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Domo has been making headlines, despite officially being in stealth mode, ever since it was
founded by former Omniture co-founder and CEO Josh James in late 2010. The company announced
the general availability of its cloud-based platform in early April along with a $200m funding round
and $2bn valuation. With 1,000 paying customers, 600 employees and a plan to hit $100m in
annual sales this year, this is no ordinary business intelligence startup. In fact, given the breadth
and depth of its offering, there's an argument that it shouldn't be considered a business intelligence
startup at all.

The 451 Take

Finally, three and a half years since we first mentioned Domo in passing, we now have a
sense of what the company has been working on, and why it has raised so much funding. The
depth and breadth of the functionality offered in the cloud-based business management
platform is impressive, as is more than 1,000 paying customers. On-boarding that many
customers doesn't come cheap, and neither does a 600-strong workforce. The hype
surrounding Domo is significant, and won't be to everyone's taste, but the company does
appear to have developed a differentiated cloud offering – one that puts the needs of
business decision-makers (as opposed to business analysts) front and center. The business
management platform terminology may take some time to take off, and we suspect Domo will
gather attention primarily for its visualization and collaboration functionality, but with data
collection and integration, data preparation, monitoring, and alerting functionality (and an
MPP columnar database) behind the scenes, it is clearly more than just another business
intelligence startup.
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Context

Domo has recently emerged from what might best be described as high-profile stealth mode. Since
it was founded in late 2010 as Shacho, the company has maintained a high profile thanks to its
founder and CEO, Josh James (the former CEO and co-founder of Omniture), as well as a number of
large funding rounds. However, the company also maintained a level of secrecy about what it was
actually developing, with potential customers asked to sign nondisclosure agreements. Numerous
attempts by 451 Research to gain insight into Domo's technology and strategy over the years were
all politely declined.

That changed in early April as the company announced the general availability of its cloud-based
business management platform. In addition, Domo said that it had 600 employees and more than
1,000 paying customers contributing to annual sales of $50m in 2014, with plans to double that to
hit $100m in sales this year. The company also confirmed that while Domo officially came into
being when Shacho acquired early-stage business intelligence startup Corda Technologies before
changing its name in early 2011, the customer and sales figures are exclusive of any previous
Corda deployments. Reference customers include eBay, brewing and beverage firm SABMiller,
retailer Stance, and financial services management consultancy Capco.

In addition to launching its general availability, Domo also announced that it had raised a $200m
series D funding round (at a $2bn valuation) led by BlackRock with Capital Group, Glynn Capital
Management and GGV Capital. The company has raised more than $450m in total including a
$200m series C round in February 2014, a $60m series B round in March 2013 and $53m in series A
funding across two tranches – $33m in July 2011 and $20m in February 2012.

In addition to the series D backers above, other investors in the firm include Andreessen Horowitz,
Benchmark Capital, Bezos Expeditions, Dragoneer Investment Group, Fidelity Investments, Greylock
Partners, Hummer Winblad Venture Partners, Institutional Venture Partners, Mercato Partners,
Morgan Stanley Investment Management, salesforce.com, Sorenson Capital, T. Rowe Price, TPG
Growth, and Viking Global Investors.

The company has stated publicly that it will be ready to go public in the next six months, although
the timing of that next step will be driven by market conditions over the next 12-18 months.
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Service

Domo was born out of Josh James' frustration as CEO of Omniture to be able to easily get his hands
on the information required to run the business. Domo is most often labeled as a business
intelligence company, but describes its own offering as a business management platform and its
raison d'être as providing real-time and historical insights into all aspects of a company's business.
It is certainly more than simply an analytics-as-a-service provider. The Domo platform includes
functionality that covers data collection and integration, data preparation, visualization and analysis,
collaboration, monitoring, alerts and recommendations, among other things, while the whole thing
runs on a modified off-the-shelf MPP columnar database (Domo isn't saying which one) running on
Amazon Web Services.

While this MPP database is not something that Domo draws attention to, or indeed exposes to end
users, it is clearly foundational to the business management platform, and it could be argued that
what Domo provides is a complete data warehouse/integration/analytics stack delivered as a
service, with functionality aimed at a range of users, including IT, business analysts, functional
leaders, business managers and CxOs. While the company claims to have customers with users
across this range of roles, it concedes that the primary adopters are functional leaders, particularly
in sales and marketing (where the company's links to Omniture has opened doors).

Products

Domo's business management platform consists of five core product areas: Connect, Prepare,
Visualize, Engage and Optimize. Connect provides the foundations, based on over 300 pre-built
Connectors for core data sources including relational and non-relational databases, enterprise
applications and third-party data providers. Connect also includes Workbench, a client-side offering
for uploading data to Domo, as well as 1-Click Apps that leverage the pre-built connectors to access
data directly from core business applications.

Prepare includes Domo Magic, which provides functionality for extracting, transforming and loading
data, as well as data cleansing, and also provides a visual interface for merging multiple data
sources as well as SQL-based data access, merging and transformation.

The Visualize capability is based on the concept of cards – individual data visualizations that are
created in Card Builder as data sources are added to Domo. Card Builder suggests visualizations
based on the nature of the data, while users can also create and customize their own cards and
collect them together and organize them in Pages. Above this, Domo provides Domo Apps targeted
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at key user roles, such as CEOs, sales, marketing, finance and IT.

Engage includes the DomoBuzz collaboration environment, as well as the Profiles directory of Domo
users, the ability to share filtered views of data with groups, functionality for creating scheduled
reports, the ability to create slideshows and export visualizations to email and other productivity
applications, and the functionality to create projects and assign tasks. Finally, Optimize covers the
ability to create and manage alerts based on key metrics and thresholds, including mobile and
email alerts, as well as Analyzer for filtering and sharing visualizations.

Competition

Given the breadth of Domo's offering, it is likely to run into a range of competitors, but the greatest
competition comes from simply from the dominance of the incumbent suppliers – Oracle, SAP, IBM,
and Microsoft in particular – and traditional approaches to data processing and analytics. Domo
believes that its primary differentiation is that while existing products and approaches treat data,
and often a single database, as the focal point of the analytics strategy, Domo has been designed
from day one to focus on the requirements of the business decision maker. While Domo does pull
data into a single cloud-based database, this is a by-product of the user's need to access all
available data sources, rather than Domo's need to 'own' the data.

Given that visualization is the face of Domo's business management platform, the company expects
to be compared with visualization specialists such as Tableau and Qlik. Additionally, the
combination of visualization and collaboration reminds us of ClearStory Data, although the latter is
specifically focused on Hadoop as a data source. We also expect competition from other SaaS BI
players including Birst, GoodData and BIME. The combination of visualization and connectors to
multiple data sources is also somewhat reminiscent of Zoomdata. While Domo is not drawing
attention to its underlying MPP database, we also think some potential customers might also be
considering assembling their own analytics and collaboration stacks with cloud-based analytic
database environments such as Snowflake's Elastic Data Warehouse, Amazon Web Services'
Redshift, Teradata's Cloud managed services, Oracle's Database Cloud Service, IBM's dashDB, or
Microsoft's forthcoming Azure SQL Data Warehouse.

SWOT Analysis

Strengths    Weaknesses

Domo has generated a lot of interest and has developed
a differentiated offering that covers the depth and
breadth of business management.    

The hype surrounding Domo is enormous given
it has only just reached GA, and that could be
seen as a negative among more traditional
enterprises.
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Opportunities    Threats

The company's focus on the needs of the decision-maker,
rather than existing data management procedures and
policies, or business analysts, has already proven
attractive to startups and early adopters.

   
With great levels of funding come great
expectations. Domo has set itself some
ambitious milestones and it will be expected to
hit them.
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