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Safe harbor statement
This presentation has been prepared by Sumo Logic, Inc. (“Sumo,” the “Company,” “we,” “us” or similar terms) for informational purposes only. Nothing contained in
this presentation is, or should be construed as, a recommendation, promise or representation by the presenter or Sumo. This presentation does not purport to be allinclusive or to contain all of the information you may desire. This presentation contains forward-looking statements within the meaning of the Private Securities
Litigation Reform Act of 1995. In some cases, you can identify forward-looking statements by terms such as “anticipate,” “believe,” “estimate,” “expect,” “intend,” “may,”
“might,” “plan,” “project,” “will,” “would,” “should,” “could,” “can,” “predict,” “potential,” “target,” “explore,” “continue,” or the negative of these terms, and similar
expressions intended to identify forward-looking statements. However, not all forward-looking statements contain these identifying words. These statements may relate
to our growth strategy, our estimated and projected results of operations or financial condition, or our plans and objectives for future operations, growth, initiatives, or
strategies, and other matters. By their nature, these statements are subject to numerous uncertainties and risks, including factors beyond our control, that could cause
actual results, performance or achievement to differ materially and adversely from those anticipated or implied in the statements. These risks and uncertainties are
described in greater detail under the heading “Risk Factors” in our Form 10-Q filed with the Securities and Exchange Commission (SEC) on August 26, 2022. It is not
possible for us to predict all risks, nor can we assess the impact of all factors on our business or the extent to which any factor, or combination of factors, may cause
actual results or outcomes to differ materially from those contained in any forward-looking statements we may make. Although our management believes that the
expectations reflected in our statements are reasonable, we cannot guarantee that the future results, levels of activity, performance or events and circumstances
described in the forward-looking statements will be achieved or occur. Recipients are cautioned not to place undue reliance on these forward-looking statements,
which speak only as of the date such statements are made and should not be construed as statements of fact. Except to the extent required by laws, we undertake no
obligation to update any information or any forward-looking statements as a result of new information, subsequent events, or any other circumstances after the date
hereof, or to reflect the occurrence of unanticipated events.
In addition to financial information presented in accordance with U.S. generally accepted accounting principles (“GAAP”), this presentation includes certain non-GAAP
financial measures, including non-GAAP gross profit, non-GAAP gross margin, non-GAAP operating loss, non-GAAP operating margin, non-GAAP operating expense
and free cash flow. These non-GAAP measures are presented for supplemental informational purposes only and should not be considered a substitute for financial
information presented in accordance with GAAP. These non-GAAP measures have limitations as analytical tools, and they should not be considered in isolation or as
a substitute for analysis of other GAAP financial measures. A reconciliation of these measures to the most directly comparable GAAP measures is available on our
website at investor.sumologic.com.
This presentation also contains estimates and other statistical data made by independent parties and by us relating to market size and growth and other data about our
industry. This data involves a number of assumptions and limitations, and you are cautioned not to give undue weight to such estimates. In addition, projections,
assumptions, and estimates of our future performance and the future performance of the markets in which we compete are necessarily subject to a high degree of
uncertainty and risk.
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Agenda
10:30 am

Sumo Logic vision and company strategy

11:00 am

Sumo’s core technology differentiation and innovation strategy

11:30 am

Why customers love Sumo and our growth strategy

12:00 pm

Capturing our market opportunity and financial strategy

12:30 pm

Open Q&A on webcast

1:00 pm
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Ramin Sayar, Chief Executive Officer

Tej Redkar, Chief Product Officer

Lynne Doherty, President, WW Field Operations

Stewart Grierson, Chief Financial Officer

Program concludes

We all depend
on digital
experiences.
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Cloud-native
apps drive digital
experiences.
They must be reliable &
secure to be successful.
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Cloud-native app growth drives major market shifts
Everything is
becoming digitized

Companies' investment in
digital technologies is
1
expected to increase 65%

1 EY-Parthenon,
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Apps moving
to the cloud

Data
is exploding

750 million cloud native
2
applications by 2025

Growth of cloud-native
apps (40% CAGR) requires
new capabilities to collect,
3
analyze & secure data

Digital Investment Index Report, April 5, 2022; increase refers to percentage change in allocation of revenue to digital spending from 2020 to 2022.
750 Million New Logical Applications: More Background, December 2021.
3 IDC, 750 Million New Logical Applications: More Background, December 2021; CAGR calculated from 2021 to 2025.
2 IDC,

Cloud-native application growth also drives complexity
Creating further challenges across people, process and technology silos

Expanding
tech stack
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Lack of
visibility

Data
explosion

Continuous
rapid change

Broadening
attack surface

Turning complexity
into insights.
Our cloud-native platform
helps customers in three
essential ways.
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1

Ensure application reliability

2

Secure and protect against modern threats

3

Gain insights into cloud infrastructures

Observability and security require logs

Monitor and troubleshoot the unknown unknowns is essential to cloud-native apps
More structure, less data

Logs I Metrics I Traces

Diagnose | Where?
SRE | SecOps

Logs I Traces

Troubleshoot | Why & How?
Developer | SOC Analyst |
Threat Hunter

Logs

Less structure, more data
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Monitor | What?
On call Engineer

Logs are hard:
volume, velocity and variety.
Logs are essential to
understand where, why and how.
Sumo is the gold standard
in log analytics SaaS.

Sumo Logic is purpose-built to addresses this complexity
SaaS analytics platform for reliable and secure cloud-native apps
Value

Reliable digital experiences

Protect against modern threats

Observability

Security

Real-time

Global Intelligence: Industry, Community & Data Science Insights
Cloud-native, Continuous Intelligence Platform™
True SaaS
All types of
machine data
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Multi-tenant
elastic scale

Flexible
licensing

Actionable
insights

Machine learning &
advanced analytics

Security 1st
principle

Sumo is strongly positioned: Center of DevSecOps ecosystem
More than 200 out-of-the-box integrations & applications to enable faster time-to-value
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Developer
Tools

Security
Operations

IT
Operations

Business
Services

Strong and durable tailwinds for growth
Large TAM

1

Over $50Bn
Observability $17B
Security $15B
Multi-cloud infrastructure $21B

1Based
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Data Growth

Cloud Growth

Data growth expected
to double from
2022 to 2026

Public cloud services
spend expected to
reach $896B by 2025

2

3

IT Priorities
Post-COVID
Digital transformation
Cloud computing
Security software

on data from International Data Corporation (IDC) pursuant to the Semiannual Software Tracker, 2021 H2 Forecast Release, May 12, 2022 and Worldwide Big Data and Analytics Software Forecast, 2022-2026, July 2022. Sumo Logic
estimates its total addressable market opportunity by aggregating 2022 projected revenue as follows: $17Bn Observability TAM refers to IDC’s IT Operations Management (ITOM) subsegment, $15Bn Security TAM refers to IDC’s
Cybersecurity analytics, intelligence and response orchestration subsegment and the $21Bn Multi-cloud infrastructure TAM is composed of IDC’s continuous analytics subsegment ($3Bn) and end-user query, reporting, and analysis
subsegment ($18Bn). We believe that our platform currently addresses a significant portion of this market.
2IDC, Worldwide IDC Global DataSphere Forecast, 2022–2026: Enterprise Organizations Driving Most of the Data Growth, May 2022.
3IDC, Semiannual Public Cloud Services Tracker, 2021 H2 Forecast Release, May 12, 2022.

Where we win

Sumo Logic addresses companies in all stages of cloud maturity
Greenfield

Co-exist or Replace

Cloud-native & Cloud Migration

Cloud-native & Cloud Migration

(No existing or home grown)
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(Siloed tools, on premise, etc.)

Illuminate 2022: 6th annual Sumo Logic community event
60+ customer, partner and expert sessions
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Our time is now.
Executing to capture
generational shift to
digital and cloud.
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 Powerful product portfolio
 Levers for growth
 Efficient growth model

Technology
differentiation and
innovation strategy
Tej Redkar

Chief Product Officer

Powerful
product
portfolio

Passion for product execution excellence
Tej Redkar: Cloud expert and former Sumo customer
Phase 1

Phase 2

Phase 3

Bottom-up career growth
Developer, PM, Founder,
and GM across various
sized companies

Learning strategic and
business leadership in
building and buying

Executive leadership,
operating models,
playbooks and growth
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Phase 4
Executive leadership in
a public company; global
scale and growth playbooks

Powerful
product
portfolio

We have built a
superior platform
and experience for
solving reliability &
security problems.
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Our customers care about reliability & security

Powerful
product
portfolio

Empowering a diverse set of users across DevSecOps

PMs & UX

Developers

SRE

CISO/Analyst/SecOps

Is the business
healthy?

Is the application
healthy?

Is the platform
healthy?

Is the app and
infra secure?

User experience
analysis

Ingests all logs
into Sumo

Real-time
visibility of cloud logs

Real-time threat
detection & analysis

Business
performance analysis

App & infra debugging
& troubleshooting

Platform troubleshooting

Forensic analysis

Reliability
management

Compliance analysis

Customer escalation
troubleshooting
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Powerful
product
portfolio

One cloud native platform for all personas
Transforming complexity into insights

ADVANCED ANALYTICS

UNIVERSAL DATA COLLECTION

DOMAIN-SPECIFIC INSIGHTS

Data Portability & Interoperability
Containers
Analytics

Developers

Collect &
Centralize

Metrics
Security

IT Operations

Apps &
Services

Events
Predict &
Optimize

Monitor &
Visualize

Security

AI

Logs

Social

ML

Search &
Investigate

Servers

Alert &
Notify

Support

Traces
Microservices

Business
IoT

Sumo Logic Continuous Intelligence Platform™
Unstructured | Structured | Semi-Structured Data

Powerful
product
portfolio

Turning complexity
into insights.
Our cloud-native platform
helps customers in three
essential ways.
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1

Ensure application reliability

2

Secure and protect against modern threats

3

Gain insights into cloud infrastructures

Powerful
product
portfolio

1
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Helping to ensure all applications are always on
Observability

Kubernetes Monitoring

Software Development Optimization

Improve
digital experience

Modernize applications
and architectures

Improve application release
cycles and quality

Powerful
product
portfolio

1
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Helping to ensure all applications are always on
Observability

Kubernetes Monitoring

Software Development Optimization

Improve
digital experience

Modernize applications
and architectures

Improve application release
cycles and quality

Powerful
product
portfolio

Protecting businesses against modern threats

2

Cloud Security Monitoring & Analytics

Cloud SIEM

Cloud SOAR

Comprehensive data monitoring
and analysis of modern apps

Understand the impact and context of
an attack across the enterprise

Security orchestration, automation
and response solution
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Powerful
product
portfolio

Protecting businesses against modern threats

2

Cloud Security Monitoring & Analytics

Cloud SIEM

Cloud SOAR

Comprehensive data monitoring
and analysis of modern apps

Understand the impact and context of
an attack across the enterprise

Security orchestration, automation
and response solution
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Powerful
product
portfolio

3
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Providing cloud infrastructure insights in real-time
Cloud Log Monitoring

Cloud Infrastructure Monitoring

Sensu + Open Telemetry

Accelerate
cloud migration

Improve infrastructure
reliability

Simplify and automate collection
through “monitoring as code”

Powerful
product
portfolio

3
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Providing cloud infrastructure insights in real-time
Cloud Log Monitoring

Cloud Infrastructure Monitoring

Sensu + Open Telemetry

Accelerate
cloud migration

Improve infrastructure
reliability

Simplify and automate collection
through “monitoring as code”

Powerful
product
portfolio

Building for the future of DevSecOps

From continuous to autonomous insights for better digital experiences
Observability & Security

Autonomic apps
Observability & Security

Collaborative workflows
Observability & Security

Unified experience
Multi-datatype
ingestion & scale
Self-service experience
30

Scaled advanced
analytics data structures
Embed workflow engine

AI & heuristics powered
common data lake,
analytics & workflows

Logs are essential to solving reliability
and security for cloud apps

Powerful
product
portfolio

Sumo Logic platform differentiators

Multi-solution
platform

Cloud-native
scalable

Powerful
analytics

Key Certifications and Attestations
31

Best-in-class
economics

Sumo GTM:
Accelerate the growth
Lynne Doherty

President, WW Field Operations

Levers
for
growth

Building world-class sales organizations

Lynne Doherty: Experienced industry leader to accelerate growth

Organizational
transformations
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•

GTM models

•

Splitting motions

•

Operational discipline

•

Public company
execution

•

Scaling for
accelerated growth

•

Building a
channel-first model

Managing through
macro shifts

•

Market transitions:
On-prem to cloud

•

Economic swings:
Hyper growth and
market down-turns

•

Consumption shifts:
Data explosion but
budgets are the same

We are at an inflection point

New talent, process and plan
needed for new challenges

“What got you here won’t get you there.”
34

Levers
for
growth

Levers
for
growth

Sumo has large opportunity ahead

Our winning combination: Up-leveled team, partner strategy,
growing TAM, best-in-class products and customers who love us

Technology

Customers

Partners

GTM Organization

Best-in-class
SaaS platform with
industry recognition

Customers
love Sumo

Partner focus
to scale our reach

Sumo’s team
has been up-leveled
and is ready to execute

Market: $50B+ TAM
35

1 See

footnote 1 on slide 14 for a description of the TAM.

1

We’ve re-tooled Sumo GTM for growth and scale

Levers
for
growth

To accelerate our growth, we needed to first build a solid foundation

Building the Foundation

Talent
powerhouse
36

GTM
machine

Segmentation
model

Levers
for
growth

Sumo Go-to-Market Model

Designed to help us unlock land-and-expand potential in an optimized cost model
Enterprise, High-Touch Sales
Expansion

Focused GTM model
New model established
in February 2022

•
•
•

Enterprise

Pursuit (Land) and
Expansion (Expand) roles

Pursuit

•
•

Focused on net new customers >1,500 employees
AE, SE, SDR support

Mid-Market, Inside Sales
Expansion

•
•
•

Mid-Market
Pursuit

•
•
•
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Focused on existing customers >1,500 employees
Up-sell, cross-sell, adoption
AM, SE, CSM support

Focused on existing customers <1,500 employees
Up-sell, cross-sell, adoption
AM, SE, CSM support
Focused on net new customers <1,500 employees
Velocity motion at low end
AE, SE, SDR support

Levers
for
growth

Delivering value to our customers

Because of our platform’s broad capabilities, we sell to many personas

Customer

Observability Teams

Security Teams

Executives

Buyers

SRE | DevOps |
IT Ops leader | Product leader

Security practitioner |
Product leader | SOC analytics |
Security & compliance

CIO | CISO | CSO | CTO

Needs
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•

Digital customer experience

•

Modernize security operations

•

Cloud migration

•

Application modernization

•

Audit & compliance

•

Tool consolidation & efficiency

FY23 Sumo GTM strategic focus areas

Levers
for
growth

We’re focused and invested in areas that will help us drive the biggest returns

Levers for Growth

Market
expansion
39

Strategic
partnerships

Enterprise
acceleration

Customer
penetration
& retention

Levers
for
growth

Market expansion

We’re investing in three key areas for market expansion

Public Sector

40

APJ

EMEA

Levers
for
growth

Strategic partnerships

We’re focused on a partner strategy to help us scale our growth

Managed Service Provider

ISV Partner of the Year

Moving from
partner fulfilled to
partner sourced
across all markets in
a Partner First model

Cloud Service Provider
System Integrator
Channels: Reseller & Distributor
Technology Alliances
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Levers
for
growth

Enterprise acceleration

Large opportunity to expand our install base and win new logos
Coming Soon

Phase 3:
Accelerate
Growth
Exceed targets

Phase 2:
Foot on the Gas

Retain and expand
customers

Inspection, rigor,
operational excellence

Acquire big net
new logos

ABM motions and
field marketing

Phase 1:
Reset Foundation

Pipeline building

New enterprise leadership team
and up-leveled enterprise AMs/AEs
FY23
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FY24

Customer penetration and retention

Levers
for
growth

Serving customers changing needs, driving adoption and capturing renewals

 Executive relationship building
 Premium support
Organization
and activities

97%
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 Increased adoption and use cases
 Custom campaigns
 T-minus renewals motion

CSAT Score
1

 Professional services focus

1

Sumo Internal Data: average for customer satisfaction for the six months ending July 31, 2022

 Sumo on Sumo insights

Levers
for
growth

Customers love Sumo

We serve customers of all sizes across all verticals
Financial

Travel &
Hospitality
SaaS
& Cloud
Retail
& Food
Tech &
Communications
Healthcare
Media, Gaming
& Sporting
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Manufacturing

Sumo is winning in the market

Levers
for
growth

Our platform & capabilities combined with a flexible licensing model are key differentiators

 Gold standard in SaaS log analytics

Positioned to

WIN

 Single platform for observability
and security
 Flexible licensing model
 Scalability
 Cloud-native
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Levers
for
growth

Early indicators of success

We’re already seeing partner momentum, gains in productivity and winning bigger with customers

>$100K Customers (#)

>$1M Customers (#)
50

500

40

400

30

300

200

20

100

10

0
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FY18

FY19

FY20

FY21

FY22

1H FY23

0

FY18

FY19

FY20

FY21

FY22

1H FY23

The future is

NOW
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Sumo financial strategy
Stewart Grierson

Chief Financial Officer

Scaling efficient growth companies

Efficient
growth
model

Stewart Grierson: Experienced industry leader to drive growth, operating leverage
• 30 years experience with private and public

companies of varying size and scale

Operational CFO with
proven track record

• Domain knowledge in both Security

and DevOps markets

• Managed through three major market

corrections: 2000/2001 dotcom crash,
2008 financial crisis, current market

• Track record of delivering profitable growth
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Sumo Logic by the numbers

Efficient
growth
model

1

Key financial metrics to support durable efficient growth
Scale

$100K+ Customers

Well Capitalized

$285M+

489

$350M+

Predictable

DBNR

Employees

~99%

115%

2

customers >$100K ARR

ARR

3

subscription revenue

1 All

of the numbers are as of July 31, 2022, or during the six months ended July 31, 2022.
the Appendix: Definitions for the definition of Annual Recurring Revenue or ARR.
3 See the Appendix: Definitions for the definition of Dollar-Based Net Retention or DBNR.
2 See
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cash & investments

950+
employees

$100K+ ARR customers drive our growth

Efficient
growth
model

Strong land-and-expand opportunity in key customer segment
% Growth

1

124%
210%
365%
415%
479%

446%

FY17

FY18
FY13 – FY16
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FY19
FY17

FY18

FY20
FY19

FY21
FY20

FY21

FY22
FY22

1 Represents ARR growth from February 1, 2017 through January 31, 2022 for the FY13-FY16 cohorts and the growth from the beginning of the next fiscal year
after acquisition through January 31, 2022 for the remaining cohorts through the FY21 cohort. The FY22 cohort is part of the 489 customers that exceed $100K
as of July 31, 2022 but does not have a full year of comparison so its growth rate has been excluded.

• Our 489 $100K+ customers represent
more than 80% of our ARR
• Significantly higher sustained growth profile
•

Considerable room for further expansion

• Digitally advanced companies that deliver
mission critical cloud apps
• Concentrated in tech, finance, media
and retail verticals
• We believe this trend will be replicated in
other industries as companies digitize and
move to cloud

Sample customer land-and-expand business model

Efficient
growth
model

Additional adoption through data volumes and new functionality

ARR
$1.6M

CAGR >40% since land
Use Cases:
• Observability
• Security:
– Cloud SIEM
– Security analytics
– Audit and compliance
• Multi-cloud infrastructure

$0.2M

FY16
Initial Land
Security analytics
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FY17
Data Growth
+$150K

FY18

FY19
Data Growth
+$110K

FY20
Observability
(Logging)

FY21
Observability
(Metrics)

+$80K

+$120K

FY22
Cloud SIEM

FY23
Data Growth

+$440K

+$500K

Historical operating and financial model
Timeline and evolution of Sumo Logic’s financial profile
Actual
393M
FY20

Actual

Actual

462M FY21

1B+ FY22

ARR
y/y Growth Rate

$180M
48%

$208M
15%

$259M
24%

Revenue
y/y Growth Rate

$155M
50%

$203M
31%

$242M
19%

$289M
19%

$293M
21%

-38%

-15%

-20%

-23%

-22%

Non-GAAP
1
Operating Margin

COVID-19
and IPO
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FY23 Guidance

1 GAAP

Investing for
reacceleration

GTM changes

operating margin was -60%, -38% and -50% in FY20, FY21 and FY22, respectively. See the Appendix: Reconciliation of GAAP to Non-GAAP Results.

Efficient
growth
model

Path to profitability

Clear plan to drive efficient growth and reach profitability

1

FY23
Guidance

During
FY26

Revenue

$289M - $293M

$475M - $525M

Operating Margin

(22%) – (23%)

Break-Even

54

1 Operating

margin is on a non-GAAP basis.

Efficient
growth
model

Path to profitability

Clear plan to drive efficient growth and reach profitability

1

FY23
Guidance

During
FY26

Revenue

$289M - $293M

$475M - $525M

Gross Margin

~70%

Scale and operating efficiencies

74% - 76%

S&M

~48%

Focused pursuit and expansion model,
channel leverage and international expansion

40% - 42%

R&D

~27%

Focused product innovation

20% - 22%

G&A

~17%

Scale and automation

10% - 12%

Operating Margin

(22%) – (23%)
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Break-Even

1 Gross

Margin, S&M, R&D, G&A and Operating Margin are on a non-GAAP basis.

 $50B+ TAM1 and tailwinds from cloud
migration, digital transformation and
data growth
 Differentiated unified, SaaS analytics
platform for Observability and Security

Now is the time for

 Multiple levers for long term, durable growth
 Clear path to profitability
 Experienced team of operators to
drive scale and efficient growth
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1 See

footnote 1 on slide 14 for a description of the TAM.

Open Q&A
All speakers
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Ramin Sayar

Chief Executive Officer
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Tej Redkar

Chief Product Officer

Lynne Doherty

President, WW Field Operations

Stewart Grierson

Chief Financial Officer

September 20, 2022
Nasdaq MarketSite, New York City

Appendix: Definitions
ARR is the annualized recurring revenue run-rate from all customers that are under contract with us at the end of the
period or with which we are negotiating a renewal contract. Given our historical experience of customer renewals, if we are
in active discussions for a renewal, we continue to include customers with expired contracts in our ARR until the customer
either renews its contract or negotiations terminate without renewal. For certain customers whose revenue may fluctuate
from month to month based upon their specific contractual arrangements, we calculate ARR using the annualized monthly
recurring revenue, or MRR, run-rate (MRR multiplied by 12). This enables us to calculate our anticipated recurring revenue
for all customers based on our packaging and licensing models, which we believe provides a more accurate view of our
anticipated recurring revenue.
Dollar-based net retention rate is calculated as of a period end by starting with the ARR from all subscription customers
as of 12 months prior to such period end, or Prior Period ARR. We then calculate the ARR from these same subscription
customers as of the current period end, or Current Period ARR. Current Period ARR includes any expansion and is net of
contraction or churn over the trailing 12 months but excludes ARR from new subscription customers in the current period.
We then divide the Current Period ARR by the Prior Period ARR to arrive at our dollar-based net retention rate.
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Appendix: Reconciliation of GAAP to Non-GAAP Results
Year Ended January 31,
2022

(dollars in thousands)

2021

2020

Reconciliation of operating loss and operating margin
GAAP loss from operations

$

(121,275)

$

(77,659)

$

(93,095)

Add: Stock-based compensation expense & employer taxes

55,893

40,951

22,034

Add: Amortization of acquired intangible assets

12,136

6,759

2,569

5,041

—

3,005

—

—

6,689

Add: Acquisition-related expenses
Add: Impairment of capitalized internal-use software
Non-GAAP operating loss

$

(48,205)

$

(29,949)

$

(58,798)

GAAP Operating margin

(50)%

(38)%

(60)%

Non-GAAP operating margin

(20)%

(15)%

(38)%

61

