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Forward-Looking Statements

During the course of this presentation, we may make projections or other 

forward-looking statements regarding future events or the future financial 

performance of our company. We wish to caution you that such statements 

are just predictions and that actual events or results may differ materially. 

We refer you to the company’s filings with the Securities and Exchange 

Commission, including the annual report on Form 10-K for the fiscal year 

ended March 31, 2009. These filings contain and identify important factors 

that could cause the actual results to differ materially from those contained 

in our projections or forward-looking statements.
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Why We Win  

Competitive Strength in SaaS HR

¸ On-demand Leader - $40b HR market

¸ Proprietary Databases 

¸ Broad Suite of HR Applications 

¸ True Multi-tenant On-demand SaaS

Cash Flow Generating Business Model

¸ 3,500+ subscribers - 90%+ Retention

¸ Recurring Revenue Drives Visibility

¸ Costs Matched to Visible Bookings

¸ Cash Flow Positive: 4 of the last 5 Years 

Strong Growth & FYE Financial Position 

¸ 18% Revenue & 14% Bookings Growth Q Y/Y

¸ $56 m+ of Unbilled and Deferred Revenue

¸ Strong Balance Sheet - $11m Net Cash 
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HRMS

Innovator:

Payroll

Innovator:

Talent Management

Innovator:

Single

System of

Record for

HR

Followers:

Followers:

Followers:

On-demand is winning: Building the HR SaaS Suite

SaaS Isé 

Easy to buy, use & deploy

Has no hidden costs

Growing 2x faster than offline
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$40 Billion Existing Market Size

Existing Market Size

$200 Billion +

Addressable Market Size

$10
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$60
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Cost Per

Employee

Per Year

Online

$3b

Compensation

$900m

Talent Mgt

$6.5b

Payroll

$30b

Payroll Svcs

HRMS

Talent Mgt

Competencies

Comp Mgt

Comp Data
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Proprietary HR DataData BuiltCompensation Surveys

Compensation 

Analysis

Job Model 

Content

Authoring

Compensation

& Job Model

Databases

Payroll Data Proxy Data

Data Driven Differentiation

2 3 4

Job Titles &

Descriptions

1 Job Titles

Compensation

-Base Pay

-Target Bonus & LTI

Recruiting

-Interview questions

-Hiring scorecards

Performance

- Goals & coaching tips

- Review questions

Learning & Development

- Development activities

- Training classes

Competency Models

- Core & Leadership

- Functional
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TotalHR Suite ïBroadest SaaS offering

Employee Profile

/ Job Model

Reporting and Business Intelligence       

DATA

Job Description Job Requirement Interview 
Questions

Competency 
Profiles

Compensation
Data

Performance
Accelerators

Reporting and Business Intelligence

Competency
Management

Goal
Setting

Performance
Management

Compensation
Planning

Development
Planning

Succession
Planning

Employee
Self-Service

HRMS

Payroll

Tax Filing

Benefits

Survey
Management

Pay
Analytics

Market Data

Executive
Compensation

Global Surveys
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Customer Community:  Large, diverse, loyal

Retail Financial Manufacturing Technology Consumer Healthcare Consulting

90%

Retention
Highly 

ReferenceableCommunity

& Voice

Best in 

Class 

Service
Domain 

Experts

http://www.coletaylor.com/Home.asp
http://www.brother.com/brother2j.html
http://www.sycamorenet.com/index.asp
http://images.google.com/imgres?imgurl=http://www.deckersfoods.com/birdseye.gif&imgrefurl=http://www.deckersfoods.com/supplier.html&h=46&w=115&sz=4&hl=en&start=20&tbnid=xhgJ2U1PLXys8M:&tbnh=35&tbnw=87&prev=/images?q=birds+eye+foods+logo&svnum=10&hl=en&lr=&rls=GGLJ,GGLJ:2006-42,GGLJ:en&sa=G
http://www.digitalglobe.com/index.php
http://corporate.homedepot.com/wps/portal/!ut/p/_s.7_0_A/7_0_13I?cID=6_1_9D&nID=7_0_13I
http://www.honeywell.com/
http://images.google.com/imgres?imgurl=http://www.oliisdesign.com/images/news/wnews/coke_logo.gif&imgrefurl=http://www.oliisdesign.com/news_cocacola_2.php&h=180&w=180&sz=4&hl=en&start=2&tbnid=ChHC6QwlIazmcM:&tbnh=101&tbnw=101&prev=/images?q="coke"+logo&svnum=10&hl=en&lr=&rls=GGLJ,GGLJ:2006-42,GGLJ:en&sa=G
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Field, Telesales & Web 

10,000 + BDR Calls/month*

Conversations

Target 1,000 + 

Appointments/month*

Opportunities

Stage 7 & Up

Closed

Sale

New Account Leads, Upsell & Renewal

Sales Funnel

Customer Acquisition Cost, Lifetime Value & Referrals

Customer  Community
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Growth Strategy

ÅFocus on cash flow and bookings growth

ÅMaintain leadership in human resources and compensation management 

ÅExpand our human resources footprint and addressable market size

ÅDevelop new best of breed on-demand applications, content and services

ÅAcquire new customers profitably

ÅUp-sell, cross-sell and renew existing customers

ÅSelectively pursue additional strategic acquisitions
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Revenue Visibility Product Suite

Loyal Customers Cash Flow

Cash Flow &  
Bookings Growth

Salary.com Financial Highlights
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Revenue Growth: 33 Consecutive Quarters

Revenue

Bookings

21% Bookings 

Growth FY08 to FY09

23% Revenue Growth 

FY08 to FY09

* Bookings growth is a calculated by adding GAAP revenue and the change in deferred revenue together
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Deferred Revenue

(~$28 m at FYE)

Revenue

Invoicing (Bookings)

Unbilled Revenue

(~$28m at FYE)

Renewals

Monthly Recurring

Advertising

New Business

Monthly Recurring

Advertising

New Business

Visibility: Recurring Revenue Driven

~10%* 

* Estimated
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Product Suite: Revenue More Diverse & Upmarket

Fiscal 2008 

Fiscal 2010 Projected 

Compensation 

Talent Management

HRMS Payroll

Advertising

Other

Fiscal 2010 Projected 

Compensation 

Talent Management

HRMS Payroll

Advertising

Other

$34.5 M Revenue

$46-50 M Revenue
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3,500 + Enterprise Subscribers

90% Retention
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Loyal Customers: Large HCM Subscriber Base



16Note: Q4-09 excludes severance payments of approximately $1.2 million and Q1-10 excludes severance payments of approximately $0.3 million.

Cash Flow: The Focus for FY10

$(4.0)

$(3.0)

$(2.0)

$(1.0)

$-

$1.0 

$2.0 

$3.0 

$4.0 

Q108 Q208 Q308 Q408 Q109 Q209 Q309 Q409 Q110

Cash Flow From Operations
(in millions)
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Salary.com Operating Model

Note: Excludes restructuring costs and payments, stock-based compensation and amortization of purchased intangibles

Q1 F2010

6/30/09
Target Operating Model

Bookings 110% 105%

Revenue 100% 100%

Gross Margin 74% 78 ð80%

S&M 45% 38 ð40%

R&D 18% 10 ð12%

G&A 32% 9 ð11%

Operating Margin (21%) 15 ð23%

Operating Cash 
Flow Margin

3% 20 ð28%
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Why We Win

Competitive Strength in SaaS HR

¸ On-demand Leader - $40b HR market

¸ Proprietary Databases 

¸ Broad Suite of HR Applications 

¸ True Multi-tenant On-demand SaaS

Cash Flow Generating Business Model

¸ 3,500+ subscribers - 90%+ Retention

¸ Recurring Revenue Drives Visibility

¸ Costs Matched to Visible Bookings

¸ Cash Flow Positive: 4 of the last 5 Years 

Strong Growth & FYE Financial Position 

¸ 18% Revenue & 14% Bookings Growth Q Y/Y

¸ $56 m+ of Unbilled and Deferred Revenue

¸ Strong Balance Sheet - $11m Net Cash 


