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Safe Harbor Statement
Statements in this presentation that are not statements of historical facts are forward-looking statements and should be evaluated as such. 
Forward-looking statements include, but not limited to, statements regarding: our expected financial and operating results in future periods; our 
expectations regarding the growth of our company; our market opportunity; the expected effects of our acquisition and integration of Hearsay 
Social, Inc.; our  product roadmap, including artificial intelligence; sales efficiency efforts; and our industry. In some cases, you can identify 
forward-looking statements by terminology such as "may," "will," "should," "could," "expect," "plan," "anticipate," "believe," "estimate," "predict," "intend," 
"potential," "might," "would," "continue," or the negative of these terms or other comparable terminology. 

We have based the forward-looking statements contained in this release primarily on our current expectations and projections about future 
events and trends that we believe may affect our business, financial condition, results of operations, strategy, short- and long-term business 
operations, prospects, business strategy and financial needs.  Our actual results could differ materially from those stated or implied in 
forward-looking statements due to a number of factors, including, but not limited to, those previously disclosed in the sections titled “Special Note 
Regarding Forward Looking Statements” and “Risk Factors” in our most recent Quarterly Report on Form 10-Q, our most recent Annual Report on 
Form 10-K and in other filings we make with the Securities and Exchange Commission (the “SEC”) and other public communications. Moreover, we 
operate in a very competitive and rapidly changing environment. New risks and uncertainties emerge from time and it is not possible for us to 
predict all risks and uncertainties that could have an impact on the forward-looking statements contained in this presentation. We cannot assure 
you that the results, events and circumstances reflected in the forward-looking statements will be achieved or occur, and actual results, events or 
circumstances could differ materially from those described in the forward-looking statements. Accordingly, you should not rely on forward-looking 
statements as predictions of future events.

The forward-looking statements made in this presentation relate only to events as of the date on which such statements are made. All written and 
oral forward-looking statements attributable to us, or persons acting on our behalf, are expressly qualified in their entirety by these cautionary 
statements as well as other cautionary statements that are made from time to time in our SEC filings and public communications. We undertake 
no obligation to update any forward-looking statements after the date hereof or to conform such statements to actual results or revised 
expectations, except as required by law. 



Yext is the leading 
digital presence 
platform for 
multi-location brands, 
helping them reach 
and serve their end 
customer



Consumers expect 
to find accurate, 
relevant, and 
engaging 
information, 
wherever 
they are

99% of consumers
read online reviews as part 
of their search

54% of users
engage with social media to 
research products

83% of shoppers
use Google Search to learn 
about local businesses

Source: Google Consumer Insights, GlobalWebIndex & Power Reviews.



Yext optimizes brand content to enable 
discovery and drive conversions



We are the only end-to-end platform
powering the entire digital customer journey



AI and Search fragmentation are further 
complicating that journey
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The Yext value proposition

GROWTH

COST

Increase visibility
Manage a consistent brand 

experience across all digital channels

Drive conversions 
Increase engagement with local 
customers through personalized 

interactions at scale

Enhance customer 
experience 

Receive the expertise and resources 
you need to drive differentiation and 

growth

Operate efficiently 
Automate and optimize workflows to 

save time and money
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enables customers to accelerate revenue growth while reducing costs



Brands choose 
any combination
of products 
and iterate as needs grow



Yext delivers the results brands want

Show up 
everywhere 

customers are 
looking

Leverage 
AI-powered 

tools to increase 
efficiency

Make 
data-driven 
decisions in 

real-time

Scale
workflows with 
one platform

+47%
listings 
impressions

when customers switch to 
Yext

2.3x
more 
appearances 
in local search

than their competitors

40.8%
unbranded 
listings 
impressions 
when Listings are 
optimized

+30%
customer 
actions

when customers use 
Listings and Reviews

+57%
improvement in 
response times

with Reviews

Metrics from internal Yext data 11/2022 through 2/2024, see Appendix for more details.



Our Knowledge Graph is our economic moat

Knowledge 
Graph

Knowledge 
Graph

Creates actionable predictive 
insights to guide customers to:

Improve and optimize customer 
experiences

Better understand customer 
intent

Proactively answer customer 
questions

Make insightful, data-informed 
decisions

Captures & organizes data 
from multiple sources

Analyzes complex relationships

Combines disparate data silos

Generates visualizations



Trust (and rank) 
is gained through 
consistent and 
frequent data 
synchronization

Yext is the source of truth for our 
customers’ brand information

Highest update frequency, requires 
consistency with Pages & Listings

Schema everywhere, reinforced 
by Listings consistency, first-party 
page control

Broad network distribution, third-party 
platforms with real-time updates



Yext enhances brands’ AI readiness…

Your digital presence 
is your data strategy

Search engines

Web pages

Listings

Reviews

Social

AI



…and enables generative AI experiences 
through integrations with key publishers





Driving profitable growth

Adjusted EBITDA is a non-GAAP measure; see Appendix for further information and reconciliations of GAAP to non-GAAP measures.

FY’21 FY’22 FY’23 FY’24 FY’25E



Delivering consistently strong gross margins

Non-GAAP 
gross margin

Non-GAAP 
gross profit

Non-GAAP gross profit $ in millions; see Appendix for reconciliations of GAAP to non-GAAP measures.

Q1
FY’21

Q1
FY’22

Q1
FY’23

Q1
FY’24

Q1
FY’25



Producing Opex efficiency

R&D

S&M

G&A

See Appendix for reconciliations of GAAP to non-GAAP measures.

FY’21 FY’22 FY’23 FY’24 YTD FY’25

Non-GAAP Opex as a % of revenue



Progress toward Rule of 40

*Based on the midpoints of Q4 FY’25 guidance ranges, as of December 9, 2024. Adj. EBITDA margin is a non-GAAP measure; see Appendix for reconciliations of GAAP to 
non-GAAP measures. We have not reconciled this forward-looking measure to its most directly comparable GAAP financial measure of net income (loss). Information on which 

this reconciliation would be based on is not available without unreasonable efforts due to the uncertainty and inherent difficulty of predicting within a reasonable range, the 
timing, occurrence and financial impact of when such items may be recognized.

Q1
FY’22

Q1
FY’23

Q1
FY’24

Q1
FY’25



79%   Gross margin
  (non-GAAP)

62%   Operating expense
   as a % of revenue (non-GAAP)

31%   S&M
  as a % of revenue (non-GAAP)

Q3 FY’25 Performance

$375 M ARR

91%
Dollar-based 
Net Retention 
Rate

$67 M ARR

93%  Dollar-based 
Net Retention Rate

$37.7 M   TTM Free Cash Flow

$100.5 M**   Cash as of 10/31/24

$0   Debt

Efficiency

Direct Reseller Cash + Debt

Q3 FY’24 Q3 FY’25

$11.3 M $15.6 M   Net Income   
  (non-GAAP)

$0.09 $0.12   EPS  
   (non-GAAP)

$13.5 M $23.1 M   Adj. EBITDA

Profitability

$114 M  Revenue

$442 M  ARR

Top Line

*Adj. EBITDA, Net Income, EPS, gross margin, operating expense and S&M as a % of revenue, and TTM Free Cash Flow are presented in non-GAAP; ARR and dollar-based net 
retention rates are operating metrics; see Appendix for further information, including definitions and reconciliations of GAAP to non-GAAP measures.

**Excludes restricted cash.

*



Guidance
Projected Q4 FY’25*

$112.4 to $112.9

$24.5 to $25.0

$0.12 to $0.13

128.2

25%

Projected FY’25*

$420.3 to $420.8

$67.0 to $67.5

$0.35 to $0.36

127.0

25%

*as of December 9, 2024
**Adjusted EBITDA and Non-GAAP net income per share are non-GAAP measures. We have not reconciled these forward-looking measures to their most directly 

comparable GAAP financial measures of net income (loss). Information on which this reconciliation would be based on is not available without unreasonable efforts due to 
the uncertainty and inherent difficulty of predicting within a reasonable range, the timing, occurrence and financial impact of when such items may be recognized.

Revenue ($ millions)

Adjusted EBITDA** ($ millions)

Non-GAAP net income per share**

Weighted-average basic shares outstanding       
(millions)

Non-GAAP tax rate





Yext puts brands front and center sources

+47% listings impressions when customers switch to Yext

Sampled a random set of 20 Yext customers who moved to Yext after working with a competitor using an aggregator strategy 
with very few direct integrations. Across this sample, the median growth they achieved was 16% for actions and 47% for 
impressions - November 2022

2.3x more appearances in Local Search than competitors:

600 businesses with ST that have set up competitors in the platform and limited the tool to only “primary category” as the 
keyword. The 2.3x number is the metric “local pack matches” for our client’s locations and compared it to the number for each 
client’s top competitor by the same metric - February 2024

+40.8% unbranded listings impressions when Listings are optimized

The overall unbranded listings percentage for our clients from Feb 2023 - Jan 2024.  When “listings are optimized” means 
working with Yext  - January 2024

+57% improvement in response times with Reviews source: FedEx customer case study

+30% customer actions when customers use Listings and Reviews source: Internal Yext Data

https://www.yext.com/customers/fedex
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Non-GAAP Measurements
Q3FY25

In addition to disclosing financial measures prepared in accordance with U.S. generally accepted accounting principles ("GAAP"), this presentation and the accompanying tables include non-GAAP cost of revenue, 
non-GAAP gross profit, non-GAAP gross margin, non-GAAP operating expenses (sales and marketing, research and development, general and administrative), non-GAAP operating expenses (sales and marketing, research 
and development, general and administrative) as a percentage of revenue, non-GAAP income (loss) from operations, non-GAAP operating margin, non-GAAP net income (loss), non-GAAP net income (loss) per share, and 
non-GAAP net income (loss) as a percentage of revenue, which are referred to as non-GAAP financial measures. 

These non-GAAP financial measures are not calculated in accordance with GAAP as they have been adjusted to exclude the effects of stock-based compensation expenses, acquisition-related costs, and amortization of 
acquired intangibles. Acquisition-related costs include transaction and related costs, subsequent fair value movements in contingent consideration, and compensation arrangements. Non-GAAP gross margin, non-GAAP 
operating expenses (sales and marketing, research and development, general and administrative) as a percentage of revenue, non-GAAP operating margin, and non-GAAP net income (loss) as a percentage of revenue 
are calculated by dividing the applicable non-GAAP financial measure by revenue. Non-GAAP net income (loss) per share is defined as non-GAAP net income (loss) on a per share basis. We define non-GAAP net income 
(loss) per share, basic, as non-GAAP net income (loss) divided by weighted average shares outstanding and non-GAAP net income (loss) per share, diluted, as non-GAAP net income (loss) divided by weighted average 
diluted shares outstanding, which includes the potentially dilutive effect of the company’s employee equity incentive awards. 

In addition, beginning in fiscal 2025, we are utilizing a projected tax rate of 25% in our computation of the non-GAAP income tax provision. Our estimated tax rate on non-GAAP income is determined annually and may be 
adjusted during the year to take into account events or trends that we believe materially impact the estimated annual rate including, but not limited to, significant changes resulting from tax legislation, material changes in 
the geographic mix of revenue and expenses and other significant events. Our estimated tax rate on non-GAAP income may differ from our GAAP tax rate and from our actual tax liabilities.

We believe these non-GAAP financial measures provide investors and other users of our financial information consistency and comparability with our past financial performance and facilitate period-to-period 
comparisons of our results of operations. With respect to non-GAAP gross margin, non-GAAP operating expenses (sales and marketing, research and development, general and administrative) as a percentage of revenue, 
non-GAAP operating margin and non-GAAP net income (loss) as a percentage of revenue, we believe these non-GAAP financial measures are useful in evaluating our profitability relative to the amount of revenue 
generated, excluding the impact of stock-based compensation expense, acquisition-related costs, and amortization of acquired intangibles. We also believe non-GAAP financial measures are useful in evaluating our 
operating performance compared to that of other companies in our industry, as these metrics eliminate the effects of stock-based compensation and certain acquisition-related costs, which may vary for reasons 
unrelated to overall operating performance.

We also present Adjusted EBITDA and Adjusted EBITDA margin, non-GAAP financial measures that we believe offer a useful view of overall operations used to assess the performance of core business operations and for 
planning purposes. We define Adjusted EBITDA as GAAP net income (loss) before (1) interest income (expense), net, (2) benefit from (provision for) income taxes, (3) depreciation and amortization, (4) other income 
(expense), net, (5) stock-based compensation expense, and (6) acquisition-related costs. The most directly comparable GAAP financial measure to Adjusted EBITDA is GAAP net income (loss). Users should consider the 
limitations of using Adjusted EBITDA, including the fact that this measure does not provide a complete measure of our operating performance. Adjusted EBITDA is not intended to purport to be an alternate to GAAP net 
income (loss) as a measure of operating performance. Adjusted EBITDA margin is calculated by dividing Adjusted EBITDA by revenue. 



Non-GAAP Measurements
Q3FY25

In addition, we present non-GAAP constant currency measures of revenue. Constant currency as it relates to revenue provides a framework for assessing Company performance which excludes the effect of foreign 
currency rate fluctuations. Current period results for entities reporting in currencies other than U.S. Dollars (“USD”) are converted into USD at the average monthly exchange rates in effect during the comparative period, as 
opposed to the average monthly exchange rates in effect during the current period.

We also present free cash flow, which is a non-GAAP measure defined as net cash provided by (used in) operating activities, less cash used for purchases of capital expenditures, inclusive of capitalized software 
development costs. Free cash flow margin is calculated as free cash flow divided by total revenue. We believe this is meaningful to investors because it is a measure of liquidity that provides useful information in 
understanding and evaluating the strength of our liquidity and future ability to generate cash that can be used for strategic opportunities or investing in our business.

We use these non-GAAP financial measures in conjunction with traditional GAAP measures as part of our overall assessment of our performance, including the preparation of our annual operating budget and quarterly 
forecasts, and to evaluate the effectiveness of our business strategies. Our definition may differ from the definitions used by other companies and therefore comparability may be limited. In addition, other companies may 
not publish these or similar metrics. Thus, our non-GAAP financial measures should be considered in addition to, not as a substitute for, nor superior to or in isolation from, measures prepared in accordance with GAAP.

These non-GAAP financial measures may be limited in their usefulness because they do not present the full economic effect of our use of stock-based compensation and certain acquisition-related costs. We compensate 
for these limitations by providing investors and other users of our financial information a reconciliation of the non-GAAP financial measure to the most closely related GAAP financial measures. However, we have not 
reconciled the non-GAAP guidance measures disclosed under "Financial Outlook" to their corresponding GAAP measures because certain reconciling items such as stock-based compensation, certain acquisition-related 
costs, and the corresponding provision for income taxes depend on factors such as the stock price at the time of award of future grants, and certain purchase accounting adjustments including subsequent 
measurements, among others, and thus cannot be reasonably predicted. Accordingly, reconciliations to the non-GAAP guidance measures is not available without unreasonable effort. We encourage investors and others 
to review our financial information in its entirety, not to rely on any single financial measure and to view non-GAAP net income (loss) and non-GAAP net income (loss) per share in conjunction with GAAP net income (loss) 
and net income (loss) per share.  

We have not reconciled our forward-looking Adjusted EBITDA to its most directly comparable GAAP financial measure of net income (loss). Information on which this reconciliation would be based on is not available without 
unreasonable efforts due to the uncertainty and inherent difficulty of predicting within a reasonable range, the timing, occurrence and financial impact of when such items may be recognized. In particular, Adjusted EBITDA 
excludes certain items including interest income (expense), net, provision for income taxes, depreciation and amortization, other income (expense), net, stock-based compensation expense, and acquisition-related costs.



Operating Metrics
Q3FY25

This presentation also includes certain operating metrics that we believe are useful in providing additional information in assessing the overall performance of our business. 

Annual recurring revenue, or ARR, for Direct customers is defined as the annualized recurring amount of all contracts in our enterprise, mid-size and small business customer base as of the last day of the reporting period. 
The recurring amount of a contract is determined based upon the terms of a contract and is calculated by dividing the amount of a contract by the term of the contract and then annualizing such amount. The calculation 
assumes no subsequent changes to the existing subscription. Contracts include portions of professional services contracts that are recurring in nature. 

ARR for Third-party Reseller customers is defined as the annualized recurring amount of all contracts with Third-party Reseller customers as of the last day of the reporting period. The recurring amount of a contract is 
determined based upon the terms of a contract and is calculated by dividing the amount of a contract by the term of the contract and then annualizing such amount. The calculation assumes no subsequent changes to 
the existing subscription. The calculation includes the annualized contractual minimum commitment and excludes amounts related to overages above the contractual minimum commitment. Contracts include portions 
of professional services contracts that are recurring in nature. 

Total ARR is defined as the annualized recurring amount of all contracts executed as of the last day of the reporting period. The recurring amount of a contract is determined based upon the terms of a contract and is 
calculated by dividing the amount of a contract by the term of the contract and then annualizing such amount. The calculation assumes no subsequent changes to the existing subscription, and where relevant, includes 
the annualized contractual minimum commitment and excludes amounts related to overages above the contractual minimum commitment. Contracts include portions of professional services contracts that are 
recurring in nature. 

ARR is independent of historical revenue, unearned revenue, remaining performance obligations or any other GAAP financial measure over any period. It should be considered in addition to, not as a substitute for, nor 
superior to or in isolation from, these measures and other measures prepared in accordance with GAAP. We believe ARR-based metrics provides insight into the performance of our recurring revenue business model while 
mitigating fluctuations in billing and contract terms.

Dollar-based net retention rate is a metric we use to assess our ability to retain our customers and expand the ARR they generate for us. We calculate dollar-based net retention rate by first determining the ARR generated 
12 months prior to the end of the current period for a cohort of customers who had active contracts at that time. We then calculate ARR from the same cohort of customers at the end of the current period, which includes 
customer expansion, contraction and churn. The current period ARR is then divided by the prior period ARR to arrive at our dollar-based net retention rate. Any ARR obtained through merger and acquisition transactions 
does not affect the dollar-based net retention rate until one year from the date on which the transaction closed. The cohorts of customers that we present dollar-based net retention rate for include direct, third-party 
reseller, and total customers. Direct customers include enterprise, mid-size and small business customers.


