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PART L.

SPECIAL NOTE REGARDING FORWARD-LOOKING STATEMENTS

This Annual Report on Form 10-K contains forward-looking statements within the meaning of Section 21E of the
Securities Exchange Act of 1934, as amended, and section 27A of the Securities Act of 1933, as amended. All
statements contained in this report other than statements of historical fact, including statements regarding our future
results of operations and financial position, our business strategy and plans, and our objectives for future operations,
are forward-looking statements. The words “believe,” “may,” “will,” “estimate,” “continue,” “anticipate,” “intend,” “expect,
similar expressions are intended to identify forward-looking statements. We have based these forward-looking
statements largely on our current expectations and projections about future events and trends that we believe may
affect our financial condition, results of operations, business strategy, short-term and long-term business operations
and objectives, and financial needs. These forward-looking statements are subject to a number of risks, uncertainties
and assumptions, including those described in the “Risk Factors” section of this report. Moreover, we operate in a very
competitive and rapidly changing environment. New risks emerge from time to time. It is not possible for our
management 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 to differ materially from those contained in any
forward-looking statements we may make. In light of these risks, uncertainties and assumptions, the future events and
trends discussed in this report may not occur and actual results could differ materially and adversely from those
anticipated or implied in the forward-looking statements.

You should not rely upon forward-looking statements as predictions of future events. The events and circumstances
reflected in the forward-looking statements may not be achieved or occur. Although we believe that the expectations
reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels of activity,
performance, or achievements. We are under no duty to update any of these forward-looking statements after the date
of this report or to conform these statements to actual results or revised expectations.

As used in this report, the terms “Tableau,” “Registrant,” “Company,” “we,” “us,” and “our” mean Tableau Software, Inc. and
subsidiaries unless the context indicates otherwise.

LR INT3 99 ¢ EEIN3

ITEM 1. BUSINESS
Overview
Our mission is to help people see and understand data.

Our software products put the power of data into the hands of everyday people, allowing a broad population of
business users to engage with their data, ask questions, solve problems and create value.

Based on innovative core technologies originally developed at Stanford University, our products dramatically reduce
the complexity, inflexibility and expense associated with traditional business intelligence applications. We aim to
make our products easy to use, ubiquitous and as deeply-rooted in the workplace as spreadsheets are today.

Our software is designed for anyone with data and questions. We are democratizing the use of business analytics
software by allowing people to access information, perform analysis and share results without assistance from
technical specialists. By putting powerful, self-service analytical technology directly into the hands of people who
make decisions with data, we seek to accelerate the pace of informed and intelligent decision making. We believe this
enables our customers to create better workplaces, with happier employees who are empowered to more fully express
their ingenuity and creativity.

Our products are used by people of diverse skill levels across all kinds of organizations, including Fortune 500
corporations, small and medium-sized businesses, government agencies, universities, research institutions and
non-profits. Organizations employ our products in a broad range of use cases such as increasing sales, streamlining
operations, improving customer service, managing investments, assessing quality and safety, studying and treating
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diseases, completing academic research, addressing environmental problems and improving education. Our products
are flexible and capable enough to help a single user on a laptop analyze data
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from a simple spreadsheet, or to enable thousands of users across an enterprise to execute complex queries against
massive databases.

Underpinning our innovative products is a set of technology advances that spans the domains of sophisticated
computer graphics, human-computer interaction and high performance database systems. These technology
innovations include VizQL and our Hybrid Data Architecture:

VizQL—Our breakthrough visual query language, VizQL, translates drag-and-drop actions into data queries and then
expresses that information visually. VizQL unifies the formerly disparate tasks of query and visualization and allows
users to transform questions into pictures without the need for software scripts, chart wizards or dialogue boxes that
inhibit speed and flexibility. This capability is designed to enable a more intuitive, creative and engaging experience
for our users. VizQL can deliver dramatic gains in people’s ability to see and understand data, and we believe it
represents a foundational advancement in the field of analytics.

Hybrid Data Architecture—Our Hybrid Data Architecture combines the power and flexibility of our Live Query and
In-Memory Data Engines. Our Live Query Engine allows users to instantaneously connect to large volumes of data in
its existing format and location, reducing the need for time-consuming data transformation processes that only
technical specialists can perform. In addition, this capability allows customers to leverage investments in their
existing data platforms and to capitalize on the capabilities of high performance databases. Our In- Memory Data
Engine enables users to import large amounts of data into our own in-memory database. Using advanced algorithms
and data compression techniques, our in-memory technology facilitates quick query responses on up to hundreds of
millions of rows of data. Our Hybrid Data Architecture enables these data engines to work in harmony, allowing users
the flexibility to access and analyze data from diverse sources and locations, while optimizing speed and performance
for each source.

Our distribution strategy is based on a “land and expand” business model and is designed to capitalize on the ease of
use, low up-front cost and collaborative capabilities of our software. Our products tend to be adopted at a grassroots
level within organizations, often beginning with a free trial, and then spread across departments, divisions and
geographies via word-of-mouth and the discovery of new use cases. Over time, many of our customers find that the
use of our products expands to a broad cross-section of their organizations and that our deployments and use cases
become significantly more strategic in nature. Accordingly, we have developed enterprise-class product and service
capabilities that allow us to both complement and supplant core, legacy business intelligence deployments.

As of December 31, 2013, we had more than 17,000 customers accounts across a broad array of company sizes and
industries and located in over 100 countries. Some of our largest customers include Deere & Company, affiliates of
Deloitte Touche Tohmatsu Limited, E. I. du Pont de Nemours and Company, the Federal Aviation Administration,
Sears Holdings Corporation and affiliates of Verizon Communications Inc. In addition, we have cultivated strong
relationships with technology partners to help us extend the reach of our products. These partners include both
traditional database vendors such as International Business Machines Corporation, or IBM, Microsoft Corporation,
Oracle Corporation and Teradata Corporation and emerging database vendors such as Amazon.com, Cloudera Inc.,
Google Inc., Pivotal Greenplum Database, or Pivotal GPDB, and Vertica (a division of Hewlett-Packard Company).

We have achieved significant growth in recent periods. For the years ended December 31, 2013, 2012 and 2011, our
total revenues were $232.4 million, $127.7 million and $62.4 million, respectively, representing a compound annual
growth rate of approximately 93% from 2011 to 2013. We also generated net income of $7.1 million, $1.4 million and
$3.4 million for the years ended December 31, 2013, 2012 and 2011, respectively, and have generated positive cash
flow from operating activities on an annual basis in each of those fiscal years. We believe our land and expand
business model provides financial visibility as aggregate revenues from subsequent sales of products and maintenance
services to our customers have typically been multiples of the revenues we realized from those customers’ initial
purchases.
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Growth Strategy

Our mission to help people see and understand data presents a broad and momentous market opportunity. We intend
to continue to invest in a number of growth initiatives to allow us to pursue our mission aggressively. Our strategies
for growth include:

Expand our customer base—We believe the market for analytics and business intelligence software is considerably
underserved and, as a result, we have the opportunity to substantially expand our present base of over 17,000
customer accounts. We are expanding our online and offline marketing efforts to increase our brand awareness. We
are also making significant investments in growing both our direct sales teams and indirect sales channels.

Further penetrate our existing customer base—Leveraging our land and expand business model, we intend to continue to
increase adoption of our products within and across our existing customers, as they expand the number of users and
develop new use cases for our products. We believe there is an opportunity to extend the reach of our products within
our customers. Our sales and marketing strategy and focus on customer success help our customers identify and

pursue new use cases within their organizations. As this expansion occurs, we believe that our products will also
increasingly supplant incumbent legacy platforms to become the standard platform for analytics and business
intelligence for our customers.

Grow internationally—With approximately 20% of our total revenues generated outside the United States and Canada in
the year ended December 31, 2013, we believe there is significant opportunity to grow our international business. Our
products currently support eight languages, and we are aggressively expanding our direct sales force and indirect sales
channels outside the United States. We have international operations in Australia, Canada, France, Germany, Ireland,
Japan, Singapore and the United Kingdom, and we intend to invest in further expanding our footprint in these and

other regions.

Relentlessly innovate and advance our products—We have sought to rapidly improve the capabilities of our products
over time and intend to continue to invest in product innovation and leadership. Building on our foundational
technology innovations, including VizQL, we have released eight major versions of our software to date, rapidly
expanding and improving our feature set and capabilities. Our most recent major release, Tableau 8.0, added many
new features including Web and mobile authoring, statistical forecasting, free form dashboards, integration with
applications like salesforce.com and Google Analytics, and APIs. Since the release of Tableau 8.0, we have added
Tableau Online, as well as new data connectors to Amazon Redshift, Sybase ASE, Cloudera Impala and EXASOL
EXASolution and released Tableau 8.1. We plan to continue to invest in research and development, including hiring
top technical talent, focusing on core technology innovation and maintaining an agile organization that supports rapid
release cycles. In particular, we intend to focus on further developing our cloud and mobile capabilities, expanding
our advanced analytical and statistical functionality and continuing to expand the range of visualization formats and
data sources and platforms we can address.

Extend our distribution channels and partner ecosystem—We plan to continue investing in distribution channels,
technology partners and OEM relationships to help us enter and grow in new markets while complementing our direct
sales efforts. We are actively growing our indirect channels, particularly in international markets. Our most important
technology partnerships are with market-leading database vendors, such as IBM, Microsoft, Oracle and Teradata, and
emerging database vendors, such as Amazon.com, Cloudera, Google, Pivotal GPDB and Vertica, with which we have
collaborated to develop high performance and optimized connectivity to a broad group of popular data stores. We
intend to continue to invest in technology partnerships that enable us to build and promote complementary capabilities
that benefit our customers. We have also recently introduced APIs to further empower our developer and OEM
partner ecosystem to create applications that embed Tableau functionality.
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Foster our passionate user community—We benefit from a vibrant and engaged user community. We are
investing in initiatives to further expand and energize this group, both online, through our online community
site and through events such as our annual customer conferences, including our U.S. Tableau
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Customer Conference which has grown from approximately 180 attendees in 2008 to more than 3,000 attendees in
2013. In addition, Tableau Public, which we launched as a free cloud-based service, has a community of engaged
users from media, government, non-profit and other organizations, who are passionate about sharing public data
online. We intend to expand these efforts and to seek other means to evangelize our mission and facilitate sharing of
best practices and success stories.

Treasure and cultivate our exceptional culture—We believe our culture is a core ingredient of our success. Our
employees share a passion for our mission, and our mission stands at the top of a list of eight core cultural values that
govern our approach to our business. Our other core values include: Teamwork; Product leadership; Using our own
products; Respect; Honesty; Simplicity; and Commitment to delighting customers. Our values permeate our
organization and drive our identity as a company. For example, we strive to paint virtually all aspects of our business
with a brush of simplicity, including product user interfaces, pricing models, business processes and marketing
strategies. Our culture is consistently cited in employee surveys as a key reason for their satisfaction with Tableau and
we have been publicly recognized as one of the best workplaces in the State of Washington.

Products

Our products help people see and understand data. They offer the power and flexibility required to serve a broad range
of use cases, from answering questions with small spreadsheets to completing enterprise business intelligence projects
involving massive volumes of data. We currently offer four products: Tableau Desktop, a self-service, powerful
analytics product for anyone with data, Tableau Server, a business intelligence platform for organizations, Tableau
Online, a cloud-based version of Tableau Server, and Tableau Public, a free cloud-based platform for analyzing and
sharing public data.

Tableau Desktop

Tableau Desktop helps knowledge workers make sense of the many kinds of data they encounter every day. The
defining capability of Tableau Desktop is the interactive experience it provides for exploring and analyzing data. By
fundamentally integrating data analysis and visualization, our products provide a visual window into data trapped in
spreadsheets and databases, fostering greater engagement with data and allowing people to better answer questions,
develop insights and solve problems. The result is a self-service analytics environment that empowers people to access
and analyze data independently and at a rapid pace.

Tableau Desktop’s key capabilities include:

Visual analytics—Tableau Desktop empowers people to ask sophisticated questions by composing drag-and-drop
pictures of their data. Tableau Desktop’s easy-to-use interface is built on VizQL, which is capable of describing
thousands of easily understood visual presentations of data including tables, maps, time series, dashboards and tables
of graphs. The combination of a sophisticated language with a simple user interface means users can explore many
different perspectives of their data. We believe being able to quickly view data from different perspectives inspires
creative thinking and helps people find the right view to answer a question.

Analytical depth—An important aspect of Tableau Desktop is its ability to marry powerful visualization with deep
analytics. Users can filter and sort their data, create sophisticated calculations, drill into underlying information,
define sets and cohorts, perform statistical analysis and derive correlations between diverse data sets with agility and
relative ease. For example, with a few clicks, users can generate sophisticated forecasting models. This combination
of simplicity and usefulness, of ease of use and analytical depth, is what makes it possible for Tableau Desktop to
empower a whole new group of people to become data analysts.

10
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Data access—Tableau Desktop lets people access and query a large number of common data sources, from traditional
database systems like Oracle and SQL Server, to innovative new data stores like SAP HANA and Teradata Aster, to
Web applications like salesforce.com and Google Analytics, to spreadsheets and files, to newly emerging data sources
like Hadoop and NoSQL databases. Users can connect to these data sources with a few clicks, without any scripting
or programming.

6
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Live query—Tableau Desktop translates users’ interactions into live queries. As people use the drag-and-drop interface to
examine information, they are automatically generating sophisticated queries against their database. Tableau Desktop

can generate queries in a range of query languages including Structured Query Language, or SQL, Multidimensional
Expressions, or MDX, and Salesforce Object Query Language, or SOQL. Each query is optimized for the target

platform and its unique performance and analytical characteristics. This live query approach allows customers to

leverage their investments in database infrastructure and enables them to take advantage of query-optimized

databases.

In-memory query—Tableau Desktop contains an in-memory data engine that can be used for rapid analysis. Many
business users have data that is not stored in a database, and many databases are not set-up to support interactive and
analytical queries. In these cases, users can import the data into Tableau Desktop’s in-memory data engine. This data
engine is designed to support analytical queries on hundreds of millions of rows of data with responses rendered in
seconds.

Data integration—Many questions require combining data from multiple sources. Tableau Desktop provides a number
of ways for people to combine data without requiring a typical data loading and transformation project. A Tableau
workbook can connect to many different data sources, with each source independently leveraging either a live query
or in-memory approach. Users can then combine the data in single dashboard, visualization, filter or calculation using
our Data Blending functionality. This approach can greatly extend the scope and depth of questions a person can
answer.

Sharing and presentation—Tableau Desktop allows users to author and distribute visualizations and dashboards with the
ease expected of everyday office tools like spreadsheets. Content created in Tableau Desktop can be embedded in
documents and presentations, or the workbooks can be distributed for viewing by people who have Tableau Desktop

or Tableau Reader, a free product to view and interact with visualizations built in Tableau Desktop. Alternately, users
can publish their workbooks to Tableau Server enabling others in the organization to access them using a web

browser.

Tableau Server

Tableau Server is a powerful business intelligence platform with enterprise-class data management, scalability and
security. The collaborative features of Tableau Server are designed to foster more sharing of data to improve the
dissemination of information across an organization and promote improved decision-making.

Tableau Server’s key capabilities include:

Shared content—Tableau Server provides an easy-to-navigate repository of shared visualizations and dashboards within
an organization. After users of Tableau Desktop create and publish their work to Tableau Server, any other user with
appropriate security credentials can view and interact with it using a Web browser or mobile application. These

viewers can also edit the work and republish it back to the server. The ability to publish dashboards and easily share
impactful visual analysis increases awareness of business data and promotes improved decision-making. In addition,
allowing others to interact with an analysis gives them deeper understanding of the information which leads to an
improved grasp on the problem and hence greater confidence in the solution.

Shared data—TJust as Tableau Server is a platform for shared analysis, it is also a platform for shared data. Organizations
can use Tableau Server to centrally manage enterprise data sources and metadata enabling knowledge sharing,
efficiency, data consistency and security. Business users or IT professionals can create rich data models, containing
calculations, hierarchies, field aliases, sets and groups of interest, and publish them to Tableau Server to be shared
across an organization. Others can use these models as a starting point while extending them to meet their own

12
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specific analytical needs. While centralized data models are not a pre-requisite for analysis in Tableau, they provide
flexibility and increased productivity while maintaining control and security of data.

Universal access—We have designed Tableau Server to enable seamless sharing of content across desktop, mobile and
Web clients. Once users author and publish analytical content to the server, people

7
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across an organization can consume it on different browsers and devices. Further, Tableau Server automatically
detects the access device being used and adapts the content to take advantage of the device’s capabilities including
native touch experience, form factor and security. Tableau Server allows users to actively subscribe to content for
automatic delivery on their devices or pull content on demand.

Integration—Tableau Server offers APIs that help developers, customers and partners embed and control our software
from portals, websites and other enterprise applications. Our APIs can also be used to construct in-memory databases,
upload content and add users to the server programmatically. In addition to APIs, we also offer command line utilities
to automate management tasks, and data upload tools to move data rapidly into Tableau Server.

§calability—Tableau Server’s distributed multi-tier architecture allows it to scale to tens of thousands of users, across
desktop, Web and mobile clients, meeting the needs of some of the largest organizations globally.

Security—Tableau Server provides a robust security model that encompasses authentication, data and network security.
Tableau Server is also built on a multi-tenant architecture that allows administrators to logically partition a single
system across user populations, providing for separation of content.

Administration—We believe the ease of administering a system is tremendously important to its adoption. While
Tableau Server’s management interface is designed to be simple enough for a line-of-business user, we also provide
APIs to allow administrators to automate routine management processes. After the initial setup, many of our
customers have reported that they spend little time on Tableau Server administration.

Tableau Online

Our newest product offering, Tableau Online, a cloud-based hosted version of Tableau Server, launched in July 2013.
Tableau Online is built on the Tableau Server platform and provides ease-of use, speed, availability and security
without requiring customers to manage physical infrastructure. Tableau Online runs in a secure data center and can be
accessed by clients remotely using Tableau Desktop, a browser or a mobile device.

Tableau Public

Tableau Public is a free cloud-based offering that is available for anyone to use with public data. This offering allows
users of diverse backgrounds, from bloggers and journalists to researchers to government workers, to easily visualize
public data on their websites. People who visit these websites can interact with the visualizations and share them via
social media.

Using Tableau Public, data can be transformed into interactive graphs, dashboards and maps for the world to see on
the Web. For example, a blogger focused on economic issues may want to blog about changes in the U.S.
unemployment rate. Using Tableau Public, the blogger can quickly build an interactive visualization using data from
the U.S. Bureau of Labor Statistics and embed it in his blog. Every time the blog is viewed, Tableau Public serves up
the data as a dynamic visualization.

Since its launch in 2010, Tableau Public has been used by thousands of people to make public data easy to see and
understand. People have used the product to visualize and share data about government budgets, school performance,
economic policy, sports statistics and box office trends. Visualizations from Tableau Public have been embedded in
numerous websites including the Wall Street Journal, CNBC, Financial Times, the Guardian, Huffington Post, La
Nacion, Le Monde, New Scientist, Gizmodo, the Washington Post, the Irish Times and Oxford University. For
organizations that want to publish visualization to the public Web, but protect the underlying data assets among other
benefits, we offer a subscription service, Tableau Public Premium.

14
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Tableau Public enables us to test new product features and engage in user research as well as generate greater
awareness of Tableau and increase community engagement. In addition to offering most of the features of Tableau
Desktop and Tableau Server, Tableau Public offers the following capabilities:

15
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Web scale—Tableau Public meets the massive performance requirements of serving dynamic content on top tier
websites including media channels, social media and other consumer internet services. Through a combination of
proprietary software and optimized hardware we have designed a highly scalable, multi-tenant, online infrastructure
that is based at a secure third party Web hosting facility. Since its launch, our Tableau Public service has served over
200 million views worldwide.

Social reach—Anyone viewing or interacting with a Tableau Public visualization can share it on Facebook or Twitter.
The ease of social sharing has facilitated greater conversations around data on Tableau Public.

Technology

Our powerful and easy-to-use products are built on a foundation of proprietary technologies. Key among these are
VizQL, our Live Query Engine and In-Memory Data Engine, which work together in harmony to create our Hybrid
Data Architecture.

Visual Query Language (VizQL) for Databases

At the heart of Tableau‘s products is our proprietary and breakthrough technology called VizQL. VizQL is a visual
query language for data that simultaneously describes how to query data and how to present it visually. VizQL can
deliver dramatic gains in people’s ability to see and understand data and we believe is unique in several important
aspects:

Extensibility and flexibility—VizQL is a computer language for describing pictures of data, including tables, graphs,
charts, maps, time series and tables of visualizations. VizQL unifies these different visual representations into a single
framework. Conventional component architectures that underlie reporting packages and charting wizards contain a
fixed number of computer procedures, one for each type of picture. VizQL, in contrast, is a language for creating
pictures. Each type of picture is a different statement in the language. The extensibility and flexibility of VizQL
makes it possible to create a virtually unlimited number of visualizations.

Transforms database records to graphical representations—VizQL statements define the mapping from records
returned from a database to graphical marks on a screen. Some fields in the record control the geometric
properties of the mark, including position, size and orientation while other fields control visual attributes like
color, transparency and shape.

Declarative language—VizQL is a declarative language like other database languages, including SQL. The advantage of
a declarative language is that the user describes what picture should be created, not how to make it. The user need not
be aware of underlying implementation as query, analysis and rendering operations run behind the scenes. The result

is a portable and more scalable system.

Defines and controls queries—VizQL procedures define both the resulting picture and the database query. Our Live
Query Engine generates efficient queries for external databases of many types from many vendors. VizQL also
controls execution of our optimized In-Memory Data Engine to perform calculations in real time.

Optimized—VizQL’s interpreter is optimized for interactive use, enabling visualization and drawing of large data sets.
VizQL is specifically designed to take advantage of modern computer graphics hardware, such as the fast rendering
chips developed for gaming that are standard on personal computers.

The initial development of VizQL began at Stanford University in 1999. Stanford University has granted us an
exclusive license to commercialize the software and related patents resulting from that research. The software and
related patents generally relate to three subject areas: (1) architecture for creating table-based visualizations from

16
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relational databases; (2) graphical user interface for creating specification for table-based visualizations; and (3) an
environment for rapid development of interactive visualizations. Our license from Stanford University is exclusive in
all fields, worldwide and sublicensable. The license agreement provides for Tableau to own all improvements to and
derivative works of the software that it develops. The license agreement also provides for

9
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enforcement of the licensed patents against alleged infringers. If Stanford University and Tableau agree to jointly
enforce the licensed patents against an alleged infringer, the parties equally share the costs and the recovery

or settlement for such enforcement. If Stanford University and Tableau do not agree to jointly enforce the licensed
patents against an alleged infringer, Stanford University and Tableau will each have the right to enforce the licensed
patents against the alleged infringer. If Tableau files such a suit in a United States court, Stanford University joins
such suit only for standing purposes, and Tableau wins an award of damages for, or receives a settlement payment for,
infringement of a United States licensed patent, Tableau would retain that award or settlement payment and would be
required to negotiate in good faith with Stanford University to compensate it for its expenses in connection with the
suit. If Stanford University files such a suit in a United States court, Tableau joins such suit only for standing
purposes, and Stanford University wins an award of damages for, or receives a settlement payment for, infringement
of a United States licensed patent, Stanford University would retain that award or settlement payment. The license
agreement does not expire and can be terminated by Stanford University only if Tableau breaches the agreement and
does not remedy the breach within thirty days after receiving written notice of the alleged breach from Stanford
University. We have invested substantial research and development in VizQL since obtaining these rights. We have
also been granted additional patents related to our core VizQL technology.

Live Query Engine

We have developed a Live Query Engine that interprets abstract queries generated by VizQL into syntax
understandable by popular database systems. For instance, our Live Query Engine can compile VizQL statements into
optimized SQL and MDX syntax understandable by database systems made by Microsoft, Oracle, IBM, EMC, SAP,
Teradata and many other database vendors. As a result, our technology provides customers with a way to increase the
accessibility, usability and performance of their databases. It also gives them a uniform user interface for interacting
with databases of diverse vendors, formats and sizes.

It is common for traditional business intelligence products to import data from the organization’s database systems. In
contrast, Tableau’s Live Query Engine enables people to query databases without having to first import the data into
our products. Queries generated by our Live Query Engine are interpreted and run by the database, with only the
results of each query rendered. This approach offers many advantages for customers:

Data consistency—Copying data can cause people to work with out-of-date information. Further, each copy of the data
may represent information at different times leading to inconsistency. With our Live Query Engine, customers do not
need to create additional copies of their data.

Avoids data movement—Moving and loading data is often time consuming and expensive. With Live Query Engine, our
customers do not need to move data in order to use our products.

Scalability—Many database vendors provide massively parallel implementations of databases that provide scalable data
access to large data sets. These systems can scale in various ways including scaling the number of tables in the
database, the number of records in each table, the number of columns in each record, the number of users and the
number of active queries. These systems also provide powerful computation capabilities for very large data volumes.
Our Live Query Engine allows businesses to leverage their investment in scalable data infrastructure.

Security—Transferring data out of a database causes customers to lose the security and permissions models associated
with that data. Using our Live Query Engine, customers can leverage the security and permissions models specified in
their database systems.

Flexibility—The database industry consists of multiple vendors with competitively differentiated products. Our Live

Query Engine enables our customers to choose the appropriate technology for their business.
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We focus on ensuring our software is compatible with popular database platforms and that our live query technology
works with the most recent releases of those platforms. Our Live Query Engine is compatible with 36 data sources,
including those from the top five database vendors in the world.

10
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We have also pioneered connectors to emerging “Big Data” and cloud technologies. We connect to open-source Hadoop
databases, proprietary MapReduce technologies and cloud data warehouses like Amazon Redshift and Google
BigQuery. We also connect to column stores, databases designed to process unstructured data, and Web applications
such as salesforce.com and Google Analytics. We believe the size of the data that our customers analyze continues to
grow. We will continue to develop our live query technology with the goal of empowering our users to have complete
access to any data stored anywhere.

In-Memory Data Engine

We have also developed a fast In-Memory Data Engine that allows people to analyze large amounts of data
independently of database systems. This option is valuable to our customers as it enables them to overcome the
following challenges:

.Lack of databases—Much of the world’s data is not stored in databases. For instance, data is commonly stored in text
files, spreadsheets, logs or other formats.

.Limited performance—In addition, much of the world’s data is stored in databases that are too slow for interactive
analysis or reporting.

For these situations, we have developed an In-Memory Data Engine, with the following unique combination of
attributes that enable fast calculations:

Column-based storage—Our In-Memory Data Engine is based on a column-oriented format which is able to reduce
tnput/output on analytical workloads. It employs a simple disk based representation of data that leverages the
operating systems’ management of virtual memory.

Compressed data representation—Our technology utilizes compression aimed to keep the memory footprint as small as
possible.

Optimization for in-memory analytics—Our In-Memory Data Engine is optimized for analyzing data in random access
memory, or RAM. For example, leveraging RAM-based indices our technology is more efficient than those using
disk-based indices.

Architecture aware algorithms—Our technology is designed to achieve high-throughput on modern processors. Key
algorithms, such as grouping and aggregation, are designed to be cache and multi-core aware and adaptive to different
hardware characteristics.

By importing data into our In-Memory Data engine, our customers can get many of the benefits of a fast database
without the complication, cost and delay of a new investment in databases systems. Our In-Memory Data Engine is
designed to be used on commodity hardware such as personal computers, laptops and servers that are common in
companies today.

Hybrid Data Architecture

We have designed our Live Query Engine and In-Memory Data Engine to work in harmony. This hybrid approach
gives customers flexibility and power. For instance, customers can use our In-Memory Data Engine to import a
sample of data from a large database, and then after designing an initial visualization that answers a question, run the
visualization against the entire database using the live query option. As another example of the hybrid approach,
customers can integrate live data with in-memory data in a single visualization or dashboard. Both of these examples
can be achieved by business users without any programming or scripting.

20



Edgar Filing: Tableau Software Inc - Form 10-K

Information about Segments and Geographic Revenue

Information about segments and geographic revenue is set forth in Note 10 of the notes to consolidated financial
statements included elsewhere in this report.
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Seasonality

We generally experience seasonal fluctuations in demand for our products and services. Our quarterly sales are
impacted by industry buying patterns. As a result, our sales have generally historically been highest in the fourth
quarter of a calendar year and lowest in the first quarter.

Customers

Our software is designed for anyone with data and questions. Our customers range from the largest corporations in the
world to sole proprietors. Tableau’s ease of installation and maintenance provides the flexibility to be deployed by
individuals, departments or as an enterprise-wide system. We provide our products to organizations in various
industries, including business services, energy and telecommunications, financial services, Internet, life sciences and
healthcare, manufacturing and technology, media and entertainment, public sector and education, and retail, consumer
and distribution.

We have grown our customer accounts from approximately 7,700 as of December 31, 2011 to approximately 17,000
as of December 31, 2013, located in more than 100 countries. We define a customer account as a purchaser of our
products. Customer accounts are typically organizations. In some cases, organizations will have multiple groups
purchasing our software, which we count as discrete customer accounts. No customer represented more than 10% of
our total revenues in 2013, 2012 or 2011.

Support and Services

Our products are designed for our customers to be able to deploy and use on their own. However, we offer several
programs to enable our customers to maximize their experience and successful use of our products.

Maintenance and Support

Our maintenance and support services provide access to new releases of our software in addition to technical support
services. Our technical support team also fields “how-to” inquiries from customers related to specific product
functionality.

We offer multiple levels of technical support services to our customers from our offices in Seattle, Washington;
Kirkland, Washington; London, United Kingdom; and Dublin, Ireland. We offer our highest support level, including a
dedicated phone number, to address critical issues, 24 hours a day, seven days a week, year-round. In addition, we
offer a variety of support tools on our website including a knowledge base, product documentation guides, release
notes and drivers. We have also developed an extensive online support community, which includes forums and user
groups that is intended to enable our customers to learn and to connect with each other.

Training

In order to enable our customers to be self-reliant, we offer free online training to customers on our website, including
hundreds of hours of training videos, sample visualizations and best practice articles.

We also provide a variety of fee-based product training options ranging from instructor-led courses in a traditional
classroom setting to online courses. These training courses are designed to deepen understanding of specific aspects of

our products and range from a single day to a week in length.

Professional Services
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We have also invested in a professional services organization to help our customers maximize their benefits from
using our products. Our professional services are generally intended to accelerate the analytics process rather than
focus on installation and configuration of our software, as we believe most of our customers are able to deploy our
products without assistance. These services are delivered either in person or remotely, and we tailor our services
engagements to a customer’s specific needs.
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Tableau Community

We have built a strong and growing community of users and partners that help us evangelize our mission. The purpose
of our community is to give customer and prospects opportunities to connect and share their experiences and ideas,
and to allow them to provide valuable feedback on our products that helps us prioritize product enhancements.

Our online community currently offers:

knowledge bases, forums and repositories that help users learn about topics of interest, ask questions and share
insights;

eroups, a mechanism that allows users to connect based on geographical location or industry affiliation;
tdeas, an avenue to share product suggestions;

iz Talk, designed to let users share and discuss interesting data visualizations;

blogs; and

news.

We also organize events to engage with our customers and foster our user community. Our seminal event is our
annual U.S. Tableau Customer Conference, which has grown rapidly in the last several years, from approximately 180
attendees in 2008 to over 3,000 attendees in 2013. At this event, our customers have the opportunity to network and
connect, learn best practices, attend training sessions, and present their questions and suggestions directly to our
software developers, executives and other employees. Based on the positive feedback and demand for this conference,
we expanded this offering internationally with our 2011, 2012 and 2013 Tableau European Customer Conferences.
We also intend to begin hosting conferences in other regions around the world. Finally, many of our customers form
local user groups that meet periodically to discuss and share experiences using our products.

Culture and Employees

Our culture is fundamental to our success and we embrace and cultivate it with pride. Eight core values define our
culture and govern our approach to business. These consist of teamwork, product leadership, using our own products,
respect, honesty, simplicity and commitment to delighting our customers, as well as our mission to help people see
and understand data.

Our values permeate our organization and drive our identity as a company. For example, we strive to paint virtually all
aspects of our business with a brush of simplicity, from product user interfaces to pricing models to internal business
processes to marketing strategies. We view our employees as partners in creating a great work environment, and we
take a long term approach to their recruitment and development. As a result of our careful hiring choices, we believe
our company is populated by smart, respectful people grounded in humility. We have been publicly recognized as one
of the best workplaces in the State of Washington.

We desire to make an impact on our community, and in December 2012 we established the Tableau Foundation, a
donor-advised charitable fund. The focus of the Tableau Foundation will be to encourage the use of facts and

analytical reasoning to solve the world’s problems. It is also an avenue to support specific employee causes.

As of December 31, 2013, we had 1,212 full-time employees globally. We also engage temporary employees and
consultants. None of our employees is represented by a labor union. We have not experienced any work stoppages,
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and we consider our relations with our employees to be good.
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Sales and Marketing

Our sales and marketing teams collaborate to create market awareness and demand, to build a robust sales pipeline
and to ensure customer success that drives revenue growth.

Sales

Our sales efforts are built on a land and expand sales model that is designed to capitalize on the ease of use, low
up-front cost and collaborative capabilities of our software. To facilitate rapid adoption of our products, we provide
fully functional free trial versions of our products on our website and have created a simple pricing model with no
minimum purchase requirements. After an initial trial or purchase, which is often made to target a specific business
need at a grassroots level within an organization, the use of our products often spreads across departments, divisions
and geographies, via word-of-mouth, discovery of new use cases and our sales efforts.

Our direct sales approach includes inside sales teams and field sales teams. Our inside sales team, based in regional
sales hubs, qualifies and manages accounts throughout the world in a manner in which we can seed new sales at a low
cost and expand these accounts over time. Our direct field sales team covers North America; Europe, Middle East and
Africa; the Asia Pacific region; and Latin America, and is mainly responsible for lead qualification and account
management for large enterprises. All our direct sales teams partner with technical sales representatives who provide
presales technical support. We also have a dedicated customer success team responsible for driving renewals of
existing contracts.

We also sell our products through indirect sales channels including technology vendors, resellers and OEMs and
independent software vendors, or ISV, partners. These channels provide additional sales coverage, solution-based
selling, services and training throughout the world. Our channel program is led by a dedicated sales team and provides
training, certification and sales resources to our partners. As of December 31, 2013, less than 10% of our sales team
focused on indirect sales channels. We plan to continue to invest in our partner programs to help us enter and grow in
new markets while complementing our direct sales efforts.

Our sales organization also includes professional services and training teams that work with customers of all sizes to
support implementations and increase adoption. These efforts include in person and phone-based engagements,
webinars, in-person training and free on-demand training.

Marketing

Our marketing efforts focus on establishing our brand, generating awareness, creating leads and cultivating the
Tableau community. The marketing team consists primarily of product marketing, programs, field events, channel
marketing, corporate communications and website teams. We leverage both online and offline marketing channels
such as events and trade shows, seminars and webinars, third-party analyst reports, whitepapers, case studies, blogs,
search engines and email marketing. A central focus for the marketing team is to drive free product trials and
encourage use of our free online training, an integral part of our customer acquisition process. Our marketing team is
responsible for the logistics of hosting various events, including our annual customer conferences and regional events,
as well as providing Web-based community tools and supporting customer-driven user groups.

We believe the simplest way to showcase our products is by using them in live or recorded demonstrations. Our
marketing team also promotes Tableau Public to generate awareness. By democratizing access to public data and
facilitating sharing of insights online, Tableau Public has rapidly increased community engagement and extended the
reach of our products. Interest in this service has grown quickly and is demonstrated by more than 200 million
cumulative Tableau Public page views to date.
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Strategic Relationships
We view our partners as an extension of our team, playing an integral role in our development and growth. Our

partner programs include technology partnerships, reseller arrangements, and OEM and ISV relationships. In addition,
we also work closely with system integrators, consulting firms and training partners.
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Technology Vendors

Our most important technology partnerships are with data platform vendors. We collaborate with these vendors to
build high performance connectivity to their data sources. We have 36 optimized data platform connectors to popular
data platforms from vendors such as Amazon.com, Cloudera, Inc., International Business Machines Corporation, or
IBM, Microsoft Corporation, Oracle Corporation, salesforce.com, inc., SAP AG and Teradata Corporation. In
addition, some of our technology partners, such as Teradata Corporation, are resellers of our products.

Resellers/VARs

Most of our indirect sales are through resellers. In certain international markets we rely more heavily on resellers than
we do in the United States. Our reseller program is designed to support business growth, help generate new
opportunities, optimize customer experience and care, increase profitability and close deals more quickly. We partner
with value-added resellers, or VARs, who provide vertical expertise and technical advice in addition to reselling or
bundling our software. We qualify our partners carefully to help ensure that each has the necessary capabilities and
technical expertise to allow us to deliver even greater value to our customers.

OEMs

We believe that software applications made by other companies can benefit from the analytical capabilities that our
products can provide, and we continue to develop relationships with OEM partners that embed our software into their
applications. Currently, we have over 40 OEM relationships. These consist of both traditional OEMs that provide a
customized version of our products for their applications as well as SaaS-based OEMs that deliver analytics as a
service.

With the release of Tableau 8.0, we introduced API support, which includes a JavaScript API that enables third-party
applications to control the Tableau application and a Data Extract API that allows partners and customers to load data
into our products programmatically. We believe these APIs will make it easier to integrate our products with third
party products and further advance our partner relationships.

Research and Development

We invest substantial resources in research and development to drive core technology innovation and to bring new
products to market. Our research and development organization, with employees located in Seattle, Washington,
Kirkland, Washington, Menlo Park, California and Austin, Texas, is primarily responsible for design, development,
testing and certification of our products and core technologies. Our mission-driven culture empowers our employees
to take ownership and personal pride in building our products. We work hard to create an environment that satisfies
our talents and intellectual curiosities while promoting the development of broadly impactful and transformative
technologies.

We have historically targeted major product releases on an annual cycle. Since our founding, we have developed eight
major versions of our products. In addition, we also provide maintenance releases with bug fixes and incremental
functionality, generally on a monthly basis. For example, in the maintenance releases that followed Tableau 8.0, we
introduced features such as new data connectors, enhanced security, increased web and mobile interactivity,
integration with the R open-source environment for statistical analysis, and improved memory usage. Our release
cycles enable us to be responsive to customers by delivering new functionality on a frequent basis. We establish
priorities for our organization by collaborating closely with our customers, community and employees. We use our
products across all business functions at Tableau, from customer support to finance to sales and marketing to human
resources, and every employee is encouraged to test and provide feedback.
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Our founders conducted the original research that led to the development of VizQL at Stanford University. We
actively invest in an internally focused research effort and collaborate with the research and academic community to
keep current with cutting edge technologies and help us to stay at the forefront of innovation.

We are focused on hiring the top technical talent in the industry, top engineering programs and research institutions.
Our talented engineers and computer scientists are focused on finding simple and elegant solutions to
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complex problems in information visualization, data analytics, user experience and distributed system design. Over
one third of our research and development employees have advanced technical degrees.

Research and development expenses were $60.8 million, $33.1 million and $18.4 million for the years ended
December 31, 2013, 2012 and 2011, respectively.

Competition
Our current primary competitors generally fall into three categories:

large software companies, including suppliers of traditional business intelligence solutions that provide one or more
capabilities that are competitive with our products, such as IBM, Microsoft Corporation, Oracle Corporation and SAP
AG;

spreadsheet software providers, such as Microsoft Corporation; and

new and emerging business analytics software companies, such as Qlik Technologies Inc. and TIBCO Spotfire (a
subsidiary of TIBCO Software Inc.).

In addition, we may compete with open source initiatives and custom development efforts. We expect competition to
increase as other established and emerging companies enter the business analytics market, as customer requirements
evolve and as new products and technologies are introduced. We expect this to be particularly true with respect to our
cloud-based offerings as we and our competitors seek to provide business analytics products based on a SaaS
platform. This is a relatively new and evolving area of business analytics solutions, and we anticipate competition to
increase based on customer demand for these types of products.

Many of our competitors, particularly the large software companies named above, have longer operating histories,
significantly greater financial, technical, marketing, distribution or other resources and greater name recognition than
we do. In addition, many of our competitors have strong relationships with current and potential customers and
extensive knowledge of the business analytics industry. As a result, they may be able to respond more quickly to new
or emerging technologies and changes in customer requirements or devote greater resources to the development,
promotion and sale of their products than us. Moreover, many of these competitors are bundling their analytics
products into larger deals or maintenance renewals, often at significant discounts. Increased competition may lead to
price cuts or the introduction of products available for free or a nominal price, fewer customer orders, reduced gross
margins, longer sales cycles and loss of market share. We may not be able to compete successfully against current and
future competitors, and our business, results of operations and financial condition will be harmed if we fail to meet
these competitive pressures.

Intellectual Property

We rely on federal, state, common law and international rights, as well as contractual restrictions, to protect our
intellectual property. We control access to our proprietary technology by entering into confidentiality and invention
assignment agreements with our employees and contractors, and confidentiality agreements with third parties, such as
service providers, vendors, individuals and entities that may be exploring a business relationship with us.

In addition to these contractual arrangements, we also rely on a combination of trade secrets, copyrights, patents,
trademarks, service marks and domain names to protect our intellectual property. We pursue the registration of our
copyrights, trademarks, service marks and domain names in the United States and in certain locations outside the
United States.
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As of December 31, 2013, we had ten issued U.S. patents directed to our technology. We also had 12 pending patent
applications in the United States. We own registered trademarks for Tableau, Tableau Software, VizQL, Show Me!
and Data In. Brilliance Out. in the United States, which have various expiration dates unless renewed through
customary processes. We also own trademark registrations for Tableau, Tableau Software, VizQL, and Show Me! In
Canada; Tableau Software and Show Me! in China and Japan; and Tableau Software,
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VizQL and Show Me! in the European Union. Such registered trademarks will expire unless renewed at various times
in the future.

Despite our efforts to protect our proprietary technology and our intellectual property rights, unauthorized parties may
attempt to copy or obtain and use our technology to develop applications with the same functionality as our
applications. Policing unauthorized use of our technology and intellectual property rights is difficult.

We expect that software and other applications in our industry may be subject to third-party infringement claims as
the number of competitors grows and the functionality of applications in different industry segments overlaps. Any of
these third parties might make a claim of infringement against us at any time.

Corporate Information

We were formed as Tableau Software LLC, a Delaware limited liability company, in 2003, and incorporated as
Tableau Software, Inc., a Delaware corporation in 2004. Our principal executive offices are located at 837 North 34th
Street, Seattle, Washington 98103, and our telephone number is (206) 633-3400. Our website address is
www.tableausoftware.com. The information on, or that can be accessed through, our website is not part of this report.
Available Information

We file annual reports on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, proxy and
information statements and amendments to reports filed or furnished pursuant to Sections 13(a), 14 and 15(d) of the
Securities Exchange Act of 1934, as amended. The public may obtain these filings at the Securities and Exchange
Commission (SEC)’s Public Reference Room at 100 F Street, NE, Washington, DC 20549 or by calling the SEC at
1-800-SEC-0330. The SEC also maintains a website at http://www.sec.gov that contains reports, proxy and
information statements and other information regarding Tableau Software and other companies that file materials with
the SEC electronically. Copies of Tableau’s reports on Form 10-K, Forms 10-Q and Forms 8-K, may be obtained, free
of charge, electronically through our internet website,
http://investors.tableausoftware.com/financial-reports-and-filings/default.aspx
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ITEM 1A. RISK FACTORS

Our operations and financial results are subject to various risk and uncertainties, including those described below. You
should carefully consider the following risks and all of the other information contained in this report, including our
consolidated financial statements and related notes, before making an investment decision. While we believe that the
risks and uncertainties described below are the material risks currently facing us, additional risks that we do not yet
know of or that we currently think are immaterial may also arise and materially affect our business. If any of the
following risks materialize, our business, financial condition and results of operations could be materially and
adversely affected. In that case, the trading price of our Class A common stock could decline, and you may lose some
or all of your investment.

Risks Related to Our Business and Industry

Due to our rapid growth, we have a limited operating history at our current scale, which makes it difficult to evaluate
our future prospects and may increase the risk that we will not be successful.

We have been growing rapidly in recent periods, and as a result have a relatively short history operating our business
at its current scale. For example, we have significantly increased the number of our employees and have expanded our
operations worldwide. Furthermore, we operate in an industry that is characterized by rapid technological innovation,
intense competition, changing customer needs and frequent introductions of new products, technologies and services.
We have encountered, and will continue to encounter, risks and uncertainties frequently experienced by growing
companies in evolving industries. If our assumptions regarding these risks and uncertainties, which we use to plan our
business, are incorrect or change in reaction to changes in the market, or if we do not address these risks successfully,
our operating and financial results could differ materially from our expectations and our business could suffer.

Our future success will depend in large part on our ability to, among other things:

maintain and expand our business, including our operations and infrastructure to support our growth, both
domestically and internationally;

compete with other companies, custom development efforts and open source initiatives that are currently in, or may in
the future enter, the market for our software;

expand our customer base, both domestically and internationally;

renew maintenance agreements with, and sell additional products to, existing customers;

tmprove the performance and capabilities of our software;

hire, integrate, train and retain skilled talent, including members of our direct sales force and software engineers;
maintain high customer satisfaction and ensure quality and timely releases of our products and product enhancements;
maintain, expand and support our indirect sales channels and strategic partner network;

maintain the quality of our website infrastructure to minimize latency when downloading or utilizing our software;
tncrease market awareness of our products and enhance our brand; and

maintain compliance with applicable governmental regulations and other legal obligations, including those related to
intellectual property, international sales and taxation.

If we fail to address the risks and difficulties that we face, including those associated with the challenges listed above
as well as those described elsewhere in this “Risk Factors” section, our business will be adversely affected and our
results of operations will suffer.

We may not be able to sustain our revenue growth rate or profitability in the future.

While we have achieved profitability on an annual basis over the past three years, we have not consistently achieved
profitability on a quarterly basis during that same period. For example, we had net losses in the fourth quarter of 2010,
the third quarter of 2011, the fourth quarter of 2012 and the first and second quarters of 2013. We expect expenses to
increase substantially in the near term, particularly as we make significant
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investments in our sales and marketing organization, expand our operations and infrastructure both domestically and
internationally and develop new products and new features for and enhancements of our existing products. In addition,
in connection with operating as a public company, we are incurring additional significant legal, accounting and other
expenses that we did not incur as a private company.

Moreover, our historical revenue growth should not be considered indicative of our future performance. As we grow
our business, we expect our revenue growth rates to slow in future periods due to a number of reasons, which may
include slowing demand for our products, increasing competition, a decrease in the growth of our overall market, our
failure, for any reason, to continue to capitalize on growth opportunities, the maturation of our business or the decline
in the number of organizations into which we have not already expanded.

We have been growing rapidly and expect to continue to invest in our growth for the foreseeable future. If we fail to
manage this growth effectively, our business and results of operations will be adversely affected.

We have experienced rapid growth in a relatively short period of time. Our revenues grew to $232.4 million in the
year ended December 31, 2013 from $62.4 million in the December 31, 2011. Our number of full time employees
increased to 1,212 at December 31, 2013 from 350 as of December 31, 2011. During this period, we also established
operations in a number of countries outside the United States.

We intend to continue to aggressively grow our business. For example, we plan to continue to hire new employees at a
rapid pace, particularly in our sales and engineering groups. If we cannot adequately train these new employees,
including our direct sales force, our sales may decrease or our customers may lose confidence in the knowledge and
capability of our employees. In addition, we are expanding internationally, establishing operations in additional
countries outside the United States, and we intend to make direct and substantial investments to continue our
international expansion efforts. We must successfully manage our growth to achieve our objectives. Although our
business has experienced significant growth in the past, we cannot provide any assurance that our business will
continue to grow at the same rate, or at all.

Our ability to effectively manage any significant growth of our business will depend on a number of factors, including
our ability to do the following:

effectively recruit, integrate, train and motivate a large number of new employees, including our direct sales force,
while retaining existing employees, maintaining the beneficial aspects of our corporate culture and effectively
executing our business plan;

satisfy existing customers and attract new customers;

successfully introduce new products and enhancements;

eontinue to improve our operational, financial and management controls;

protect and further develop our strategic assets, including our intellectual property rights; and

make sound business decisions in light of the scrutiny associated with operating as a public company.

These activities will require significant capital expenditures and allocation of valuable management and employee
resources, and our growth will continue to place significant demands on our management and our operational and
financial infrastructure.

Our future financial performance and our ability to execute on our business plan will depend, in part, on our ability to
effectively manage any future growth. There are no guarantees we will be able to do so in an efficient or timely
manner, or at all. In particular, any failure to successfully implement systems enhancements and improvements will
likely negatively impact our ability to manage our expected growth, ensure uninterrupted operation of key business
systems and comply with the rules and regulations that are applicable to public reporting companies. Moreover, if we
do not effectively manage the growth of our business and operations, the quality of our software could suffer, which
could negatively affect our brand, results of operations and overall business.
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We face intense competition, and we may not be able to compete effectively, which could reduce demand for our
products and adversely affect our business, growth, revenues and market share.

The market for our products is intensely and increasingly competitive and subject to rapidly changing technology and
evolving standards. In addition, many companies in our target market are offering, or may soon offer, products and
services that may compete with our products.

Our current primary competitors generally fall into three categories:

large software companies, including suppliers of traditional business intelligence products that provide one or more
capabilities that are competitive with our products, such as International Business Machines Corporation, Microsoft
Corporation, Oracle Corporation and SAP AG;

spreadsheet software providers, such as Microsoft Corporation; and

new and emerging business analytics software companies, such as Qlik Technologies Inc. and TIBCO Spotfire (a
subsidiary of TIBCO Software Inc.).

In addition, we may compete with open source initiatives and custom development efforts. We expect competition to
increase as other established and emerging companies enter the business analytics software market, as customer
requirements evolve and as new products and technologies are introduced. We expect this to be particularly true with
respect to our cloud-based initiatives as we and our competitors seek to provide business analytics products based on a
software-as-a-service, or SaaS, platform. This is a relatively new and evolving area of business analytics solutions,
and we anticipate competition to increase based on customer demand for these types of products.

Many of our competitors, particularly the large software companies named above, have longer operating histories,
significantly greater financial, technical, marketing, distribution, professional services or other resources and greater
name recognition than we do. In addition, many of our competitors have strong relationships with current and
potential customers and extensive knowledge of the business analytics industry. As a result, they may be able to
respond more quickly to new or emerging technologies and changes in customer requirements, for example by
offering a SaaS based product that competes with our on-premise products or Tableau Online, our SaaS product, or
devoting greater resources to the development, promotion and sale of their products than we do. Moreover, many of
these competitors are bundling their analytics products into larger deals or maintenance renewals, often at significant
discounts. Increased competition may lead to price cuts, alternative pricing structures or the introduction of products
available for free or a nominal price, fewer customer orders, reduced gross margins, longer sales cycles and loss of
market share. We may not be able to compete successfully against current and future competitors, and our business,
results of operations and financial condition will be harmed if we fail to meet these competitive pressures.

Our ability to compete successfully in our market depends on a number of factors, both within and outside of our
control. Some of these factors include ease and speed of product deployment and use, discovery and visualization
capabilities, analytical and statistical capabilities, performance and scalability, the quality and reliability of our
customer service and support, total cost of ownership, return on investment and brand recognition. Any failure by us
to compete successfully in any one of these or other areas may reduce the demand for our products, as well as
adversely affect our business, results of operations and financial condition.

Moreover, current and future competitors may also make strategic acquisitions or establish cooperative relationships
among themselves or with others. By doing so, these competitors may increase their ability to meet the needs of our
customers or potential customers. In addition, our current or prospective indirect sales channel partners may establish
cooperative relationships with our current or future competitors. These relationships may limit our ability to sell or
certify our products through specific distributors, technology providers, database companies and distribution channels
and allow our competitors to rapidly gain significant market share. These developments could limit our ability to
obtain revenues from existing and new customers and to maintain maintenance and support revenues from our
existing and new customers. If we are unable to compete successfully against current and future competitors, our
business, results of operations and financial condition would be harmed.
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Our success is highly dependent on our ability to penetrate the existing market for business analytics software as well
as the growth and expansion of that market.

Although the overall market for business analytics software is well-established, the market for business analytics
software like ours is relatively new, rapidly evolving and unproven. Our future success will depend in large part on
our ability to penetrate the existing market for business analytics software, as well as the continued growth and
expansion of what we believe to be an emerging market for analytics solutions that are faster, easier to adopt, easier to
use and more focused on self-service capabilities. It is difficult to predict customer adoption and renewal rates,
customer demand for our products, the size, growth rate and expansion of these markets, the entry of competitive
products or the success of existing competitive products. Our ability to penetrate the existing market and any
expansion of the emerging market depends on a number of factors, including the cost, performance and perceived
value associated with our products, as well as customers' willingness to adopt a different approach to data analysis.
Furthermore, many potential customers have made significant investments in legacy business analytics software
systems and may be unwilling to invest in new software. If we are unable to penetrate the existing market for business
analytics software, the emerging market for self-service analytics solutions fails to grow or expand, or either of these
markets decreases in size, our business, results of operations and financial condition would be adversely affected.

Our future quarterly results of operations may fluctuate significantly due to a wide range of factors, which makes our
future results difficult to predict.

Our revenues and results of operations could vary significantly from quarter to quarter as a result of various factors,
many of which are outside of our control, including:

the expansion of our customer base;

the renewal of maintenance agreements with, and sales of additional products to, existing customers;

the size, timing and terms of our perpetual license sales to both existing and new customers;

the mix of direct sales versus sales through our indirect sales channels;

the timing and growth of our business, in particular through our hiring of new employees and international expansion;
the introduction of products and product enhancements by existing competitors or new entrants into our market, and
changes in pricing for products offered by us or our competitors;

customers delaying purchasing decisions in anticipation of new products or product enhancements by us or our
competitors or otherwise;

changes in customers' budgets;

customer acceptance of and willingness to pay for new versions of our products;

seasonal variations in our sales, which have generally historically been highest in the fourth quarter of a calendar year
and lowest in the first quarter;

seasonal variations related to sales and marketing and other activities, such as expenses related to our annual customer
conferences;

our ability to control costs, including our operating expenses;

our ability to hire, train and maintain our direct sales force;

the timing of satisfying revenue recognition criteria, particularly with regard to large transactions;

fluctuations in our effective tax rate; and

general economic and political conditions, both domestically and internationally, as well as economic
conditions specifically affecting industries in which our customers operate.

Any one of these or other factors discussed elsewhere in this report may result in fluctuations in our revenues and
operating results, meaning that quarter-to-quarter comparisons of our revenues, results of operations and cash flows
may not necessarily be indicative of our future performance.

We may not be able to accurately predict our future revenues or results of operations. For example, a large percentage
of the revenues we recognize each quarter has been attributable to sales made in the last month of that same quarter.
Our license revenues, which are primarily attributable to perpetual licenses, in particular can be impacted by
short-term shifts in customer demand. As a result, our ability to forecast revenues on a quarterly or longer-term basis
is limited. In addition, we base our current and future expense levels on our
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operating plans and sales forecasts, and our operating expenses are expected to be relatively fixed in the short term.
Accordingly, we may not be able to reduce our costs sufficiently to compensate for an unexpected shortfall in
revenues, and even a small shortfall in revenues could disproportionately and adversely affect our financial results for
that quarter. The variability and unpredictability of these and other factors could result in our failing to meet or exceed
financial expectations for a given period.

If we are unable to attract new customers and expand sales to existing customers, both domestically and
internationally, our growth could be slower than we expect and our business may be harmed.

Our future growth depends in part upon increasing our customer base. Our ability to achieve significant growth in
revenues in the future will depend, in large part, upon the effectiveness of our marketing efforts, both domestically
and internationally, and our ability to attract new customers. This may be particularly challenging where an
organization has already invested substantial personnel and financial resources to integrate traditional business
intelligence products into its business, as such organization may be reluctant or unwilling to invest in a new product. If
we fail to attract new customers and maintain and expand those customer relationships, our revenues will grow more
slowly than expected and our business will be harmed.

Our future growth also depends upon expanding sales of our products to and renewing license and maintenance
agreements with existing customers and their organizations. In order for us to improve our operating results, it is
important that our existing customers make additional significant purchases of our products. If our customers do not
purchase additional licenses or capabilities, our revenues may grow more slowly than expected, may not grow at all or
may decline. Additionally, increasing incremental sales to our current customer base requires increasingly
sophisticated and costly sales efforts that are targeted at senior management. There can be no assurance that our
efforts would result in increased sales to existing customers, or upsells, and additional revenues. If our efforts to upsell
to our customers are not successful, our business would suffer. Moreover, while most of our software is licensed and
sold under perpetual license agreements, we also enter into term license agreements with some of our customers and
have recently begun selling a SaaS-based product, Tableau Online, which is sold on a subscription basis. In addition,
all of our maintenance and support agreements are sold on a term basis. In order for us to grow our revenues and
increase profitability, it is important that our existing customers renew their maintenance and support agreements and
their term licenses, if applicable, when the initial contract term expires. Our customers have no obligation to renew
their term licenses or maintenance and support contracts with us after the initial terms have expired. Our customers'
renewal rates may decline or fluctuate as a result of a number of factors, including their satisfaction or dissatisfaction
with our software or professional services, our pricing or pricing structure, the pricing or capabilities of products or
services offered by our competitors, the effects of economic conditions, or reductions in our customers' spending
levels. If our customers do not renew their agreements with us, or renew on terms less favorable to us, our revenues
may decline.

We derive substantially all of our revenues from a limited number of software products.

We currently derive and expect to continue to derive substantially all of our revenues from our Tableau Desktop,
Tableau Server and Tableau Online software products. As such, the continued growth in market demand of these
software products is critical to our continued success. Demand for our software is affected by a number of factors,
including continued market acceptance of our products, the timing of development and release of new products by our
competitors, price changes by us or by our competitors, technological change, growth or contraction in the traditional
and expanding business analytics market, and general economic conditions and trends. If we are unable to continue to
meet customer demands or to achieve more widespread market acceptance of our software, our business, results of
operations, financial condition and growth prospects will be materially and adversely affected.

Our success depends on increasing the number and value of enterprise sales transactions, which typically involve a
longer sales cycle, greater deployment challenges and additional support and services than sales to individual
purchasers of our products.

Growth in our revenues and profitability depends in part on our ability to complete more and larger enterprise sales
transactions. These larger transactions may involve significant customer negotiation. Enterprise customers may
undertake a significant evaluation process, which can last from several months to a year or longer. For example, in
recent periods, excluding renewals, our transactions over $100,000 have generally taken
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over three months to close. Any individual transaction may take substantially longer than three months to close. If our
sales cycle were to lengthen in this manner, events may occur during this period that affect the size or timing of a
purchase or even cause cancellations, which may lead to greater unpredictability in our business and results of
operations. We will spend substantial time, effort and money on enterprise sales efforts without any assurance that our
efforts will produce any sales.

We may also face unexpected deployment challenges with enterprise customers or more complicated installations of
our software platform. It may be difficult to deploy our software platform if the customer has unexpected database,
hardware or software technology issues. Additional deployment complexities may occur if a customer hires a third
party to deploy or implement our products or if one of our indirect sales channel partners leads the implementation of
our products. In addition, enterprise customers may demand more configuration and integration services, which
increase our upfront investment in sales and deployment efforts, with no guarantee that these customers will increase
the scope of their use. As a result of these factors, we must devote a significant amount of sales support and
professional services resources to individual customers, increasing the cost and time required to complete sales. Any
difficulties or delays in the initial implementation, configuration or integration of our products could cause customers
to reject our software or lead to the delay or non-receipt of future orders which would harm our business, results of
operations and financial condition.

If our new products and product enhancements do not achieve sufficient market acceptance, our results of operations
and competitive position will suffer.

We spend substantial amounts of time and money to research and develop new software and enhanced versions of our
existing software to incorporate additional features, improve functionality, function in concert with new technologies
or changes to existing technologies and allow our customers to analyze a wide range of data sources. When we
develop a new product or an enhanced version of an existing product, we typically incur expenses and expend
resources upfront to market, promote and sell the new offering. Therefore, when we develop and introduce new or
enhanced products, they must achieve high levels of market acceptance in order to justify the amount of our
investment in developing and bringing them to market.

Further, we may make changes to our software that our customers do not find useful. We may also discontinue certain
features, begin to charge for certain features that are currently free or increase fees for any of our features or usage of
our software. We may also face unexpected problems or challenges in connection with new product or feature
introductions.

Our new products or product enhancements, such as Tableau Online and our most recent release, Tableau 8.1, and
changes to our existing software could fail to attain sufficient market acceptance for many reasons, including:

failure to predict market demand accurately in terms of software functionality and capability or to supply software
that meets this demand in a timely fashion;

tnability to operate effectively with the technologies, systems or applications of our existing or potential customers;
defects, errors or failures;

negative publicity about their performance or effectiveness;

delays in releasing our new software or enhancements to our existing software to the market;

the introduction or anticipated introduction of competing products by our competitors;

an ineffective sales force;

poor business conditions for our end-customers, causing them to delay purchases; and

the reluctance of customers to purchase software incorporating open source software.

In addition, because our products are designed to operate on and with a variety of systems, we will need to
continuously modify and enhance our products to keep pace with changes in technology. We may not be successful in
either developing these modifications and enhancements or in bringing them to market in a timely fashion.

If our new software or enhancements and changes do not achieve adequate acceptance in the market, our competitive
position will be impaired, and our revenues could decline. The adverse effect on our results of
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operations may be particularly acute because of the significant research, development, marketing, sales and other
expenses we will have incurred in connection with the new software or enhancements.

We are dependent on the continued services and performance of our senior management and other key personnel, the
loss of any of whom could adversely affect our business.

Our future success depends in large part on the continued contributions of our senior management and other key
personnel. In particular, the leadership of key management personnel is critical to the successful management of our
company, the development of our products, and our strategic direction. We do not maintain “key person” insurance for
any member of our senior management team or any of our other key employees. Our senior management and key
personnel are all employed on an at-will basis, which means that they could terminate their employment with us at any
time, for any reason and without notice. The loss of any of our key management personnel could significantly delay or
prevent the achievement of our development and strategic objectives and adversely affect our business.

If we are unable to attract, integrate and retain additional qualified personnel, including top technical talent, our
business could be adversely affected.

Our future success depends in part on our ability to identify, attract, integrate and retain highly skilled technical,
managerial, sales and other personnel, including top technical talent from the industry and top research institutions.
We face intense competition for qualified individuals from numerous other companies, including other software and
technology companies, many of whom have greater financial and other resources than we do. These companies also
may provide more diverse opportunities and better chances for career advancement. Some of these characteristics may
be more appealing to high-quality candidates than those we have to offer. In addition, new hires often require
significant training and, in many cases, take significant time before they achieve full productivity. We may incur
significant costs to attract and retain qualified personnel, including significant expenditures related to salaries and
benefits and compensation expenses related to equity awards, and we may lose new employees to our competitors or
other companies before we realize the benefit of our investment in recruiting and training them. Moreover, new
employees may not be or become as productive as we expect, as we may face challenges in adequately or
appropriately integrating them into our workforce and culture. In addition, as we move into new geographies, we will
need to attract and recruit skilled personnel in those areas. We have little experience with recruiting in geographies
outside of the United States, and may face additional challenges in attracting, integrating and retaining international
employees. If we are unable to attract, integrate and retain suitably qualified individuals who are capable of meeting
our growing technical, operational and managerial requirements, on a timely basis or at all, our business will be
adversely affected.

Volatility or lack of positive performance in our stock price may also affect our ability to attract and retain our key
employees. Many of our senior management personnel and other key employees have become, or will soon become,
vested in a substantial amount of stock or stock options. Employees may be more likely to leave us if the shares they
own or the shares underlying their vested options have significantly appreciated in value relative to the original
purchase prices of the shares or the exercise prices of the options, or, conversely, if the exercise prices of the options
that they hold are significantly above the market price of our common stock. If we are unable to appropriately
incentivize and retain our employees through equity compensation, or if we need to increase our compensation
expenses in order to appropriately incentivize and retain our employees, our business, results of operations, financial
condition and cash flows would be adversely affected.

Our growth depends on being able to expand our direct sales force successfully.

To date, most of our revenues have been attributable to the efforts of our direct sales force in the United States. In
order to increase our revenues and profitability, we must increase the size of our direct sales force, both in the United
States and internationally, to generate additional revenues from new and existing customers. We intend to
substantially further increase our number of direct sales professionals.

We believe that there is significant competition for sales personnel with the skills and technical knowledge that we
require. Our ability to achieve significant revenue growth will depend, in large part, on our success in recruiting,
training and retaining sufficient numbers of direct sales personnel to support our growth. New hires require significant
training and may take significant time before they achieve full productivity. Our recent hires and
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planned hires may not become productive as quickly as we expect, and we may be unable to hire or retain sufficient
numbers of qualified individuals in the markets where we do business or plan to do business. In addition, as we
continue to grow rapidly, a large percentage of our sales force will be new to our company and our products, which
may adversely affect our sales if we cannot train our sales force quickly or effectively. Attrition rates may increase
and we may face integration challenges as we continue to seek to aggressively expand our sales force. If we are unable
to hire and train sufficient numbers of effective sales personnel, or the sales personnel are not successful in obtaining
new customers or increasing sales to our existing customer base, our business will be adversely affected.

If we cannot maintain our corporate culture as we grow, we could lose the innovation, teamwork, passion and focus
on execution that we believe contribute to our success, and our business may be harmed.

We believe that our corporate culture has been a critical component to our success. We have invested substantial time
and resources in building our team. As we grow and mature as a public company, we may find it difficult to maintain
our corporate culture. Any failure to preserve our culture could negatively affect our future success, including our
ability to recruit and retain personnel and effectively focus on and pursue our corporate objectives.

Real or perceived errors, failures or bugs in our software could adversely affect our results of operations and growth
prospects.

Because our software is complex, undetected errors, failures or bugs may occur, especially when new versions or
updates are released. Our software is often installed and used in large-scale computing environments with different
operating systems, system management software, and equipment and networking configurations, which may cause
errors or failures of our software or other aspects of the computing environment into which it is deployed. In addition,
deployment of our software into computing environments may expose undetected errors, compatibility issues, failures
or bugs in our software. Despite testing by us, errors, failures or bugs may not be found in our software until it is
released to our customers. Moreover, our customers could incorrectly implement or inadvertently misuse our software,
which could result in customer dissatisfaction and adversely impact the perceived utility of our products as well as our
brand. Any of these real or perceived errors, compatibility issues, failures or bugs in our software could result in
negative publicity, reputational harm, loss of or delay in market acceptance of our software, loss of competitive
position or claims by customers for losses sustained by them. In such an event, we may be required, or may choose,
for customer relations or other reasons, to expend additional resources in order to help correct the problem.
Alleviating any of these problems could require significant expenditures of our capital and other resources and could
cause interruptions, delays or cessation of our licensing, which could cause us to lose existing or potential customers
and could adversely affect our results of operations and growth prospects.

Interruptions or performance problems associated with our technology and infrastructure may adversely affect our
business and results of operations.

We have in the past experienced, and may in the future experience, performance issues due to a variety of factors,
including infrastructure changes, human or software errors, website or third-party hosting disruptions or capacity
constraints due to a number of potential causes including technical failures, cyber-attacks, security vulnerabilities,
natural disasters or fraud. If our security is compromised, our website is unavailable or our users are unable to
download our software within a reasonable amount of time or at all, our business could be negatively affected.
Moreover, if our security measures, products or services are subject to cyber-attacks that degrade or deny the ability of
users to access our website, products or services, our products or services may be perceived as unsecure and we may
incur significant legal and financial exposure. In particular, our cloud-based products, Tableau Online and Tableau
Public, may be especially vulnerable to interruptions or performance problems. In some instances, we may not be able
to identify the cause or causes of these performance problems within an acceptable period of time. These cloud-based
products are hosted at third-party data centers that are not under our direct control. If these data centers were to be
damaged or suffer disruption, our ability to provide these products to our customers could be impaired and our
reputation could be harmed.

In addition, it may become increasingly difficult to maintain and improve our website performance, especially during
peak usage times and as our software becomes more complex and our user traffic increases.
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Adverse consequences could include unanticipated system disruptions, slower response times, degradation in level of
customer support, and impaired quality of users' experiences, and could result in customer dissatisfaction and the loss
of existing customers. We expect to continue to make significant investments to maintain and improve website
performance and security and to enable rapid and secure releases of new features and applications for our software. To
the extent that we do not effectively address capacity constraints, upgrade our systems as needed and continually
develop our technology and network architecture to accommodate actual and anticipated changes in technology, our
business and results of operations may be adversely affected.

We also rely on SaaS technologies from third parties in order to operate critical functions of our business, including
financial management services from NetSuite Inc. and customer relationship management services from
salesforce.com, inc. If these services become unavailable due to extended outages or interruptions, security
vulnerabilities or cyber-attacks, or because they are no longer available on commercially reasonably terms or prices,
our expenses could increase, our ability to manage these critical functions could be interrupted and our processes for
managing sales of our software and supporting our customers could be impaired until equivalent services, if available,
are identified, obtained and implemented, all of which could adversely affect our business.

Our products use third-party software and services that may be difficult to replace or cause errors or failures of our
products that could lead to a loss of customers or harm to our reputation and our operating results.

We license third-party software and depend on services from various third parties for use in our products. In the
future, this software or these services may not be available to us on commercially reasonable terms, or at all. Any loss
of the right to use any of the software or services could result in decreased functionality of our products until
equivalent technology is either developed by us or, if available from another provider, is identified, obtained and
integrated, which could harm our business. In addition, any errors or defects in or failures of the third-party software
or services could result in errors or defects in our products or cause our products to fail, which could harm our
business and be costly to correct. Many of these providers attempt to impose limitations on their liability for such
errors, defects or failures, and if enforceable, we may have additional liability to our customers or third-party
providers that could harm our reputation and increase our operating costs.

We will need to maintain our relationships with third-party software and service providers, and to obtain software and
services from such providers that do not contain any errors or defects. Any failure to do so could adversely impact our
ability to deliver effective products to our customers and could harm our operating results.

If customers demand products that provide business analytics via a SaaS business model, our business could be
adversely affected.

In recent years, we believe that companies have begun to expect that key software be provided through a SaaS model,
and customers may eventually require that we provide our product via a SaaS deployment. We have recently launched
Tableau Online, our cloud-based service that provides our software's core capabilities as a commercial SaaS offering.
We anticipate using our current cash or future cash flows to fund further development of this product, and we may
encounter difficulties that cause our costs to exceed our current expectations. Moreover, to commercially provide this
product at scale, we will need to make additional investments in related infrastructure such as server farms, data
centers, network bandwidth and technical operations personnel. All of these investments will negatively affect our
operating results. Even if we make these investments, we may be unsuccessful in achieving significant market
acceptance of this new product. Moreover, sales of a potential future SaaS offering by our competitors could adversely
affect sales of all of our existing products. In addition, increasing sales of our SaaS offering could cannibalize license
sales of our on-premise desktop and server products to our existing and prospective customers, which could negatively
impact our overall sales growth. The migration of our customers to a SaaS model would also change the manner in
which we recognize revenue, which could adversely affect our operating results and business operations.

Our success depends on our ability to maintain and expand our indirect sales channels.

Historically, we have used indirect sales channel partners, such as original equipment manufacturers, technology
partners, systems integrators and resellers, to a limited degree. Indirect sales channel partners are becoming an
increasingly important aspect of our business, particularly with regard to enterprise and international
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sales. Our future growth in revenues and profitability depends in part on our ability to identify, establish and retain
successful channel partner relationships in the United States and internationally, which will take significant time and
resources and involve significant risk.

We cannot be certain that we will be able to identify suitable indirect sales channel partners. To the extent we do
identify such partners, we will need to negotiate the terms of a commercial agreement with them under which the
partner would distribute our products. We cannot be certain that we will be able to negotiate commercially-attractive
terms with any channel partner, if at all. In addition, all channel partners must be trained to distribute our products. In
order to develop and expand our distribution channel, we must develop and improve our processes for channel partner
introduction and training.

We also cannot be certain that we will be able to maintain successful relationships with any channel partners. These
channel partners may not have an exclusive relationship with us, and may offer customers the products of several
different companies, including products that compete with ours. With or without an exclusive relationship, we cannot
be certain that they will prioritize or provide adequate resources for selling our products. A lack of support by any of
our channel partners may harm our ability to develop, market, sell or support our products, as well as harm our brand.
There can be no assurance that our channel partners will comply with the terms of our commercial agreements with
them or will continue to work with us when our commercial agreements with them expire or are up for renewal. If we
are unable to maintain our relationships with these channel partners, or these channel partners fail to live up to their
contractual obligations, our business, results of operations and financial condition could be harmed.

Our long-term growth depends in part on being able to expand internationally on a profitable basis.

Historically, we have generated a substantial majority of our revenues from customers inside the United States and
Canada. For example, approximately 80% of our total revenues in the year ended December 31, 2013 was derived
from sales within the United States and Canada. We have begun to expand internationally and plan to continue to
expand our international operations as part of our growth strategy. Expanding our international operations will subject
us to a variety of risks and challenges, including:

increased management, travel, infrastructure and legal compliance costs associated with having multiple international
operations;

management communication and integration problems resulting from geographic dispersion and language and cultural
differences;

sales and customer service challenges associated with operating in different countries;

tncreased reliance on indirect sales channel partners outside the United States;

longer payment cycles and difficulties in collecting accounts receivable or satisfying revenue recognition criteria,
especially in emerging markets;

tncreased financial accounting and reporting burdens and complexities;

eeneral economic or political conditions in each country or region;

economic uncertainty around the world and adverse effects arising from economic interdependencies across countries
and regions;

compliance with foreign laws and regulations and the risks and costs of non-compliance with such laws and
regulations;

compliance with laws and regulations for foreign operations, including the U.S. Foreign Corrupt Practices Act, the
.U.K. Bribery Act, import and export control laws, tariffs, trade barriers, economic sanctions and other regulatory or
contractual limitations on our ability to sell our software in certain foreign markets, and the risks and costs of
non-compliance;

heightened risks of unfair or corrupt business practices in certain geographies and of improper or fraudulent sales
arrangements that may impact financial results and result in restatements of financial statements and irregularities in
financial statements;

fluctuations in currency exchange rates and related effects on our results of operations;

.difficulties in transferring or, if we determine to do so, repatriating funds from, or converting currencies in, certain
countries;
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the need for localized software and licensing programs;

reduced protection for intellectual property rights in certain countries and practical difficulties and costs of enforcing
rights abroad; and

compliance with the laws of numerous foreign taxing jurisdictions and overlapping of different tax regimes.

Any of these risks could adversely affect our international operations, reduce our international revenues or increase
our operating costs, adversely affecting our business, results of operations and financial condition and growth
prospects.

For example, compliance with laws and regulations applicable to our international operations increases our cost of
doing business in foreign jurisdictions. We may be unable to keep current with changes in government requirements
as they change from time to time. Failure to comply with these regulations could have adverse effects on our business.
In addition, in many foreign countries it is common for others to engage in business practices that are prohibited by
our internal policies and procedures or U.S. laws and regulations applicable to us. We have not historically had formal
policies with respect to these laws and regulations, and have only recently begun to implement compliance procedures
designed to prevent violations of these laws and regulations. There can be no assurance that all of our employees,
contractors, indirect sales channel partners and agents will comply with the formal policies we will implement, or
applicable laws and regulations. Violations of laws or key control policies by our employees, contractors, channel
partners or agents could result in delays in revenue recognition, financial reporting misstatements, fines, penalties, or
the prohibition of the importation or exportation of our software and services and could have a material adverse effect
on our business and results of operations.

Our business is highly dependent upon our brand recognition and reputation, and the failure to maintain or enhance
our brand recognition or reputation would likely adversely affect our business and results of operations.

We believe that maintaining and enhancing the Tableau brand identity and our reputation are critical to our
relationships with our customers and channel partners and to our ability to attract new customers and channel partners.
We also believe that the importance of our brand recognition and reputation will continue to increase as competition
in our market continues to develop. Our success in this area will depend on a wide range of factors, some of which are
beyond our control, including the following:

the efficacy of our marketing efforts;

our ability to continue to offer high-quality, innovative and error- and bug-free products;

our ability to retain existing customers and obtain new customers;

our ability to maintain high customer satisfaction;

the quality and perceived value of our products;

our ability to successfully differentiate our products from those of our competitors;

actions of our competitors and other third parties;

our ability to provide customer support and professional services;

any misuse or perceived misuse of our products;

positive or negative publicity;

tnterruptions, delays or attacks on our website; and

titigation- or regulatory-related developments.

Our brand promotion activities may not be successful or yield increased revenues.

Independent industry analysts often provide reviews of our products, as well as those of our competitors, and
perception of our products in the marketplace may be significantly influenced by these reviews. If these reviews are
negative, or less positive as compared to those of our competitors' products and services, our brand may be adversely
affected.

Furthermore, negative publicity, whether or not justified, relating to events or activities attributed to us, our
employees, our partners or others associated with any of these parties, may tarnish our reputation and reduce the value
of our brand. Damage to our reputation and loss of brand equity may reduce demand for our products and have an
adverse effect on our business, operating results and financial condition. Moreover, any attempts to
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rebuild our reputation and restore the value of our brand may be costly and time consuming, and such efforts may not
ultimately be successful.

Economic uncertainties or downturns could materially adversely affect our business.

Current or future economic uncertainties or downturns could adversely affect our business and results of operations.
Negative conditions in the general economy both in the United States and abroad, including conditions resulting from
changes in gross domestic product growth, the continued sovereign debt crisis, potential future government
shutdowns, the federal debt ceiling and budget sequestration, financial and credit market fluctuations, political
deadlock, natural catastrophes, warfare and terrorist attacks on the United States, Europe, the Asia Pacific region or
elsewhere, could cause a decrease in business investments, including corporate spending on business analytics
software in general and negatively affect the rate of growth of our business.

General worldwide economic conditions have experienced a significant downturn in recent years, and continue to
remain unstable. These conditions make it extremely difficult for our customers and us to forecast and plan future
business activities accurately, and they could cause our customers to reevaluate their decisions to purchase our
products, which could delay and lengthen our sales cycles or result in cancellations of planned purchases.
Furthermore, during challenging economic times our customers may tighten their budgets and face issues in gaining
timely access to sufficient credit, which could result in an impairment of their ability to make timely payments to us.
In turn, we may be required to increase our allowance for doubtful accounts, which would adversely affect our
financial results.

To the extent purchases of our software are perceived by customers and potential customers to be discretionary, our
revenues may be disproportionately affected by delays or reductions in general information technology spending.
Also, customers may choose to develop in-house software as an alternative to using our products. Moreover,
competitors may respond to market conditions by lowering prices and attempting to lure away our customers. In
addition, the increased pace of consolidation in certain industries may result in reduced overall spending on our
software.

We cannot predict the timing, strength or duration of any economic slowdown, instability or recovery, generally or
within any particular industry. If the economic conditions of the general economy or industries in which we operate do
not improve, or worsen from present levels, our business, results of operations, financial condition and cash flows
could be adversely affected.

If currency exchange rates fluctuate substantially in the future, the results of our operations, which are reported in U.S.
dollars, could be adversely affected.

As we continue to expand our international operations, we become more exposed to the effects of fluctuations in
currency exchange rates. Although we expect an increasing number of sales contracts to be denominated in currencies
other than the U.S. dollar in the future, our sales contracts have historically been denominated in U.S. dollars, and
therefore most of our revenues have not been subject to foreign currency risk. However, a strengthening of the U.S.
dollar could increase the real cost of our software to our customers outside of the United States, which could adversely
affect our business, results of operations, financial condition and cash flows. In addition, we incur expenses for
employee compensation and other operating expenses at our non-U.S. locations in the local currency. Fluctuations in
the exchange rates between the U.S. dollar and other currencies could result in the dollar equivalent of such expenses
being higher. This could have a negative impact on our reported results of operations. Although we may in the future
decide to undertake foreign exchange hedging transactions to cover a portion of our foreign currency exchange
exposure, we currently do not hedge our exposure to foreign currency exchange risks.

Failure to protect our intellectual property rights could adversely affect our business.

Our success depends, in part, on our ability to protect proprietary methods and technologies that we develop or license
under patent and other intellectual property laws of the United States, so that we can prevent others from using our
inventions and proprietary information. If we fail to protect our intellectual property rights adequately, our
competitors might gain access to our technology, and our business might be adversely affected. However, defending
our intellectual property rights might entail significant expenses. Any of our patent rights,
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copyrights, trademarks or other intellectual property rights may be challenged by others, weakened or invalidated
through administrative process or litigation.

As of December 31, 2013, we had ten issued U.S. patents covering our technology and 12 patent applications pending
for examination in the United States. The patents that we own or license from others (including those that have issued
or may issue in the future) may not provide us with any competitive advantages or may be challenged by third parties,
and our patent applications may never be granted.

Additionally, the process of obtaining patent protection is expensive and time-consuming, and we may not be able to
prosecute all necessary or desirable patent applications at a reasonable cost or in a timely manner. Even if issued, there
can be no assurance that these patents will adequately protect our intellectual property, as the legal standards relating
to the validity, enforceability and scope of protection of patent and other intellectual property rights are uncertain.
Any patents that are issued may subsequently be invalidated or otherwise limited, allowing other companies to
develop offerings that compete with ours, which could adversely affect our competitive business position, business
prospects and financial condition. In addition, issuance of a patent does not guarantee that we have a right to practice
the patented invention. Patent applications in the United States are typically not published until 18 months after filing
or, in some cases, not at all, and publications of discoveries in industry-related literature lag behind actual discoveries.
We cannot be certain that third parties do not have blocking patents that could be used to prevent us from marketing or
practicing our patented software or technology.

Effective patent, trademark, copyright and trade secret protection may not be available to us in every country in which
our software is available. The laws of some foreign countries may not be as protective of intellectual property rights as
those in the United States (in particular, some foreign jurisdictions do not permit patent protection for software), and
mechanisms for enforcement of intellectual property rights may be inadequate. Additional uncertainty may result from
changes to intellectual property legislation enacted in the United States, including the recent America Invents Act, and
other national governments and from interpretations of the intellectual property laws of the United States and other
countries by applicable courts and agencies. Accordingly, despite our efforts, we may be unable to prevent third
parties from infringing upon or misappropriating our intellectual property.

We rely in part on trade secrets, proprietary know-how and other confidential information to maintain our competitive
position. Although we endeavor to enter into non-disclosure agreements with our employees, licensees and others who
may have access to this information, we cannot assure you that these agreements or other steps we have taken will
prevent unauthorized use, disclosure or reverse engineering of our technology. Moreover, third parties may
independently develop technologies or products that compete with ours, and we may be unable to prevent this
competition.

We might be required to spend significant resources to monitor and protect our intellectual property rights. We may
initiate claims or litigation against third parties for infringement of our proprietary rights or to establish the validity of
our proprietary rights. Litigation also puts our patents at risk of being invalidated or interpreted narrowly and our
patent applications at risk of not issuing. Additionally, we may provoke third parties to assert counterclaims against
us. We may not prevail in any lawsuits that we initiate, and the damages or other remedies awarded, if any, may not
be commercially viable. Any litigation, whether or not resolved in our favor, could result in significant expense to us
and divert the efforts of our technical and management personnel, which may adversely affect our business, results of
operations, financial condition and cash flows.

We may be subject to intellectual property rights claims by third parties, which are extremely costly to defend, could
require us to pay significant damages and could limit our ability to use certain technologies.

Companies in the software and technology industries, including some of our current and potential competitors, own
large numbers of patents, copyrights, trademarks and trade secrets and frequently enter into litigation based on
allegations of infringement or other violations of intellectual property rights. In addition, many of these companies
have the capability to dedicate substantially greater resources to enforce their intellectual property rights and to defend
claims that may be brought against them. The litigation may involve patent holding

30

54



Edgar Filing: Tableau Software Inc - Form 10-K

companies or other adverse patent owners that have no relevant product revenues and against which our patents may
therefore provide little or no deterrence. We have received, and may in the future receive, notices that claim we have
misappropriated, misused, or infringed other parties' intellectual property rights, and, to the extent we gain greater
market visibility, we face a higher risk of being the subject of intellectual property infringement claims, which is not
uncommon with respect to the business analytics software market.

There may be third-party intellectual property rights, including issued or pending patents that cover significant aspects
of our technologies or business methods. Any intellectual property claims, with or without merit, could be very
time-consuming, could be expensive to settle or litigate and could divert our management's attention and other
resources. These claims could also subject us to significant liability for damages, potentially including treble damages
if we are found to have willfully infringed patents or copyrights. These claims could also result in our having to stop
using technology found to be in violation of a third party's rights. We might be required to seek a license for the
intellectual property, which may not be available on reasonable terms or at all. Even if a license were available, we
could be required to pay significant royalties, which would increase our operating expenses. As a result, we may be
required to develop alternative non-infringing technology, which could require significant effort and expense. If we
cannot license or develop technology for any infringing aspect of our business, we would be forced to limit or stop
sales of our software and may be unable to compete effectively. Any of these results would adversely affect our
business, results of operations, financial condition and cash flows.

Our use of open source software could negatively affect our ability to sell our software and subject us to possible
litigation.

We use open source software in our software and expect to continue to use open source software in the future. We
may face claims from others claiming ownership of, or seeking to enforce the license terms applicable to such open
source software, including by demanding release of the open source software, derivative works or our proprietary
source code that was developed using such software. These claims could also result in litigation, require us to
purchase a costly license or require us to devote additional research and development resources to change our
software, any of which would have a negative effect on our business and results of operations. In addition, if the
license terms for the open source code change, we may be forced to re-engineer our software or incur additional costs.
Finally, we cannot assure you that we have not incorporated open source software into our software in a manner that
may subject our proprietary software to an open source license that requires disclosure, to customers or the public, of
the source code to such proprietary software. Any such disclosure would have a negative effect on our business and
the value of our software.

We may be subject to litigation for a variety of claims, which could adversely affect our results of operations, harm
our reputation or otherwise negatively impact our business.

In addition to intellectual property litigation, we may be subject to other claims arising from our normal business
activities. These may include claims, suits, and proceedings involving labor and employment, wage and hour,
commercial and other matters. The outcome of any litigation, regardless of its merits, is inherently uncertain. Any
claims and lawsuits, and the disposition of such claims and lawsuits, could be time-consuming and expensive to
resolve, divert management attention and resources, and lead to attempts on the part of other parties to pursue similar
claims. Any adverse determination related to litigation could adversely affect our results of operations, harm our
reputation or otherwise negatively impact our business. In addition, depending on the nature and timing of any such
dispute, a resolution of a legal matter could materially affect our future results of operations, our cash flows or both.
Our success depends in part on maintaining and increasing our sales to customers in the public sector.

We derive a portion of our revenues from contracts with federal, state, local and foreign governments and agencies,
and we believe that the success and growth of our business will continue to depend on our successful procurement of
government contracts. Selling to government entities can be highly competitive, expensive and time consuming, often
requiring significant upfront time and expense without any assurance that our efforts will produce any sales. Factors
that could impede our ability to maintain or increase the amount of revenues derived from government contracts
include:

changes in fiscal or contracting policies;
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decreases in available government funding;

changes in government programs or applicable requirements;

the adoption of new laws or regulations or changes to existing laws or regulations;

potential delays or changes in the government appropriations or other funding authorization processes;
governments and governmental agencies requiring contractual terms that are unfavorable to us, such as
most-favored-nation pricing provisions; and

delays in the payment of our invoices by government payment offices.

The occurrence of any of the foregoing could cause governments and governmental agencies to delay or refrain from
purchasing our software in the future or otherwise have an adverse effect on our business, results of operations,
financial condition and cash flows.

Further, to increase our sales to customers in the public sector, we must comply with laws and regulations relating to
the formation, administration, performance and pricing of contracts with the public sector, including U.S. federal, state
and local governmental bodies, which affect how we and our channel partners do business in connection with
governmental agencies. These laws and regulations may impose added costs on our business, and failure to comply
with these laws and regulations or other applicable requirements, including non-compliance in the past, could lead to
claims for damages from our channel partners or government customers, penalties, termination of contracts, loss of
intellectual property rights and temporary suspension or permanent debarment from government contracting. Any
such damages, penalties, disruptions or limitations in our ability to do business with the public sector could have a
material adverse effect on our business, results of operations, financial condition and cash flows.

Future acquisitions could disrupt our business and adversely affect our results of operations, financial condition and
cash flows.

We may choose to expand by making acquisitions that could be material to our business, results of operations,
financial condition and cash flows. Our ability as an organization to successfully acquire and integrate technologies or
businesses is unproven. Acquisitions involve many risks, including the following:

an acquisition may negatively affect our results of operations, financial condition or cash flows because it may require
us to incur charges or assume substantial debt or other liabilities, may cause adverse tax consequences or unfavorable
accounting treatment, including potential write- downs of deferred revenues, may expose us to claims and disputes by
third parties, including intellectual property claims and disputes, or may not generate sufficient financial return to
offset additional costs and expenses related to the acquisition;

we may encounter difficulties or unforeseen expenditures in integrating the business, technologies, products,
personnel or operations of any company that we acquire, particularly if key personnel of the acquired company decide
not to work for us;

an acquisition may disrupt our ongoing business, divert resources, increase our expenses and distract our
management;

an acquisition may result in a delay or reduction of customer purchases for both us and the company we acquired 