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EXECUTIVE SUMMARY

3Sources: Anaplan 10-K, 10-Q, official 

Recommendation: BUY Target Price: $ 81.67Current Price: $ 58.27

Key Facts Financial Highlights
Year Founded
Headquarters
IPO

Industry
Sector
Number of  Employees

2009
San Francisco, CA 

October 2018

Software - Infrastructure
Technology

1,900+

Revenue
EBIT
EBITDA

Net Income
EPS
Beta

$       348 M
$  (153.8 M)
$  (138.6 M)

$   (154 M)
$      (1.10)

1.50 

Investment Thesis Valuation Summary

Anaplan is a strong BUY due to its growth potential due to leading technology, expertise, and ecosystem of  strong relationships.

I Strong International Growth Prospects
I
I

Strong Partnerships with well-diversified companies around the world

II
I Industry trends and striving for companies to become more efficient

Catalysts

Industry 
Growth

Strong Future 
Financial 

Performance

Existing and New 
Partnership 
Agreements 



COMPANY OVERVIEW

4Sources: Anaplan 10-K, 10-Q, 
 

PLAN’s stock price grows consistently and performs well even during COVID-19.

$ 8.12 B

Trading Statistics
52-Week Range

% Above 52-Week Low
% Below 52-Week High

Dividend Yield
Short Interest as % Float

$ 26.04 - $86.17
124.23%
32.24%

N.A.
8.29%

Current Capitalization
Stock Price (3/16/2021)
Shares Outstanding

Market Capitalization

Plus: Current Portion of  Leases
Plus: Long-term Lease Obligations
Less: Cash & Short-term Investments
Net DebtEnterprise 
Value $  
8,104.3 M

58.27
143.7 M

8,373.4 M

15.98
35.89

320.99
(269.12)

$

$

$
$
$
$

PEG (NTM)
P/Sales
EV/EBITDA

N/A
18.47

- 63.54

P/E (NTM)
P/BV
EV/Sales

N/A
30.26
18.26

P/E (NTM)
P/BV
EV/Sales

N/A
30.26
18.26

Key Ratios
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COMPANY OVERVIEW

5Sources: Anaplan 10-K, 10-Q, official 

PLAN’s “land and expand” growth strategy has been working out as it is a top-down selling technique.

Revenue Growth by Segment (in millions)

$0

$100

$200

$300

$400

$500

2016 2017 2018 2019 2020 2021

Subscription revenue Professional services revenue

Business Description

Values

Growth Strategy

• Anaplan is a cloud-native enterprise SaaS company helping global 
enterprises orchestrate business performance in functions 
including sales, finance, supply chain, workforce, and marketing.

• Key aspects of  the Anaplan platform include: Planning & 
Modeling, Intelligence, User Experience, Enterprise Scale, 
Extensibility, and Security.

• Over 1,600 customers from 57 countries were using the Anaplan 
platform (as of  1/2021).

• Drive New Customer Acquisition
• Expand within Existing Customers
• Continue to Expand Globally
• Broaden and Deepen the Partner Ecosystem
• Continue to Innovate and Extend Anaplan Technology 

Platform Leadership

Openness CreativityAuthenticity Inclusivity Collaboration Tenacity

Competitors



COMPANY OVERVIEW

6Sources: Anaplan 10-K, official website

PLAN with a strong management and business model is quickly gaining interest among potential customers.

Leadership TeamProducts and Services

Frank Calderoni
Chairman & CEO

Ana Pinczuk
CDO

Bill Schuh
CRO

David H. Morton
EVP & CFO

Comparative Advantage
• Anaplan has impressively strong blue-chip customer base among any mid-

cap software companies

• Fast implementation period - Anaplan solutions is ready to use within a few 
months even for large and complex organizations

• Highly sticky product with long and high switching cost, which contributes 
to high customer retention rate

• Universal usage of  Anaplan’s platform – the company is able to deliver 
planning solutions suitable for various sectors

• Excellent user feedback

Industries using Anaplan

Computer 
Software

Other *

Insurance

Retail

Financial Services

IT & Services

* Hospital & Health Care, Food Production, Computer Hardware, Wholesale, Pharmaceuticals



INDUSTRY OVERVIEW

7Sources: Benchmarking Software Q320 (Goldman Sachs), Bernstein Economics, Enterprise 
    

Software industry is highly competitive due to quick growth and interest among companies that seek to increase efficiency.

Key Drivers

Businesses wanting to 
automate manual tasks

Shift to organizational 
planning, rather than just at 

the C-Suite level
Businesses want to automate 

manual tasks

Need for decision 
making and efficiency 

improvement

Aggressive, real-time 
planning needed for high 

growth

Shift to organizational 
planning, rather than only at 

the C-Suite level

Businesses want to automate 
manual tasks

Need for decision 
making and efficiency 

improvement

Aggressive, real-time 
planning needed for high 

growth

Businesses want to automate 
manual tasks

Need for decision 
making and efficiency 

improvement

Aggressive, real-time 
planning needed for high 

growth

Businesses want to automate 
manual tasks

Need for decision 
making and efficiency 

improvement

Aggressive, real-time 
planning needed for high 

growth

Porter’s 5 Forces AnalysisPorter’s 5 Forces Analysis

Threat of  
Substitutes

High

Threat of  
New 

Entrants
Moderate

Supplier Power
Low

Rivalry
High

Buyer Power
High

Industry Trends

• By 2024, 70% of  all 
FP&A will be done on a 
connected planning 
platform (Gartner)

• Enterprise Performance 
Management industry to 
reach 12.5B by 2025

• CAGR of  11.7%



INVESTMENT THESIS

8Source: Anaplan 10-K
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Strong International Growth Prospects

PLAN’s Disaggregation of Revenue

PLAN has enormous potential to grow and confidently takes the advantage to reach new markets. 

• Global expansion will provide Anaplan 
with a room to grow along with an 
unlimited and well-diversified customer 
base

• Strong and growing presence in various 
industries and businesses

• Growing market share and brand 
recognition overseas 

• Anaplan’s core focus is lowering 
operating costs, rather than driving 
incremental revenue



INVESTMENT THESIS

9Source: Anaplan official website

II

High-profile partners contribute to Anaplan's brand recognition and enlarging customer base.

Strong Partnerships with well-diversified companies around the world

Selected Partnerships
Global Strategic Partners

Gold Partners

Silver Partners

Bronze Partners

Registered Partners

Tech Partners

Global Strategic Partners

Gold Partners

Silver Partners

Selected Partnerships
Global Strategic Partners

Bronze Partners

Registered Partners

Tech Partners

Gold Partners

Silver Partners

Selected Partnerships
Global Strategic Partners

• Established relationships and trust with a 
large network of  companies

• Successful partnership with 
Deloitte (announced in June 2019)

• Diverse group of  partners:
• High-end: EY, Accenture
• Regional: Wipro, Appirio



INVESTMENT THESIS

1Sources: Benchmarking Software Q320 (Goldman Sachs), Bernstein Economics, 
     

II
I Industry trends and striving for companies to become more efficient

Industry growth 
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* Revenue in $ billions

Software industry is rapidly growing showing the need among companies across various industries to switch to advanced technology.

• The COVID-19 Pandemic has forced the 
acceleration of  digitization and reliance 
on software to takeover manual tasks

• Actively growing companies want to 
make better decisions, what creates as 
opportunity for PLAN to enlarge its 
customer base



CATALYSTS

1

II
I Existing and New Partnership Agreements 

• Agreements between Anaplan and various Partners will result in significant earnings and will continue to help gain interest among potential partners

• SalesForce & Google Cloud's customers give PLAN a larger platform through brand recognition

I Industry Growth

• Upgrade or change of  planning processes were low priorities for most companies. Recent industry data gives hope for a better recovery than in the early stages 
of  COVID-19 pandemic, which gives a lot of  opportunity to PLAN.

I Industry Growth

• Upgrade or change of  planning processes were low priorities for most companies. Recent industry data gives hope for a better recovery than in the early stages 
of  COVID-19 pandemic, which gives a lot of  opportunity to PLAN.

I Strong Future Financial Performance

• Anaplan plans to focus on adding sales capacity, expanding the partner ecosystem (particularly in the APAC region) and improving the product portfolio, which 
is likely to result in a record high financial results

• Anaplan operating model is becoming more profitable by the improvement in CAC efficiency and leverage of  Mintigo acquisition (2019)

Anaplan is poised for growth due to the industry and sector expansion as well as their technological advancements.

Sources: Anaplan 10-K, press releases, transcripts, 
  



VALUATION

1Source: Anaplan 10-K

DCF and Multiples Valuation Model show that the company is currently undervalued. 

DCF (WACC)

Multiples Valuation Model - CompetitorsMultiples Valuation Model - Competitors Multiples Valuation Model - CompetitorsValuation Summary



RISKS AND MITIGANTS

1Source: Anaplan 10-K

COVID-19 created a lot of  uncertainty on the market but thanks to PLAN’s strong leadership and business model, it can easily grow and 
compete in the industry.

Risks Mitigants

Competitive advantage, strong brand name and trust from 
thousands of existing customers are likely to allow 
Anaplan to continue to grow and gain market share

PLAN competes in a highly competitive and 
fragmented end-market Se

ve
rit

y

Probability

Anaplan continues to grow in the United States and 
worldwide. Thanks to its growing position overseas, it has 

many opportunities to serve a larger base of customers

PLAN has grown extremely fast but 
there may be a limited room to 

grow in the industry Se
ve

rit
y

Probability The company’s strong and experienced leadership 
continues to prove the success of its strategy growth. 
Focusing on one main product allows the company to 
provide the best services and benefit from customer 

satisfaction

Due to lack of revenue 
diversification, if PLAN fails to 
keep customer retention, it will 

significantly hurt the bottom line The risk of COVID-19 has already been incorporated into 
stock price. Looking at the current trends and the 

anticipation of companies to come back to the offices 
doesn’t provide a real threat of the long-term change in 

demand for PLAN’s products

COVID-19 pandemic and global 
economic uncertainty can reduce 

consumer demand and permanently 
change customers’ needs

Se
ve

rit
y

Probability

Se
ve

rit
y

Probability



CONCLUSION

1Sources: Anaplan 10-K, 10-Q, official 

Recommendation: BUY Target Price: $ 81.67Current Price: $ 58.27

Investment Thesis Valuation

Catalysts

Anaplan is a strong BUY due to its growth potential due to leading technology, expertise, and ecosystem of  strong relationships.

I Strong International Growth Prospects

II Strong Partnerships with well-diversified companies around 
the world

III Industry trends and striving for companies to become more 
efficient

I Industry Growth

II Strong Future Financial Performance

III Existing and New Partnership Agreements 
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Revenue by Segment

Disaggregation of Revenue
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Income Statement
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Balance Sheet – Historical Data
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Cash Flows – Historical Data
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Ratios
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Comparables
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DCF - WACC
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Board of Directors

Board Members Name What They Bring to Anaplan

Frank Calderoni- CEO, President
30 years of industry experience. He is also on the board of Adobe Systems and Palo Alto Networks 
which serve as good connections to large companies. His history as EVP and CFO at Cisco largely 
prepared him for being the leader at Anaplan.

David Conte- Board Member Has been the CFO for Splunk, IronKey, and Opsware. He is essential in the company’s finances and 
investing in new project developments.

Suresh Vasudevan
He has been heavily involved in Nimble Storage throughout his career and has a strong background as 
a management consultant. His ability to solve problems is extremely beneficial to PLAN.

Bob Beauchamp
Is currently the Chairman of BMC Software and had been the CEO for roughly 15 years. He brings 
experience in strategic planning, risk management, M&A and global operations.

Allan Leinwand

He founded Vyatta, an open-source networking company and is currently working as an SVP at Slack. 
He clearly understands the technology industry very well and can be of assistance for creating new 
PLAN products.

Brooke Major-Reid

Has held senior roles at Morgan Stanley, Cross River, Macy's, and has even founded her own women 
and minority-focused financial advisement company. Her unique talent for forming strong client 
relationships and breaking into new markets is key in helping PLAN expand their growth opportunities 
and business segments.

Yvonne Wassenaar
She has experience with leading companies through digital transformation and global expansion. This is 
important as PLAN is trying to grow globally and working on advancing their technology.

Sandesh Patnam
Technology investing background as he is at Premji Invest currently and focused on helping Anaplan’s 
stock grow.

Sue Bostrom

Serves on many different technology companies boards and worked at Cisco in various roles for 14 
years. She is great at helping expand Anaplan’s reach with her connections, visionary ideas and 
marketing tactics
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Anaplan is a strong BUY with a 40.16% upside and a target price of $ 81.67. The company can change the 

workforce from disorganized spreadsheets to a connected cloud platform where modeling can be done 

efficiently. The shift from a yearly business plan meeting that the finance department puts on is now 

transforming into many other departments contributing to dynamical planning. The platform is focused on 

integrating planning applications that result in different types of models and options computed in a 

timely manner. A study by Gardner states that by 2024, 70% of new financial planning and analysis projects 

will be on a connected planning platform. We believe that Anaplan has a long-term market opportunity and 

will become embedded in businesses in various industries as it is already in finance, airlines, hospitality, 

technology, and healthcare. 

Business Overview: Anaplan (NYSE: PLAN) is a cloud-native enterprise SaaS company helping global 

enterprises orchestrate business performance in functions including sales, finance, supply chain, workforce, 

and marketing. The key aspects of the Anaplan platform include: Planning & Modeling, Intelligence, User 

Experience, Enterprise Scale, Extensibility, and Security. As of January 2021, the company has served over 

1,600 customers from 57 countries and is constantly growing attracting new companies to start using the 

Anaplan platform.  

The company generates revenue through two main segments: subscription revenue and professional services 

revenue. Subscription fee revenue accounts for around 90% of Anaplan’s total revenue and is driven 

primarily by the number of customers, the number of individuals using the platform from each customer, the 

subscription price, and renewal rates. The average subscription term for a customer is two to three years and 

is usually binding by a non-cancellable contract. On the other hand, professional services revenue combines 

all the services provided for the current fixed-priced contracts.  

Revenue is recognized after the completion of this five-step method: (1) Identification of the contract (or 

contracts) with the customer, (2) Identification of the performance obligations in the contract, (3) 

Determination of the transaction price, (4) Allocation of the transaction price to the performance obligations 

in the contract, and (5) Recognition of the revenue when, or as, a performance obligation is satisfied.  

Anaplan focuses on large enterprise companies, targeting executives to adopt the company’s products. The 

company’s competitive advantage is a customizable software platform that is often used to solve unique and 

complex problems that high-level executives encounter on their everyday basis. The implementation of 

Anaplan’s products and services tends to be a long and expensive investment for their customers since the 

companies’ employees must go through training and certification tests. PLAN’s “land and expand” growth 

strategy has been working out as it is a top-down selling technique as upper-level employees realize the 

effectiveness of the software. For PLAN’s top 25 customers there was an increase in ARR of $0.8 million to 

now $4.2 million. Overall, due to the stickiness of recurring revenue, Anaplan has a very consistent net dollar 

retention rate of +120%.  

Lastly, Anaplan’s management consistently leads the company to better performance and an increasing 

number of successful partnerships. Frank Calderoni, who became the CEO in 2017, has led the company to a 

very successful IPO, surging 40% on the first day of trading. With his extensive knowledge of the industry, 

Anaplan continues to grow in the right direction under one of the best supervisions. 

Industry Overview: Anaplan also operates in an intensively competitive and fast-growing industry. The 

enterprise performance management industry is growing at a CAGR of 11.7%. Anaplan is also a part of the 

SaaS industry, projected to reach $ 910.9 billion by 2021 with a CAGR of 12.49% from 2021 to 2025. The 

industry has been pulled forward by the pandemic as the need to work from home while still maintaining 

company harmony accelerated the need for innovative, collaborative software. Anaplan’s positioning in the 

industry is strong as the company has solutions for all industries, not limiting itself to finance or accounting 

like other competitors. Due to their diversified customer base, PLAN was insulated from the effects of the 
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pandemic as customers in stifled industries were evened out by customers in stable, and in cases like the 

healthcare sector, growing industries. Even though there are many players who offer similar products and 

services or are in the process of creating a cloud-based platform, Anaplan keeps proving its worth and gaining 

trust among the biggest corporations in the United States and worldwide. This is a large, growing industry 

with a huge TAM, making market share and subscription costs important, but not essential, to the growth of 

PLAN. In this industry, the winners will have high switching costs and loyal customers making the cost to 

acquire new customers dramatically increase. This industry is helping create more efficient businesses, agile 

decision-making, and helping customers rapidly grow.  

Valuation: We performed a Discounted Cash Flows analysis using both the Multiples Method using 

EBITDA and the Perpetuity Growth Method. We decided to project the future financials for the next 7 

years, which is often difficult to obtain due to the changing nature of the markets and industry trends. 

However, Anaplan is at the growing stage, and to see the full picture of the potential of the company, we 

included our predictions to show how we expect the company to perform after its breakeven. We calculated 

WACC using the Cost of Debt using Moody’s BAA Corporate Bond Index, Risk-Free Rate of return of 1.6% 

with the use of US 10-Year Treasury and Risk Premium with the data from Ibbotson. We assumed the 

terminal growth rate of 2% and the average EBITDA multiple of about 12%.  

To provide more context, we also modeled the implied share price from Multiples Valuation using LTM 

EV/Revenue, NTM EV/Revenue, and LTM P/BV. These ratios were identified to be the most 

representative for the company. The competitors selected for valuation compete in the same industry and 

offer similar products on a similar geographical scale. Anaplan ranks well in its peer group, as most of the 

companies are not yet profitable. PLAN’s stock price is the lowest as well as its debt. In terms of P/BV, 

PLAN is trading at 31.2x while the micro-industry average is currently at 7x. This disparity accounts for the 

high revenue growth expectations that were shown in previous years and confidence in the company’s market 

positioning. When evaluating the target price through the multiples approach, we focused on EV/ Revenue 

since exponential growth is a strong suit for PLAN. The average Implied Price per share for Multiples 

Method was $78.68.  

Risks and Mitigants: The market, in which Anaplan participates is intensely competitive. Many companies 

in the industry are trying to catch up with Anaplan or already developed a similar platform. Additionally, 

Anaplan has experienced rapid growth, but it derives its revenue only from a single software platform. 

Inability to attract new customers and failure to satisfy current customers’ demands will negatively impact 

Anaplan’s business, financial condition as well as its growth prospects. Moreover, the business model has 

many advantages but if existing customers will not be interested in renewing their subscription, adding more 

users in more functional areas, or upgrading the level of functionality on the platform, PLAN’s business and 

operating results will be adversely affected. Lastly, the COVID-19 pandemic and economic uncertainty may 

result in longer than expected reduced customers demand on Anaplan’s platform and services. Since most 

employees are working from home, there may be a delay in purchasing decisions and project 

implementations, which will also negatively affect the company. 

However, PLAN has already established an essential position in the market and thanks to its partnerships, 

developed a strong brand name as well as trust among potential customers. Even though the company has a 

narrow product base, it’s well-diversified geographically, which helps to mitigate many risks caused by the 

economic slowdown and COVID-19 pandemic. 

As Anaplan evolves as a company, it continues to provide excellent products and services to all of its 

customers and abide by its core values. The company has established a strong user base with an impressive 

retention rate of 120%. Additionally, strong financial performance, especially revenue growth has been critical 

to the company’s success and prosperity. PLAN’s simple business model and experienced management team 

will help propel the company to profitability by 2024.  
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