Dedicated service profession

Total Revenue (in millions USD) FY16 Revenue % of Total Software Revenue Growth Rates YoY in Constant Currency
12%
51,600 o FY616 soft
$1400 - revzr:jue Ias |
FYG16 totdlff revenue reported decline
o as reported was AMERICAS EUROPE APAC o% 6% YoY in constant
51000 $1.14m. We 43% 37% 20% % currency. We
$800 estimate that, 2% estimate that,
600 ladjusting for license e adjusting for
0 mix, revenue would i3 Fris Fris license mix,
have increased 3% o software revenue
s YoY in constant -a% would have grown
50 currency. % 6% YOY in constant
e . currency.
s Reported WM impact
mAsReported  ® Mix Impact
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Serving a World -Class Customer Base

ZA— FY 2016 REVENUE BY VERTICAL
32% (10% in other verticals not listed below )
A —
16% 15% ‘ 14% A
0 A ¢
I e - =]
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Strategic Overview 0 Driving Significant Shareholder Value

STRATEGY

Our FY21 target financial model includes three key components:

1. Increase our Growth Rate and reach a 10%+ CAGR, which is predicated upon capitalizing on a high -growth 10T market
opportunity while reinvigorating our Solwutions Group with o6dsmart, connectedo
execution.

2. Convert to Subscription _and drive 95% recurring software revenue.
3. Increase our Margins to the low 30% range on a non -GAAP basis through ongoing portfolio management, continued » Ve
cost discipline, and scaling the 10T business. ™

Our target model assumes we achieve market growth rates by FY18, maintain continued cost discipline and execute the
companyds capital allocation strategy.

MARKET OPPORTUNITY \
Our customers are transforming their products with the addition of sensors enabling connectivity 0t he ol nternet 6_f

iy
Experts predict 50B things will be connected to the Internet by 2020.1 PTC has an industry -leading 0T platform that enables B\ Jl  S>ecibion
customers to achieve significant improvements in product uptime, productivity, and return on investment. These capabilities, .
combined with PTCds enterprise applications that help customers crea at
St udi o 6 <haggamgneigmented Reality (AR) technology, uniquely position us to drive growth and increase value for
customers.
BUSINESS MODEL TRANSITION
Beginning in FY15, PTC began offering subscription pricing in addition to perpetual licensing. Subscriptions benefit our cust ome rs by offering greater flexibility
at a lower entry price point. Subscriptions also provide greater transparency into what customers value as the most critical asp ects of our software, helping to
drive focus and enhancements in our R&D efforts, all of which we believe will drive incremental value over time to PTC. With industry leading products and a
near 99% retention rate of our top 500 customers since 2002, this new model benefits our customers, PTC and our shareholders. In FY16, we launched Phase Il
of our subscription program, which resulted in increased demand for our subscription offerings. In April 2017, we announced t hat , based on strong customer
adoption of our subscription licensing model, effective January 1, 2018, new software licenses for our core solutions and Thi ngW orx platform will be available

only by subscription in the Americas and Western Europe.

1SOURCE: McKinsey Global Institute Analysis 12
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Driving Significant Shareholder Value (Continued)

INCREASE OUR GROWTH RATE CONVERT TO SUBSCRIPTION

INCREASE OUR MARGINS
EY21 Target: 10%+ CAGR FY21 Target: 95% Recurring Software
Revenue

FY21non-GAAP Target: low 030%

Capitalize on High -Growth loT Market P&L Troughed in FY16 Ongoing Portfolio Management

Reinvigorate Core Solutions through IoT

and Augmented Reality Targeting 68% Subscription Mix in FY17 Scaling 10T Business

Expect Software Revenue Growth Beginning
in FY17

0 - )

750 o
Vo CAGE

I 4

z z

nm . -

Improve Focus and Execution Expect Margin Expansion Beginning in FY17

164 o Frie s Fre Frzie
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Capital Strategy

PTC is committed to a disciplined capital strategy

based on:

A Returns-based capital allocation

A Lean balance sheet with ample liquidity
AMaintaining a strong o6doubl
A Commitment to return of capital to shareholders @

113m

SHARES IN MILLIONS

FY16A 177G FY18E FY19E FY20E FY21E

OReflecting our forecast for improving software revenue, margins and EBI TDA, we resumed our s
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Segment Overview

P T C dperating model is structured into two areas: Solutions, which contains CAD, PLM, and SLM, and loT. We estimate that our Solutions
business operates in a market which isgrowing at a weighted average estimate of 5-6% per year (approximately 5% for CAD, 6% for PLM and
10% for SLM)} and that our loT business operates in a market which is growing at an estimated 30-40% per year2. We estimate that the
combined, weighted average growth rate of our markets isapproximately 12-13%and we have established a bookings growth CAGR target of
10%+ through FY21.

Computer -Aided Design (CAD) software enabling the conception, detailed design, validation and manufacturing of product designs. Key
products include PTC Creo®, PTC Mathcad® and PTC Creo Elements/Direct® . These technologies support parametric modeling, direct
modeling, as well as 2D and 3D approaches . CAD data can also be leveraged in our ThingWorx Studio Augmented Reality (AR) technology .

Product Lifecycle Management (PLM) software aimed at supporting the collaborative creation, management and use of a product throughout
its lifecycle . Thisincludes the inception of the product through the retirement of the product and all of its associated parts. Our PLM segment
also includes our ALM software and systems engineering solutions.

Solutions

Service Lifecycle Management (SLM) software that enables after -market service organizations to drive new sources of revenue growth and
margin improvement through improved access to dynamic, 3D service information, improved spare parts optimization, dynamic parts pricing,
and improved operational and technician efficiency . Connected SLM enables service organizations to connect and monitor equipment,
predict service issuesand optimize the spares network .

Internet of Things (loT) software platform and applications, including Augmented Reality (AR) in the industrial enterprise, that enable companies
with networks of devices or 0 t h i ncgneetted to the internet, to autonomously monitor and manage connected assets, and orchestrate

activities that improve their operations .

1SOURCE: IDC,CIMdata

2SOURCE: ABI Research, Gartner, |0T Analytics, McKinsey
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d leverage the information created downstream

S pfc

Our CAD products enable users to create conceptual and detailed designs, analyze designs, perform engineering calculations an

utilizing 2D, 3D, parametric and direct modeling. Our principal CAD products are shown in the diagram below.

MOMENTUM L’

CUSTOMER SATISFACTION
CAD has notably high customer

retention rates. We have deep, long -

lasting customer relationships, with
over 90% of customers renewing their
support agreements annually.
Looking at our top 500 customers 15
years ago, all but 6 (or 99%) remain
customers today.

NEW CREO OFFERINGS

The majority of CAD revenue is now
driven by new Creo Apps, Extensions
and Packages.

NEW RELEASE

Creo 4.0 includes breakthrough
capabilities in Additive Manufacturing,
10T, Model -Based Definition (MBD) and
Augmented Reality (AR).

Now engineers can design faster and
smarter because their digital designs
are connected to physical products.

Creo Parametric

Creo Direct Creo Simulate

Creo Schematics Creo Options Modeler

Creo Layout Creo View MCAD

Creo Sketch Creo View ECAD

Creo lllustrate

OPPORTUN|T|ESA:@

MID-MARKET / CHANNEL PRESENCE
PTCd6s CAD product
developed to meet the needs of both
SMB and Enterprise accounts, through a
single product offering that scales as
product design needs develop.

CONNECTING AR WITH THE ENTERPRISE
Creo 4.0 enables organizations to further
leverage engineering data and publish
basic AR experiences directly out of
Creo Parametric. Designers, Engineers
and Product Owners can share, review
and understand designs virtually to
better understand form, fit and function
beyond a 2d drawing.
ThingWorx Studio and Creo lllustrate
these basic experiences can be
enhanced to create a dynamic
experiences including things animations
and sequences to address business use
cases like training, service procedures
and manufacturing inspections.
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Our PLM products (including our ALM software and systems engineering solutions) support the collaborative creation and manage

MOMENTUM ! Operate

CLOSED LOOP

With leading loT capabilities, PTC has

developed differentiated offerings for

0closing the |l oop6 in product
development with complete lifecycle

management in our most recent release, — -
Windchill® 11. onnecte onnecte

Service Manufacturing

Connected
Operations

Support

SOFTWARE & SERVICE MIX
Improving profit through better mix of
softw_are and services, driven by our T -
growing partner ecosystem and value - T — Validation
ready -deployment offerings.

System Architecture Verification

NAVIGATE

The fastest growing new product line in
PTC history, ThingWorx Navigate is the first Plan Ca Test
example of how PTC is leveraging its
ThingWorx 10T platform technology to
completely redefine the competitive
landscape in the PLM market.

Mechanical

Manufacturing

Service

Develop

Produce

men t of a product across the enterprise.

OPPORTUNlTlESAjE

DIGITAL ENGINEERING TRANSFORMATION
Expansion of PLM user base from CAD data
management to wider use cases across
organization, e.g. product, software,
system, service and manufacturing
engineering.

USABILITY
Windchill® 11 for Smart, Connected PLM
launched in November 2015

EXPANDING REACH
Expanding both the value and reach with
PTC cloud services for PLM.

CROSS8 SELL OPPORTUNITIES
Repeatable and compelling sales plays
focused on large base of customers
provide opportunities to upsell and cross o]
sell additional solutions.
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— ")

Our SLM products are a set of software solutions that create and deliver technical product information at the point of servic e, more effectively manage spare parts through
delivering greater customer value and operational efficiency in a service environment, and solve problems before the customer is aware of them (Connected Field Service with
ServiceMax).

MOMENTUM "I OPPORTUNITIE{E

LEADING PRODUCTS P~ P~ _ CROSSS SELL
SLM portfolio anchors service and [ > pTC [ > pTC Opgg;léngstg éi!:DS:r’:g S;::;l?:ﬂsst? ;;;e
%zntsalgneﬁr)r:g]riuon and senvice paris Service & Parts Service Parts where penetration remains low.
' Information Management
SERVICEMAXPARTNER RELATIONSHIP Senvice . CONNEC':EDI ?_LM
First to market Connected Field €rvice Is a strong use case for lol.
Service product allowing for a Providing opportunities to cross dsell our
proactive approach to modern field . gonnecteci_ so!utions which  enable
service management. Smart, Connected Service for Smart, Connected Products service organizations to connect, and
monitor equipment, prevent service
’ - mm Em o Em EE EE EE EE EE EE EE EE EE EE EE Em Em Em Em = oy, issues and optimize the spares network.
| <. . A Platform 1 SERVICEMAXPARTNER RELATIONSHIP
”‘ thi Ngworx A Machine Learing | Combining PTC service capabilities with
A Augmented Reality

ServiceMax Field Service Management
S S — to deliver a comprehensive, connected

solution for field service management.

Connected Service Applications Connected Service Application Development

SMB CHANNEL
Growing opportunity to sell SLM solutions
to small and mid sized businesses
through our resellers.

Connected

Connected
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Enabling the rapid development of applications and Augmented Reality (AR) experiences that help deliver smart, connected oper

businesses.

MOMENTUM L’

TECHNOLOGY LEADER

Based on industry reports from Forrester
Research and others PTC is a leader in
the rapidly -growing loT sector.

HIGH GROWTH ENDMARKETPotential
economic impact of $2.7T - $6.2T per
year and 80% - 100% potential reach
across manufacturing vertical by 2025 1.
We estimate that our addressable

market is approaching $1 billion today

and growing at a rate of 30  -40% per
year to approximately $4 billion in

20212

INTEGRAL TECHNOLOGY PLATFORM &
APPS

The ThingWorx Platform is made up of
modules & industrial connectivity,
foundation, analytics, utilities and
studio. Working together, they enable
the rapid development, deployment
and extension of apps and AR
experiences. ThingWorx Apps are built
on the ThingWorx Platform and are
designed to solve role -based
challenges in specific markets.

1SOURCE: McKinsey Global Institute Analysis

2SOURCE: ABI Research, Gartner, 10T Analytics, McKinsey
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CONNECTED APPLICATIONS
Connected apps are the combination of
our loT technology platform and existing PTC
solutions. These can also be customer or
partner developed using the ThingWorx
Platform.

EXPANSION
PTC6s | oT partner netwo
and consists of system integrators, value
added resellers, solution partners, Telco
operator partners, 0T strategic partners and

ThingWor x ReadyE
INNOVATIVE APPROACH
The first OApp Stor e

ThingWorx Marketplace. Here, partners can

market extensions, services and applications

that they build on or for the ThingWorx

Platform. Partners have the opportunity to

advertise and monetize within the
ecosystem.

LAND & EXPAND
Capture and retain new customers and
expand the use of our technologies inside
their businesses by proving value and solving
additional challenges.
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Recognized Technology Leader in l0T

Worldwide 10T Platforms
(Software Vendors)
2017 Vendor Assessment

Capabilities

Strategies

Source: IDC MarketScape
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INDUSTRIE 4.0/I0T VENDOR
BENCHMARK 2016
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