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CAUTIONARY NOTE REGARDING FORWARD LOOKING STATEMENTS

This Annual Report on Form 10-K, including the sections entitled “Business,” “Risk Factors,” and “Management’s
Discussion and Analysis of Financial Condition and Results of Operations,” contains forward-looking statements.

These statements may relate to, but are not limited to, expectations of future operating results or financial

performance, macroeconomic trends that we expect may influence our business, plans for capital expenditures,
expectations regarding the adoption of our solutions and introduction of new products, regulatory compliance and
changes in the regulatory landscape affecting our business, impact of litigation, plans for growth and future

operations, effects of acquisitions or divestitures, effects of material weaknesses in the design and operating
effectiveness of our internal control over financial reporting and ineffective disclosure controls and procedures, as

well as assumptions relating to the foregoing. Forward-looking statements are inherently subject to risks and
uncertainties, some of which cannot be predicted or quantified. These risks and other factors include, but are not

limited to, those listed under the section entitled “Risk Factors” in Item 1A of Part I of this Annual Report on Form
10-K. 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,” “continue,” “seek’” or the negative of thes
other comparable terminology. These statements are only predictions. Actual events and/or results may differ

materially.

We believe that it is important to communicate our future expectations. However, there may be events in the future

that we are not able to accurately predict or control and that may cause our actual results to differ materially from the
expectations we describe in our forward-looking statements. Except as required by applicable law, including the
securities laws of the United States and the rules and regulations of the Securities and Exchange Commission, we do

not plan to publicly update or revise any forward-looking statements, whether as a result of any new information,

future events or otherwise, other than through the filing of periodic reports in accordance with the Securities Exchange
Act of 1934, as amended (the “Exchange Act”). You should not place undue reliance on our forward-looking statements.
You should be aware that the occurrence of any of the events described in the “Risk Factors” section and elsewhere in
this Annual Report on Form 10-K could harm our business, prospects, operating results and financial condition.
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.
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PART 1

Item 1. Business

Overview

We are a leading cloud-based enterprise event management company, with over 15,800 customers worldwide. Our
mission is to transform the way our customers manage meetings and events, and enhance the experience of our
customers' customer - the event attendee. We provide end-to-end cloud solutions for both sides of the corporate events
and meetings ecosystem: (i) event and meeting planners, through our Event Cloud, and (ii) hoteliers and venues,
through our Hospitality Cloud. Our integrated, Event Cloud solution addresses the entire event life cycle by allowing
event and meeting planners to automate and streamline the process of planning, organizing and executing successful
events for organizations of all sizes and industries. Our Hospitality Cloud provides hoteliers and venues with a
complete suite of solutions to create, manage and measure their demand for group meetings. The combination of these
cloud-based solutions creates an integrated platform that allows us to generate revenue from both sides of the events
and meetings ecosystem.

For the event and meeting planner side of the ecosystem, which includes corporations, associations, not-for-profits,
government agencies and universities, events and meetings are an integral way to build and strengthen relationships
with customers, prospects, employees and partners. Enterprise events and meetings include external events, such as
conferences, tradeshows, and customer summits, as well as internal functions, such as sales meetings, training
seminars and team-building events. Planning and running an event can be a highly complex, inefficient and
time-consuming task when managed using traditional manual processes and disparate solutions. We address these
challenges by providing planners an integrated platform with solutions that unify the full life cycle of an event.
Meeting planners use our solutions to identify the appropriate venue, secure a competitive proposal from the hotel or
venue, manage budgets, market the event, send invitations, utilize pre-event surveys, establish a social media presence
for the event, process registrations, manage fee collections, build an event-specific mobile app, manage event logistics
such as travel and lodging, survey and engage attendees, analyze attendee engagement and attendee interactions with
exhibitors, analyze event results and survey feedback following the event. Our Event Cloud was created to provide a
full spectrum of cloud-based solutions to help planners decrease costs and increase attendance for their internal and
external events.

For the hoteliers and venues side of the ecosystem, group events and meetings are a vital source of revenue and profit.
At certain types of hotels, group events and meetings can constitute approximately one-third of total revenue. Group
meeting business is often a large hotel’s most profitable segment as these groups typically contract not only for
significant sleeping room blocks, but also for meeting space, catering and audio visual equipment. Meeting attendees
are often a captive audience at the hotel that can generate substantial incremental on-property revenue.

The Cvent Hospitality Cloud was created to provide a full spectrum of cloud-based solutions across the hotel group
sales lifecycle. The Hospitality Cloud consists of marketing solutions and software-as-a-service ("SaaS") software
enabling hoteliers, convention and visitor bureaus ("CVBs"), and other event venue owners to more effectively
generate qualified demand for meetings and events, manage that demand more efficiently, and measure group
business performance. An integral component of our Hospitality Cloud is the Cvent Supplier Network ("CSN"), our
online marketplace, which connects tens of thousands of event and meeting planners seeking the best venue for their
event with approximately 240,000 venues featured in our proprietary CSN database. We believe that CSN contains the
world’s largest, most accurate database of detailed venue information with listings of hotels and venues in 175
countries that can be searched and filtered based on approximately 200 characteristics and data fields. CSN has
become a leading solution for event and meeting planners who are researching potential locations and venues for their
events, as well as for hotels and venues that are seeking to increase their group business revenue.

The number of event requests for proposal ("RFPs") submitted through our marketplace has increased from
approximately 12,000 in 2008, the year CSN was initiated, to more than 1.8 million in 2015. As a result of this
substantial growth, we believe we have achieved critical mass and are benefiting from substantial network effects as
increased adoption of our marketplace by planners attracts hoteliers to leverage our growing event planner user base to
expand their group business activity.
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Our dual role as a solution provider to both event planners and venues allows us to generate revenue from both sides
of the events and meetings ecosystem. Event and meeting planners enter into annual and multi-year subscription
contracts to utilize our cloud-based event and meeting management software solutions. As of December 31, 2015, we
had more than 8,800 event and meeting planner customers. Hoteliers and venues enter into annual and multi-year
contracts with us for marketing
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solutions that increase the prominence of their properties in CSN. As of December 31, 2015, more than 7,000 hotels
and venues have purchased marketing solutions from us.

For the year ended December 31, 2015, our revenue was $187.7 million, a 32% increase over 2014. For the year
ended December 31, 2014, our revenue was $142.2 million, representing year-over-year revenue growth from 2013 of
28%, as we had revenue of $111.1 million for the year ended December 31, 2013. Our Event Cloud for event and
meeting planners has historically constituted the majority of our revenue and represented approximately 70% of our
total revenue for the years ended December 31, 2015, 2014 and 2013. Our Hospitality Cloud marketing solutions have
represented approximately 30% of our revenue for the years ended December 31, 2015, 2014 and 2013. For the year
ended December 31, 2015, we generated a net loss of $18.8 million, representing a margin of (10.0)%. For the year
ended December 31, 2014, we generated a net income of $1.8 million, representing a net margin of 1.3%. For the year
ended December 31, 2013, we generated a net loss of $3.2 million, representing a margin of (2.9)%. We had total
assets of $301.6 million, $300.9 million and $235.8 million as of the years ended December 31, 2015, 2014 and 2013,
respectively.

Industry Background

The hospitality and travel industry serves three types of customers: individual business travelers, leisure travelers, and
group events and meetings. In the 1990s, American Express began offering travel services and subsequently
transformed the way business travelers book hotel rooms and air travel. In the 2000s, online travel agencies
revolutionized the industry for leisure travelers. We believe that we are driving a similar revolution today in the way
group events and meetings are planned, booked and managed, both by the event planners and the hotels and venues
that host these events.

Our Platform

We offer planners a robust platform that addresses the entire life cycle of events and meetings, including budgeting,
planning, venue sourcing, marketing, management and measurement of meetings. We offer six principal product
categories on two integrated clouds, the Event Cloud and the Hospitality Cloud. The Event Cloud includes the
following five product categories: (i) event and conference management software, (ii) enterprise solutions software,
(iii) mobile event apps, (iv) pre- and post-event feedback management software, and (v) onsite event solutions. The
Hospitality Cloud includes three product categories: (i) group marketing solutions (primarily through CSN, which is a
marketplace that connects approximately 240,000 venues with high-quality, ready-to-transact event and meeting
planners), (ii) group demand management and (iii) group business intelligence for hotels and venues.

Event Cloud

Event Management

Cvent modernizes the traditional processes associated with event, conference and meeting management. We provide
planners with a complete solution to increase attendance and decrease the cost of managing events and conferences by
streamlining the entire planning process. By automating and simplifying these processes, Cvent enables planners to
focus their valuable time and resources on more strategic event and conference aspects—and even other events and
conferences—rather than on repetitive, time-consuming tasks. We serve a broad array of events and conferences, from
small events with less than 50 attendees to large conferences with greater than 20,000 attendees, by offering varying
levels of management software and other services based on each planner's specific business requirements.

Enterprise Solutions

Our Enterprise solutions provide large enterprise customers with the ability to manage the full event life-cycle on a
single platform, no matter how large or small the meeting or event. This includes providing visibility and compliance
in line with a Strategic Meetings Management Program (SMMP) as well as driving leads and engagement to increase
ROI for external customer and prospect facing events. Our enterprise customers hold hundreds or thousands of events
and meetings annually, many of which are hosted at off-site locations such as hotels. In addition to all of the services
offered to our event and conference management customers, our Enterprise platform also helps enterprises manage
their meetings and event programs more efficiently and manage previously untracked meeting expenditures. In May
2015, we added to our enterprise customer base with our acquisition of SignUp4, LLC.

With our platform, enterprises gain control over the entire meeting and event planning process by managing logistics,
budget and expense management, sourcing, registration, housing, travel, and on-site attendee tracking in a single
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As enterprises strive to optimize their expenses, these consolidated processes help corporate travel, meeting,
procurement, and marketing managers gain more visibility into meeting expenditures and have historically enabled
cost savings of 15% or more, as compared to companies that host events without an enterprise solution. Through our
Enterprise solution, corporate travel, procurement and finance departments have the ability to review the meetings
process to ensure compliance with established meeting and expense policies, while still granting creative control over
the event to their planners.

Mobile Event Applications

With the proliferation of smartphones and tablets, we believe mobile applications, or apps, will be used more often at
events. We offer planners the ability to generate and customize native apps for both business and consumer events on
multiple operating systems, including Android, iOS and the web. Our apps are often used by planners and attendees
to: provide schedule and location information; create personalized schedules and access them within the app; facilitate
interaction among attendees, speakers and exhibitors; participate during sessions with live polling and surveys;
conduct real-time messaging to build relationships and disseminate information; access rich media content such as
video, pictures and internet radio; access presentations and other meeting materials; connect with integrated social
media tools such as Facebook, Twitter and LinkedIn; and deliver advertising and targeted messaging.

Feedback Solutions

Our feedback solutions enable our customers to streamline the way they collect information both pre- and post-event.
Event and conference management customers can collect attendee feedback using our survey capabilities, which
provides powerful analytics and insights useful for future events. Additionally, approximately1,200 enterprises and
over 15,000 active users utilize our software to solicit feedback from employees, measure customer satisfaction,
capture sales leads and test new product ideas.

Onsite Event & Conference Solutions

We also provide onsite solutions to help events and large conferences run smoothly and engage attendees. Onsite
features include onsite registration and session check-in functionality, badge printing, payment processing, mobile app
integration and attendee engagement, social engagement solutions and exhibitor analytics. With the acquisition of
Alliance Tech in November 2015, we now offer RFID (Radio Frequency Identification) technology in order to
provide our clients detailed information on attendee engagement and to systematically capture data on new business
opportunities for our clients. Onsite event solutions clients can choose from three different product offerings, as
follows: 1) software-as-a-service only 2) software-as-a-service and equipment rental and 3) software-as-a-service,
equipment rental and the use of our professional services staff.

Our Event Cloud Customers

As of December 31, 2015, we had more than 8,800 event and meeting planner customers. We also had more than
100,000 active user event and meeting planners that freely access CSN, some of which also have a paid subscription
to our other event and meeting planner solutions. We consider an event planner user to be “active” if such user accessed
their account within 12 months preceding the date of measurement. Our customers span across various industry
profiles including retail, consumer products, travel and leisure, technology, telecommunications, financial services,
healthcare and automotive verticals, as well as trade associations, government agencies and universities. In 2015, 2014
and 2013, no single event and meeting planner customer represented more than 1% of our total revenue for that year.
Hospitality Cloud

We created the Hospitality Cloud to provide a full spectrum of cloud-based solutions across the hotel group sales life
cycle. The Hospitality Cloud consists of marketing solutions and SaaS software enabling hoteliers, CVBs, and other
event venue owners to more effectively generate qualified demand for meetings and events, manage that demand more
efficiently, and measure group business performance. Our Hospitality Cloud solutions are separated into three pillars,
however, substantially all revenue is presently generated through our Group Marketing Solutions.

Group Marketing Solutions

Our Group Marketing Solutions consist of three online marketplaces—The CSN, EliteMeetings.com, and
SpeedRFP.com—that allow suppliers to directly connect and establish relationships with the hundreds of thousands of
planners who use these tools to research destinations, find venues, and source group business. These three domains are
designed to support the sourcing needs of a variety of meeting planners.
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The CSN connects tens of thousands of professional meeting planners with approximately 240,000 venues featured in
our proprietary database. We believe that CSN contains the world’s largest, most accurate database of detailed venue
information with approximately 1.8 million RFPs submitted through our system during 2015 and listings of hotels and
venues in 175 countries that can be searched and filtered based on approximately 200 characteristics and data fields.
CSN is a leading solution for event and meeting planners who are researching potential locations and venues for their
events, as well as for hoteliers and venues that are seeking to increase their group business revenue through online
marketing.

EliteMeetings.com serves as a commission-free RFP-generating tool and a comprehensive vehicle for sourcing luxury
and upscale properties. SpeedRFP (www.SpeedRFP.com), is another commission-free sourcing website, with a strong
focus on ease-of-use, and is thus focused on planners in the SMERF—Social, Military, Education, Religious and
Fraternal—market.

Our group marketing solutions allow hoteliers and venues to:

Increase revenue from group events and meetings solutions. Our products are an effective solution to help hoteliers
increase the number of in-bound sales leads and amount of revenue from enterprise event and meeting planners.

More accurately target meeting planners through online marketing. Through our online marketing solutions, hoteliers
and venues are able to target ready-to-transact event and meeting planners in a more cost efficient manner than many
other marketing channels. Our solutions also make it easier for hoteliers and venues to market to hard-to-identify
relevant planner personnel within organizations, which results in an increase in the number of sales leads and
converted group bookings.

We estimate that in 2015 planners sought to source more than $9.8 billion of business to hotels and venues through the
Hospitality Cloud as compared to $8.6 billion in 2014 and $6.8 billion in 2013.

The estimated amount sourced through our Hospitality Cloud is based on the number of participant days and room
days requested through our marketplace for the respective year and (i) the average daily hotel room rate and (ii)
average daily food and beverage rate where applicable. The average daily hotel room rate and food and beverage rate
are adjusted every quarter based on actual price data from all awarded proposals to RFPs for the trailing 12 months.
The food and beverage average assumes, for any RFPs with meeting space: (i) a morning break, afternoon break, and
lunch, for RFPs through CSN; and (ii) a snack and lunch for any RFPs transmitted through EliteMeetings.com and
SpeedRFP.com. This estimate is premised on RFPs transmitted by planners in each year including those that were
never responded to, and may not reflect the actual transactions that ultimately took place, which we generally expect
are lower in total dollar value than the estimates above. While we do not earn material revenue from our role in
facilitating the introduction of the parties to these transactions through the transmission of the RFPs, we believe that
the total estimated value of unique RFPs provides an indication of the growing scale and importance of our
marketplace. In 2015, we have made changes in our methodology for calculating the average daily food and beverage
rate and these changes have been uniformly applied to the prior years in order to provide a relevant and comparable
amount in all periods presented.

The Elite Meetings Magazine is published twice per year with a subscriber base encompassing both meeting planners
as well as hospitality professionals. Cvent CONNECT™ is the company’s flagship user conference, providing
educational workshops, technology demonstrations, and networking opportunities for Cvent’s current and prospective
customers. The Elite Meetings Alliance combines educational sessions with 1:1 networking opportunities for meeting
planners and hoteliers focused on the luxury segment.

Group Demand Management

Cvent’s solutions for Group Demand Management provide hotel sales personnel with the tools they need to efficiently
manage, prioritize, and track a high volume of group business leads. Cvent’s solutions for Group Demand Management
are comprised of the following components:

4 .ead Scoring. Prioritizing group leads is a constant dilemma for hotel sales staff as a number of factors that include
lead type, dates, sleeping room availability, meeting space availability, meeting space to guest room ratio, food &
beverage and audio-visual requirements need to be considered simultaneously. Cvent’s Lead Scoring software allows
hoteliers to configure a scoring strategy based on the individual needs of their hotel. Leads are then scored and
prioritized based on lead size, profitability and best fit/date patterns in the context of future inventory and demand. By
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Routing and Escalation Rules. Rapid responses to group leads is critical when competing for the best group-business
opportunities. A defined workflow can dramatically enhance a hotelier’s ability to respond in a timely fashion. Routing
and Escalation Rules ensure that the correct users are automatically assigned to leads based on a variety of
configurable factors including geographies, lead dates, lead size, organization type and a number of other factors.
Additional hotel constituents can also be notified of leads that are not responded to within a defined time period to
ensure established corporate policies and workflows are met.

SpeedRFP Widget. The SpeedRFP Widget provides white-label technology that powers group business sourcing on
hundreds of hotel websites and enables those clients to easily manage all of their electronic leads through one central
interface. The most important and relevant information required by hoteliers to respond is captured through the
Widget, ensuring a more efficient process for hoteliers and planners alike. In addition, planners that have previously
created a profile do not need to re-enter important personal and event information, allowing for a quicker, easier and
more enjoyable user experience.

Group Business Intelligence

Cvent provides packaged analytics to hoteliers, enabling sales and marketing leaders on property to easily track and
analyze their own group business performance and to compare that performance with their competitive set. Our
analytic solutions equip on-site hotel sales professionals with the tools to make more-informed business decisions and
better predict the highs and lows of their calendar for smart group planning and management. Specifically, our
analytics help hoteliers understand their customers, local and national market, competitors, and business
opportunities.

Our Hospitality Cloud Customers

As of December 31, 2015, more than 7,000 hoteliers and venues purchased annual or multi-year marketing solutions
from us. Some hotel companies and management companies purchase marketing solutions on behalf of multiple
properties. In 2015, 2014 and 2013, no single hotel property or venue customer represented more than 1% of our total
revenue for that year. Our ten largest event and meeting management customers and our ten largest hotel and venue
advertising customers during the years ended December 31, 2015, 2014 and 2013 represented 5%, 4% and 5%,
respectively, of our total revenue during those periods.

In addition to the paid marketing relationships with hoteliers and venues, over 15,000 individual hotel properties,
including four major U.S. hotel chains, have integrated our software into their back-end IT systems.

Sales and Marketing

We sell subscriptions to our platform primarily through our direct sales team. The sales and marketing department is
our largest department by headcount. We also work with affinity and channel partners that typically endorse our
services worldwide, including leading global travel management, event planning associations and industry
publications.

We have been refining our approach to sales and marketing for more than a decade, with a focus on generating high
quality sales leads to secure new business. For example, in 2015, we conducted more than 240,000 aggregate prospect
interactions, including approximately 1,000 large group seminars and in-person events to meet and educate prospects
about our products, as well as more than 1,400 online group demonstrations for potential and existing customers.

We also employ a variety of other sales and marketing initiatives, including sponsoring and participating in user
conferences, trade shows and industry events; online advertising; managing our own blogs relevant to the industry;
hosting webinars; public relations efforts; and social networking. While we believe all of these methods are effective
for generating sales leads and attracting new business, we continue to explore other ways to reach customers and
prospects, including video marketing, creative social media initiatives and content marketing.

Partnerships and Industry Associations

We have established partnerships with a number of major travel solutions providers, conference and event managers,
and expense management companies. Through these partnerships, we refer their products to our existing customers
and receive referrals of their existing customers.

6
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We also partner with many leading associations in both the meetings and hospitality industries including Meeting
Professionals International (MPI), Association of Corporate Travel Executives (ACTE) and Destination Marketing
Association International (DMAI). Along with our industry partnerships, we work directly with many key industry
publications—such as Successful Meetings and Meetings and Conventions Magazine—whose reach is our direct target
market.

We have built and maintained strong relationships with these organizations and work closely with them to co-market
to meeting planners and hoteliers through a variety of initiatives, including attending and speaking at industry events
and hosting educational forums and thought leadership sessions for their members. In most cases, these, and other
industry partners, including hundreds of chapter organizations, are our customers and use our solutions, giving us
strong market and brand credibility.

Our Technology

We deliver our solutions using a cloud-based software-as-a-service model that we developed. This affords our clients
quick, easy and near global reach of our solutions. Our cloud-based delivery model also limits involvement from our
clients’ technical teams, and reduces implementation time and costs. We have developed a multi-tenant architecture
and a secure, scalable and highly available technology platform that provides a high degree of customization to allow
each customer to configure the business process workflow, branding and user interface to best meet their individual
needs.

The architecture, design, deployment and management of our cloud-based platform are focused on the following:
Multi-Tenant Architecture. Our multi-tenant architecture enables all customers to be on the same version of our
solutions. When we improve existing functionality, all customers receive the benefit of the new version at the same
time.

Secure, Scalable and Highly Available Cloud Technology Platform. Our clients often rely on our solutions for their
most important and largest events and meetings. To meet their demanding expectations, we designed a cloud-based
technology platform that is secure, scalable and highly available. We regularly review the key facets of our platform,
making regular improvements and enhancements to keep pace with growth and technology evolution.

We maintain a comprehensive security program designed to protect our systems and our clients’ data. We also select
service providers who adhere to best practices and industry standards. Writing secure code is an integral part of our
software development methodology, as well. We augment this practice with regular application and network security
testing and periodic manual, third-party application and network penetration testing.

We primarily host our solutions from a third-party data center in Ashburn, Virginia. Within the data center, our
network, server and storage infrastructure is highly redundant and fault-tolerant, and is continuously monitored by
both automated systems, as well as a dedicated operations team. We also have a standby data center that is available in
case the primary data center is not functioning for any reason.

Our lead scoring and non-CSN components of our Hospitality Cloud, as well as our mobile event apps, are hosted on
leading infrastructure-as-a-service platforms. These third-party services allow us to rapidly scale computing resources
up or down as demanded. This flexibility is advantageous due to the highly variable usage of some of our products,
allowing us to minimize capital expenditures.

Integrated Real-Time Analytics Capabilities. Our platform’s analytics and reporting capabilities allow clients to derive
powerful, real-time insights. Hundreds of standard reports along with a robust, proprietary custom reporting engine
allow clients to more easily recognize shifts in attendee sentiment, identify potential issues and make well-informed
decisions. This insight enables better event organization and enhances future event return on investment. Our
integrated analytics and reporting capabilities also allow our clients to more efficiently and accurately audit their event
and meeting spending. By providing these features, we enable our customers to better control their budgets and ensure
their compliance with regulations in their respective industries.

Product Development

Our research and development effort is focused both on developing new software and on improving our existing
products. Our engineering team works closely with customers and event attendees to identify their current and future
needs. We believe that innovation and timely development of new features and products is essential to meeting the
needs of our end-customer and improving our competitive position. We supplement our own research and
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and products that we license from third parties. We test our products thoroughly to certify and ensure interoperability
with third-party hardware and software products. Our U.S. and India personnel develop our products on a nearly
continual basis.

Our research and development, net expenses totaled $22.0 million, $14.0 million, and $11.2 million, representing
12%, 10%, and 10% of our revenue, for the years ended December 31, 2015, 2014, and 2013, respectively. We plan to
continue to significantly invest resources for our research and development efforts.

Competition

We operate in an intensely competitive market that is characterized by constant change and innovation. Our
competition includes:

existing manual, paper and spreadsheet-based systems that corporate personnel utilize to organize events by
themselves in a fragmented manner. For example, a significant number of planners process registrations by asking
attendees to fill out PDF forms and aggregate that information manually using various office tools. They also
frequently lack the ability to process registration payments online. Venue searches and bookings are often processed
either by phone or email, while tracking of budget and expense is done on an ad-hoc basis through spreadsheets;
event, meeting management and hospitality solution firms such as Lanyon and eTouches;

mobile solutions for events and tradeshows such as Doubledutch and Quickmobile; and

small and large companies that offer point solutions that compete with some of the features present in our platform,
such as registration management, travel management, venue bookings, web survey providers, email and search
marketers, business intelligence solutions, and mobile app developers.

We believe that we generally compete favorably with our competitors because our platform addresses all the needs of
our customers in one cloud-based solution, rather than engage with numerous point solution vendors. In addition, all
of the data can reside in one place, making it easier and seamless for our customers. Our products compete effectively
because of the features and performance of our various offerings, the ease of integration of our solutions with the
technological infrastructures of both event planners as well as the venues and the incremental return on investment
that our platform offers to our customers.

We expect competition in our market to increase in the future. For more information about the competition we face
now and may face in the future, see "Risk Factors--We face significant competition from established and new
companies offering event and meeting management software."

Customer Support

Our customer support organization is available to our event and conference management subscription customers 24
hours per day, 7 days per week and can be contacted via telephone, online chat and web form during the subscription
period. We also provide support for CSN, mobile and feedback solutions customers from 12 hours per day up to 24
hours per day, 5 days per week depending on the line of business. As of December 31, 2015, we had 377 employees
dedicated to customer support, client success management, professional services and customer training in our
locations in the United States, UK and India. “Professional services” include web site creation, graphics design, and
mobile application creation for our customers. We also maintain an online knowledge database and offer extensive,
on-demand video training available to our customers during the subscription period.

Intellectual Property

Our ability to protect our intellectual property, including our technology, is and will be an important factor in the
success and continued growth of our business. We primarily protect our intellectual property through trade secrets,
copyrights, trademarks and contracts.

Some of our technology relies upon third-party licensed intellectual property incorporated into our software solutions.
We are not materially dependent upon these third-party providers.

We own U.S. registered trademarks for CVENT, CVENT.COM, REACH THE RESPONSE, CROWDCOMPASS,
ATTENDEEHUB, SPEEDRFP THE UNIVERSAL RFP SYSTEM and ONARRIVAL. We have registered
trademarks for CROWDCOMPASS in Australia, Canada, and the European Union; for CVENT in Australia, Canada,
China, Germany, the European Union and Hong Kong; and for ONARRIVAL in the European Union. We have
pending trademark applications for
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COMPASS, ENTERPRISE EVENT MARKETING, SUPPLIER NETWORK, INQUISIUM and CVENT CONNECT
in the United States; for CVENT in Singapore and South Africa; and for ONARRIVAL and SUPPLIER NETWORK
in Canada. SignUp4, LLC, our subsidiary, owns U.S. registered trademarks for RAPPIDAPP, SIGNUP4,
UNIVERSAL MEETING SOLUTION and WORKTOPIA (through our subsidiary SU4-Worktopia, LLC). We also
have two patent applications pending in the United States.

We have also established business procedures designed to maintain the confidentiality of our proprietary information,
including the use of confidentiality agreements and assignment-of-inventions agreements with employees,
independent contractors, consultants and companies with which we conduct business.

For important additional information related to our intellectual property position, please review the information set
forth in “Risk Factors—Risks Related to Our Business and Industry—Legal and Regulatory Risks.”

Regulation

Although we do not believe that significant existing laws or government regulations adversely impact us, our business
could be affected by different interpretations or applications of existing laws or regulations, future laws or regulations
or actions by domestic or foreign regulatory agencies. Failure to comply with these and other laws and regulations
may result in, among other consequences, administrative enforcement actions and fines, class action lawsuits and civil
and criminal liability.

Many jurisdictions impose an obligation on any entity that holds personally identifiable information, personal health
information, or payment card information to adopt appropriate security to protect such data against unauthorized
access, misuse, destruction, or modification. Many jurisdictions have enacted laws requiring holders of such
information to take certain actions in response to data breach incidents, such as providing prompt notification of the
breach to affected individuals and government authorities. The interpretation of privacy and data protection laws and
regulations and their application to our solutions are unclear, evolving, and in a state of flux. For example, in October
2015, the highest court in the European Union invalidated reliance on the US-EU Safe Harbor regime as one of the
legally recognized mechanisms under which the personal data of European citizens could be transferred to the United
States. We have implemented and maintain physical, technical and administrative safeguards intended to protect all
personal data and have processes in place to assist us in complying with applicable laws and regulations regarding the
protection of this data and properly responding to any security incidents. We have adopted a system security plan and
security breach incident response plans to address our compliance with these laws.

For important information related to government regulation of our business and the risks related to our compliance
with such laws, please review the information set forth in “Risk Factors—Risks Related to Our Business and
Industry—Legal and Regulatory Risks.”

Geographic Areas

For information with respect to our geographic markets, see note 13 to our consolidated financial statements included
elsewhere in this report. For important information related to our foreign operations, please review the information set
forth in “Risk Factors—Risks Related to Our Business and Industry—Operational Risks.”

Employees

As of December 31, 2015, we had approximately 1,910 full-time employees. Of that total, 871 were based in
Gurgaon, India; 650 were based in Tysons Corner, Virginia; and the remaining were either remote or located in our
various offices in Texas, Georgia, Oregon, the United Kingdom, California and Canada. By department, 737 were in
sales and marketing (of which 189 were dedicated to development of our proprietary databases), 472 in product
development, 377 in client services, 112 in technology operations, and 213 in general and administrative. None of our
employees is represented by a labor organization or is a party to any collective bargaining arrangement. We have
never had a work stoppage, and we consider our relationship with our employees to be good.
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Company Information

We were incorporated in 1999 as a Delaware corporation. Our headquarters are located at 1765 Greensboro Station
Place, 7th Floor, Tysons Corner, VA 22102, and our telephone number is (703) 226-3500. You can access our website
at www.cvent.com. In addition, we maintain a Facebook page at www.facebook.com/cvent, a LinkedIn page at
www.linkedin.com/company/cvent and a Twitter feed at www.twitter.com/cvent. Information contained on, or that
can be accessed through, our website, Facebook page, LinkedIn page or Twitter feed or other social media sources
does not constitute part of this Annual Report on Form 10-K.

Copies of annual reports on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, and
amendments to these reports filed or furnished pursuant to Section 13(a) and 15(d) of the Securities Exchange Act of
1934, as amended (the “Exchange Act”) are available, free of charge, on our website as soon as reasonably practicable
after we file such material electronically with or furnish it to the Securities and Exchange Commission (‘“SEC”). The
SEC also maintains a website that contains our SEC filings. The address of the SEC website is www.sec.gov.

10

20



Edgar Filing: CVENT INC - Form 10-K

Table of Contents

Item 1A. Risk Factors

Our financial and operational results are subject to various risks and uncertainties including those described below.
The risks and uncertainties described below are not the only ones we face. Additional risks and uncertainties,
including general economic and business risks, that we are unaware of, or that we currently believe are not material,
also may become important factors that affect us. If any of the following risks or others not specified below
materialize, our business, financial condition and results of operations could be materially adversely affected. In that
case, the trading price of our common stock could decline.

Risks Related to Our Business and Industry

Operational Risks

We are substantially dependent upon the addition of new customers and the continued growth of the market for our
cloud solutions.

We derive, and expect to continue to derive, a significant majority of our revenue from the sale of our cloud solutions.
During the years ended December 31, 2015, 2014, and 2013, 70% of our total revenue was derived from our Event
Cloud. Therefore, widespread acceptance and use of the cloud-based business model for delivery of our event and
meeting management platform is critical to our future growth and success. Under the perpetual or periodic license
model for software procurement, users of the software would typically install and operate the applications on their
hardware. Because many companies were historically predisposed to maintaining control of their information
technology, or IT, systems and infrastructure, there has been and may continue to be resistance to the concept of
accessing a cloud-based service provided by a third party. Further, event and meeting planners have traditionally
relied on manual, paper and spreadsheet-based systems to organize events. Our ability to grow our business and
increase revenue depends on our success in educating event and meeting planners about the potential benefits of our
cloud-based solutions. Concerns about cost, fraud, privacy, security, reliability and other issues may cause event and
meeting planners not to adopt our applications. Moreover, event and meeting planners who have already invested
substantial resources in other registration and management systems or methods may be reluctant to adopt a new
approach like ours to supplement or replace existing systems or methods. If event and meeting planners do not widely
adopt applications such as ours, our ability to grow our business will be limited.

Our growth is also dependent upon identifying event planners and converting them to new customers. Event and
meeting planners can be found in a range of corporate departments, which makes it difficult to identify prospective
planner customers. Since our formation, we have proactively and systematically worked to identify potential event
planner customers. However, we cannot guarantee that we will be able to continue to identify new event planner
customers, and the effort to identify new event planner customers will be more costly and time-consuming than
seeking marketing contracts with new and existing venue customers.

The market for event and meeting management software is still evolving. We rely on data published by third parties
and on internally generated data and assumptions to calculate the size of our target market, customer groups and
verticals within customer groups. If third-party or internally generated data prove to be inaccurate or we make errors
in our assumptions based on that data, our future growth rate may be limited. In addition, these inaccuracies or errors
may cause us to misallocate capital and other business resources, which would harm our business.

Our Hospitality Cloud business depends on maintaining and expanding our relationships with hotels and venues.

An important component of the success of our Hospitality Cloud success depends on our ability to maintain and
expand relationships with hotels and venues. A substantial portion of our revenue is derived from compensation
negotiated with hotels and venues for marketing solutions, particularly through the Cvent Supplier Network. During
the years ended December 31, 2015, 2014, and 2013, approximately 30% of our total revenue was derived from our
marketing solutions.

If we are unable to continue to successfully sell marketing solutions to individual hotels and venues, our financial
results may suffer. Furthermore, although individual hotel properties typically make separate decisions as to their
advertising spending, the influence of the corporate offices of major hotel chains may affect the decisions of their
individual properties. For example, if the corporate parent discontinues its relationship with us in favor of another
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considerable lost revenue or result in additional costs to complete sales of our advertising, any of which would
adversely affect our operating results.

This risk is heightened by the concentrated nature of the hospitality industry, which is dominated by a relatively small
number of major hotel chains, particularly in the United States. Recent high-profile mergers and acquisitions among
the major hotel chains suggest that the industry's level of concentration may increase. If we are unable to maintain and
grow our network of hotels and venues, we may be unable to satisfy our customers’ needs, lose market share or incur
additional costs to support our customers, all of which may adversely affect our business, results of operations or
financial condition. Further, if we are unable to successfully develop and sell additional products to hotels and venues,
including but not limited to group demand management and group business intelligence, we may not achieve our
anticipated revenue from these customers, which would adversely affect our business, results of operations or
financial condition.

If the security of our customers’ confidential information stored in our systems is breached or otherwise subjected to
unauthorized access, our reputation may be severely harmed and we may be exposed to liability.

Our system stores personally identifiable information, proprietary email distribution lists, credit card information and
other critical or private data for our customers and our customers’ event participants. We believe that we take
reasonable steps to protect the security, integrity and confidentiality of the information we collect and store, but there
is no guarantee that inadvertent (e.g., software bugs or other technical malfunctions, employee error or malfeasance,
or other factors) or unauthorized disclosure will not occur or that third parties will not gain unauthorized access to this
information despite our efforts. We have in the past and we may again in the future experience successful attempts by
third-parties to obtain unauthorized access to our data despite our security measures. Since techniques used to obtain
unauthorized access change frequently, we and our third-party hosting facilities may be unable to anticipate these
techniques or to implement adequate preventative measures. Any willful or accidental security breaches or other
unauthorized access could expose us to liability for the loss of such information, adverse regulatory action by federal
and state governments, time-consuming and expensive investigation and litigation, extensive downtime of our systems
and other possible liabilities.

If our security measures are breached because of third-party action, employee error, malfeasance or otherwise, or if
design flaws in our software are exposed and exploited, and, as a result, a third party obtains unauthorized access to
any of our customers’ data, our relationships with our customers will be severely damaged, and we could incur
significant liability. In addition, many jurisdictions have enacted laws requiring companies to notify individuals of
data security breaches involving certain types of personal data, and our agreements with certain partners require us to
notify them in the event of a security incident. These mandatory disclosures regarding a security breach often lead to
widespread negative publicity and may cause our customers to lose confidence in the effectiveness of our data security
measures. Any security breach, whether actual or perceived, would harm our reputation, and we could lose customers
or fail to acquire new customers. If we experience compromises to our information technology as a result of security
lapses, technical difficulties or otherwise that result in performance or availability problems of our cloud-based
solutions, the complete shutdown of our cloud-based solutions, or the loss or unauthorized disclosure of confidential
information, our partners or customers may be harmed or lose trust and confidence in us, and decrease the use of our
solution or stop using our solution in its entirety, and we would suffer reputational harm. We would also likely suffer
financial harm as any such breach could cause us to issue refunds, service credits to customers for prepaid and unused
subscription services or indemnify our customers for their losses.

Our third-party vendors may also suspend or discontinue their relationships with us. For example, we work with
third-party vendors to process credit card payments by our customers and are subject to payment card association
operating rules. If our security measures fail to protect this information adequately or we fail to comply with the
applicable operating rules, we could be liable to both our customers for their losses, as well as the vendors under our
agreements with them. We could also be subject to fines and higher transaction fees. Any of these effects could harm
our business, results of operations or financial condition.

We face significant competition from established and new companies offering event and meeting management
software.
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The market for event and meeting management software is evolving, highly competitive and significantly fragmented,
and we expect competition to continue to increase in the future. With the increased demands for event and meeting
management solutions as well as the potential influx of new entrants to the market, we expect competition to intensify
in the future, which could harm our ability to increase sales and maintain our prices.

Our competitors vary with each challenge that our event and meeting management solutions address, and include
providers of point solutions for email marketing, event registration, ecommerce payments, budgeting, web surveys,
web content management, scheduling, room and table assignments, name badging, mobile app development, social
media, onsite
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event solutions, venue sourcing, and business intelligence for the hospitality and events and meetings industries. If
individual point solutions become less expensive, we may face general pricing pressure or pressure to adjust our
pricing model. For example, if mobile app development increases significantly and as a result developers reduce their
fees, we may be forced to reduce the fees that we charge for our mobile event apps to remain competitive.

We expect to face additional competition with the continued development and expansion of the event and conference
management software market. We expect that custom development efforts, open source initiatives, and new
competitors, such as software vendors that have traditionally focused on other applications, may enter the event and
meeting management market or hospitality marketing and business intelligence market with competing products,
which could have an adverse effect on our business, operating results and financial condition. Additionally,
competitors may develop a comprehensive event and meeting management platform that is similar to our own.

Our current and potential competitors may: have significantly more financial, technical, marketing and other resources
than we have; be able to devote greater resources to the development, promotion, sale and support of their products
and services; have more extensive customer bases and broader customer relationships; and have longer operating
histories and greater name recognition. Some competitors have received, or may receive in the future, significant
resources from private investors seeking growth, rather than profit; these competitors could be able to deploy
significant resources without corresponding pressure to earn quarterly profits.

As a result, these competitors may be better able to respond quickly to new technologies and to undertake more
extensive marketing campaigns. In some cases, these vendors may also be able to offer event and meeting
management solutions at little or no additional cost by bundling them with their existing applications. If we are unable
to compete with such companies, the demand for our solutions could substantially decline. To the extent any of our
competitors have existing relationships with potential customers, those customers may be unwilling to purchase our
solutions because of those existing relationships with that competitor. To the extent that we consider acquiring one of
our competitors, this heightened competition could increase the cost of an acquisition within our industry.

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 strategic partners may establish
cooperative relationships with our current or future competitors. These developments could limit our ability to obtain
revenues from 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.

Disruption of our operations, infrastructure, or systems, or disruption of the operations, infrastructure or systems of
the third parties on which we rely, could damage our reputation and result in credits to customers or a loss of users,
which would harm our business and operating results.

Our customers use our applications to manage important aspects of their businesses, and any disruption in our services
or loss of data could damage our customers’ businesses and subject us to substantial liability, harm our reputation, and
negatively affect our business, results of operations and financial condition. If that occurs, our customers may delay or
withhold payment to us, elect not to renew, or make contractual or other claims against us. The occurrence of any of
these events could: result in an increase in our bad debt expense; result in an increase in collection cycles for accounts
receivable; require us to establish a warranty provision; or incur the expense or risk of litigation. Further, if we are
unable to meet the stated service level commitments we have guaranteed to some our customers, we may be
contractually obligated to provide these customers with credits for future service. Our insurance coverage may not be
sufficient to compensate us for the potentially significant losses that may result from claims arising from disruptions
in our services. Such an event would also harm our reputation and we could lose future sales.

Disruptions may result from errors we make in delivering, configuring, or hosting our applications, or designing,
maintaining or scaling our applications. In addition, our customers may use our services in ways that cause disruptions
for other customers. We have experienced disruptions in our systems in the past, including server failures that
temporarily slowed down the performance of our websites and mobile applications, and we may experience more
significant interruptions in the future.

Disruptions in service can also result from circumstances that are outside of our control. We currently serve our
customers primarily using equipment managed by us and co-located in data center facilities operated by third-parties.
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These data centers are vulnerable to damage or interruption from earthquakes, floods, fires, power loss and other
events. They may also be subject to break-ins, sabotage, intentional acts of vandalism and similar misconduct,
equipment failure and adverse events caused by operator error. We cannot rapidly switch to a new data center in the
event of an adverse event. Despite
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precautions taken at these facilities, problems at these centers could result in lengthy service disruption and data loss,
which could harm our reputation, and negatively affect our business, results of operations and financial condition.

We are also dependent on the maintenance and expansion of the infrastructure of the internet, over which we have no
control. Any failure of the internet infrastructure we rely on, even for a short period of time, could result in service
disruption. Similarly, we use third-party providers for internet and other telecommunication services, as well as other
information technology services that are essential to our cloud-based event and meeting management platform. Any
errors, defects, interruptions or other performance problems with any of our third-party information technology
providers could cause lengthy service disruption or data loss, which could harm our reputation, and negatively affect
our business, results of operations and financial condition.

Our future growth depends on our ability to scale and adapt our applications, accommodate increasing traffic and
storage demands, advance our technology, and meet expanding customer requirements. This may require us to change,
upgrade, expand, or replace our applications and infrastructure, often with advanced, complex, new and untested
technologies. Scaling and adapting our systems is likely to be difficult, require additional technical expertise, and
incur substantial costs, and we may not be successful in developing or implementing adequate solutions. Any
difficulty or failure in performing necessary changes, upgrades, expansions or replacements could lead to lengthy
service disruption or data loss, which could harm our reputation, and negatively affect our business, results of
operations and financial condition.

There can be no assurance that our disaster preparedness will prevent significant disruption of our applications and
operations. Our customers access substantial components of our platform from our primary data center. We maintain
operationally equivalent server, network and storage infrastructure at our backup data center. However, our backup
data center is not designed and operated to the same mechanical redundancy standards as our primary data center. A
failure of systems at both sites may result in disruption of substantial components of our platform or the loss of data.
In particular, because our primary and backup data centers are both located in Virginia, a broad failure of the power
grid could cause both sites to lose power, which would cause substantial components of our platform to be unavailable
to all customers. Any difficulty or failure in maintaining business continuity could lead to lengthy service disruption
or data loss, which could harm our reputation, and negatively affect our business, results of operations and financial
condition.

Our business depends substantially on renewing agreements with existing customers and selling additional solutions
to them. Any decline in--or failure to grow--our customer renewals or expansions would likely harm our future
operating results, especially if we are unable to recognize sufficient revenue to offset related customer acquisition
costs prior to such termination or cancellation of our customer agreements.

We offer our event and meeting management solutions primarily through annual and multi-year subscription
agreements and our hotel and venue marketing solutions primarily through a mix of single-year and multi-year
arrangements. In order for us to improve our operating results, it is important that our event and meeting management
customers renew their existing subscription agreements and our hotel and venue advertisers renew their advertising
agreements with us when the initial term expires, as well as purchase additional solutions and advertising from us.

In some cases, our customers have no renewal obligation after their initial term expires, and we cannot be assured that
we will be able to renew agreements with any of our customers at the same or higher contract value. Some agreements
also contain a termination right for the customer if the customer is dissatisfied with our services because of substantial
nonperformance that remains uncured by us, or if we are unable to comply with various regulations that apply to such
customer's highly-regulated industry. In addition, some of our customer contracts may allow for a termination for
convenience. If our customers do not renew their agreement or renew on less favorable terms to us, our revenue may
decline, and our operating results would likely be harmed. We typically bill customers for no longer than the
upcoming contract year with payment due upfront regardless of the full length of the contract, although we incur most
of our customer acquisition costs at the time of sale. These costs can be significant. If a customer does not renew or
cancels its agreement with us, we may not recognize sufficient revenue from that customer prior to the termination or
cancellation to offset the acquisition costs associated with that customer.

Further, we rely in part on upsells and cross-sales to existing customers to fuel our revenue and growth. We refer to
purchases of additional solutions by an existing customer as "upsells" and purchases by an additional branch or
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advertising from us, or if we fail to expand the adoption of our solutions within our enterprise customers, our revenue
may decline, and our operating results would likely be harmed.
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We have experienced rapid growth and significant organizational change in recent periods and expect continued future
growth, both organically and by acquisitions. If we fail to manage our growth effectively, we may be unable to
execute our business plan, maintain high levels of service or address competitive challenges adequately.

Our headcount and operations have grown rapidly, both domestically and internationally, since our inception. In
particular, during the year ended December 31, 2015, we added over 170 full-time positions, and in the prior year we
added over 280 full-time positions. We expect to continue growing our headcount in 2016. This growth has placed,
and will continue to place, a significant strain on our management, administrative, operational and financial
infrastructure. We anticipate further growth will be required to address increases in our cloud offerings and continued
geographical and product expansion. Our success will depend in part upon the ability of our management team to
manage this growth effectively. To do so, we must continue to recruit, hire, train, manage, integrate and retain a
significant number of qualified managers, technical personnel and employees in specialized roles within our company,
including in technology, sales and marketing. If our new employees perform poorly, or if we are unsuccessful in
recruiting, hiring, training, managing and integrating these new employees, or retaining these or our existing
employees, our business may suffer.

In addition, to manage the expected continued growth of our headcount, operations and geographic expansion, we will
need to continue to improve our information technology infrastructure and operational, financial and management
systems and procedures. Our anticipated additional headcount and capital investments will increase our costs, which
will make it more difficult for us to address any future revenue shortfalls by reducing expenses in the short term. If we
fail to successfully manage our growth, we will be unable to successfully execute our business plan, which could have
a negative impact on our business, results of operations or financial condition.

In the past we have completed 