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PPoowweerriinngg  BBiigg  DDaattaa 
 



HHiigghhlliigghhttss  

u  FFiinnaanncciiaall  

-  Bookings increased 86% year-on-year to $14.7m.  

-  Net cash of $25.7m following successful equity placement  

u  OOppeerraattiioonnaall  

-  Early Big Data wins secured validating our Big Data technology and offering 

-  WANdisco established as the unique continuous availability layer in Cloudera 
and Hortonworks’ Hadoop distributions  

-  Early customer wins working with channel partners 

-  ALM market leadership strengthened through significant new customer wins 
and renewals 

-  Paul Harrison appointed CFO on 1 September 2013 

-  Paul Walker steps up from Non Executive Director to become Chairman 
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UUCC  IIrrvviinnee  HHeeaalltthh 
Saving lives with Big Data 

WANdisco secures 
Big Data 

deployment with 
University of 

California’s Irvine 
Health 

Provides UCI with continuous availability of data through its unique Non-
Stop technology. 

Enables UCI digitally to collate, store and analyze all data relating to its 
patients’ conditions in real time, allowing staff to reduce considerably the 
number of lives lost annually. 

Allows UCI to process accurate pattern-set recognitions, use algorithms 
to monitor patient recovery for non-linear complications, and build 
predictive-modeling systems to minimize deaths caused by medical error. 

Increases UCI’s capacity to provide treatment before patients succumb to 
disease and allow care to be proactive rather than reactive. 

 
To watch the video go to: https://www.wandisco.com/customers/case-studies/uci 
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SSttaarrttiinngg  wwiitthh  ssoommee  ccoonntteexxtt 
Why is Big Data happening? Let’s take Healthcare  
 
 

 

 

u  Siloed information 

u  No single picture 

u  Not interoperable 

u  Impossible to run queries 
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UUnniifificcaattiioonn  tthhrroouugghh  HHaaddoooopp 

//  ppaaggee  66  6 



BBrriittiisshh  GGaass 
Powering next generation data centers 

“We are implementing WANdisco’s Non-Stop Hadoop 
technology, which we believe will enable us to roll 

out Hadoop for critical applications in our data 
centres. Our residential and business customers will 
benefit from new applications such as smart meters 
that make it possible for them to take greater control 

of their energy use.” 
 

DDaavviidd  CCooooppeerr  
CCIIOO,,  BBrriittiisshh  GGaass  

Ø  WWAANNddiissccoo  sseeccuurreess  NNoonn--SSttoopp  HHaaddoooopp  tteesstt  ddeeppllooyymmeenntt  wwiitthh  BBrriittiisshh  GGaass  

•  Solution will provide British Gas with continuous availability across its next 
generation data centres. 

•  Reduce data storage costs and enable mission critical applications to be deployed 
without downtime or data loss. 

•  Replaces costly legacy data storage warehouse. 
•  Ensures that crucial customer and operational information, is available 100% of 

the time, therefore meeting British Gas’s strict business continuity and regulatory 
requirements.  
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WWhhyy  nnooww  ffoorr  WWAANNddiissccoo?? 
Inflection point: Hadoop 2.0 

u  VVeerryy  ssiimmppllyy  

-  Hadoop 1.0 = cheap storage and batch 
processing 

•  Twitter, Facebook, LinkedIn, etc. 

•  Disruption for storage vendors like 
Teradata 

u  HHaaddoooopp  22..00  ==  rreeaall--ttiimmee  ddaattaa  pprroocceessssiinngg  

-  Platform for cloud applications 

-  Continuous availability is not a ‘nice-to-
have’ it’s a ‘must have’ in many situations 

u  RReegguullaattoorryy  ccoommpplliiaannccee  //  ddaattaa  ggoovveerrnnaannccee  iiss  aa  
mmaajjoorr  ddrriivveerr  ffoorr  ccoonnttiinnuuoouuss  aavvaaiillaabbiilliittyy  

-  Ensures crucial data, such as customer 
and operational information, is available 
100% of the time 

-  Critical for utility, telecommunications, 
financial and healthcare businesses, 
where data security is key 
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TThhee  nneexxtt  pphhaassee  iinn  aa  ppaarraaddiiggmm  sshhiifftt 
A transition in enterprise software we have seen before 

u  TThhee  aavveerraaggee  lliiffeessppaann  ooff  eenntteerrpprriissee  ssooffttwwaarree  iinn  1100  ––  1155  yyeeaarrss  

-  The last major platform / architecture shift happened in the late 90s 

-  Legacy architectures were exposed in terms of scalability, availability, integration, performance, flexibility, costs 
and business value 

-  These are powerful motivators for change 

u  ““7700%%  ooff  eenntteerrpprriisseess  hhaavvee  eeiitthheerr  ddeeppllooyyeedd  oorr  aarree  ppllaannnniinngg  ttoo  ddeeppllooyy  bbiigg  ddaattaa  rreellaatteedd  pprroojjeeccttss  aanndd  
pprrooggrraammss””  IDG Enterprise Big Data Research, January 2014  
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OOuurr  rreessppoonnssee 
A busy year! 

AltoStor 
acquisition 

Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 

2013 

 
 
 

Big Data 
Product 

Launched 

Tier 1 UK 
Telco 

becomes 
first Big 

Data 
Customer  

 
agrees to 

utilise 
WANdisco 
Big Data 
Solutions 

OEM 
agreement 

in China 
with 

Miaozhen 

 
 
 
 

partnership  
 
 
 

partnership 

Jan Feb Mar 

Customer trials 

 
 

 
 
   

10 



CChhaannnneell  aanndd  ppaarrttnneerr  cchhooiiccee 
Our ecosystem and its potential 

Interest in partnering with WANdisco 
resulted from Hortonworks and Cloudera 

customer feedback regarding the 
importance of continuous availability. 

u  PPaarrttnneerriinngg  wwiitthh  tthhee  ddoommiinnaanntt  mmaarrkkeett  lleeaaddeerrss  iinn  
HHaaddoooopp  

-  90% of the Hadoop distribution market 

-  Blue chip customer base 

-  Need for Continuous Availability 

u  HHoorrttoonnwwoorrkkss  

-  Signed September 2013 

-  Pipeline developed 

-  Early customer wins with British Gas, UCI 
Health 

u  CClloouuddeerraa  

-  Signed December 2013 

-  Pipeline developed 

u  OOtthheerrss  

-  NSN 

-  Carahsoft 

-  Miaozhen 

11 



AALLMM  ccoonnttiinnuueess  ttoo  ddeelliivveerr  hhiigghh  ggrroowwtthh  
SSaalleess  aanndd  aaddooppttiioonn  mmoommeennttuumm  ccoonnttiinnuueess  

u  8844%%  ggrroowwtthh  iinn  bbooookkiinnggss  

u  KKeeyy  pprroodduucctt  rreelleeaasseess  iinn  yyeeaarr  

-  Subversion MultiSite Plus, Git MultiSite 

u  CCoonnttiinnuueedd  aattttrraaccttiioonn  ooff  bblluuee  cchhiipp  ccuussttoommeerrss  

-  ASML Holding, Goldman Sachs, H3C Technologies, Manulife Financial 
Corporation, Marvell Technology Group, Tangoe Inc., T. Rowe Price and 
SanDisk 

u  AALLMM  iinnssttaalllleedd  bbaassee  aarree  ssttrroonngg  pprroossppeeccttss  ffoorr  BBiigg  DDaattaa  iimmpplleemmeennttaattiioonnss  

-  NSN was initially an ALM customer   
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22001133  RReeppoorrtt  CCaarrdd  
Delivering on our commitments 

 

u  BBuuiilltt  oouutt  oouurr  ooffffeerr  

✔✔Launched and sold Big Data product ahead of schedule  

✔✔ Product certified for Cloudera and Hortonworks distros  

✔✔ HBase Big Data product launched  

✔✔ Released new version of Subversion MultiSite Plus, Git MultiSite 

 

u  DDeevveellooppeedd  HHaaddoooopp  cchhaannnneell  ppaarrttnneerrss  

✔✔ Hortonworks partnership   

✔✔ Cloudera partnership  

u  RReevveennuueess  ssttaarrttiinngg  ttoo  bbuuiilldd  

✔✔ Use cases demonstrate we power Hadoop  

✔✔ Growing pipeline  

 

u  CCoonnttiinnuueedd  ttoo  ssttrreennggtthheenneedd  tteeaamm  

✔✔ Paul Harrison appointed CFO  

✔✔ Key enterprise sales force hires – ex SAP and Oracle 

✔✔ Significant appointments in Engineering functions  

 

u  GGrreeww  ssuubbssccrriippttiioonn  bbooookkiinnggss  

✔✔ Up 86%  

✔✔ New customers  

✔✔ Strong renewal rate  
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22001133  FFiinnaanncciiaall  aanndd  OOppeerraattiioonnaall  UUppddaattee 
Paul Harrison – CFO 
 
 



KKeeyy  fifinnaanncciiaallss 
Summary 

FY 2013 
31 December  
 

FY 2013 
 

FY 2012 

Bookings $14.8m $7.9m 

Deferred Revenue $13.1m $6.4m 

Revenue $8.0m $6.0m 

Adjusted EBITDA $(7.8m) $(3.0m) 

Net Cash $25.7m $14.5m 

u  56 new customers  including ADP, Blue Cross Blue Shield, Canon, Cisco, 
Goldman Sachs, H3C Technologies, Manulife Financial Corporation, San 
Disk, Societe Generale and T. Rowe Price 

 
u  70 subscription renewals 

u  33 up-sells of additional subscription licenses including John Deere, 
Juniper Networks and NCR 
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BBooookkiinnggss  bbrreeaakkddoowwnn 
FY 2013 key bookings metrics 

u  Average new customer deal size $114k (2012: $44k) reflects addition of 
enterprise sales force 

u  Strong recurring revenue base building – 100% of FY13’s bookings are 
subscription 

 

TTyyppee  
NNuummbbeerr  ooff  

DDeeaallss  
BBooookkiinnggss  VVaalluuee  

$$’’000000  
AAvveerraaggee  DDeeaall  SSiizzee  

$$’’000000  
MMiixx  
%%  

New customers 56 6,370 114 45% 

Total installed 
base 

103 7,931 
 

77 55% 

Add-on deals 33 1,354 41 10% 

Renewals 70 6,577 94 45% 

ECommerce 455 

DDeeaall  ttoottaall  159 14,756 n/a 100% 
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BBooookkiinnggss  bbrreeaakkddoowwnn 
By market and early economics of Big Data 

FY 2013 
$ m 

FY 2012  
$ m 

ALM 14.53 7.92 

Big Data 0.23 - 

14.76 7.92 

u  Early Big Data implementations 

-  Testing phase 
-  Live and critical rollouts – e.g. British Gas, UCI Health 
-  Controlled environment e.g. specific division, function 
-  Scope to extend 
-  Pricing is per node… scales on data volume 
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KKPPIIss  

Release of 2012 
deferred revenue  

2013 

2014 

2015 

2016+ 

Release of 2013 deferred 
revenue 

2014 

2015 

2016 

2017+ 

11..  AAnnnnuuaalliisseedd  vvaalluuee  ooff  bbooookkiinnggss  ((AAVVBB))  ++4455%%  
 

22..  
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CCaasshh  flflooww  
Accelerated investment into Big Data  
  $m $m $m 

EBIT (20.0) Cash flow from 
operations 

(11.6) Net cash at 1 Jan 
2013 

14.5 

Depreciation / 
amortisation 

5.1 Net capex 
 

(7.7) Net cash invested (19.3) 

Share based 
payments 

5.8 Share placing 
funds 

29.7 

Working capital 
change 

(3.3) Employee option 
exercises 

0.6 

Exchange 
movements 

0.8 Exchange 
movement 

0.2 

Cash flow from 
operations 

(11.6) Net cash 
invested 

(19.3) Net cash at 31 
Dec 2013 

25.7 
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HHeeaaddccoouunntt  bbrreeaakkddoowwnn  

At 31 Dec 
2013 

At 31 Dec 
2012 

Sales 31 14 

Marketing 8 6 

Engineering: 75 51 

Support 13 6 

Product Management 5 2 

Finance, HR & Admin 15 11 

147 90 

Average 124 68 

At 31 Dec 
2013 

At 31 Dec 
2012 

UK 83 57 

North America 59 31 

RoW 5 2 

147 90 

 

 

By function 

By geography 
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SSuummmmiinngg  uupp    
 
u  Continue to  attract talent – engineering and sales 

 

u  Investment to continue in 2014 

 

u  Strong cash position  
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SSuummmmaarryy  aanndd  OOuuttllooookk 
 



KKeeyy  ttaakkeeaawwaayyss  

u  Very strong progress in 2013 

-  We have done what we said we would do – and more  

-  Proved our technology is core to Hadoop deployments 

-  Established partnerships with two key distributors 

 

u  Big Data opportunity translating into revenue 

-  Early adoptions coming through 

-  Blue-chip, innovative companies leading the first adoption wave 
 

u  ALM continues to deliver strong growth 
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OOuuttllooookk  

u  Success in 2014 is…… 

 

-  Establishing momentum in Big Data – it has clearly started 

 

-  Signing more enterprise customers 

 

-  Establishing market wide acceptance of the need for continuous 
availability  

 

-  Continued momentum in ALM  
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