Stay Connected!
Internet in the Convention Center
• Network Name: Blackbaud
• Password: bbcon2018
Download the bbcon 2018 Mobile App
• On the login screen enter your email
(must match the email used to register
for bbcon).
• Select “Automatic Login.”
• You will receive an email with a link that
will automatically log you into the app.
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BLACKBAUD INVESTOR SESSION
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TICKER: BLKB

Forward-Looking Statements
Forward-Looking Statements: This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities
Exchange Act of 1934, as amended. Forward-looking statements in this presentation consist of, among other things, statements regarding future operating results, all of which are based on current
expectations, estimates, and forecasts, and the beliefs and assumptions of the Company’s management. Words such as “expects,” “anticipates,” “aims,” “projects,” “intends,” “plans,” “likely,” “will,”
“should,” “believes,” “estimates,” “seeks,” variations of such words, and similar expressions are intended to identify such forward-looking statements. These forward-looking statements are subject to risks,
uncertainties and assumptions that are difficult to predict. Therefore, actual results may differ materially and adversely from those expressed in any forward-looking statements. Factors that could cause
actual results to differ materially from the Company’s expectations expressed in this presentation include: expectations for achievement of 2018 financial guidance; risks associated with fluctuations in
foreign exchange rates and the related impact on 2018 financial guidance; expectations for continuing to successfully execute the Company’s growth and operational improvement strategies;
expectations of future growth in the global giving software solutions market, segments within that market and the Company’s total addressable market; expectations that achieving the Company’s goals
will extend its competitive advantage and provide improved product quality and innovative solutions for its customers; expectations that the consolidation of legacy systems into best-of-breed platforms
will drive increasing operating efficiency and contribute to margin improvement; expectations that the Company’s financial position provides flexibility to fuel future growth through acquisitions or other
opportunities; expectations that past acquisitions have expanded the Company’s customer and market opportunities; risks associated with acquisitions; uncertainty regarding increased business and
renewals from existing customers; risks associated with implementation of software products; the ability to attract and retain key personnel; risks related to the Company’s leverage, credit facility, dividend
policy and share repurchase program; lengthy sales and implementation cycles; technological changes that make the Company’s products and services less competitive; risk related to the adequacy of our
data security procedures and the other risk factors set forth from time to time in the Company’s SEC filings. Factors that could cause or contribute to such differences include, but are not limited to, those
summarized under Risk Factors in the Company’s most recent annual report on Form 10-K, and any quarterly reports on Forms 10-Q thereafter, copies of which are available free of charge at the SEC’s
website at www.sec.gov or upon request from the Company’s investor relations department. Given these risks and uncertainties, you should not place undue reliance on these forward-looking statements.
Also, forward-looking statements represent the Company’s beliefs and assumptions only as of the date of this presentation. Except as required by law, the Company does not intend, and undertakes no
obligation, to revise or update these forward-looking statements, or to update the reasons actual results could differ materially from those anticipated in these forward-looking statements, even if new
information becomes available in the future.
Trademark Usage: All Blackbaud product names appearing herein are trademarks or registered trademarks of Blackbaud, Inc. This presentation contains trade names, trademarks and service marks of other
companies. The Company does not intend its use or display of other parties’ trade names, trademarks and service marks to imply a relationship with, or endorsement or sponsorship of, these other parties.
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Non-GAAP Financial Measures
Use of Non-GAAP Financial Measures: The Company has provided in this presentation financial information that has not been prepared in accordance with GAAP. The Company uses these non-GAAP financial measures internally in analyzing its financial results and
believes they are useful to investors, as a supplement to GAAP measures, in evaluating the Company’s ongoing operational performance. The Company believes that the use of these non-GAAP financial measures provides an additional tool for investors to use in
evaluating ongoing operating results and trends and in comparing its financial results from period to period with other companies in the Company’s industry, many of which present similar non-GAAP financial measures to investors. These non-GAAP financial
measures may not be completely comparable to similarly titled measures of other companies due to potential differences in the exact method of calculation between companies. The Company believes that these non-GAAP financial measures reflect the
Company’s ongoing business in a manner that allows for meaningful period-to-period comparison and analysis of trends in the Company’s business. Non-GAAP financial measures should not be considered in isolation from, or as a substitute for, financial
information prepared in accordance with GAAP. Investors are encouraged to review the reconciliation of these non-GAAP measures to their most directly comparable GAAP financial measures.
Blackbaud discusses non-GAAP organic revenue growth measures, including non-GAAP organic revenue growth, non-GAAP organic revenue growth on a constant currency basis and non-GAAP organic recurring revenue growth, which Blackbaud believes provide
useful information for evaluating the periodic growth of its business as well as growth on a consistent basis. Each measure of non-GAAP organic revenue growth excludes incremental acquisition-related revenue attributable to companies acquired in the current
fiscal year. For companies acquired in the immediately preceding fiscal year, if any, each measure of non-GAAP organic revenue growth reflects presentation of full year incremental non-GAAP revenue derived from such companies as if they were combined
throughout the prior period, and it includes the current period non-GAAP revenue attributable to those companies, as if there were no acquisition-related write-downs of acquired deferred revenue to fair value as required by GAAP. In addition, each measure of
non-GAAP organic revenue growth excludes prior period revenue associated with divested businesses. The exclusion of the prior period revenue is intended to present the results of the divested businesses within the results of the combined company for the
same period of time in both the prior and current periods. Blackbaud believes this presentation provides a more comparable representation of our current business’ organic revenue growth and revenue run-rate. In these materials, Blackbaud is presenting the
following unaudited information: historical recurring and total revenue for the three and six month periods ended June 30, 2018 and for the fiscal year ended December 31, 2017 and the interim periods therein; calculations for recurring revenue growth and total
revenue growth for the six month period ended June 30, 2018 and the interim periods therein; and calculations of non-GAAP organic recurring revenue growth, non-GAAP organic revenue growth and non-GAAP organic revenue growth on a constant currency
basis for the same periods.
Non-GAAP free cash flow is defined as operating cash flow less capital expenditures, including costs required to be capitalized for software development, and capital expenditures for property and equipment.
Reconciliation of GAAP to Non-GAAP Financial Measures: Reconciliations of the most directly comparable GAAP measures to non-GAAP financial measures and related adjustments, as well as details of Blackbaud's methodology for calculating non-GAAP organic
revenue growth, non-GAAP organic revenue growth on a constant currency basis and non-GAAP organic recurring revenue growth can be found in the Appendix to these materials and on the "Investor Relations" page of the company's website.
Blackbaud has not reconciled forward-looking non-GAAP financial measures contained in this investor material to their most directly comparable GAAP measures. Such reconciliations would require unreasonable efforts at this time to estimate and quantify with a
reasonable degree of certainty various necessary GAAP components, including for example those related to compensation, acquisition transactions and integration, tax items or others that may arise. These components and other factors could materially impact
the amount of the future directly comparable GAAP measures, which may differ significantly from their non-GAAP counterparts.
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Speakers & Agenda
11:05 - 12:30 PM

Investor Session
Mike Gianoni
• Company Overview
• Industry Leading Cloud Technology
• Large and Growing Addressable Market

Mike Gianoni
PRESIDENT & CEO

Tony Boor
• Revenue Growth Strategy
• Improving Operating Efficiency
• Maintaining Our Disciplined Capital Strategy
Q&A
12:00 - 1:30 PM

Lunch in Expo Hall

1:45 - 5:15 PM

Breakout Sessions

Tony Boor
EXECUTIVE VICE PRESIDENT & CFO

5

Full Year 2018 Guidance Update – 3 Categories

1

One-time services revenue

2

Transactional revenue

3

Subscription based recurring revenue

Continued business model transformation toward subscription based recurring revenue.
This represents roughly half of the updated change in our outlook.

Recent shift in trends in consumer behavior within UK market, a shift in mix of payments
methods within Tuition Management business, and less major one-time events during
2018. This represents a variance nearly as large as category 1.

Least material category

Non-GAAP guidance updated 10/8/2018
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COMPANY OVERVIEW
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Blackbaud is the world’s leading cloud software company
powering social good
PROVEN
LEADERSHIP

Reinvented company with
the leading cloud
powering the social good
community.

UNMATCHED
SOLUTIONS

We are proud to be
recognized for our
outstanding, purpose-built
solutions and support.

UNRIVALED
EXPERTISE

Over 40,000
organizations are
advancing their missions
with Blackbaud.

80%
of the "most influential"
nonprofits 1

$100B+
raised, granted, and invested
in their programming by our
customers each year2

93%
of higher education
institutions with
billion-dollar
campaigns 3

80%
of the largest U.S.
nonprofit hospital
systems 4

Source: (1) Top 50 listed by The Street.com featured by MSN 5/2016; validated 1/2018 (2) Internal Statistics, (3) Council for Advancement and Support of Education, (4) Becker’s Hospital Review
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Strong Executive
Leadership Team
Kevin Mooney

Tony Boor

Kevin Gregoire

EVP & CFO

EVP & PRESIDENT,
EMG

Mike Gianoni

Kevin McDearis

Catherine LaCour

Walter Loiselle

PRESIDENT & CEO

EVP & CHIEF PRODUCTS
OFFICER

CHIEF MARKETING
OFFICER

SVP, CUSTOMER
OPERATIONS

EVP & PRESIDENT,
GMG

David Benjamin

Brian Boruff

EVP & PRESIDENT,
IMG

EVP, PARTNER
ECOSYSTEM AND
GLOBAL ALLIANCES

Mary Beth
Westmoreland

Patrick Hodges
SVP & CHIEF OF SALES

SVP & CHIEF
TECHNOLOGY OFFICER

John Mistretta

Jagtar Narula

Jon Olson

Steve Halleck

EVP, HUMAN RESOURCES

SVP, CORPORATE
STRATEGY & BUSINESS
DEVELOPMENT

SVP & GENERAL
COUNSEL

SVP, BUSINESS
OPERATIONS
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A Culture Built on Unmatched Commitment to Social Good

100,000

600+

hours volunteered
annually by employees

engineers; largest
R&D investment in
the sector

8 out of 10

3%

of employees
volunteer regularly

12.6% of 2017 pre-tax profit donated through

Pre-tax profit
donated1

500+

employees worked
previously for social good
organizations

2.5x

employees participating in
matching gift program
compared to national
median

9 out of 10
employees say Blackbaud’s
mission was important to
their decision to join the
company

1 out of 4

employees serve on
nonprofit boards

grants, cash, volunteering and thought leadership
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Executing a Clear Four-Point Growth Strategy
01

Deliver integrated and open
solutions in the cloud
Comprehensive, purpose-built
cloud solutions

Expand total
03
addressable market
Acquiring, building, and partnering into
near adjacent markets

02

Drive sales effectiveness
Improving sales productivity to
drive recurring revenue growth

Improve operating
04
efficiency
Building a world-class
operating model
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INDUSTRY LEADING
CLOUD TECHNOLOGY
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Blackbaud provides the market’s most comprehensive
capabilities for social good

Single-Point Products
A fundraising-focused product portfolio

Vertical Cloud Solutions
The market’s most comprehensive solutions for social good

13
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Made possible by industry leading cloud technology
Power of the Platform
Common shared components

Continuous innovation and
feature deployment
Fast time to market

Integrated capabilities
Enables a network effect
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CHURCH
MANAGEMENT
• Assimilation
• Child/Secure Check-in
• Church App
• Facility Management
• Online Communities
• Small Group
Management

FUNDRAISING AND
RELATIONSHIP
MANAGEMENT
• Capital Campaign
Management
• Online Gifts &
Payments
• Major Gift Cultivation
• Membership
• Donor & Giving
Management
• Individual Fundraising

ANALYTICS
• Data Enrichment
Services
• Reporting

Driving High-velocity Engineering
The Cloud Solution for Faith Communities
FINANCIAL
MANAGEMENT
• Accounts Payable
• Budgeting
• Payment Processing
• Fund Accounting

MARKETING AND
ENGAGEMENT
• Event Registration
• Church App
• Small Group
Management
• Online Communities
• Volunteer
Management
• Direct Mail
• Email
• Social Insights
• Website
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Driving High-velocity Engineering
The Cloud Solution for Faith Communities

Video available via webcast replay
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EDUCATION
MANAGEMENT
• Applicant CRM
• Student Information
• Recruiting and
Enrollment Management
• Learning Management
• School Website System

FUNDRAISING AND
RELATIONSHIP
MANAGEMENT
• Donor Management
• Advancement CRM
Membership
• Campus Social
Responsibility
• Peer-to-Peer
Fundraising
• Employee Giving

ANALYTICS
• Advancement
Analytics
• Student Analytics

Driving High-velocity Engineering with
The Cloud Solution for Higher Education

FINANCIAL
MANAGEMENT
• Payment Processing
• Fund Accounting
• Commerce Solutions
• Tuition Management
• Grants and
Endowments
• Outcomes/Impact
Measurement

GRANT AND AWARD
MANAGEMENT
• Grant and Scholarship
Management
• Donor Stewardship

MARKETING AND
ENGAGEMENT
• Alumni Engagement
• Social Media Platforms
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LARGE AND GROWING
ADDRESSABLE MARKET

18

Social good is a significant, stable, and growing market,
spanning the public, private, and social sectors.
More than 1.6M
nonprofits in the US1;
Millions more globally

$410B in charitable
giving and growing2
•
•
•

Over $2T in annual
revenue and expenses1

3rd largest employer4

Tracks GDP and S&P 500
~80% given by individuals
Less than 10% given online3

Foundations have over
$865B in assets5

Fortune 500 companies
spend over $15B on
corporate social
responsibility6

US Statistics. Source: (1) IRS.gov, (2) Giving USA 2018, (3) Blackbaud Institute 2017, (4) Center for Civil Society Study 2012, (5) Foundation Center, (6) Economic Policy Group
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Substantial Vertical Markets with Headroom for Growth
$8B+

<15%

$1.5B+

Revenue
Penetration

Incremental
Faith-based Opportunity

Current
2018 TAM

Revenue Penetration by Vertical
$3.5B+ TAM

$1.5B+ TAM

Each vertical represents $0.5B - $1B TAM

<5%
Companies &
Foundations

<5%
Faith

<10%
Nonprofits

<15%
K-12
Schools

<15%
Higher
Education
<10%
Healthcare

<10%
Arts &
Cultural

TAM represents total estimated annual spend. FY 2018 TAM $8.2B
Sources: FY 2017 Blackbaud Revenue, Based on 2013 data derived from primary research, Boston Analytics, Blackbaud Data – IRS, Canadian Customs & Revenue Agency, Caritas, Private School Universe, Carnegie Higher Education, Guidestar; OECD, CIA World Factbook, Johns Hopkins University, NTEN
2014 Nonprofit Technology Staffing and Investments Report, Blackbaud internal data
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Summary

Unmatched
commitment to social
good sector

Industry Leading cloud
platform

Focused on large and
growing vertical
markets
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REVENUE GROWTH
STRATEGY
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Blackbaud Financial Strategy
Business Model Drives Recurring Revenue
Approximately 90% recurring revenues

Improving Operating Efficiency

Scalable model with strategic investments in growth

Generating Healthy Free Cash Flows
Strong FCF growth and margin accretion inclusive of investments

Strong Returns on a Growing Investment Base
ROIC nearly double WACC

23

Strategy Drives Future Revenue Growth
Revenue Growth Drivers
Grow Recurring Bookings

Rapid Innovation
Sales headcount and productivity

Retain the Base

Bookings mix (recurring vs. one-time)
Indirect Channel Sales

Strategic Acquisitions

Customer success and satisfaction
Increasing M&A Capacity
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Building a scalable, efficient
global sales engine

Sales Efficiency
Productivity focus
Ramping sales hiring

Prescriptive Selling
Vertical market focus

Deploy reps in market
Expand partner channel

Integrated clouds

Scalable Model

Bifurcate sales inside vs. outside

Global sales operations

Customer success organization
Best-in-breed back
office systems

2015

2019
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Driving Sales Effectiveness
LARGE MARKET COVERAGE
OPPORTUNITY
Over 1.6 million1

Registered nonprofits in the US –
Millions Globally

IMPROVING MARKET
COVERAGE
Add sales headcount

Over 100 new openings posted

Improve territory segmentation
440 direct sales reps
As of 6/30/18

98% bookings

Direct to market

80% bookings

Back to customer base vs. new logos

New roles organized by vertical
Strategic / Core / Tele-sales
Prospect / Back-to-base

Build a robust partner channel

VAR, Strategic, and ISV programs

GROW
RECURRING
BOOKINGS

IMPROVING
PRODUCTIVITY
Improving on key productivity
measures:
New hire ramp time
ARR Quota : On Target Earnings
Recurring : One-time bookings
Retention of productive reps

1Source: IRS.gov
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RETAIN
THE BASE

Creating Long Term Customer Value
1%

1%

Improvement in
Retention

Organic Revenue
Growth

Goal

Culture

Metrics

Programs

Customer

Improve customer
retention to
industry best.

Built around
customer success
and creating longterm customer value.

Internal retention
goals and targets.
Track outcomes
over time.

Workstreams and
executable
initiatives aligned to
internal goals.

Deliver a consistent
customer experience,
anticipation of
customer needs.
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STRATEGIC
ACQUISITIONS

Executing Successful M&A Strategy
Acquisitions

Proven Strategy
✓
✓
✓
✓

Expand TAM into near adjacencies
Accelerate shift to the cloud
Accelerate revenue growth
Accretive to operating margins

Growing M&A capacity
Strong return on investments
2017 ROIC: 17.4%
2017 WACC: 9.0%

1.9x

Vertical

Expand TAM

Education

Technology Tuck-in

Peer-to-Peer

+$0.2B

Education &
Foundations

+$0.1B

Multiple

Technology Tuck-in

Education

+$0.7B

Foundation &
Corporations

+$0.6B

Education

+$0.3B

*ROIC Calculation provided in Appendix
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IMPROVING
OPERATING EFFICIENCY
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Vertical
Go-to-Market

Efficient, Scalable
Operating model

ARTS &
CULTURAL
ORGANIZATIONS

Vertical Go-to-market

focus on customer needs and
solution selling

Centers of Excellence

support functions with common
systems, metrics and measurement

Global Centers of
Excellence (COEs)
GLOBAL
MARKETING

SALES
OPERATIONS

COMPANIES

CUSTOMER
SUCCESS

FAITH
COMMUNITIES

Productivity Improvement

NONPROFITS

Centralized
Back Office

RESEARCH,
DELIVERY &
OPERATIONS

continuous improvement across
all functions of the organization
FOUNDATIONS

K–12
SCHOOLS

CUSTOMER
OPERATIONS

DATA
INTELLIGENCE

HIGHER
EDUCATION
INSTITUTIONS

HEALTHCARE
ORGANIZATIONS
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Current Investments Support Future Growth
Current Investments

Operating Margin

Incremental Sales Hiring

Improving market coverage

Workplace and Workforce Strategy

Increasing flexibility while driving energy and community

Move to Third Party Hosting

Enhanced scalability and security

Engineering and Innovation
Invest in innovation

Near term expansion depends
on level of investments in:
• Sales and marketing
• Engineering and Innovation
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Example: Workplace and Workforce Strategy
Strategic approach to real estate portfolio

▪ Corporate strategy drives locations
▪ Reducing lease obligations via “serviced office” model
▪ Opened nearshore office in Costa Rica

Flexible global workforce location strategy

▪ Team placement and hiring based on strategic locations
▪ Leveraging “serviced offices” to create flexibility for
employees (e.g. account executives)

Energized workplace
▪ Drive energy and community through design and operations
▪ New global world HQ opened Q2 2018
▪ Similar design across all offices
32

MAINTAINING OUR
DISCIPLINED CAPITAL STRATEGY
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Maintaining a Disciplined Capital Strategy
GROWTH AND OPERATING
INITIATIVES

• Capital investments
consistent with solution
roadmap and strategy
• Invest in operational
efficiencies

MAINTAIN STRONG
BALANCE SHEET
• Cash balances

• Debt maintenance
• Debt to EBITDA < 3.5X

RETURN OF CAPITAL
TO SHAREHOLDERS*
• Annual dividend of $0.48
per share
• Share repurchase—
$50M authorized and
available

• Strategic acquisitions

*Dividend payments are not guaranteed and our Board of Directors may decide, in its absolute discretion, at any time and for any reason, not to declare or pay further dividends and/or repurchase
our common stock.
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Improving Shareholder Value
A reinvented company with an unmatched
commitment to the social good sector
Rapid innovation and growing M&A capacity expanding
a large, stable and growing addressable market
Executing a disciplined strategy focused on
accelerating financial performance
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Q&A
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Appendix
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Return on Invested Capital (ROIC) Calculation
(dollars in thousands)

Total Assets
Less restricted cash
Less non-interest bearing current liabilities
Add: Accumulated depreciation
Add: Accumulated amortization of software development
Add: Accumulated amortization of intangibles
Add: Research & development (excluding stock-based compensation) 3Y Expense 1
Invested Capital

Income from Operations
Add: Depreciation
Add: Amortization of software development
Add: Amortization of intangibles
EBITDA
Add: Stock-based compensation
Add: R&D Exp (excl SBC)
Adjusted EBITDA
Less: Implied taxes (assumes 32% tax rate)
Adjusted NOPAT
Return on invested capital (ROIC)

2017
1,759,426
(611,880)
(355,548)
103,600
30,306
210,957
245,320
1,382,181

64,031
17,802
12,764
43,370
137,967
40,631
82,146
260,744
(20,490)
240,254
17.4%

1. Sum of previous three years R&D expense excluding any stock-based compensation
Note: Non-GAAP EBITDA, Adjusted EBITDA, Adjusted NOPAT
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Historical Reconciliations of GAAP to Non-GAAP Financial Measures Reflecting
the Adoption of ASU 2014-09 (Unaudited)

Note 1: The individual amounts for each quarter may not sum to full year totals due to rounding.
Note 2: Beginning in 2018, we now apply a non-GAAP effective tax rate of 20.0% in our determination of non-GAAP net income. All 2016 and 2017 measures of the tax impact related to non-GAAP adjustments, non-GAAP net
income and non-GAAP diluted earnings per share included in these materials are calculated under Blackbaud's historical non-GAAP effective tax rate of 32.0%.
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Historical Reconciliations of GAAP to Non-GAAP Financial Measures Reflecting
the Adoption of ASU 2014-09 (Unaudited)
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