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25 Fastest Growing
Cloud Companies
For software vendors, cloud computing
continues its path of disruption

Executive summary

PwC’s list of the 25 Fastest Growing Cloud Companies suggests
the software subscription model has taken off, perhaps faster
than expected. While customers have strongly accepted
cloud computing, issues remain for software vendors. On
the technical side, security and reliability still hover. On the
business side, cloud affects everything. Software vendors
must rethink what they sell and how they’re paid. They have
to think about services and bundles and data more than ever.
The subscription model also puts a premium on customer
service. The software industry hasn’t seen this kind of
cultural shift since the dawn of enterprise applications. Cloud
computing offers opportunity and obstacles. It can increase
customer engagement, but it also lowers switching costs,
thereby potentially increasing turnover if there is customer
dissatisfaction. Software vendors must think about how they
will transition all phases of their companies—not just the
technical ones—to this new paradigm.
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OpenText
Appian
Dassault Systèmes
Smartsheet
Informatica

Climate change

In the PwC Global 100 Software Leaders report of two years ago, it was
clear that cloud computing was already starting to change the software
industry. It wasn’t clear how much it was going to change the industry.
Customers were originally attracted by the lower cost structure, but now
they see they can be much more agile with cloud computing. The most
recent PwC Global 100 Software Leaders report makes one thing clear:
What were once clouds on the horizon—pardon the expression—are
now hovering above, affecting the climate of every software company.
For example, SaaS/PaaS revenues of the Top 50 software vendors now
approaches 10% of their total.

SaaS/PaaS sales nearing 10% of Top 50
Software Company revenues
SaaS/PaaS

9%

Licensed software

91%

Total software
revenue

US$242.5B
Source: PwC's SaaS Revenue of Top 50 Software Companies with data from IDC
Click here to see Top 50 list
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“Companies are more dependent on software as a service (SaaS) than they
were before,” says Mark McCaffrey, PwC Global Software Leader. “Software
vendors who’ve made the transition are well on their way to restructuring
their operations to the new realities of lower average sales prices (ASPs)
and margins. The companies that haven’t done so may not be on the 100 list
anymore—and we haven’t seen the effects shake out yet.”

No. of Top

50

with either SaaS or PaaS revenue:

38

36
with PaaS revenue: 15

with SaaS revenue:

with both SaaS and PaaS revenue:
with no SaaS or PaaS revenue:

13

12

Source: PwC's SaaS Revenue of Top 50 Software Companies with data from IDC
Click here to see Top 50 list

Transition to the cloud means more
than just a change in pricing. To
be successful with cloud offerings,
software vendors must retool
their operations and remodel their
business structures to achieve
greater efficiency and adapt to the
new realities of lower ASPs and
lower margins.
At the same time, customer
expectations are higher and the risk
of turnover is higher due to agility
the cloud offers. Software vendors
need a sharper focus on customer
satisfaction and a clear realisation
of reduced cycle time in addressing
customer issues.
What does this climate change
entail? It doesn’t just change
how software vendors distribute
software—it’s bigger than that.
Cloud computing changes how
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software vendors run their
companies. Sure, there are technical
issues such as reliability and
security. But there are also business
and cultural issues affecting all
phases of a company, from product
development to marketing and sales,
extending to customer service and
support (in fact, that may be the most
important facet of all).
To help us understand what drives
success when software vendors
move to the cloud, we partnered
with International Data Corp.
(IDC), a research firm, to compile
a list of the 25 Fastest Growing
Cloud Companies (see page 5). We
ranked these 25 software vendors
based on the percentage increases
in their 2014 cloud revenues from
SaaS and platform as a service
(PaaS). Hardware-oriented elements
of IT cloud services, including

Infrastructure as a Service (IaaS),
that contain some software, are
not included in the fastest growing
cloud figures. (See Methodology for
more details, page 17.) For the 25
companies the increases ranged from
a low of 62.5% to a high of 799.4%;
the top five companies each had
triple-digit percentage growth.
We then spoke to executives from
some of the 25 Fastest Growing
Cloud Companies, from some of
the Global 100 (to see the initial
article on this series, click here), and
with PwC consultants, to develop a
snapshot not only of how successful
software companies are navigating
the transition to the cloud, but what
other software companies need to
think about to avoid getting washed
away by the oncoming deluge.
In studying the data and the
trends, we identified several
key themes:
• Customers are increasingly
accepting the cloud in spite of
its foibles.
• Cloud migration presents both
technical and business challenges
for vendors.
• The cloud gives software vendors
a greater opportunity for customer
engagement.
• The cloud demands faster product
cycles of software vendors.

25 Fastest Growing Cloud Companies

HQ country

2013 Cloud
revenue
(US$M)

2014 Cloud
revenue
(US$M)

Growth (%)

Canada

$30

$268

799.4%

US

$14

$45

224.7%

France

$25

$78

215.7%

Smartsheet*

US

$12

$27

120.8%

5

Informatica*

US

$29

$59

101.5%

6

MicroStrategy

US

$11

$22

98.6%

7

Coupa*

US

$47

$91

95.3%

8

Microsoft

US

$1,220

$2,292

87.9%

9

Box

US

$109

$200

83.8%

10

New Relic

US

$53

$97

82.2%

11

Act-On*

US

$27

$49

81.5%

12

Xero

New Zealand

$48

$86

81.1%

13

BMC*

US

$43

$77

80.7%

14

DocuSign*

US

$76

$136

78.9%

15

Apple

US

$85

$151

78.1%

16

Wix

Israel

$80

$142

76.3%

17

Dropbox*

US

$227

$398

75.0%

18

Zendesk

US

$68

$119

74.5%

19

Workday

US

$339

$592

74.4%

20

Mindjet*

US

$55

$93

70.2%

21

Egnyte*

US

$21

$35

69.9%

22

Exact*

The Netherlands

$23

$38

66.1%

23

Esri*

US

$19

$31

66.1%

24

ServiceNow

US

$336

$551

63.9%

25

TIBCO*

US

$23

$38

62.5%

Rank

Vendor

1

OpenText

2

Appian*

3

Dassault Systèmes

4

*Denotes a privately held company
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No secret formula for success

This first-time ranking is itself an intriguing list, suggesting that no one type
of company has the secret formula for success in the cloud. At least one third
are established companies that flourished for years from selling on-premises
software licenses, from OpenText at #1 (see OpenText transcript excerpts) to
Esri at #22, and including Microsoft (#8), BMC (#13) and Apple (#14). Esri
is a particularly interesting example because it’s been selling geographical
information systems software, to private and public sector entities, since
1969, which covers industry transitions almost too numerous to count.

No. of Top 50 companies also on the Fastest Growing Cloud list: 6
Ranking

Fastest Growing Cloud

Top 50

OpenText

1

31

Dassault Systèmes

3

15

Microsoft

8

1

BMC

13

26

Apple

14

22

Esri

22

48

PwC's SaaS Revenue of Top 50 Software Companies with data from IDC

The list includes a smattering of startups: not surprisingly, some high-profile
companies, including Box (#9) and Dropbox (#16), whose business models
rely on the cloud, but also some with a tight focus on specific areas: Coupa
(#7; expense management), Workday (#19; HR and financial management)
and Exact (#21; mid-market ERP and accounting).
Perhaps most surprising, at #3: Dassault Systèmes, the industrial giant that
could be accurately described as France’s counterpart to General Electric.
The takeaway? There are no tactical requirements to thriving in the cloud,
only the need to execute well.
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Cloud computing, of course, encompasses many areas. SaaS enables customers
to use applications without deploying them on-premises, and thus avoid
procurement, deployment, upgrade, and management issues and costs. While
it is in this area that PwC sees the most impact on software vendors, IaaS—
the ability for customers to deploy processing power when necessary—is no
less viable, with Amazon (#90 on the Global 100), Google (#20 on the Global
100) and Microsoft (#1 on the Global 100) offering new levels of flexibility to
customers. (Their revenues from IaaS, which is predominantly hardware, are not
included in their cloud software revenue, but are included in their total revenue
figures in the Global 100 list.)
Nor can vendors ignore the concept of PaaS; while it initially meant a
development platform for offsite programming, thanks to the success of
Salesforce (#8 on the Global 100), it increasingly connotes an ecosystem in which
customers can invest to take advantage of granular, but valuable, applications.

SaaS revenues dominate cloud sales
of the Top 50 Software Companies
PaaS

11%
SaaS

89%

Total SaaS/PaaS
revenue

US$22.4B
Source: PwC's SaaS Revenue of Top 50 Software Companies with data from IDC

PwC
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However, it’s clear from the IDC analysis of SaaS and PaaS revenues of
the Top 50 software vendors (see Appendix, pg 18) that SaaS is by far the
predominant model. Far fewer companies will be lucky enough to create the
kind of ecosystem that becomes an industry standard, so those proportions
could remain consistent.

Top 50 Software Companies' SaaS and
PaaS revenue
Total SaaS/PaaS revenue

US$22.4 billion

Total SaaS revenue

Total PaaS revenue

US$19.9 billion
US$2.5 billion

PwC's SaaS Revenue of Top 50 Software Companies with data from IDC
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Why customers love the cloud

However software vendors might
view the cloud, customers see the
silver lining. They like the idea of
subscriptions over licensing—to
pay for an application only for as
long as they use it, eliminating
shelfware. It’s also easier and less
risky to budget for the operational
expense of a subscription than the
capital expense of an on-premises
deployment.
Businesses also like the agility that
SaaS applications offer. No one
misses deployment cycles of 18 to
36 months. The deployment time
for cloud applications can be weeks
rather than months; their time-tovalue is remarkably shorter. “Cloud
business models allow customers
to deploy software projects at
a much lower risk,” says Lars
Wiesner, Vice-President of Retail
Software at Wincor-Nixdorf (#66
on the Global 100), a Paderborn,
Germany-based company offering
hardware, software and services
for the financial services and retail
industries. He declined to share the
company’s cloud vs. on-premises
revenue, other than to say that

“software and services” represent
a majority of its revenue. “The risk
is not just lower for IT, but for the
business units as well. Without any
capital investment, a small number
of users can try out software before
a broader rollout.”
Initial concerns about cloud
computing’s security and reliability
have abated. Security is still an
issue, especially for certain highly
regulated industries such as
finance and health care, but there
have been no splashy headlines
to make customers reconsider
cloud computing’s viability. The
splashiest headlines have involved
companies that have failed in their
own internal security efforts; as a
result, companies are open to hiring
someone both experienced and
certified to handle security. “Some
of our customers determined that
it would be safer to go to a cloud
provider like us because we have
certifications and can show we’re
compliant,” says Gary Weiss, SVP
Cloud Services, OpenText (#1 on
the Fastest Growing Cloud Company
list), a Waterloo, Ontario-based

developer of enterprise information
management software. “They would
have to expend a lot of resources
doing the same thing.”
Customers are also increasingly
turning to IaaS for its reliability. As
more retailers, banks, airlines and
other companies open up customerfacing applications to access by
mobile devices, clouds help them
handle the ensuing web activity that
may be round-the-clock, or spike
at a moment’s notice. “Once endcustomers start carrying a banking
app on their mobile phones, the
number of transactions go up to
create quite a dramatic peak load,”
says Bernd Kraus, Vice-President
of Banking at Wincor-Nixdorf.
“Most banks don’t have that kind of
infrastructure, so they rely on IaaS
to play a role.”

“Without
any capital
investment, a
small number of
users can try out
software before a
broader rollout.”
Lars Wiesner
Wincor-Nixdorf

PwC
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Why cloud remains stormy for vendors

With cloud computing thoroughly
enticing customers, software
vendors have little choice but to
respond. But adapting to cloud
computing represents a significant
shift for software vendors. It’s
not just a hosting model, says
Donna Wilczek, Vice-President of
Strategy and Product Marketing at
Coupa Software (#7 on the Fastest
Growing Cloud Company list), a
San Mateo, Calif.-based expense
management software developer.
“The cloud provider has to provide
measurable value, especially when
it comes to time-to-value. The world
has gotten faster.”
Thus, cloud computing presents
new technical and business issues
for vendors. They are entering a
transitional phase where they will
need to think about how they will
effectively address these issues. In
many cases, the aspects of cloud
computing that customers love
best are the ones that present the
most challenges from a technical
standpoint.
While customers are comfortable
with cloud computing for many
applications, they still avoid it
for mission-critical activities.
They worry about turning over
compliance issues to vendors, and
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demand high levels of certification
and/or experience when it comes
to security audits. If software
companies want their business, the
vendors not only need to ratchet
up their skills in compliance and
security, they need to be able to
prove those skills to prospects.
Reliability also becomes a different
challenge. Even a global company
could shift maintenance and
downtime to weekends or local
holidays, but when customers expect
round-the-clock availability for their
applications on a hosted system,
that becomes a different support
paradigm than most software
companies are used to providing.
Technical issues are only one
element of what software vendors
face in this cloudier environment.
Cloud computing affects almost
every facet of software vendors’
business. Consider these key issues:
(For PwC recommendations on
making this transition, see the
sidebar, Operational considerations
for the cloud business, pg 11.)

Continues on page 12

Operational considerations for the cloud business
The cloud model impacts nearly
every aspect of the software vendor’s
business. Here’s a list of important
operational considerations offered by
PwC experts.

• Development and operations
together understand quality in
production in real-time, and make
decisions together to address
issues in real-time.

• Short term, sales must focus
on initial wins, and quickly build
relationships based on adoption and
demonstrating value to initial users
in the customer organisation.

General

• Product management has to treat
usage as input to innovation, and do
so frequently. Good ideas that are
well executed are graded by usage,
adoption, and ultimately, customerperceived value.

• Long term, sales will focus on deals
with larger and highly penetrated
accounts.

• Lean-like characteristics are critical
in cloud operations because the
business must support revenue
activities 24x7. That means no
downtime and no inefficiencies.
• In many cloud businesses, there are
alternatives or choices, which could
be made at any moment. Hence,
the need for the steady satisfaction
of the customer over time, a focus
on continuity of service and a flow
of innovation to secure renewal and
growth of adoption customer by
customer.
• All key functions and capabilities
increasingly need to work together
on a day-to-day basis because they
continuously impact each other.
For example, poor development
leads to immediate overload in
support, which creates immediate
dissatisfaction, which quickly limits
new sales and renewals.

Product development
• The architecture must be built for
continuous change and evolution.
An always-on service isn’t designed
to handle periodic major platform
changes the way a traditional
product business is.
• Development is focused on flow,
continuous innovation and agility.
• Development links to operations with
automation mechanisms that make
changes to production as seamless
and error free as possible.

• Development must be concerned for
cost of operations, and work with
operations to reduce the unit cost of
operating the service continuously.

Marketing and sales
• Marketing focuses less on features,
and more on value and credible
demonstrations of how quickly and
cost-effectively the service can
be brought to bear on a customer
problem.
• Cloud requires an integrated model
for digital marketing and sales to
achieve an orchestrated approach
we refer to as high-velocity sales.
• Adopt a segmentation-driven
approach that targets customers at
granular levels: specific user groups,
personas, workloads and use cases,
for example.
• Deploy a tiered-sales model with a
combination of enterprise field sales
for large strategic accounts, with
channel partners and inside sales
focusing on specific products and
sub-segments across customer
segments, and in-app experience
(trial usage, freemium models, in-app
recommendations, etc.).

Customer service and
support
• Service and support focus on
long-term customer success on
the theory that this creates the
stickiness that leads to renewal and
growth of adoption.
• They can quickly solve problems,
and should become a rapid conduit
of insight and recommendations to
development to prevent problems
from the beginning.
• If product and operations can
prevent first-order quality issues,
support focuses on successful usage
of the service through knowledge
that can be applied to incoming
customer enquiries on how to make
something happen.
• Service then focuses on the larger
value the service could provide,
increasing integration with other
technologies, helping with large
scale adoption, working with
people at the customer on change
and process capabilities through
the service customisation as
makes sense.

PwC
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Product development. Cloud
computing is changing innovation
cycles, which means that vendors
may be forced to adopt agile
development protocols to upgrade
software more frequently. Vendors
should also deploy methods for
customer feedback so they can
focus their development efforts on
the features customers most want.
Because vendors may be taking on
more of the support function from
the customer’s IT staff, the software
they offer must become more like
consumer software—more intuitive
and task-oriented.
Marketing and sales. Moving to
cloud computing requires a different
mindset about sales. Not only
must salespeople be compensated
differently (based on subscriptions
rather than licenses), but vendors
may have to rethink their sales
strategies. Because customers want
the cloud to solve business issues,
software sales teams may be dealing
more with business people than
with IT people—a shift that will
require changes when it comes to
the vocabulary and style necessary
to sell. These are no small matters.
“It’s a real cultural shift,” warns Tara
Ryan, Chief Marketing Officer of
Coupa. “Internal people now need to
understand more than speeds and
feeds. They need to understand how
people use their software.”
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Vendors may also have to think
differently about how they segment
their customers beyond small,
midsize, and enterprise categories.
“Many of these applications bring
a personalised environment that is
very different from the enterprise
applications that dominated in the
early 2000s,” says Romit Dey, PwC
US Principal. “The ones most like
consumer software are almost fun
to use.”
With the cloud, too, it’s easier
for someone to download test
software on a self-service basis;
that is, beyond a traditional sales
cycle. “It’s no longer just B2B or
B2C,” says PwC’s Dey. “There’s
a B2I—business to influencer—
component.” That means
companies may need to market to
influential individuals and figure
out how to track that influence. If
a strong influencer has created a
core of usage within an enterprise,
the vendor must be able to identify
this to more-easily offer volume
discounts and support contracts.
Customer service and support.
To go along with round-the-clock
availability, customers expect 24/7
response time to trouble tickets.
Because of the shift in internal
customers, support staff may not be
talking to technically astute IT staff.
“The learning curve for customer
service in the cloud is different

from that of on-premises software,”
insists OpenText’s Weiss. As a result,
software companies need to think
about new training regimens for
support staff.
“Our customers are using our
software in different ways,”
says Brian Cross, Director of
Professional Services at Esri (#22
on the Fastest Growing Cloud
Company list), a Redlands, Calif.based developer of geographical
information systems software.
Its customers are frequently
municipalities who are “using it
both as a system of record internally
and as a system of engagement for
their end-users, giving them access
to information about transportation
and public works.”
Revenue issues. The cloud shifts
revenue from big upfront fees to
subscription payments over time,
which may affect vendors’ quarterly
sales reports. A vendor’s shift to the
cloud requires the collaboration of
its finance department. This shift
affects revenue recognition rules,
which are slated to change again
in 2018.

The shift to the cloud may also affect
valuation. Erik van der Meijden,
CEO of Exact Software (#21 on the
Fastest Growing Cloud Company
list), based in Delft, The Netherlands,
encountered this challenge. “After
we had completed an internal
restructuring and we had put [our]
cloud solutions on a solid growth
trajectory, I wanted to grow even
faster in the cloud. Our shareholders
were divided on that, and we had
to temporise our transformation in
order not to alienate investors and
the stock market from us.” (In 2014,
private equity firm Apax converted
Exact from a publicly traded firm to a
privately held one.)
But revenue issues are not binary—
subscription or license—when it
comes to customers. “Our view is
to be agnostic,” says OpenText’s
Weiss. “We let the customer make
the decision because the market
won’t shift to one method or
another.” Some customers, having
paid a large licensing fee, may
not want to shift to subscription
immediately, forcing software
vendors to manage multiple
licensing models.

For instance, Esri divides its
customers into four categories,
three of which use the cloud and
each with a different payment
plan: on-premises (no cloud); in a
third-party cloud; in an Esri-hosted
cloud; and SaaS.
At the same time, with the shift to
the cloud, many software vendors
are offering services, too (different
support tiers, for instance);
this requires different prices
and bundling structures. Savvy
software vendors understand the
overarching impact of a move to
the cloud—that it affects far more
than just the distribution model,
and that their preparations must
take all of cloud computing’s facets
into account.

Savvy software
vendors
understand the
overarching
impact of a move
to the cloud.

PwC

13

How companies are handling the transition

Some companies have managed the transition to cloud well. Adobe, which
recently added subscriptions, increased revenue quarter to quarter as the
company made the transition, in large part because the initial entry cost
of its suite was lower than with a license. The higher number of customers
more than offset any drop in licensing revenue. Adobe did not make the
list of fastest growing cloud companies, but it is #11 on the current Global
100 list, and its SaaS revenue accounted for 23% of its US$4.2 billion in
total software revenue in calendar 2014. Microsoft (#8 on the Fastest
Growing Cloud Companies list) is another example of a legacy firm that has
smoothly shifted into a position of cloud eminence with its Azure offering.

No. of Top

50
where
SaaS/PaaS

7
is 10% or more total software revenue: 11
is 5% or more total software revenue: 16

is 25% or more total software revenue:

PwC's SaaS Revenue of Top 50 Software Companies with data from IDC
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Other companies have not
managed as well. “The ones that
aren’t making the transition well
face gloom and doom,” warns
PwC’s McCaffrey. “The ones
that are large enough to survive,
that have cash and wherewithal,
have acquired cloud companies,
and are succeeding.” Those not
so fortunate, face a number of
challenges. For example, serious
problems could arise if they
launch two sales forces, one that
sells the cloud, and one that
sells everything else. If the two
sales forces operate in separate
silos and do not communicate,
this tends to confuse customers
(an idea with which OpenText’s
Weiss agrees). “At companies
that have bobbled the transition,
growth rates deteriorated and
market capitalisation went down.
We haven’t seen the end of the
shakeout yet” McCaffrey adds.
If software vendors only had
to think about the internal
ramifications of the cloud, of
course, the transition might be
manageable. But there are other
issues software vendors must
be aware of. Perhaps even more
challenging, software companies
must navigate the transition to
cloud computing in the middle of a
more broadly changing world. One
issue is the increasing importance

of software overall. More companies
than ever, including several
traditional industrial companies,
are including software in their
products. As PwC US Principal
Aritomo Shinozaki puts it, “That’s
how products become special.”
That means software vendors will
be competing for software talent
with companies they’ve never before
considered as competitors. When
it comes to weathering this, they
may want to think about partnering
rather than competing—that is,
offering their skills as developers
to companies they may not have
previously considered customers.

eliminates the paradigm of a
one-time transaction, silence,
and then renewed interaction
when upgrades are available a few
years later. Product development
has always been key, but the
importance of customer service will
cast an even bigger shadow in this
new world. “Legacy providers have
lived in ivory towers and told users
they know best for them,” Coupa’s
Wilczek says. “Cloud providers
have an opportunity to create
a community where customers
can share best practices and even
technical support.”

Another external ramification
relates to customers, something
we’ve alluded to many times in
this report. It’s worth emphasising,
though, because customer
interactions in specific departments
add up to an aggregated customer
experience. Software vendors are
going to have to think even more
carefully about their customer
interactions throughout the entire
product lifecycle.
Why? Because thanks to cloud,
they have the opportunity to
increase engagement through
ongoing interaction—whether
it’s product feedback, technical
support, or wherever, cloud

PwC
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How can vendors thrive with cloud computing?

Software vendors need to remember that while cloud applications are less
expensive to deploy, their switching costs are also lower. That subscription
revenue can dry up if vendors don’t think more carefully about customer
service—customer service that’s going to touch more employees at a customer
in more ways, from the user interface to product support.
For all these reasons—business issues, technical issues, cultural issues,
customer issues—the impact of cloud computing is vast. Software vendors
must focus on transitioning all phases of their company—not just the technical
ones they’re comfortable with—to this new paradigm. As Wincor-Nixdorf’s
Kraus says, “In the old paradigm, you had to reinvent yourself every five years.
But now the industry has the imperative to change in quicker cycles. You need
to understand the transition and transform internal structures quicker and in
higher frequencies than ever before.”

The impact of cloud
computing is vast.
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Methodology

The PwC 25 Fastest Growing Cloud
Companies list is based on corporate
financial statements (GAAP-based
where applicable), other public
sources and estimates for privately
held companies, as compiled
for PwC by the Global Software
Business Strategies Group at IDC.
The ranking is based on year-toyear growth rate in Public Cloud
revenue from 2013 to 2014, the
most recent year for which complete
data was available. Due to variances
in fiscal years, the results were
‘calendarised’ for both years.
Currencies were converted to US
dollars using the average historical
inter-bank rate for 2014 as the rate of
exchange. The historical rates used
can be found at www.oanda.com.
For this list, Public Cloud revenue
includes fees from subscriptions,
maintenance and other software
services associated with the
software as a service (SaaS) and
platform as a service (PaaS) models
for delivering business applications,
databases, software development
tools, high level storage services
(backup and archiving), testing as a
service and security as a service.

In the Public Cloud model,
unrelated customers share
a common application and
infrastructure managed by an
independent software vendor or
a third-party service provider
that typically owns the code or
intellectual property, or uses
open-source software as the basis
for its functionality. The model
provides access to and consumption
of software and application
functionality, with an architecture
designed for shared usage, built
specifically for network delivery and
accessed by users over the Internet.

For more on these definitions see:
IDC's Software Taxonomy, 2015 and
IDC's Worldwide IT Cloud Services
Taxonomy, 2015.
In the tables on pages 5, 18-19,
the Country HQ column refers to
the operating headquarters in the
country where the main corporate
decisions are made. This may differ
from jurisdictions listed for tax
or financial reasons in corporate
documents.

We do not include Private Cloud
Services. Private Cloud Services are
shared within a single enterprise
or an extended enterprise, with
restrictions on access and level of
resource dedication, and defined/
controlled by the enterprise, beyond
the control available in Public
Cloud offerings. Hardware-oriented
elements of IT cloud services,
including Infrastructure as a Service
(IaaS), that contain software, such
as bulk storage solutions, network
services and cloud servers, are also
not included in our Public Cloud
figures. The software component
of IaaS is typically not reported
separately from the total solution.
(Gaming software companies and
revenues are also not included.)
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Appendix
SaaS revenues of Top 50 Software Companies
Country
HQ

2014
Software
revenue
(US$M)

2014 Total
revenue
(US$M)

2014
SaaS+PaaS
revenue†

SaaS+PaaS
% of
software

SaaS % of
SaaS+PaaS

PaaS % of
SaaS+PaaS

1

Microsoft

USA

$62,014

$93,456

$2,292

4%

69%

31%

2

Oracle

USA

$29,881

$38,828

$1,327

4%

98%

2%

3

IBM

USA

$29,286

$92,793

$1,067

4%

81%

19%

4

SAP

Germany

$18,777

$23,289

$1,429

8%

98%

2%

5

Symantec

USA

$6,138

$6,615

$418

7%

100%

0%

6

EMC

USA

$5,844

$24,439

$218

4%

98%

2%

7

VMware

USA

$5,520

$6,035

$64

1%

95%

5%

8

Hewlett Packard

USA

$5,082

$110,577

$408

8%

80%

20%

9

Salesforce.com

USA

$4,820

$5,274

$4,820

100%

86%

14%

10

Intuit

USA

$4,324

$4,573

$1,980

46%

97%

3%

11

Adobe

USA

$4,061

$4,184

$916

23%

100%

0%

12

CA Technologies

USA

$4,053

$4,410

$102

3%

100%

0%

13

SAS*

USA

$2,884

$3,084

$44

2%

30%

70%

14

Cisco Systems

USA

$2,836

$47,823

$1,004

35%

100%

0%

15

Dassault Systèmes

France

$2,695

$3,038

$78

3%

100%

0%

16

Siemens

Germany

$2,613

$95,542

$78

3%

100%

0%

17

Fujitsu

Japan

$2,527

$43,526

$29

1%

100%

0%

18

Autodesk

USA

$2,413

$2,486

$45

2%

100%

0%

19

Citrix

USA

$2,376

$3,143

$652

27%

100%

0%

20

Google

USA

$2,273

$66,001

$1,931

85%

82%

18%

21

Hitachi

Japan

$2,159

$91,246

$4

0%

100%

0%

22

Apple

USA

$2,110

$199,800

$151

7%

100%

0%

23

Infor

USA

$2,099

$2,815

$100

5%

99%

1%

24

Synopsys

USA

$1,934

$2,100

$0

0%

0%

0%

25

Intel

USA

$1,899

$55,870

$280

15%

100%

0%

Rank

Company

*Denotes a privately held company
† See page 17 for definitions of SaaS and PaaS revenues
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25 Fastest Growing Cloud Companies

Rank

Company

Country
HQ

2014
Software
revenue
(US$M)

2014 Total
revenue
(US$M)

2014
SaaS+PaaS
revenue†

SaaS+PaaS
% of
software

SaaS % of
SaaS+PaaS

PaaS % of
SaaS+PaaS

26

BMC

USA

$1,878

$2,087

$77

4%

100%

0%

27

Sage

UK

$1,724

$1,762

$20

1%

100%

0%

28

ADP

USA

$1,660

$10,604

$1,547

93%

100%

0%

The
Netherlands

$1,539

$4,880

$124

8%

100%

0%

USA

$1,517

$1,741

$1

0%

0%

100%

29

Wolters Kluwer

30

Red Hat

31

OpenText

Canada

$1,496

$1,858

$268

18%

0%

100%

32

SunGard*

USA

$1,464

$2,808

$6

0%

100%

0%

33

NEC

Japan

$1,441

$28,151

$13

1%

100%

0%

34

Cadence Design
Systems

USA

$1,435

$1,579

$0

0%

0%

0%

35

Hexagon

UK

$1,413

$3,497

$0

0%

0%

0%

36

Dell

USA

$1,395

$58,500

$12

1%

100%

0%

37

Teradata

USA

$1,221

$2,732

$16

1%

47%

53%

38

NetApp

USA

$1,169

$6,252

$0

0%

0%

0%

39

NCR

USA

$1,157

$6,591

$492

43%

100%

0%

40

Epic Systems*

USA

$1,140

$1,770

$0

0%

0%

0%

41

Constellation Software

Canada

$1,134

$1,230

$22

2%

100%

0%

42

McKesson

USA

$1,123

$168,711

$0

0%

0%

0%

43

Mentor Graphics

USA

$1,076

$1,231

$0

0%

0%

0%

44

PTC

USA

$1,073

$1,358

$0

0%

0%

0%

45

Trend Micro

Japan

$1,035

$1,090

$79

8%

100%

0%

46

Nuance
Communications

USA

$1,009

$1,927

$0

0%

0%

0%

47

DATEV*

Germany

$975

$1,119

$0

0%

0%

0%

48

Esri*

USA

$960

$1,129

$31

3%

100%

0%

49

Cerner

USA

$946

$3,402

$258

27%

100%

0%

50

ANSYS

USA

$917

$936

$27

3%

100%

0%

*Denotes a privately held company
† See page 17 for definitions of SaaS and PaaS revenues
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