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The information herein has been provided by
CliftonLarsonAllen LLP for general information purposes
only. The presentation and related materials, if any, do not
implicate any client, advisory, fiduciary, or professional
relationship between you and CliftonLarsonAllen LLP and
neither CliftonLarsonAllen LLP nor any other person or
entity is, in connection with the presentation and/or
materials, engaged in rendering auditing, accounting, tax,
legal, medical, investment, advisory, consulting, or any
other professional service or advice. Neither the
presentation nor the materials, if any, should be considered
a substitute for your independent investigation and your
sound technical business judgment. You or your entity, if
applicable, should consult with a professional advisor
familiar with your particular factual situation for advice or
service concerning any specific matters.

©2024 CliftonLarsonAllen LLP

CliftonLarsonAllen LLP is not licensed to practice law, nor
does it practice law. The presentation and materials, if any,
are for general guidance purposes and not a substitute for
compliance obligations. The presentation and/or materials
may not be applicable to, or suitable for, your specific
circumstances or needs, and may require consultation with
counsel, consultants, or advisors if any action is to be
contemplated. You should contact your CliftonLarsonAllen
LLP or other professional prior to taking any action based
upon the information in the presentation or materials
provided. CliftonLarsonAllen LLP assumes no obligation to
inform you of any changes in laws or other factors that
could affect the information contained herein.
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Agenda

Introduction to CLA
Introduction to Sage Intacct
Industry Discussion and Q&A
Sage Intacct Demo

Conclusion
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Find support
at every turn

Benefit from guidance on

all aspects of your business.

Planning, capital, Improving
succession, and efficiency
transition and results

Data analytics,
insight, and digital
strategy and
solutions

Domestic and
global matters

Opportunity
Wheel
Workforce and Cybersecurity
recruiting and risk
management
Finance,
Governance and accounting,

regulations audit, and taxes
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CLA is a Sage Intacct Premier Provider

Sage Intacct provider since 2001

Numerous awards and
distinctions from Sage

Highest net promoter score
ever earned — a perfect 100!

Deep industry knowledge
1,000+ internal users of Intacct
Team resources rivaled by few

©2024 CliftonLarsonAllen LLP

20+

Years as both
provider and in-house
Sage Intacct user

2,000+

Sage Intacct
implementations

65+

Sage Intacct
consultants

Sage Intacct

Premier Provider
President Club
Platinum Club

100 NPS score
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Start

Start Simple, Scale Big

Core financials =
Project tracking =
Electronic payments

Banking cloud

Dimensional,

interactive reporting

+
Subscription billing
Revenue recognition
SaaS metrics

+
Salesforce
integration

+
® |nternational tax
* Global consolidations

+
* Multi-element arrangements
° Multi-entity

+
® Advanced audit

® SOX compliance

Fixed assets

® Multi-currency
® Pre-paids

> * Lease accounting
Planning and budgeting

BeS
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wKoronet

Inventory e-
commerce and
payments software
for the floral supply
chain

©2024 CliftonLarsonAllen LLP

“CLA will be our first call for our next acquisition.”
- Dave Sack, CFO, Koronet

Challenges

One tech stack

Automated accounting

Reporting

Before, using Intacct

No integration across systems

Automated the financial close

Clunky and not user friendly,
Needed two systems for
complete reporting

After, using Sage Intacct

Integrated tech stack across
Salesforce.com, Invoiced, Tipalti,
and financials

Automated management of revenue
and contracts, sync of contacts from
Salesforce

Consolidations across US, Colombia
and the Netherlands
Reporting for lenders
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What's Important for a Series A or B company?

Use of funds What to Financial Key measure
accomplish process

Seed Product market fit 10 ecstatic customers Assess cash and payroll Cash
Series A Prove revenue model Growing 100% Automate cash flow Unit economics

75% of sales meeting quota Subscription billing

AP and AR
Series B Prove net expansion Growing 50%+ Track upsells, renewals, and ~ CMRR per customer
Revenue model Customers buying second cancellations
and third time ASC 606 compliance

FP&A revenue/billing/cash
Cut the close

Series C-F Grow to $100M in gross Growing at 40%+ with Gross margin analysis Gross profit
profit repeatable product Customer success
development, sales, and
customer success processes

Sale or IPO Expand product line, go Take what works and move Acquisitions Net profit
global, acquisition to adjacent markets and International expansion
new geographies Compliance

~m ©2024 CliftonLarsonAllen LLP
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How can your ERP help automate your rapid
growth?
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Challenges

Manual accounting

No tech stack
Compliance

Manual Reporting

Manual Planning

‘m ©2024 CliftonLarsonAllen LLP
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Before Sage Intacct

Manual order entry

QuickBooks and spreadsheets

Manual rev rec

Manual spreadsheets

Manual reporting, starting after the
close of 21 days

After Sage Intacct

Automated two different billing scenarios

One billing system of record across
Salesforce.com, billing, and GL

Automated rev rec and tax

Cut close 73%
Dimensions added on all transactions

1+ year visibility on revenue,
billings, and cash

Impact

Automated invoicing as contract volume
grown 4x; Automated renewals and upsells
improving churn 7%

Reduced DSO 50%; Accelerated $1M of
operating cash flow

Passed audit for fundraising

Build financial reports in seconds, not days

Invested in engineering ahead of plan to
improve gross margin 8%; Reduced variance

50%
~G



Signs That You Are Ready for an Upgrade

S

Outgrowing QuickBooks = —

Too many spreadsheets

Need system integrations

Lengthy month-end close

Issues with internal controls
Automated workflows (PO/order entry)

Robust reporting needs; visibility
into finance

Multiple locations or entities
Allocations

Revenue recognition
Complex billing

©2024 CliftonLarsonAllen LLP
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Thank you!

Debbie Gilmore, Consulting Manager
debbie.gilmore@CLAconnect.com

Ashley Hunt, Principal
ashlev.hunt@CLAconnect.com

CLAconnect.com

WMEREOCQE
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https://twitter.com/CLAconnect
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Consolidations

Corporate Structure

New York Boston

Locations

San

San Jose N
Francisco

Income Statement (in USD)

w Net Income (Loss)
* Gross Proft
v Sales
Sales
Tatal Sales
v Cost Of Sales
Cost Of Goods Sold
Total Cost Of Sales
Total Gross Profit
w General And Administrative
Office Expense- Other
Professional Fees- Other Senvices
Total General And Admenistrative
Total Net Income (Loss)
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Report on Any Group

Entty #1 Ertity #2 Entity 82 Entty #4 Al Locatons
MonthToDate Morth ToDate Morch To Date Month ToDate  Month To e
06/0972015 06002015 D&/0S/2015 08002015 060972015
2,200 00 10,287 00 17,668 00 9,267 00 46,458 00
9,200 00 10,287 00 1766800 9,262.00 46,458.00
2,516 00 3,184 41 1,805 60 2,541 18 10,237.17
2516 00 318441 189560 254118 10,237 .17
8,684 00 7.11258 1567340 575084 3622083
88800 000 000 0.00 888.00
437 50 437150 43750 43150 1,750.00
1,325 50 437 50 437 50 43750 2,638.00
5,350 .50 8.675.08 1523590 831334 3358283

Flexible Entity Dimension

Entity 1 Entity 2
ntity 3 tity 4 Entity 3

Entity 1

Entity 2

Entity 4

Ent

e W

Benefits

+  Support growth by streamlining
new entity setup

+  Save time and reduce errors with
real-time roll-up reporting

+ Increase visibility with flexible,
easy-to-use dimension groups




Vertical Experience: Technology

80+ technology Sage Intacct
implementations

Clean technology
Entrepreneurial start-ups

Software application and
developers

Life sciences

Private equity and capital
venture

Software as a service

©2024 CliftonLarsonAllen LLP

popmenu SCORPION Aztec Software
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Industrial HYPHEN
ChurnZERO Thought Solutions
ActiveCampaign springbuk Bonterra




Open APIls

Sage Intacct

Marketplace
Partners

Flexibility and
choice for your

FFloQast

entl re Strategic Partners
organization
with over 400

P . ro.
marketplace Acwugand G
partners

S

Sage Intacct /@
||||I|||

Analytics Payroll and

HR
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300+ SaaS, subscription,
usage, and project billing
scenarios, with rev rec

O

Up and running in as little
as 60 days

SoSe

The core
essentials for

every SaaS
from startup to
IPO and beyond

o

200+ investor metrics
created up to 80% faster

A4

— o

Costing 407% less than
buying the tech stack
parts separately

22



SaaS Metrics — a SaaS CEQ’s Must-Have

Intacct Software & PST - ¥ & Tayor M@» Help & Suppo

W a Dashboards v
SaaS Intelligence - [coun v 02/28/2019 ® « |[100--UsA 1 . .
Total CMRR Total CARR Y ©@BW  Total Subscription Bookin W & & Average New Deal CMRRY < @& [ CMRR Growth (Net New) I

$572,487 $6,869,845 4 $789,463 b $6,414 $36,335.15 ¥

this month this month

+$36,335 vs. prior month +$436,021 vs. prior month -$11,702 vs. prior month +$2,333 vs. prior month -$15,703 vs. prior month
- . . ) Ar e -
CMRR Growth Rate SaaS Quick Ratio Rule of 40 - Net Dollar Retention Rate ¥ < & Total Customer Churn (% of Total)
% 11.72 182.94% 99.60% 0.00%
6.78% : 94% .60% .00%
this month this m h tr 1 year this month this month
-3.97 vs. prior month -20 vs. prior month -0.19 vs. prior month no change vs. prior month
- hovd ] - - i - 7 I
Total Customers New & Recovered Custor U CMRR per Gustomer Billings o Days Sales Outstanding (DSO)
99 @ 5782 $75,750 959 A
tis month this m n this month thus th
+8 vs. prior month -7 vs. prior month +$17 vs. prior month +$13,350 vs. prior month +335 vs. prior month
CMRR Growth Breakdown Oy
Q@
07/20/2022 10:14:16 soaen
Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Trailing 12 Months
02/28/2018 03/31/2018 04/30/2018 05/31/2018 086/30/2018 07/31/2018 08/31/2018 09/30/2018 10/31/2018 11/30/2018 12/31/2018 01/31/2019 02/28/2019
Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual Actual
Total Contract Value
Subscription Bookings 311,839.60 481,659.65 243,126.23 393,879.15 596,400.70 320,464 .95 554,940.40 676,781.36 434,440.35 617,519.90 £39.770.50 201,166.03 789,463.24 6,758,612.46 ~
Total Contract Value §311,839.60 $481,659.65 $243126.23 $393,879.15 §596,400.70 §329,464.95 §554,040.40 8676,781.36 £434,440.35 $617,519.90 $839,770.50 5201,166.03 §789,463.24 $6,758,612.46 ~
CMRR
Beginning CMRR $213,223.74 $231,609.71 $254,778.63 $262,365.25 §276,709.96 §300,197.62 §314,830.30 £330,430.96 £377,129.79 £402,752.83 $437.960.99 §484,113.19 $535,152.01 $231,600.71 -
New CMRR (All)
New 15,521.33 24210.43 9,166.88 15,087.63 23,800.16 15,601.01 23,675.22 27,037.74 15,271.75 23,967.94 ‘4272 53,046.32 38,485.59 307,763.39
Expansion CMRR
Add-On 2,424.00 0.00 0.00 0.00 0.00 0.00 2,525.00 9,545.52 9,620.25 10,150.50 6,474.10 0.00 0.00 38,315.37 .
Renewal Uplift 440 64 703 49 439.25 786.44 1.216.45 449 57 658 46 1,115.57 737.03 1,083 71 1,265 38 668 47 123873 10,362 .55 / v

Source: Sage Intaact 2024
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