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Disclaimer
This presentation is provided for informational purposes only and is intended solely to provide a 
general understanding of Octopus Deploy and and our business. The information contained 
herein, including any financial data, projections, and forward-looking statements, has been 
prepared internally and is unaudited, preliminary, and subject to change. These materials do not 
constitute, and should not be construed as, financial, legal, tax, or investment advice.

No Reliance
While we have made reasonable efforts to ensure the accuracy of the information presented, we 
make no representations or warranties, express or implied, regarding its completeness, accuracy, 
or reliability. This presentation does not purport to include all information that may be relevant to 
an evaluation of Octopus Deploy, and recipients should conduct their own independent analysis 
and due diligence.

Forward-Looking Statements
Certain statements in this presentation constitute forward-looking statements, which reflect our 
current expectations and assumptions regarding future events, business performance, and market 
conditions. These statements are inherently subject to risks, uncertainties, and other factors that 
could cause actual results to differ materially. We undertake no obligation to update or revise these 
statements in response to new information or future events.

No Offer or Solicitation
This presentation does not constitute an offer to sell or a solicitation of an offer to buy any 
securities in any jurisdiction. Any such offer or solicitation will only be made in compliance with 
applicable securities laws and through appropriate legal documentation.
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A huge opportunity
Software is eating the world, with DevOps tooling key to how software teams take ideas to 
production. Revenue accumulates to the best-in-class tools that own a particularly complex 
stage of DevOps and become the enterprise standard for that stage. 

Atlassian is a $50bn 
company because they 

own Plan, despite 
GitHub/GitLab/Azure 
DevOps having issue 

tracking

GitHub and GitLab 
own Code (and 

eventually will likely 
own Build and 
possibly Test)

Datadog is a $30bn 
company because 

they, along with New 
Relic $6bn, own 

Monitor

Release, Deploy and 
Operate are up for 

grabs. A $1bn+ ARR 
business will exist 

someday that owns it. 

Our ambition is to be the industry standard for releasing, deploying and operating software, in the way that GitHub is for version 
control, Terraform is for infrastructure provisioning, Splunk is for logging, and Jira is for issue tracking. 
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Octopus at a glance

$78m
Ending Annual 

Recurring Revenue ARR

21%
Year on Year ARR Growth

10%
Non-GAAP 12m

rolling cash profit

91%
Non-GAAP

Gross Margin

117%
Dollar-based Net Revenue 

Retention Rate

87%
Dollar-based Gross Revenue 

Retention Rate

4,095
Total Customers

139
Customers greater than $100k ARR
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Annual Recurring Revenue ARR

39% 

CAGR
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Profitability continued

Non-GAAP
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Cost as a % of billing* 2024 Q1 2025 Q1

COGS 7% 9%

S&M 36% 35%

R&D 29% 32%

G&A 19% 14%

Total 91% 90%
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Customers > $100k
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Retention rates
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End ARR between

Forecast: Second Quarter 2025 Outlook

$80.1m
 $80.6m 

Cash loss between

$1.5m
 $2.0m

and and
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Forecast:  Full year 2025 Outlook

End ARR between

$89.0m
and

 $90.0m 

Cash profit between

$0.5m
and

 $2.0m
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Definitions
Annual Recurring Revenue ARR
The forward-looking value of the recurring revenue of our customer subscriptions, 
normalized for a single calendar year.

Gross Revenue Retention GRR
The percentage of ARR from existing customers retained over 12 months, excluding any 
expansion revenue from upsells, cross-sells, or upgrades.

Net Revenue Retention NRR
The percentage of ARR from existing customers retained over 12 months, including any 
expansion revenue from upsells, cross-sells, or upgrades.

Non-GAAP 12m rolling cash profit
Billings less expenses recorded on an accruals basis. Excludes, fx movements, interest 
income, share based payments, taxes 
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