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AGENDA
Welcome and Vision Henry Schuck | Founder and Chief Executive Officer

Culture, Diversity and Inclusion Alyssa Lahar | Chief Human Resources Officer

Platform Evolution and Data Innovation Nir Keren | Chief Technology Officer
Hila Nir | Chief Product Officer
Derek Smith | SVP of Innovation and Data R&D

Data Driven Go-To-Market Chris Hays | Chief Operating Officer

Customer Panel Shane Murphy-Reuter | Chief Marketing Officer
Michelle Worley | T-Mobile
Sean Kay | UiPath

Financial Framework Cameron Hyzer | Chief Financial Officer

Q&A Henry Schuck | Founder and Chief Executive Officer
Chris Hays | Chief Operating Officer
Cameron Hyzer | Chief Financial Officer



Additional Resources!
Customer Case Studies, Privacy and Data Protection Resources, 

Product Demos, and more.



This presentation contains forward-looking statements that reflect our current views with respect to, among other things, 
our service offerings and product features. Forward-looking statements include all statements that are not historical 
facts. In some cases, you can identify these forward-looking statements by the use of words such as “outlook,” “believes,” 
“expects,” “potential,” “continues,” “may,” “will,” “should,” “could,” “seeks,” “predicts,” “intends,” “trends,” “plans,” “estimates,” 
“anticipates,” or the negative version of these words or other comparable words.

The forward-looking statements contained in this presentation are based on our current expectations and are not 
guarantees of future performance. There can be no assurance that our expectations, beliefs and projections will result or 
be achieved. Such forward-looking statements are subject to various risks, uncertainties, assumptions or changes in 
circumstances that are difficult to predict or quantify. Important factors that could cause actual results to differ materially 
from those indicated by the provided forward-looking information include risks and uncertainties relating to: (1) the 
impact of COVID-19; (2) the effects of competition; (3) changes in business plans; and (4) other factors discussed in 
documents ZoomInfo Technologies Inc. has filed, or may file from time to time, with the United States Securities and 
Exchange Commission. Each forward-looking statement contained in this presentation speaks only as of the date of this 
presentation, June 14, 2021. We undertake no obligation to publicly update or review any forward-looking statement, 
whether as a result of new information, future developments or otherwise, except as required by law.

Safe Harbor Statement



https://video.zoominfo.com/watch/hr79fUqU2airdSiiZcxPE2


Welcome and Vision
Henry Schuck | Founder and Chief Executive Officer



Customers(3)

>950 with $100k or greater ACV
20,000+ total customers

Best in Class Execution 

International
>65% YoY 
revenue growth(3)

1,900+ employees(1)

1,000+ onboarded virtually(2)

Team

New Products & 
Acquisitions

Strategic 
Partnerships

1. As of May 31, 2021
2. Joined between June 1, 2020 – May 31, 2021
3. As of March 31, 2021



Centralize and Streamline Data Delivery



Data is Foundational to GTM

Companies ContactsIntelligence



What Makes 
Apple AirPods 
So Great?



ZoomInfo + Engage



ZoomInfo + Engage



ZoomInfo + Engage



ZoomInfo + Engage



SYSTEMS OF ENGAGEMENT

CONNECTORS

MANUAL EXPORT

Companies ContactsIntelligence

INTELLIGENCE
LAYER

Our Platform: Past



INTELLIGENCE
LAYER

Companies ContactsIntelligence Intent InboxAITech Stack Scoops Hierarchy Locations Financials Identity 
Graph

WORKFLOW
LAYER

Alert
Sales Rep

Assign
Task

Prioritize 
Targets

Recommend
Content

Add to 
Salesflow

Send Email

Deliver Ad
Audience

Initiate 
Chat Bot

System of Record

Engagement
Workflows

Enablement
Workflows

FormComplete EnrichAPIs IntegrationsNeverBounce Sync

ENGAGEMENT
LAYER

Our Platform Now: Insight-Driven Engagement

Sales 
Automation

Live Chat & 
Chat Bots

Engage Chat



INTELLIGENCE
LAYER

Intelligence InboxAI

WORKFLOW
LAYER

ENGAGEMENT
LAYER Sales 

Automation
Live Chat & 
Chat Bots

Engage Chat

Vision for the Future: Data-Driven GTM Platform

ABM Pipeline
Forecasting

Knowledge 
Base & 
Support

Product 
Usage ERPMarketing 

Automation
Conversation
Intelligence

Customer 
Experience

Corporate 
Gifting
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A Vision Brought to Life Through Integrated Acquisitions

INTELLIGENCE
LAYER

Intelligence InboxAI

WORKFLOW
LAYER

ENGAGEMENT
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Automation
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Chat Bots

Engage Chat
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2019



ZoomInfo + Insent.ai

https://video.zoominfo.com/watch/S146BJbUViKxfZ1ugCysnf


The Future of Sales & Marketing



The Undisputed Leader in 
Sales & Marketing Intelligence



ZoomInfo Culture

We define new 
possibles

We are 
difference 

makers
Our bar is high

We get 
stuff done

We are one 
team, with 
one dream



ZoomInfo Culture



https://video.zoominfo.com/watch/VULUah8fdFFaEX88ohUjHh


Culture, Diversity and Inclusion
Alyssa Lahar | Chief Human Resources Officer



Platform Evolution 
and Data Innovation
Nir Keren | Chief Technology Officer
Hila Nir | Chief Product Officer
Derek Smith | Senior Vice President of Innovation and Data R&D



Team Growth - Apps Team



Team Growth - Data Team

> 25B data points



Data Growth
Signatures extractor



Name (first, last, credentials) 
and title attributes are all in 
one line. V2 parsed it 
perfectly!  👍

What we see

Corine Andrade CDT Asst. Project Manager
Shawmut Design and Construction
3 Davol Square, Suite A275
Providence, RI 02903
P 401.752.6513, F 617.622.8513
C 617.438.1190

Name Attributes:
{‘first’: ‘Corine’, ‘last’: ‘Andrade’, ‘credentials’: ‘CDT’}
Title Company Attributes:
{‘title’: ‘Asst. Project Manager’, ‘company’: ‘Shawmut Design 
and Construction’, ‘credentials’: ‘CDT’}
Connection Attributes:
{‘mobile’: ‘617.438.1190’, ‘faxes’: ‘617.622.8513’, ‘phones’: 
‘401.752.6513’}
Location Attributes:
{‘address’: ‘3 Davol Square, Suite A275’, ‘city’: 
‘Providence’, ‘state’: ‘RI’, ‘zip’: ‘02903’}

What we get



V2 parsed title to be “PA 
to Chairman” 👍

What we see

Talia Rubinstein
PA to Chairman
Mobile: +1.917.720.3441
Skype: talia. apt
Visit Us in Booth #811 at ACMG 2015
www.FDNA.com  www.fdna.com/

Name Attributes:
{‘first’: ‘Talia’, ‘Last’: ‘Rubinstein’ }
Title Company Attributes:
{‘title’: ‘PA to Chairman’}
Connections Attributes:
{‘urls’: [‘www.fdna.com’], ‘skype’: [‘ talia.apt’], ‘mobiles’: 
[‘+1.917.728.3441’]}

What we get



V2 parsed the title to be 
"CAPRICORN LOGISTICS” 
and not “Asst. Manager | 
Export EDI-Dept" 👍

What we see

Savita Kharolia
Capricorn Logistics Pvt Ltd | Asst. Manager | Export 
EDI-Dept
T:0124 4149558 Ext 572
337, Udyog Vihar Phase 2 (First floor)
Gurgaon-122001

Name Attributes:
{‘first’: ‘Savita’, ‘Last’: ‘Kharolia’ }
Title Company Attributes:
{‘title’: ‘Asst. Manager | Export EDI-Dept’, ‘company’: 
‘Capricorn Logistics Pvt Ltd’}

What we get





Streaming Intent Video

https://video.zoominfo.com/watch/GSq34kHzBNJU1K23DoRxHE


Custom Intent Video

https://video.zoominfo.com/watch/eqnuRhSqnCZwVGMmN3mqoH


Record Classification

ID: 2431005542

Industry: Software

Department: Finance

Job Function: Finance Exec

Mgmt Level: C-Suite

Location: Portland Metro

First Name: Cameron
Last Name: Hyzer



Doppelganger 
Score:

97
High confidence in 
doppelganger status

ID: 2431005542
@ ZoomInfo

ID: 431007731
@ Eze Software

Left 
Company

Industry: Software

Department: Finance

Job Function: Finance Exec

Mgmt Level: C-Suite

Location: Portland Metro

First Name: Cameron
Last Name: Hyzer

Industry: Software

Department: Finance

Job Function: Finance Exec

Mgmt Level: C-Suite

Location: Boston Metro

First Name: Cameron
Last Name: Hyzer



Consolidated Profiles



Doppelganger 
Score:

X
Not enough confidence 
in doppelganger status

ID: 431007731ID: 243105542

Algorithm Keeps Separate Profiles

Industry: Insurance

Department: Sales

Job Function: Female

Mgmt Level: Non-manager

Location: Boston Metro

First Name: Dawn
Last Name: Robbins

Industry: Insurance

Department: Sales

Job Function: Female

Mgmt Level: Non-manager

Location: Boston Metro

First Name: Dawn
Last Name: Robbins
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https://video.zoominfo.com/watch/DbUMhgyw3BFWZ9zwArkKS8?


https://video.zoominfo.com/watch/P5jb5n9k51uLJ94qWiszrJ?


https://video.zoominfo.com/watch/QkvFj2AU9XMr3zzejsNFW6?


https://video.zoominfo.com/watch/JKVE62P2HaHVSDqvbv5x4X




https://video.zoominfo.com/watch/ZoWuECASqf1yvLFVnBwFCz








https://video.zoominfo.com/watch/XCXFQESkJaGBBEqKCqkSQK


Recruitment Funnel
Hire the right candidate as fast as possible with minimal cost







Enterprise Data Challenges

SecurityCompute Resources



Data Across the Enterprise

Sales Teams

Marketing 
Teams

B.I. Teams

Sales (CRM)

Data Collection Consumption 

Processing 

Data Warehouse
Marketing

Finance 
(ERP)





Buyer Propensity Models



Establish Reference Data



Enrich Reference Data with ZoomInfo



Identify Attributes using 
Regression Models



Apply Buyer Propensity Scores
to Prospects



Data Driven Go-To-Market
Chris Hays | Chief Operating Officer





Internal Sales Talent 
Pipeline Development

ZOOMINFO GTM OVERVIEW

Over 20k Paying 
Customers

50% Revenue Growth 
Year-over-Year

Long-Term Investment in 
Customer Centricity



Organic Visitors
405k

Outbound Demos Created
183

Inbound Demos Created
279

Opportunities Created
258

Opportunities Won
49

ZOOMINFO A DAY IN THE LIFE
March 24th, 2021

Organic Visitors 
405K

Visitors Interacted
92k

Inbound Hot MQLs
758



Marketing Qualified Leads
>16k Per Month

Total Outbound Demos Created
>4k Per Month

ZOOMINFO BEST IN CLASS GTM

Inbound Response Time
<90 Seconds SLA

Median Sales Cycle
<30 Days



Accelerating Enterprise Growth 1

2 International Expansion

3 Customer Centric Investment

ZOOMINFO GTM AREAS OF FOCUS



2H19
Resourced 

Cross-Functional 
Strategic Support 

Teams

1H20

2H20
Expanded Strategic 
Account Motion to 
Named Greenfield 

Accounts

1H21

2H21

Created Strategic 
Account Management 

Team

Accelerated Growth 
by Doubling Down on 

Team Size

Established Sales 
Specialization and 
Verticalized Model

BUILDING MOMENTUM IN THE ENTERPRISE MOTION



● International Leads 
Funneled into General 
Account Executive Pool

● Minimal Resourcing for 
International Sales 
Execution

PRIOR STATE CURRENT STATE FUTURE STATE

● Open Office Overseas

● Accelerate Team 
Growth in US and 
Overseas

● Dedicated Account 
Management Team

● Strategic Partnerships 
Creating Footprint in 
Key Global Markets

● Exclusive Lead Routing

● Full Team on EMEA 
Hours

● Double Account 
Executive Team Size

● Dedicated SDR Team

● Dedicated CS and CX 
Resources

INTERNATIONAL EXPANSION



Streamline Complex 
Customer 
Implementations

Integration Experts to Ensure Full 
Value Delivery and Easy Startup

Optimize 
Onboarding 
Experience

Specialized Onboarding Function to 
Fast-Track New Customer Adoption

CUSTOMER JOURNEY FOCUS

Drive Customer 
Training & Adoption

Increase Training Options to Drive 
Stickiness

Enhancing 
Experience Through 
Support

Efficiently Scaled Customer Support 
Team Providing Faster Resolutions



Expanding
TAM

GTM 
Operating 

System

>950 $100k 
Logos

108% Net 
Retention

50% Revenue 
Growth

BUILDING MOMENTUM



Customer Panel
Shane Murphy-Reuter | Chief Marketing Officer
Michelle Worley | T-Mobile
Sean Kay | UiPath



Financial Framework
Cameron Hyzer | Chief Financial Officer



Source: Consensus estimates from FactSet as of 5/28/2021. No adjustments made to the figures.
1. CY21E revenue growth calculated as CY21E revenue divided by CY20 revenue minus 1

Compelling Subscription Model at Scale
Consensus CY21E Revenue Growth (per FactSet)(1)

41%



Source: Consensus estimates from FactSet as of 5/28/2021. No adjustments made to the figures.
Note: Figures may not add up due to rounding
1. CY21E revenue growth calculated as CY21E revenue divided by CY20 revenue minus 1
2. Non-GAAP operating income margin calculated as CY21E non-GAAP operating income divided by CY21E revenue

Compelling Subscription Model at Scale
Consensus CY21E Revenue Growth + CY21E Non-GAAP Operating Income Margin 
(per FactSet)(1)(2)

85%



Q1 2021
YoY Growth

50%

GAAP Revenue Growth ($mm)

50%

$102.2

$153.3

GAAP Revenue



Q1 2021 

 43% 
Adjusted Operating  
Income Margin(1) 

 

35%  
YoY Growth in Adjusted  
Operating Income(1) 

Adjusted Operating Income ($mm) and Margin(1)

Adjusted Operating Income (1)

47%

43%

$49.1

$66.1

1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation

35%

Adjusted Operating Income Margin(1)



Q1 2021 

 148% 
Unlevered free cash 
flow  conversion(1)(2)

 

63%  
Unlevered Free Cash 
Flow Margin(1)

Unlevered Free Cash Flow (uFCF) ($mm) 
and uFCF Conversion(1)(2) 

112%

148%

77%

$55

$97.5

Unlevered Free Cash Flow (1) uFCF Conversion (1)(2)

1. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation 
2. Unlevered Free Cash Flow Conversion defined as Unlevered Free Cash Flow divided by Adjusted Operating Income 



1. We calculated our TAM at IPO by estimating the total number of companies by employee size for companies with 1,000 or more employees (enterprise), companies with 100 to 999 employees (mid-market), and companies with 10 to 99 employees (SMBs) and applying the ACV to 
each respective company using internally generated data of actual customer spend by company size. The aggregate calculated value represents our estimated TAM. Data for numbers of companies by employee count is from our ZoomInfo platform that we have identified as relevant 
prospects for our platform. The ACV applied to the specifically identified number of companies by employee size is calculated by leveraging internal company data on current customer spend, which is concentrated on sales and marketing use cases today. For our companies with 
1,000 or more employees, we have applied the average ACV of our top quartile of customers with 1,000 or more employees, who we believe have achieved broader implementation of our platform across their organizations. For companies with 100 to 999 employees and companies 
with 10 to 99 employees, we have applied an average ACV based on current spend for our customers in these bands.

2. We calculated our TAM today with the same methodology as per footnote 1 above with the following changes: 1) SMBs sized based on companies 25 to 99 employees, 2) ACV excludes Engage, Everstring and Recruiter as those TAMs are being calculated separately and 3) applying 
North America and International ACV to applicable company counts by assuming 45% of North America ACV for International enterprise and 75% of North America ACV for mid-market and SMBs

3. Engage  assumes 25% of ACV as per footnote 2 for enterprise, mid-market and SMBs; Data Management assumes 33% of ACV as per footnote 2  for enterprise and mid-market only; Recruiter assumes $100K ACV for enterprise (50 reps x $2,000 / rep), $8K ACV for mid-market (4 
reps x $2,000 / rep), $2K ACV for SMBs (2 reps x $2,000 / rep); Chat assumes 25% of ACV as per footnote 2 for enterprise, mid-market and SMBs

4. Company counts based on ZoomInfo platform as of 5/13/2021; ACV values as of 3/31/2021

$13B
North America 

Intelligence 

$11B
International 
Intelligence 

ZOOMINFO’S GLOBAL TAM

At IPO(1)

Today(2)(3)(4)

Addressing a Large and Growing Opportunity

$24B

$14B
North America 

Intelligence 

$12B
International 
Intelligence 

$7B
Engage

$6B
Data 

Management

$6B
Recruiter

$7B
Chat $52B



2025 Revenue Growth Target

Large and 
Growing TAM

Path to $2B

Continued 
Execution

Building Sales 
Capacity



Sales Capacity

Sell to new and 
existing customers

Acquire select 
businesses to 
complement 
our platform

Continue our 
international 

expansion efforts 

Develop additional 
solutions, products 

and use cases 



1. Organic revenue growth is defined as the growth of Allocated Combined Receipts for the periods reported (through Q3 2020), or GAAP revenue thereafter, 
minus revenue from products acquired within the preceding 12 months, compared to the prior year period

2. GAAP to non-GAAP reconciliations available in the non-GAAP reconciliations section of this presentation

Balance of Growth and 
Profitability

50%

45%

40%

Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021

Organic Revenue Growth (%)(1)(2) Adjusted Operating Margin (%)(2)



1. As of March 31, 2021
2. Based off of the closing price of the company’s Class A common stock as of May 28, 2021 ($43.83), and 391,359,732  shares of Class A, Class B, 

and Class C common stock outstanding as of April 23, 2021 
3. Enterprise Value defined as Equity Market Cap + Debt - Cash
4. See Net Debt / Credit Agreement EBITDA reconciliation available in the non-GAAP reconciliations section of this presentation

● 1.2x Net Leverage Ratio (4)

● Gross Debt = 4% of Enterprise Value 
● Net Debt = 2% of Enterprise Value

● Prudent approach to leverage 
● Target upward rating trajectory and credit profile 

consistent with Investment Grade over the next 
several years

● Maintain strong liquidity, including for strategic 
acquisitions and organic growth initiatives 

● Balanced between cash and revolver capacity

● Focus on investments for growth 
● Balanced approach to acquisitions – must fit well 

with rigorous strategy and financial criteria

Current 
Leverage

Liquidity

Capital 
Allocation 

Target 
Capitalization 

Financial Profile

$750mm
$356mm

$17.1Bn
$17.5Bn

(1) (1) (2) (3)



Non-GAAP 
Reconciliations



To supplement our consolidated financial statements presented in accordance with GAAP, this presentation contains non-GAAP financial measures, including Adjusted Operating Income, Adjusted Operating Income Margin, 
Unlevered Free Cash Flow, Unlevered Free Cash Flow Conversion, Net Leverage Ratio, and Credit Agreement EBITDA. We believe these non-GAAP measures are useful to investors in evaluating our operating performance 
because they eliminate certain items that affect period-over-period comparability and provide consistency with past financial performance and additional information about our underlying results and trends by excluding 
certain items that may not be indicative of our business, results of operations, or outlook.

Non-GAAP financial measures are not meant to be considered in isolation or as a substitute for the comparable GAAP measures, but rather as supplemental information to our business results. This information should be 
read only in conjunction with our consolidated financial statements prepared in accordance with GAAP. There are limitations to these non-GAAP financial measures because they are not prepared in accordance with GAAP 
and may not be comparable to similarly titled measures of other companies due to potential differences in methods of calculation and items or events being adjusted. In addition, other companies may use different 
measures to evaluate their performance, all of which could reduce the usefulness of our non-GAAP financial measures as tools for comparison. A reconciliation is provided at the end of this presentation for each historical 
non-GAAP financial measure to the most directly comparable financial measure stated in accordance with GAAP. We do not provide a quantitative reconciliation of the forward-looking non-GAAP financial measures 
included in this presentation to the most directly comparable GAAP measures due to the high variability and difficulty to predict certain items excluded from these non-GAAP financial measures; in particular, the effects of 
stock-based compensation expense, taxes and amounts under the exchange tax receivable agreement, deferred tax assets and deferred tax liabilities, and restructuring and transaction expenses. We expect the variability 
of these excluded items may have a significant, and potentially unpredictable, impact on our future GAAP financial results.

We define Adjusted Operating Income as income from operations plus (i) impact of fair value adjustments to acquired unearned revenue, (ii) amortization of acquired technology and other acquired intangibles, (iii) 
equity-based compensation expense, (iv) restructuring and transaction-related expenses, and (v) integration costs and acquisition-related compensation. We exclude the impact of fair value adjustments to acquired 
unearned revenue and amortization of acquired technology and other acquired intangibles, as well as equity-based compensation, because these are non-cash expenses or non-cash fair value adjustments and we believe 
that excluding these items provides meaningful supplemental information regarding performance and ongoing cash-generation potential. We exclude restructuring and transaction-related expenses, as well as integration 
costs and acquisition-related compensation, because such expenses are episodic in nature and have no direct correlation to the cost of operating our business on an ongoing basis. Adjusted Operating Income is presented 
because it is used by management to evaluate our financial performance and for planning and forecasting purposes. Additionally, we believe that it and similar measures are widely used by securities analysts and 
investors as a means of evaluating a company’s operating performance. Adjusted Operating Income should not be considered as an alternative to operating income as an indicator of operating performance. We define 
Adjusted Operating Income Margin as Adjusted Operating Income divided by the sum of revenue and the impact of fair value adjustments of acquired unearned revenue.

Non-GAAP Financial Measures



We define Unlevered Free Cash Flow as net cash provided from operating activities less (i) purchases of property and equipment and other assets, plus (ii) cash interest expense, (iii) cash payments related to restructuring 
and transaction-related expenses, and (iv) cash payments relating to integration costs and acquisition-related compensation. We define Unlevered Free Cash Flow Margin as Unlevered Free Cash Flow divided by the sum 
of revenue and the amortization of the impact of fair value adjustments to acquired unearned revenue. Unlevered Free Cash Flow is presented because it is used by management to evaluate our financial performance and 
for planning and forecasting purposes. Additionally, we believe that it and similar measures are widely used by securities analysts and investors as a means of evaluating a company’s operating performance. Unlevered 
Free Cash Flow should not be considered as an alternative to cash flows from operating activities as a measure of liquidity or as an alternative to operating income or net income as indicators of operating performance. 
Unlevered Free Cash Flow does not represent residual cash flow available for discretionary expenditures since, among other things, we have mandatory debt service requirements.

We define Net Leverage Ratio as the total contractual maturity of outstanding indebtedness less cash and cash equivalents, divided by our Adjusted EBITDA for the 12 months ended as of such date. EBITDA is defined as 
earnings before debt-related costs, including interest and loss on debt extinguishment, provision for taxes, depreciation, and amortization. Management further adjusts EBITDA to exclude certain items of a significant or 
unusual nature, including other (income) expense, net, impact of certain non-cash items, such as fair value adjustments to acquired unearned revenue and equity-based compensation, restructuring and 
transaction-related expenses, and integration costs and acquisition-related compensation. Our first lien credit agreement defines Credit Agreement EBITDA and it differs from Adjusted EBITDA due to certain defined 
add-backs, including pro forma cost savings from synergies and cash generated from changes in unearned revenue. We exclude these items because these are non-cash expenses or non-cash fair value adjustments, 
which we do not consider indicative of performance and ongoing cash-generation potential or are episodic in nature and have no direct correlation to the cost of operating our business on an ongoing basis. Adjusted 
EBITDA is presented because it is used by management to evaluate our financial performance and for planning and forecasting purposes. Additionally, we believe that it and similar measures are widely used by securities 
analysts and investors as a means of evaluating a company’s operating performance. Adjusted EBITDA should not be considered as an alternative to cash flows from operating activities as a measure of liquidity or as an 
alternative to operating income or net income as indicators of operating performance and Net Leverage Ratio should not be considered as an alternative to other ratios of GAAP earnings to indebtedness.

Non-GAAP Financial Measures



Reconciliation from GAAP Net Income (Loss) to Adjusted 
Operating Income

($ in Millions) Q1 2020 Q1 2021

Net income (loss) $(5.9) $(33.9)

Add (less): Expense (benefit) from income taxes (0.4) 49.7

Add: Interest expense, net 24.5 6.5

Add: Loss on debt extinguishment 2.2 5.9

Add (less): Other expense (income), net (0.1) (0.2)

Income (loss) from operations 20.3 28.0

Add: Impact of fair value adjustments to acquired unearned 
revenue

1.4 0.6

Add: Amortization of acquired technology 5.6 6.7

Add: Amortization of other acquired intangibles 4.6 4.8

Add: Equity-based compensation 11.3 18.1

Add: Restructuring and transaction-related expenses 2.9 4.4

Add: Integration costs and acquisition-related expenses 3.0 3.4

Adjusted Operating Income $49.1 $66.1

Revenue 102.2 153.3

Impact of fair value adjustments to acquired unearned 
revenue

1.4 0.6

Revenue for adjusted operating margin calculation 103.6 154.0

Adjusted Operating Income Margin 47% 43%



Reconciliation from GAAP Net Income (Loss) to Credit 
Agreement EBITDA

($ in Millions) Trailing Twelve Months as of March 31, 2021

Net income (loss) $(64.4)

Income tax expense (benefit) 54.8

Interest expense, net 51.2

Loss on debt extinguishment 18.6

Depreciation 10.9

Amortization of acquired technology 24.4

Amortization of other acquired intangibles 18.9

EBITDA 114.5

Other (income) expense, net (15.5)

Impact of fair value adjustments to acquired unearned revenue 1.9

Equity-based compensation expense 128.4

Restructuring and transaction related expenses 14.0

Integration costs and acquisition-related expenses 9.4

Adjusted EBITDA 252.6

Unearned revenue adjustment 83.3

Pro forma cost savings —

Cash rent adjustment 1.0

Other lender adjustments (1.1)

Credit Agreement EBITDA 335.7



Reconciliation from GAAP Operating Cash Flow to Unlevered 
Free Cash Flow

($ in Millions) Q1 2020 Q1 2021

Cash flow from operating activities $28.3 $93.0

Interest paid in cash 23.3 6.8

Purchases of property and equipment and other assets (4.1) (4.7)

Restructuring and transaction-related expenses paid in cash 3.9 1.1

Integration costs and acquisition-related compensation paid in cash 3.6 1.3

Unlevered Free Cash Flow $55.0 $97.5

Adjusted Operating Income 49.1 66.1

Unlevered Free Cash Flow conversion 112% 148%

Revenue 102.2 153.3

Impact of fair value adjustments to acquired unearned revenue 1.4 0.6

Revenue for uFCF margin calculation 103.6 153.9

Unlevered Free Cash Flow Margin 53% 63%



Reconciliation from Revenue to Allocated Combined Receipts

($ in Millions) Q1 2019 Q2 2019 Q3 2019 Q4 2019 Q1 2020 Q2 2020 Q3 2020

GAAP Revenue $54.6 $68.5 $79.1 $91.1 $102.2 $110.9 $123.4

 Impact of fair value adjustments to acquired     
        unearned revenue

8.5 10.7 8.1 4.9 1.4 0.3 0.2

        Pre-acquisition ZI revenue 9.7 — — — — — —

Impact of fair value adjustments to acquired unearned 
revenue recorded by pre-Acquisition ZI

0.1 — — — — — —

Pre-acquisition revenue of other acquired companies 0.2 0.2 0.2 — — — —

 Allocated Combined Receipts $73.1 $79.4 $87.5 $96.1 $103.6 $111.2 $123.6

       Year-over-year Growth 42% 40% 41%

1. As Allocated Combined Receipts converges with GAAP revenue, we do not expect to continue reporting ACR following Q3 2020



Reconciliation to Calculate Organic Growth

($ in Millions) Q1 2020 Q2 2020 Q3 2020 Q4 2020 Q1 2021

 Allocated Combined Receipts $103.6 $111.2 $123.6

GAAP Revenue $139.7 $153.3

Revenue from products acquired in preceding 12 months (2.0) (3.0)

 Numerator for Organic Growth Calculation $103.6 $111.2 $123.6 $137.7 $150.3

 Denominator for Organic Growth Calculation (Prior Year ACR) $73.1 $79.4 $87.5 $96.1 $103.6

       Year-over-year Growth 42% 40% 41% 43% 45%

1. Organic revenue growth is defined as the growth of Allocated Combined Receipts for the periods reported (through Q3 2020), or GAAP revenue thereafter, minus revenue from 
products acquired within the preceding 12 months, compared to the prior year period



Break



https://video.zoominfo.com/watch/NxgguTvJGRkz9FxKmbfNAk


Q&A
Henry Schuck | Founder and Chief Executive Officer
Chris Hays | Chief Operating Officer
Cameron Hyzer | Chief Financial Officer



Thank you! 


