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Recommendation: Buy                                      Overview
Price Target: $45
Current Price: $36.67

- A leading provider of cloud-based Enhanced Finance Controls and 
Automation (“EFCA”) software

- The software offers solutions for "The Last Mile of Finance“, which are 
currently missing from ERP and CPM platforms

- Price target based on 11.5x 2017E Sales of $174.5MM and 8.5x 2018E 
Sales of $234.3MM 
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What is "The Last Mile of Finance“?
Or… what’s the contribution of EFCA  software?

- The traditional record-to-report process

Disadvantages
• Isolated systems
• Time consuming at reconciliation and accounting close
• No report in time, and a high rate of errors    3

Sources: Company Website



What is "The Last Mile of Finance“?
Or… what’s the contribution of EFCA  software?

- The modern process proposed by BL

L

4

Advantages:
• All systems are integrated 
• Automatic reconciliation 

day by day 
• Report timely & more 

accurately

Sources: Company Website



What is the Competitive Landscape in this “Last 
Mile”?  Or what is the competitive advantage of BL?
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ONLY provider that offers a unified cloud platform
- Easily to implement: No hardware, software, or 3rd party 

software to install or maintain
- Safety promise: Leading privately owned cloud infrastructure
- Lower total cost of ownership  

Sources: Peeriosity

Presenter
Presentation Notes
Implementation risk eliminated with standard system connectors and bank integrations
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Why BlackLine?

Solid Demand and Strong Pricing Power 
- Massive market potential |Target customers: Revenues > 50MM

- Lift price 3-5% per year 
- Sell more related products to the same customer
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Why BlackLine?

Fast revenue growth in Asia and EU market 
- Appoints General Manager to Lead Expansion in Asia Market
- Spend huge percentage of revenue on SG&A
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Why BlackLine?

Sticky customers with a 95% renewal rate 
- Barrier built from Implementation 

• optimizing procedures, moving data from other platforms to BL, 
customizing specific requirements, and training the end users

- High dollar-based net revenue retention rate
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Presenter
Presentation Notes
Driver of revenue retention rate: lift price, lobby the same customer to buy more products. 
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Valuation

Price/Sales2017: 11.5X

Price/Sales 2018: 8.5X

Presenter
Presentation Notes
Price is too high. 
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What are the main risks of BL?

- SAP and Oracle offer similar products and close the functionality gap
• Partnership with SAP , & Alliance with KPMG
• Oracle offers similar products in the market 

- Price lift strategy
- Data breaches

Presenter
Presentation Notes
Price is too high. 
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Management 

Therese Tucker, 
- Since 2001, Founder CEO of BL
- 1998-2001, Chief Technology Officer for SunGard Treasury Systems, a 

provider of software solutions and 
information technology services

-holds a B.S. in Computer Science and 
Mathematics from UIUC

Presenter
Presentation Notes
Price is too high. 
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Presenter
Presentation Notes
s of December 31, 2016, we had goodwill and intangible assets with a net book value of $239 million related to the acquisitions of BlackLine Systems, Inc. and Runbook.
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Why BlackLine?

- Solid demand and strong pricing power 
- Fast revenue growth in Asia and EU market 

• Special business model and aggressive sales strategy 
- Sticky customers with a 95% renewal rate 

• Barrier built from implementation
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