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Safe Harbor and Non-GAAP Financial Measure Provisions

• This presentation contains forward-looking statements which are made pursuant to the safe harbor provisions of Section 27A of 
the Securities Act of 1933 and Section 21E of the Securities Exchange Act of 1934. The forward -looking statements in this 
presentation do not constitute guarantees of future performance. Investors are cautioned that statements in this presentation , 
which are not strictly historical statements, including, without limitation, statements by our President and Chief Executive Officer 
and our Interim Chief Financial Officer, and statements concerning our expected future performance, business transformation, 
capital return program, objectives and strategies constitute forward-looking statements. Such forward-looking statements are 
subject to a number of risks and uncertainties that could cause actual results to differ materially from those anticipated by the 
forward-looking statements, including, without limitation, the impact of the global economy and uncertainty in the IT spending 
environment; the success and growth of our product lines, including our ability to transition to new business models, includi ng a 
subscription model; our product concentration and our ability to develop and commercialize new products and services; risks 
associated with changes and transitions in key personnel, including management personnel; changes in Citrix’s pricing and 
licensing models, promotional programs and product mix; risks associated with concentration of customers in our networking 
business; risks associated with our acquisitions; our ability to maintain and expand our business; risks in effectively contr olling 
operating expenses; litigation; the risks associated with maintaining the security of our products, services, and networks, i ncluding 
securing customer data stored by our services; the impairment of assets; competition; and other risks detailed in our filings with 
the Securities and Exchange Commission.  We assume no obligation to update any forward -looking information contained in this 
presentation.

• Additionally during this presentation, we may discuss various non-GAAP financial measures as defined by the SEC’s Regulation G. 
More information on the non-GAAP financial measures used in this presentation can be found in the earnings press release issued 
today and on the Investor Relations page of our corporate website at www.citrix.com/investors. A reconciliation of certain 
forward-looking GAAP and non-GAAP measures is not available without unreasonable effort due to the uncertainty regarding, and 
the potential variability of, certain GAAP measures.

http://www.citrix.com/investors
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• Net Revenue was $691 million
– Up 3% over Q3’16

– Subscription* revenue of $81M, up 30% over Q3’16

• Non-GAAP operating margin of 32%
– Up 150 bps over Q3’16 and 547 bps sequentially

• Non-GAAP earnings per share of $1.22
– up 13% over Q3’16

• Cash flow from operations of $255M, up 7% over Q3’16

• Deferred revenue of $1.7B, up 13% over Q3’16

Q3’17 Financial Highlights

* See Financial Reporting Changes for FY’18 for a description of Subscription Revenue
Presentation based on unaudited continuing operations – excludes GoTo Business.
Presentation does not reflect the transition impact of ASC 606 adoption which is effective Jan. 1, 2018
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• 62 Transactions of $1M+
– Americas: 50

– EMEA: 9

– APJ: 3

Q3’17 Geo Net Revenue Highlights

Net Revenue 
(in millions)

Q3’17 Q3’16 YoY Q2’17 SEQ

Americas $406.3 $397.3 2.3% $403.1 0.8%

EMEA $214.0 $199.8 7.1% $217.3 -1.5%

APJ $70.6 $71.6 -1.3% $72.8 -3.0%

Total Net 
Revenue*

$690.9 $668.7 3.3% $693.2 -0.3%

*Amounts may not add due to rounding
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• Total revenue of $432 million in Q3’17
– An increase of 5% over Q3’16

– Product license revenue grew 3% over Q3’16

• 19% of total product bookings were annual subscription based

• Citrix Service Provider revenue grew 36% over Q3’16
– ARR* of over $100 million

• EMEA and Americas saw growth in Workspace Services license revenue 
– EMEA had growth of 15% over Q3’16

– Americas had growth of  1% over Q3’16

Workspace Services

*ARR – Annual Recurring Revenue = Quarterly Subscription Revenue x 4
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• Total revenue of $186 million in Q3’17

• License revenue decreased 16% over Q3’16

• Enterprise ADC bookings increased double digits over Q3’16

• SSP bookings declined 48% over Q3’16

Networking

• Total revenue of $46 million in Q3’17

• An increase of 32% over Q3’16

• Aggregate ARR was over $320 million in Q3’17

SaaS
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Summary and Guidance

FY’17 Outlook • Net revenue expected to be in the range of $2.82-$2.83 billion
• Non-GAAP earnings per share expected to be $4.79-$4.81
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Discussion Topics

Strategy & Opportunity

Financial Reporting & Metrics

Economics & Customers

FY’20 Financial Goals



Strategy & Opportunity

Business Transformation
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World is quickly moving to the cloud:
• 90% of companies use public cloud/SaaS apps
• 52% of workloads estimated to be in cloud by 

2020

Most companies juggling multiple clouds 
and traditional infrastructure:
• 14 SaaS apps on avg. per enterprise
• Over 80% of public cloud IaaS users use multiple 

providers, fear lock-in
• 91% of orgs expect more than half of apps & 

workloads to still run on-prem in 5 years 

There’s an expanded work perimeter:
• Mobile workers
• Contract workers
• Branch operations
• Wearables/IoT in workplace

Resulting in challenges for all: 
• Users have fragmented experience
• Business exposed to security risks
• IT struggles with greater complexity

Cloud Complexity = Citrix Opportunity
Citrix can provide simple and unified solutions to solve the complexity and security associated with transitioning to the cloud

Hybrid Cloud Security Challenges Require a 
New Approach: Secure Digital Perimeter

On-Premises 
Apps & Users

Traditional Security 
Challenges

Devices

Apps

Locations

On-Premises

SaaS

Desktop

Chromebook

Mobile

Pi

“Things”/IoT Tablets

On-Premises

VPN

Branch

LTE

Sources: RightScale State of the Cloud Report, Cisco’s Global Cloud Index and Gartner Symposium Keynote October 2017
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W H E R E  T H E  
G R O W T H  I S

C O M P E T I T I V E  
D I F F E R E N T I A T O R

Secure Digital Perimeter

Analytics

E X P A N D E D  
O P P O R T U N I T Y

DevicesSecure Digital 
Workspace

ACCELERATE 
T O  T H E  C L O U D

UNIFY 
O U R P O R T F O L I O

EXPAND 
T O  N E W  G R O W T H  A R E A S

Three Big Motions To Drive Revenue Growth
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Embracing the 
Hybrid Cloud

• Delivering a unified Citrix 
workspace experience faster, 
simpler with existing IT staff

• Citrix Cloud services help 
reduce need for specialized IT 
skills for VDI, EMM, FSS & more

• Integrated admin control across 
on-premises and 
multi-cloud environments

• Use any cloud – Azure, AWS, 3rd

party & private – or datacenter

• Achieve a predictable cloud 
migration from on-premise to 
hybrid IT to cloud

App & Data 
Operations and 

Analytics

Solution Workflows 
& Service 

Administration

Public & Private 
Infrastructure 
Management

Unified 
End User 

Experience

Virtual 
Apps

VDI
Desktops

File Sync 
& Sharing

GW, ADC, SD-
WAN, MAS

XenApp
Services

XenDesktop
Services

XenMobile
Services

ShareFile
Services

NetScaler 
Services 

Mobile Apps 
& Devices

IoT, AppDNA, 
more

Experimental
Services

Citrix Cloud Services

Digital 
Workspaces

Workspace
Services 

Integrated approach for administration, identity, authentication, 
provisioning, licensing, availability, reporting & more
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Strategy Unlocks Expanded Market Opportunity

2015

$9B

2020

$20B

VCC

EMM

ADC

SD-WAN

BFSS

2020

2015

TAM ($B)

Expanded Opportunity

SDP Security Analytics Classic

$27B

Classic Categories 

3
5

.1

0
.3

2
.4

2020

11% 
CAGR

51% 
CAGR

3
.4

4
.3

5% 
CAGR

VCC

1
.8

3
.2

12% 
CAGR

EMM

2
2

.4

3% 
CAGR

ADC
0

.2

6

93% 
CAGR

SD-WAN

1
.6

3
.6

18% 
CAGR

BFSS SDP Analytics

Expansion into Cloud Services, Analytics and Secure Digital Perimeter (SDP)

*  Source: Proprietary Citrix analysis based on industry analyst reports.



Economics & Customers

Business Transformation
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Cloud Subscription Model Benefits Customers & Citrix

Customers

• Accelerates the pace of consumption of 
new innovation

• Growing desire to move to hybrid and 
public clouds

• Simplifies IT infrastructure and reduces TCO

• Increases security and business agility

• Incremental value derived from analytics 
platform

Citrix

• Accelerates the pace of delivery of new 
innovation

• Increased customer LTV

• Growth of installed base ARR*

• Service-based relationships yield higher 
renewal rates

• Platform simplifies process of new services 
introduction and TAM expansion

*ARR – Annual Recurring Revenue = Quarterly Subscription Revenue x 4. See “Financial Reporting Changes for FY’18 for a description of Subscription Revenue
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• Ratable Revenue Base
– ~70% of current revenue base is already from recurring 

sources

– Current Maintenance & Support on perpetual contracts 
are expected to migrate to higher ARR and higher 
customer value programs over the next 2 years 

• Non-Ratable Revenue
– Majority of new license mix expected to transition to 

subscription-based model by FY’20 as customers adopt 
Cloud and Hybrid-Cloud solutions

Majority of revenue base is already recurring, moderating 
the financial headwinds through the transition
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Subscription vs. Traditional Pricing
Transition/Trade-Up and Net New Deal Scenarios

2.5Y 
revenue 
break-
even

42% 
Current 
uplift for 

transitions

• Product Subscriptions can significantly increase customer 
lifetime value

* FY’20 modeling an average of 33% uplift through transition 

• Subscriptions (Cloud and Hybrid-cloud) can 
significantly increase customer lifetime value

• Customers can migrate to Citrix Cloud platform over term of 
contract

• Citrix Cloud designed to simplify customer infrastructure, 
reduce TCO and accelerate adoption of new innovationExamples provided for illustration only. Assumptions: 500 licenses XD-Platinum to Citrix Cloud Service. 

Includes programmatic discounts. No channel discount / rebates assumed for analysis. 

$0

$40,000

$80,000

$120,000

$160,000
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Year	1 Year	2 Year	3

Net	New	Perpetual	
vs.	Product	Subscriptions

Perpetual	Cumulative	Revenue Cloud	Cumulative	Revenue

$0

$10,000

$20,000

$30,000

$40,000

Year	1 Year	2 Year	3

Transition/Trade-Up	(3-Year	Deal)

CSS Cloud
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Installed Base Opportunity: Migration of existing maintenance 
programs to drive increased ARR and customer success

FY’16 FY’17-18 FY’18-20+
* Based on FY’16 Revenue

• Over 30M licenses are currently active on 
annual contracts for Maintenance and CSS
– CSS priced at 25% of original product license cost for 

annual subscription vs. 15-20% for older License Update 
programs. 

– Migration to CSS will be completed during FY’19

• CSS provides a significant increase in 
customer value, including proactive 
monitoring, analytics, expert guidance, 
cloud migration tools, unlimited support 
and access to product updates
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Past: 
Citrix environment was on-premise XenApp & 
XenDesktop, providing users with high 
performing, GPU enabled desktops

Why Citrix Cloud: 
The flexibility and agility of Citrix Cloud’s hybrid 
solutions enables Autodesk’s transformation to 
the Cloud.

Impact:  
Multiple, consecutive quarters of reduced 
operating costs.

Autodesk, a Citrix 
Customer since 2005, is a 
leader in 3D design 
software and transitioned 
to Citrix Cloud as part of 
their global IT, Cloud First 
strategy.



21 © 2017 Citrix 

New Customer:
Powering these efforts prior to Citrix Cloud was a 
highly customized platform built on Linux to help 
scientists easily make their code accessible

Citrix Cloud allowed them to embrace both 
Windows and Linux desktop environments 
avoiding CAPEX and increased resourcing costs all 
within a tight delivery timeline

Extreme flexibility and secure hosted data center 
allowed Purdue to realize a near turnkey 
Windows integration with simplified IT, including 
multi-location management

Purdue University's 
Composites Manufacturing 
and Simulation Center 
leverages Citrix Cloud to 
power their Virtual Factory 
Hub environments.



Financial Reporting

Business Transformation
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Financial Reporting Changes for FY’18
New revenue categories will more accurately represent the progress of the subscription model transition

FY’17 Revenue Reporting

Product and License

Software-as-a-Services* 
(SaaS)

License Updates and Maintenance 
(LUM)

Professional Services

FY’18 Revenue Reporting

Product and License
(minus) CSP & Term Based Product

Subscriptions
Software-as-a-Services (SaaS)*
(plus) CSP & Term-based Product & LUM

License Updates and Maintenance
(minus) CSP & Term-based LUM

Professional Services

New Metrics

Subscription revenue ARR 

Subscription mix as % of 
new license bookings

Deferred and unbilled 
revenue **

* Currently includes Citrix Cloud SaaS + Hybrid rights offerings

** Unbilled revenue represents contractually committed orders with multi-year billing for subscription or term-based licenses or product/services for which the associated revenue has 
not been recognized, the customer has not been invoiced and is not included on our balance sheet until invoiced
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Current State Revenue Classification – ($M) Q1 2016 Q2 2016 Q3 2016 Q4 2016 Q1 2017 Q2 2017 Q3 2017

Product & License $202.0 $219.5 $206.0 $255.3 $191.6 $211.0 $192.1 

Software-as-a-Service $31.1 $32.8 $34.7 $36.1 $38.7 $41.5 $45.8 

License Updates and Maintenance $393.0 $386.9 $398.2 $409.2 $402.8 $409.0 $421.0 

Professional Services $32.6 $34.9 $29.9 $33.9 $29.6 $31.7 $32.1 

Total Revenue $658.8 $674.0 $668.7 $734.6 $662.7 $693.2 $690.9 

YoY Growth

Product & License 11% 7% 0% -9% -5% -4% -7%

Software-as-a-Service 40% 30% 28% 24% 24% 27% 32%

License Updates and Maintenance 6% 3% 5% 4% 2% 6% 6%

Professional Services -12% -6% -19% -8% -9% -9% 7%

Total Revenue 7% 5% 3% -1% 1% 3% 3%

Future State Revenue Classification – ($M) Q1 2016 Q2 2016 Q3 2016 Q4 2016 Q1 2017 Q2 2017 Q3 2017 

Product & License $185.1 $201.9 $187.6 $236.3 $170.9 $190.4 $168.7 

Subscriptions $57.1 $59.9 $62.8 $65.7 $69.9 $74.6 $81.4 

License Updates and Maintenance $384.0 $377.3 $388.4 $398.6 $392.3 $396.6 $408.8 

Professional Services $32.6 $34.9 $29.9 $33.9 $29.6 $31.7 $32.1 

Total Revenue $658.8 $674.0 $668.7 $734.6 $662.7 $693.2 $690.9 

YoY Growth

Product & License 9% 6% -2% -10% -8% -6% -10%

Subscriptions 35% 29% 28% 20% 22% 24% 30%

License Updates and Maintenance 5% 2% 5% 4% 2% 5% 5%

Professional Services -12% -6% -19% -8% -9% -9% 8%

Total Revenue 7% 5% 3% -1% 1% 3% 3%

Financial Reporting Changes for FY’18
New revenue categories will more accurately represent the progress of the subscription model transition
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New Metrics: Subscription ARR & Bookings Mix
Transition of the Workspace and Networking businesses to a subscription-based model is already in process, driving the 
acceleration of Subscription ARR

Calculation: Annualized recurring revenue of all 
subscription-based and SaaS revenue at the end of the 
period. Includes ShareFile.

Calculation: Annual booking value of all subscription-based 
bookings as a % of total product bookings.  Excludes ShareFile.



FY’20 Financial Goals

Business Transformation
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FY’20 Goals

Business Transformation Initiatives 
to Drive Customer and Shareholder Value

Subscription Model Transition: 
Driving value creation through recurring revenue and 
increased LTV

Citrix Cloud Solutions:
Accelerating delivery of innovation, reducing customer 
TCO, while expanding TAM

Financial Model:
Efficient and balanced for growth and profitability

Capital Return:
Best-in-class capital return

40%+ of TTL revenue from subscription

60%+ of new bookings from Citrix 

Cloud subscriptions

4%+ revenue growth

33%+ Adjusted Operating Margin

$2 billion of capital return through 

FY’18
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Revenue Growth Rate

• Revenue growth rate expected to 
decrease temporarily through the 
subscription transition 

• Growth expected to accelerate in 
FY’19 due to subscription growth and 
CSS pricing increase

• Pace of transition will impact revenue 
growth rate

Total revenue expected to increase through the transition, while forecasted growth rate is temporarily impacted before re-
accelerating 
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Revenue	Mix	

Professional	Services Perpetual Maintenance Subscriptions

Revenue Mix
Revenue from subscription sources expected to accelerate through the transition, offsetting the decline from the traditional 
model

50%+ CAGR for subscription revenue

(10%+) CAGR for traditional model revenue
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Operating Margin (Non-GAAP)   

• Maintaining spending discipline 
through the transition

• Short-term investments in go-to-
market capacity and customer 
success to support cloud services 
delivery

Subscription transition impacts operating margin before expected re-expansion
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2015 2016 2017 2018 2019 2020

Free	Cash	Flow	and	Unbilled	Revenue

Free	Cash	Flow Change	in	Unbilled	Revenue

Free Cash Flow  

* FCF – Operating cash flow less capital expenditures. Free cash flow is not a measure of cash available for discretionary expenditures. 

• Through our subscription transition and capital return program, we are driving the business to deliver more than $7.00 per 
share of FCF

• We expect to achieve this in the FY’20-FY’21 timeframe, dependent on the rate and pace of subscription bookings, final billing 
terms and capital return impact

• The mix of FCF and unbilled revenue will be dependent upon average length of customer contracts and the frequency of the 
billings cycle

2015 2016 2017 2018 2019 2020

Shares	Outstanding

Weighted	Average	Shares	Outstanding
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Summary and Guidance

FY’17 Outlook
• Net revenue expected to be in the range of $2.82-$2.83 billion
• Non-GAAP earnings per share expected to be $4.79-$4.81

FY’18 Outlook*

* Does not reflect the transition impact of ASC 606 adoption which is effective January 1, 2018

• Net revenue expected to increase 1%-2%
• Non-GAAP Operating Margin expected to be 29%-30%
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• Revenue
– Targeting nearly 90% ratable total revenue by 2020

– Transition headwind subsides significantly in 2021

– Revenue growth may deviate depending on pace of transition

• Operating Margin
– Committed to balanced approach between revenue growth and operating margin

– Focused on our core markets and accelerating spending where we are market leaders

• Timing
– Majority of transition will occur over the next three years

– New customers likely to adopt faster than existing customers

– Pace of transition is uncertain; we will provider regular updates

Summary: Subscription Transformation Plan
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• 2020 Revenue Growth Target of 4%+
– Trough revenue growth in 2018 with inflection thereafter

– Revenue to accelerate in 2019 and 2020

• 2020 Non-GAAP Operating Margin Target of 33%+
– Expect operating income growth through the transition

– Continued commitment to operational excellence in 2020+

Summary: Three-Year Financial Model
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