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Cautionary Statement

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, including, without limitation, regarding LiveRamp’s
(the "Company“) future business prospects. These statements involve risks and uncertainties that could cause the Company’s 
actual results to differ materially, including, but not limited to competitive pressures, adverse economic conditions, uncertainties 
resulting from the COVID-19 pandemic and governmental regulations.

These issues and other factors that may be identified from time to time in the Company’s reports filed with the SEC could cause 
actual results to differ materially from those indicated in the forward-looking statements.

For a detailed discussion of these and other risk factors, please refer to the Company’s most recent Annual Report on Form 10-K 
and other filings the Company makes from time to time with the Securities and Exchange Commission (the "SEC"), which are 
available on the SEC's Web site (http://www.sec.gov).

Investors are cautioned not to place undue reliance on the Company’s forward-looking statements, which speak only as of the 
date such statements are made. The Company does not undertake any obligation to publicly update any forward-looking 
statements to reflect events, circumstances or new information after the date of this presentation, or to reflect the occurrence of 
unanticipated events.
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Use of Non-GAAP Information

The Company reports all financial information required in accordance with U.S. generally accepted accounting principles (“GAAP”). 
The Company believes, however, that evaluating its ongoing operating results will be enhanced if it also discloses certain non-GAAP 
information because it is useful to understand the Company’s performance.

Whenever the Company uses such historical non-GAAP financial measures, it provides a reconciliation of historical non-GAAP 
financial measures to the most closely applicable GAAP financial measure. Investors are encouraged to review the related GAAP
financial measures and the reconciliation of these historical non-GAAP financial measures to their most directly comparable GAAP
financial measure included in the financial tables accompanying the Company’s press release and in the appendix to this 
presentation. 

These non-GAAP financial measures do not reflect a comprehensive system of accounting, differ from GAAP measures with the same 
captions and may differ from non-GAAP financial measures with the same or similar captions that are used by other companies. The
use of certain non-GAAP financial measures requires management to make estimates and assumptions regarding amounts of assets 
and liabilities and the amounts of revenue and expense during the reporting periods. The Company bases its estimates on historical 
experience and assumptions that it believes are reasonable. Actual results could differ from those estimates.
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Key SaaS Metrics
Q3 FY22

Predictable, 
Recurring Revenue

Subscription 
Customer Growth

Land & Expand with
Network Effects

Profitable 
Long-term Model, Non-GAAP

7th
Consecutive 
Quarter of 
Operating 

Profit

$381M
ARR

(up 16% YoY)

890
Direct
Clients

1 2,3

4

86
$1M Clients

79%
Subscription

% of
Total Revenue

16%
Brand ACV
YoY growth

77%
Gross Margin

(up 3 points YoY)

See appendix and accompanying press release for GAAP equivalent metrics

109%
Platform

Net Retention
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Trailing Twelve Month Non-GAAP EBITDA ($M)Trailing Twelve Month Revenue ($M) & $1M+ Customer Counts
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Trailing Twelve Month Non-GAAP Gross Margin % Cumulative Share Buybacks since Q3’19 ($M)

Solid Growth / Profitability Trends & Return of Capital
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Summary Financial Results
$M, except per share amounts

GAAP Non-GAAP

Q322 YoY Q322 YoY

Revenue $141 17% — —

Gross Profit $102 23% $108 23%

Gross Margin 73% 4pts 77% 3pts

Operating Income (Loss) ($14) 13% $15 19%

Operating Margin (10%) 3pts 10% —

Net Earnings (Loss) ($15) (31%) $10 nm 

EPS ($0.23) (28%) $0.14 nm

Share Count 7 68.2 3% 69.9 nm

6
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Revenue Summary
$M

Totals may not foot due to rounding.

Revenue by Type Q322 Q321 YoY

Subscription $111 $93 19%

Marketplace & Other $29 $26 12%

Total $141 $120 17%

Revenue by Geography Q322 Q321 YoY

US $132 $112 18%

International $8 $7 15%

Total $141 $120 17%
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Cash Flow
$M, Non-GAAP

Q322 Q321

Operating Cash Flow $25 $15

Less: Capital Expenditures $1 $1

Free Cash Flow to Equity $24 $14

Totals may not foot due to rounding.



Slide 9 of 27© 2022  LiveRamp. All rights reserved.

Key Growth Metrics

Subscription Net Retention 8 ARR Growth 1

Platform Net Retention 5 TTM Marketplace Revenue Growth

Q321 Q421 Q122 Q222 Q322

Subscription
Net Retention 105% 101% 103% 108% 110%

Q321 Q421 Q122 Q222 Q322

ARR $329 $337 $342 $365 $381

YoY % 17% 13% 12% 15% 16%

Q321 Q421 Q122 Q222 Q322

Platform
Net Retention 110% 104% 108% 109% 109%

Q321 Q421 Q122 Q222 Q322

TTM Marketplace
& Other $84 $86 $92 $95 $99

TTM YoY % 27% 15% 20% 22% 18%

TTM Data 
Marketplace $60 $63 $69 $73 $79

TTM YoY % 46% 34% 41% 41% 32%

1

2

3

4

$M, Non-GAAP

See footnote 5 on slide 27 for definition of Platform Net Retention.

See footnote 8 on slide 27 for definition of Subscription Net Retention. See footnote 1 on slide 27 for definition of ARR.
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Subscription Revenue: Q321 Q421 Q122 Q222 Q322

Fixed % of Total Subscription 88% 89% 87% 86% 85%

Usage % of Total Subscription 12% 11% 13% 14% 15%

Total Subscription Revenue $93 $94 $97 $105 $111

YoY growth 15% 13% 16% 23% 19%

Marketplace & Other Revenue:

Data Marketplace $20 $18 $17 $18 $25

YoY growth 60% 25% 57% 27% 26%

Other Revenue $6 $6 $6 $4 $4

YoY growth (21%) (12%) (4%) (19%) (33%)

Total Marketplace & Other Revenue $26 $25 $23 $22 $29

YoY growth 27% 13% 36% 16% 12%

Total Revenue $120 $119 $119 $127 $141

YoY growth 17% 13% 20% 22% 17%

Revenue Detail
$M

Totals may not foot due to rounding.
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Remaining Performance Obligations
$M

$231
$256 $256 $266

$289
(up 25% YoY)

$102

$115 $119 $106
$91

Q321 Q421 Q122 Q222 Q322

10

$333

$371 $375 $371

Non-Current

Current

$380
(up 14% YoY)



Outlook
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~$M Q4 FY

Revenue $139 $526

YoY growth % 17% 19%

ex. Wholesale Contraction 23% 27%

Q4

Subscription Net Retention (SNR) ~106%

Q4 & FY22 Outlook

9

(SNR Wholesale Contraction impact ~8pts)
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FY22

Ongoing Stock-based Comp $56

Acquisition-related Stock-based Comp $34

Total Stock-based Comp $90

Share Count (Basic) 68

Share Count (Diluted) 70

Capital Spending (% of rev.) 1%

Q4 & FY22 Outlook (continued)

Other Items (~M)Operating Performance (~$M)

Q4 FY22

Operating Income 
Non-GAAP

$2 $41

Operating (Loss)
GAAP

($31) ($69)12

11
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Safe Haven
A network of industry-defining capabilities powering a network of data connections with competitive advantage

Global Scale

Neutrality

Privacy
Leader in privacy-safe, authenticated identity. 
Federated approach to global identity –
provides customers with a single view of the 
consumer, regardless of where their data 
lives.

Global leader in configurable privacy 
and privacy preserving technology. Our 
technology keeps customers in control 
of their data.

Permission-based collaboration at scale. Category creator & leader in enterprise 
data collaboration. Customers control how & with whom they collaborate –

without having to move, share or expose underlying data.

The neutral platform. Media and cloud 
agnostic. Omnichannel.

Identity / ATS

Safe
Haven

TM

Unparalleled scale of integrations, making 
it easy for customers to take action on 

customer data, no matter the channel or 
business objective.

Activation
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Creating a Single Customer View 
Across Siloed Data Assets – First 

Party Graph

People-Based Measurement

DMP/CDP 
Replacement/Enhancement -

Data Ingestion, Audience 
Development and Distribution

In-Store and CRM Activation

Future Proof Marketing 
Activation Through ATS

Category Management and 
Shopper Insights

Safe Haven – Enterprise Data Infrastructure for Customer Experience
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Minimize data movement 
and ensure data exchange 

is protected and permissioned

Audience Targeting 

Advanced Analytics & 
Measurement 

End-to-End Collaboration

Loyalty #POS Data

Coupon

Audience Segmentation & 
Modeling

JD.com – Another Safe Haven Anchor
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Customers on Safe Haven Platform
Higher ACV with Significant Upsell Opportunity

$25

$40

$75

Q3FY20 Q3FY21 Q3FY22

~20% of 
Total ARR

<10% of 
Total ARR

Safe Haven Customers 
(Ending ARR, $M)

>120%
Subscription Net Retention

>$1M
Avg. ARR 

>3x in 
Two 
Years

Safe Haven – From App to Enterprise

~$70



Appendix
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Ready for Activation

70+ DSPs
live or committed to buying on RampID

55+ SSPs
live or committed to implementing RampID in 
the bidstream

340% 3-year return on investment for our customers

6 month payback period for our customers

40%+ publisher yield increases (see Microsoft case study)

A Scalable Solution

500+ publishers adopted ATS

Connected to 70%+ US time spent online

Available Globally – Only Omnichannel Solution

North America, EMEA, LATAM & 
APAC

80%
of the Top 20

75%
of the Top 50

Comscore Top Publishers

Building the Trusted Ecosystem – By the Numbers

https://techcrunch.com/2021/04/14/building-customer-first-relationships-in-a-privacy-first-world-is-critical/
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Q421A FY21A Q122A Q222A Q322A Q422E FY22E

Total Revenue ($1) ($1) ($8) ($8) ($8) ($6) ($30)

Subscription Revenue ($1) ($1) ($8) ($8) ($8) ($6) ($30)

ARR ($5) ($5) ($30) ($30) ($30) ($25) ($25)

Net Retention Metrics ~(2pts) - ~(10pts) ~(10pts) ~(10pts) ~(8pts)

Wholesale Contraction Impact
$M, except net retention metrics 

9
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GAAP to Non-GAAP Reconciliation
Income Statement (part 1 of 2), $K
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GAAP to Non-GAAP Reconciliation
Income Statement (part 2 of 2), $K
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Adjusted EBITDA Reconciliation
$K
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GAAP to Non-GAAP EPS Reconciliation
$K, except per share amounts
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Footnotes
1 Annualized recurring revenue (ARR) is last month of quarter recurring revenue annualized. Recurring revenue is fixed and contracted subscription revenue and does not include any 
variable or non-recurring revenue amounts. This metric is forward looking and does not factor in potential contraction, nor does it include potential additions to recurring revenue.

2 Direct client count excludes agency and reseller deployments and Data Marketplace-only customers.

3 Beginning in Q3’19 we began reporting client count net of client contracts that were absorbed into one large reseller contract with IPG. Historical customer counts net of IPG 
contracts are: FY16: 258, FY17: 402, FY18: 550, FY19: 665, Q120: 690, Q220: 720, Q320: 770, Q420: 780, Q121: 780, Q221: 795, Q321: 810, Q421: 825, Q122: 855, Q222: 870, 
Q322: 890.

4 $1M clients are counted as $250k or more subscription-only revenue in the quarter.

5 Platform net retention is defined as current quarter subscription and marketplace revenue (net) from customers who have been on the platform for one year or more, divided by the 
prior year quarter subscription and marketplace revenue (net), inclusive of upsell, churn and downsell.

6 Non-GAAP financial results represent continuing operations less excluded items (i.e. non-cash stock compensation, purchased intangible asset amortization, accelerated 
depreciation, restructuring and transformation charges, and FY22 investment gain). Excluding these amounts, Q322 non-GAAP gross profit was $108M, non-GAAP gross margin was 
77%, non-GAAP operating income was $15M and non-GAAP operating margin was 10%.

7 Fully diluted shares outstanding are used to calculate EPS in periods of profitability. Basic shares outstanding are used to calculate EPS during periods with a net loss.

8 Subscription net retention is defined as current quarter subscription (net) from customers who have been on the platform for one year or more, divided by the prior year quarter 
subscription revenue (net), inclusive of upsell, churn and downsell.

9 “Wholesale contraction” represents $30M in revenue that will not be recurring in FY22 – associated with a limited number of marketing cloud arrangements.

10 Remaining Performance Obligations (RPO) are defined as all future revenue under contract that has not yet been recognized as revenue. Current RPO represents future revenue 
under contract that is expected to be recognized as revenue in the next 12 months. RPO is influenced by several factors including seasonality, the timing of renewals, average 
contract terms, and foreign currency exchange rates.

11 Non-GAAP guidance excludes non-cash stock compensation, purchased intangible asset amortization and restructuring charges

12 GAAP operating loss guidance subject to final purchase accounting adjustments.


