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SPECIAL NOTE REGARDING FORWARD LOOKING STATEMENTS

This Annual Report on Form 10-K contains forwardkimg statements within the meaning of the Pri&geurities Litigation Reform
Act of 1995. In some cases you can identify thiasensents by forward-looking words such as “beljgtmay,” “will,” “might,” “estimate,”
“continue,” “anticipate,” “intend,” “could,” “shoul d,” “would,” “project,” “potentially,” “predict,” “ plan,” “outlook,” “target,” “expect,”
or similar expressions, or the negative or pluratitese words or expressions. These forward-lookiagements include, but are not limited to,

statements concerning the following:

. beliefs and objectives for future operatio

° our business plan and our ability to effectivelynage our growth and associated investme
. our ability to timely and effectively scale and ptlaur existing technolog

. our ability to innovate new products and bring thermarket in a timely manne

° our ability to expand internationall

. our ability to further penetrate our existing cuséy base

. our expectations concerning renewal rates for sifiEms and services by existing customu

° cost of revenue, including changes in costs assatiaith production, manufacturing and customepsui)

. operating expenses, including changes in reseatilevelopment, sales and marketing, and genededdministrative expense
. our expectations concerning relationships withdtipiarties, including channel partners and logigiiciders;

° economic and industry trends or trend analy

. the effects of seasonal trends on our results efatipns;

. future acquisitions of or investments in compleragntompanies, products, subscriptions or techmego@nc

° the sufficiency of our existing cash and investragatmeet our cash needs for at least the nextalhs.

These forward-looking statements are based on ntimepectations and assumptions that are subjeisks and uncertainties, which
could cause our actual results to differ materidtiym those reflected in the forward-looking stagems. These risks are not exhaustive. These
statements are within the meaning of the “safe bdrprovisions of the Private Securities Litigatid®eform Act of 1995. These statements
appear throughout this Form 10-K and are statemesgsirding our intent, belief, or current expectats, primarily with respect to our
business and related industry developments. Youlginot place undue reliance on these forward-loglstatements, which apply only as of
the date of this Form 10-K. Our actual results cbdiffer materially from those anticipated in thdeewvard-looking statements for many
reasons, including the risks faced by us and dbedrin Part I, Item 1A, entitled “Risk Factors,” drin Part I, ltem 7, “Management’s
Discussion and Analysis of Financial Condition desults of Operations” in this Form 10-KWe undertake no obligation to update any
forward-looking statements for any reason to comfdhese statements to actual results or to chaimgesr expectations.
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Item 1. Business
Overview

We invented a purpose-built mobile IT platform émterprises to secure and manage mobile applicatimrapps, content and devices
while providing their employees with device choipayacy and a native user experience. Custome&rsusplatform as the technology
foundation in their journey to become “Mobile Firstganizations, embracing mobility as a primarynpuiting platform for their employees.
Mobile First organizations transform their busiressby giving their employees secure access tearltiusiness applications and content on
devices employees want with a native user expegiémey love. Our platform is extensible and fostegsowing ecosystem of application
developers and technology partners who augmerftittitionality and add value to our platform, cregtpositive network effects for our
customers, our ecosystem and our company.

We were founded in 2007 and spent our first twayéacused on the development of our mobile ITfptat. In 2009, we released our
mobile IT platform to customers globally. We haweatinued to introduce new products and functiopdttaddress the management and
security of mobile applications and content andehextended our solution to a cloud offering to éaaleployment flexibility for our
customers.

The adoption of mobile technology is a disruptidmistoric proportions and has outpaced earlierditions such as mainframe to PCs
and client/server to the Internet. IT departmerngsodten challenged to provide users the benefitsability, while simultaneously satisfying
enterprise security and compliance requirementsrdJgant to access business apps and corporaentonttheir favorite smartphone and
tablet with the same ease of use they experientiease devices in their personal lives. Users eku@ct their privacy to be preserved when
using their personal devices at work.

Our mobile IT platform addresses the requiremecitsss all phases of customers’ journeys to becomigil® First organizations. It
provides value to both end-users and IT departm&nid-users get apps and content that they neget their job done on the mobile device of
their choice while preserving the native devicesegignce. Enterprise IT departments get a secunitynaanagement platform that easily
integrates into their existing IT or cloud infragtture and allows them to protect and manage catpalata and apps, independent of the
mobile device, for both corporate-owned, bring yown device, or BYOD, and mixed device ownershipimments.

Our business model is based on winning new cusgmgpanding sales within existing customers, lipgahew products and renewing
subscriptions and software support agreements. Weuwstomers using a sales force that works closély our channel partners, including
resellers, service providers and system integratieshave experienced rapid growth in our custdmase, having sold our platform to over
8,000 customers since 2009. We enhance the valoer gflatform by introducing additional productsiampselling these additional products to
our customers. For example, in 2014, we extendeglatform with new functionality such as DataViean updated Docs@Work,
Help@Work, integration with Microsoft System Ceni®ingle Sign-On, and Tunnel. Our global custonugpsrt team is focused on enabling
successful customers, leading to additional saldsenewals of subscription an d software agreesném2014, we generated over half of our
gross billings from recurring sources. Our renenagds, which are determined on a device basisoftware and subscription support
agreements, exceeded 90% in 2014.

We offer our customers the flexibility to use oofte/are as a cloud service or to deploy it on psemihey can also choose from various
pricing options including subscription and perpétiggansing. We target customers of all sizes axmbroad range of industries including
financial services, government, healthcare, lagahufacturing, professional services, retail, tedbgy and telecommunications. As of
December 31, 2014, our customers included overcdftpanies on the Forbes Global 2000 Leading Corepdiat for 2014, which included
five of the top six aerospace and defense firms, & the top six pharmaceuticals and medical egaift companies, all top seven automotive
manufactures and conglomerates, all top five radl ar couriers and five of the top six electriditiés . No single end user of our products
accounted for more than 5% of our total revenu20ibd.

The Mobilelron Platform and Services

Our platform is composed of three integrated asttidiuted software components: a mobile IT poliesver, or Core, that allows IT
departments to define security and device managepadinies across popular mobile operating systesofiyvare on the device, or Client, to
enforce those policies at the mobile end-point; @amih-line intelligent gateway, or Sentry, thatees data as it moves between the device and
back-end enterprise systems. The three compongtite Mobilelron platform work together to ensurelego-end security for enterprise data
by enforcing IT policies defined in Core on theadat-rest via Client and data-in-motion with Sent@ur platform utilizes FIPS 140-2
cryptographic modules, which are required by gowemnt agencies and are desirable for highly regiilatel security conscious customers.
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Our platform enables four main areas of functidgali

Mobile Device Management (MDNOur MDM capabilities enable IT to securely managsbite devices across mobile operating
systems and provide secure corporate email, autodetice configuration and certificate-based siéguiFor end-users the
Mobilelron client creates a clear separation betwssrsonal and business information. This allolvilselectively wipe only the
corporate data on the device should the user lggveompany or should the device fall out of coanptie, or be los

Mobile Application Management (MANOur MAM functionality helps IT manage the entirgapifecycle, from making apps
available in the enterprise app storefront, seguaioplications on the device, enforcing user autbation, isolating them from
personal apps and retiring them as necessaryh®aetvice, the Client works with Core to insta#t #nterprise app storefront so
that users can browse and install the mobile agiios made available to them by their companyefpnise app data is secure and
can only be exchanged between applications thaiateof the Mobilelron containe

Mobile Content Management (MCNOur MCM functionality enables IT to provide secunebile access to enterprise documents
residing in SharePoint, file shares and other prit& and cloud content repaositories. It also meamail attachments so that they
are encrypted and can only be viewed with the se®labilelron Viewer or any other enterprise applmamanaged by

Mobilelron. Our secure web browser enables usessdtarely access corporate intranet and HTML apiteut requiring a virtual
private network, or VPN, client on the devi

Advanced Service:Our advanced mobile security services include Thnvigch allows mobile apps to access enterpriseurces
through a secure application communication chamtiehjnating the need for device VPN; Single Sign;@hich gives access to

multiple enterprise apps with a single authentizgtData View, which enables users to monitor aacktmobile data usage; and

Help@Work, which mirrors the user’s screen ontolThenanagement console so that IT support persaarebetter help the user
resolve the issut

@) Mobilelron

MOBILE IT
PLATFORM

Platform Extensibility and Ecosyst em

We have invested, and intend to continue to investxpanding the breadth and depth of our moRiledosystem. Our platform is
extensible on both the client side and server s@éigstomers, application vendors and technologgleencan leverage our technology to add
value to our platform, and in turn, mobilize andiwge their products, apps and content.

On the client side, Mobilelron AppConnect allowplgation vendors and customers to build apps¢hatbe secured and managed by
Mobilelron. Once integrated, these applicationsobe part of the secure container on the device gehby the Client, which
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configures the apps, secures their data while emlévice, ensures that corporate data can onlidred between secure applications,
authenticates the user with a single pin or passward if need be, removes the applications fraerdivice. AppConnect-enabled applications
can also leverage secure Sentry tunnels to exchafggeation with enterprise back-end systems. AB@cember 31, 2014, 264 AppConnect
application developments were either completederevin the process of completion.

On the server side, we work with leading technologynpanies through our Technology Alliance prograimese partners use the
Mobilelron platform APlIs to enrich the features dadctionality of their products with mobile IT calpilities. When combined, the common
solutions provide increased security, better ugpeeence, and business visibility through anatytiEor example, network security vendors
can use our security status information in ordemtike real time decisions about whether a mobilécdeshould be granted access to secure
corporate service. Application Reputation vendoas use our system in order to detect the presehaeew apps and remediate as
necessary. Leading data analytics providers carthesdata we collect on devices in order to et T department make better choices. As of
December 31, 2014, 74 Technology Alliance integragtiwere completed or in development.

Our Competitive Strengths

We pioneered many of the innovations in the mobildandscape. We differentiate ourselves from oompetitors through the following
strengths:

« Comprehensive Solution for the Transition to a NioBirst OrganizationWe believe that most organizations are at somes st
a phased adoption of mobile technology and wiluiegia mobile IT platform to successfully levergbe benefits of mobility. O
platform can be adopted in stages to support théilkld-irst journey of an organization, from devisecurity and secure emrr
delivery to managed content and applicati

« Platform Architected for Mobile ITOur mobile IT platform was purpc-built to address the rapic-evolving and complex mob
requirements of users, IT and the mobile IT ecasystunlike others who have repurposed their pradiactetrofit them with mobi
capabilities. We believe the pace of change inmoairket is unprecedented, driven by the rapid ei@iuf mobile operating systel
such as iOS, Android, and Windows Phone. We belsveeing independent and focused on this markepnevide a higher level
service, faster innovation, and differentiated pieid to our customers

» Enterprise Class SecuritWe continue to invest in providing enterprise clsassurity for our customers. Our platform seci
enterprise data on the device and data travelihgess the device and back-end enterprise systémslizes FIPS 140-2
cryptographic modules, which are required by goremt agencies and are desirable for highly regdilatel security conscious
customers. We have successfully deployed to cusmimeome of the most security conscience ensagmvironments in industry
verticals such as government, financial serviced,leealtl-care.

« Network Effects of our PlatforrOur platform benefits from positive network effettiat are the result of the strength of
ecosystem. Our ecosystem includes applicationdajese by customers and third-parties using our Appt@ct technology. Platform
effects include our ecosystem partners acceleratitgrprise adoption of their products that use@gmect, and customers choosing
our platform because of our ecosystem of AppConpaxthers

« Application ManagemenOur enc-to-end solution to secure and manage mobile appseshabl customers to move beyond se:
email and mobilize other core business processesefore getting the next level of return on timeabile investments

» World Class Global Customer Success OrganizaWe believe that our custom’ success with their mobility initiatives will driv
rapid expansion of their mobile IT infrastructuraan turn grow our business. Our global Customarc®ss organization provides
global technology support, implementation and peattices toolkits, education and online trainiag well as strategic account
management to build trusted customer relationshifesseek to build mobile industry expertise thraugtthe IT community by
offering Mobilelron certification programs to oustomers and partners to help educate, train amifyagadividuals who work with
our products and service

e Our Channe-Focused Sales Model with Global ReaWe have a strong global network of channel parttiesdrive customer ar
sales growth across all customer segments. Ouettdales model comprises over 400 mobile-focossellersaround the world ar
over 40 service providers . We work with diversaraiel partners to maximize global sales reach amdde efficient customer
service.
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« Flexible Deployment and Pricing ModWe offer our customers the choice of using ourfptat either as a cloud service or deplo
on premise. We offer pricing flexibility with subfation or perpetual licensing options, which alke customer to pay for our
platform through either its capital or operatinglget.

Customers

Our customers include leading enterprises in acdbraage of industries, including financial servicgsvernment, healthcare, legal,
manufacturing, professional services, retall, tetbgy and telecommunications. None of these ingiuadrticals accounted for more than 20%
of our gross billings in the three year period eh@@l4. These customers are predominantly medidarde enterprises. We have proven
scalability supporting large enterprise-wide depients. We have sold our products to over 8,00mmusts globally, including more than 450
companies on the Forbes Global 2000 Leading Corapdist, as of December 31, 2014. Our channel gartinclude resellers, service
providers and system integrators. AT&T, Inc., asseller, accounted for approximately 20%, 20% B4#b of our total revenue in 2014, 2013
and 2012, respectively. No end user of our prodacteunted for more than 5% of our total revenu20itd, 2013, or 2012.

Backlog

As is typical in the software industry, we expesignificant portion of our software license orderde received in the last month of
each quarter. We typically deliver software licenskortly after the receipt of an order. We mayehiaacklog consisting of perpetual license
orders that have not been delivered or softwarp@tigervices or subscriptions that have not bdédland for which the services have not
yet been performed. We do not believe that our logct any particular time is meaningful becaud®g historically been immaterial relative
to our total revenue and is not necessarily indieatf future revenue in any given period.

Sales and Marketing

We sell our products almost entirely through inclirgales channels and maintain a sales force thidsvelosely with our channel
partners to develop sales opportunities. We havgtatouch sales force focused on organizationkérForbes Global 2000 Leading
Companies list, inside sales teams focused on @t &nterprises, and teams that work with sempiogiders that focus on small to medium
sized businesses.

Our sales organization is supported by sales eagineith deep technical expertise and responsilidit pre-sales technical support and
technical training of our channel partners. Thesakganization has strong alignment with our GustoSuccess teams and acts as a liaison
between the end-customers and the marketing amdiprdevelopment organizations, especially dufiirggpre-sales phase. We believe this
approach allows us to leverage the benefits oessdiannel and maintain communication with ourausts. Our sales cycle ranges from a
few weeks for smaller organizations to many moffithsarge enterprises.

Channel Program

We work with mobile-focused channel partners whHbae platform to customers. We focus on buildingdepth relationships with a
number of solutions-oriented partners that havangtindustry expertise. These channel partneradecboth traditional IT resellers as well as
service providers. As of December 31, 2014, we lewee 400 mobile-focused resellers, including ntbex 40 service providers These
channel partners are supported by our sales arketivay organization. We operate a formal accreditgprogram for the sales and technical
professionals of our channel partners.

Marketing

Our marketing efforts are focused on building ol reputation and market awareness of our ptatfdriving customer demand and
operating our channel program. The marketing teansists primarily of product marketing, programsketing, field marketing, channel
marketing and public relations functions. Marketawgivities include demand generation, advertismgnaging the corporate website and
partner portal, trade shows and user conferencgéssiry and channel events, product educationeatdklrship content, press and analyst
relations and customer awareness. In addition,peasor the publication of major market research@moslide industry analysis. These
activities and tools are available to our chan@etners.
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We also host our annual Mobile First user confezeaad webinars where customers and partners batibipate in and present a
variety of programs designed to help acceleratdketiaig success with our services and platform. Védravesting in marketing, sales, and
channel automation tools to achieve efficienciesunmarketing efforts.

Research and Development

We have invested significant time and financiabteses in the development of our platform and belihat continued research and
development is critical to our ongoing successeBesh and development investments drive innovaéinterprise class mobile IT platform
features and keep pace with the rapidly evolvingpitemperating system and device ecosystem.

We believe that innovation and timely developmdntew features and products are essential to ngetitenneeds of our customers and
channel partners and improving our competitive msi The distributed nature of our platform enal#eterprise-class scalability and high
performance to allow customers to integrate it dessly regardless of the complexity of their exigtinfrastructure. We built a unique and
proprietary test automation framework and methaglploptimized for our mobile IT platform that allows to perform real-world load and
regressions testing of our platform to demonstnagb-availability and enterprise-class scalabitityoss all of our supported mobile operating
systems. For example, our testing framework andhouetiogy covers over 14 email clients across thiebile operating systems, seven email
systems and five certificate authorities

Research and development expense totaled $ 46i8m# 36.4 million and $ 23.8 million in 2014, ZBand 2012, respectively. We
plan to continue to significantly invest in rescesdo conduct our research and development effort s

Competition

We operate in a highly competitive industry thatlisracterized by constant change and innovatiban@es in the devices, operating
systems, applications and technology landscapét ie®wvolving customer requirements.

Our competitors fall into four primary categories:

« diversified technology companies suctMicrosoft andIBM;

« large security and enterpr-software companies such as McAfee (owned by InfSsiinantec and SAI

« providers of enterprise mobility management sohgisuch as VMware, Citrix and Good Technology;

« small and large companies that offer point solgitirat compete with some of the features presamtrimobile IT platform

The principal competitive factors in our marketlire:

« product features, reliability, performance and etffeness

« product extensibility and ability to integrate witther technology infrastructure
e privacy and data securit

« customer choice of flexibility between cloud seevimron premisedeployment
« mobile IT expertise

« price and total cost of ownersh

« adherence to industry standards and certificati

« strength of sales and marketing effo

« brand awareness and reputation;

« focus on customeservice ansuccess
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We believe we generally compete favorably with campetitors on the basis of these factors as 4 @fsthe architecture, features, and
performance of our platform, the ease of integratibour platform with other technology infrastruas, our mobile IT expertise and our
commitment to customer success. Many of our congpsthave substantially greater financial, techracal other resources, greater name
recognition, larger sales and marketing budgetsmder distribution and larger and more matureledlal property portfolios.

Intellectual Property

Our success depends critically upon our abilitgrimtect our core technology and intellectual progpéfo accomplish this, we rely on
federal, state, common law and international iatgllal property rights, including patents, tradeeis, copyrights and trademarks. We also
rely on confidentiality and contractual restricgpimcluding confidentiality and invention assigmhagreements with our employees and
contractors and confidentiality agreements withdtiparties.

We pursue registration of our patents, trademankisdmmain names in the United States and certaatitins outside the United States.
We actively seek patent protection covering invargioriginating from the company and acquire patesmt believe may be useful or relevant
to our business. As of December 31, 2014 , w eeivnl7 patents worldwide .

Circumstances outside our control could pose athiceour intellectual property rights. For examgtective intellectual property
protection may not be available outside the Un@itates. Also, the efforts we have taken to praiactproprietary rights may not be sufficient
or effective. Any significant impairment of our éllectual property rights could harm our businassuwr ability to compete. Also, protecting
our intellectual property rights is costly and the@nsuming. Any unauthorized disclosure or usewfiatellectual property could make it more
expensive to do business and harm our operatingtses

Companies in the mobile and other technology indhssbr non-practicing entities may own large nurslee patents, copyrights and
trademarks and may frequently request license agets, threaten litigation or file suit againstiased on allegations of infringement or other
violations of intellectual property rights. Frormi to time, we have faced, and expect to facedruture, suits or allegations that we have
infringed the trademarks, copyrights, patents aghdrantellectual property rights of third parti@s;luding those of our competitors and non-
practicing entities. As we face increasing comjetiand as our business grows, we will likely fawere claims of infringement.

Employees

As of December 31, 2014, we had 783 full-time leiyges, 246 of whom were primarily engaged in regeand development, 329 of
whom were primarily engaged in sales and markefi@@,of whom were primarily engaged in customecsas and 88 of whom were
primarily engaged in administration and financé&9 &f these employees were located outside of tiitetll States. None of our United States
employees are represented by a labor organizatiareqgarty to any collective bargaining arrangeimgémployees in certain European
countries have the benefits of collective bargagramrangements at the national level. We have rfeagia work stoppage, and we consider our
relationship with our employees to be good.

Segment and Geographic information

We conduct business globally. Our chief operatiagglon maker (Chief Executive Officer) reviewsdittial information presented on a
consolidated basis accompanied by information alEwgnue by geographic region for purposes of aflog resources and evaluating
financial performance. We have one business agtiaitd there are no segment managers who are ¢edmtable for operations, operating
results or plans for levels, components or typgzroflucts or services below the consolidated eni¢ll Accordi ngly, we are considered to be
a single reportable segment and operating unittstre.
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Revenue by geographic region based on the billittlyesss was as follows:

Year ended December 31

(in thousands 2014 2013 2012
Revenue
United State: $ 72,124 $ 58,656 $ 24,473
Internationa 60,171 46,918 16,417
Total $132,295 $105,574 $ 40,890

We have no significant amount of long-lived asseiount ries outside the United States.
Facilities

Our principal executive offices are located in Mtain View, California and include four buildingstating approximately 65,000 square
feet under leases expiring from March 2016 to R0fer. We have additional office locations throughtbe United States and in various
international locations, including offices in thaitéd Kingdom, Netherlands, Germany and India .

We intend to add new facilities and expand ourtangsfacilities as we add employees and grow owirmss, and we believe that
suitable additional or substitute space will beilatde on commercially reasonable terms to meetwiwre needs.

Legal Proceedings

On November 14, 2012, Good Technology filed a latagainst us in federal court in the Northern Béstof California alleging
false and misleading representations concernirigpheducts and infringement of four patents heldhem. On March 1, 2013, we
counterclaimed against Good Technology for patgningement of one of our patents. On October 0342 the court issued a claims
construction order. Good Technology respondedImgfadditional patent infringement suits againsiruDelaware and internationally , and
we have counterclaimed against them in the Delas@se on two of our next generation patents. Weamtesting Good Technology’s claims
vigorously. Discovery is ongoing in the Califorfgatent case, and a trial date has been set fo20dly. The final outcome, including our
liability, if any, with respect to Good Technologylaims, is uncertain.

In addition, from time to time, we are a partyitmhtion and subject to claims incident al to trdinary course of business. Although
the results of litigation and claims cannot be pred! with certainty, we currently believe that fimal outcome of these ordinary course
matters will not have a material adverse effecboinbusiness, financial condition or results ofratiens. Regardless of the outcome, litigation
can have an adverse impact on us because of defedsettlement costs, diversion of managementress and other factors.

Emerging Growth Company

The Jumpstart Our Business Startups Act, or theSI®&, was enacted in April 2012 with the intentafrencouraging capital formation
in the United States and reducing the regulatorgdiuon newly public companies that qualify as “Egimg Growth Companies.” We are an
emerging growth company within the meaning of 83 Act. As an emerging growth company, we may takeantage of certain
exemptions from various public reporting requiretsgimcluding the requirement that our internaltocoinover financial reporting be audited
by our independent registered public accounting fiursuant to Section 404 of the Sarbanes-OxleyoA2002, certain requirements related
to the disclosure of executive compensation ingsakry statements, and the requirement that we &olonbinding advisory vote on executive
compensation and any golden parachute paymentsn&ydake advantage of these exemptions until wa@tenger an emerging growth
company.

Section 107 of the JOBS Act provides that an “etimgrgrowth company” can take advantage of the eladnransition period provided
in Section 7(a)(2)(B) of the Securities Act for qalging with new or revised accounting standardsthrer words, an “emerging growth
company” can delay the adoption of certain accognstandards until those standards would otherapgdy to private companies. However,
we have chosen to “opt out” of such extended ttemmsperiod and , as a result, we will comply wikw or revised accounting standards on the
relevant dates on which adoption of such standamjuired for non-emerging growth companies. i8ecd07 of the JOBS Act provides that
our decision to opt out of the extended transifieriod for complying with new or revised accountgtgndards is irrevocable.
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We will remain an emerging growth company until &zliest to occur of (i) the last day of the fisgaar in which we have more than
$1.0 billion in annual revenue; (ii) the date wealify as a “large accelerated filer,” with at [e&300 million of equity securities held by non-
affiliates; (iii) the date on which we have issugdany three-year period, more than $1.0 billiomon-convertible debt securities; and (iv) the
last day of the fiscal year ending after the fdtimiversary of the completion of our initial pubdiffering.

Corporate Information

Our principal executive offices are located at Ebst Middlefield Road, Mountain View, CA 94043, angt telephone number is
(650) 919-8100. Our website is www.mobileiron.cdrhe information posted on our website is not incoaped into this Annual Report on
Form 10-K. Our Annual Report on Form 10-K, Quasté&eports on Form 10-Q, Current Reports on Formah#l amendments to reports filed
or furnished pursuant to Sections 13(a) and 15(theoSecurities Exchange Act of 1934, as amenaledavailable free of charge on our
investor rel ations web site as soon as reasomahbticable after we electronically file such matewith, or furnish it to, the SEC.

You may also access all of our public filings thghuihe SEC's website at www.sec.gov. Further, & obphis Annual Report on Form
10-K is located at the SEC's Public Reference Rabf®0 F Street, NE, Washington, D.C. 20549. Infdiam on the operation of the Public
Reference Room can be obtained by calling the SHE880-SEC-0330.

Iltem 1 A. Risk Factors

Our operations and financial results are subjectvémious risks and uncertainties including thoseatied below. If any of the
following risks or others not specified below matkze, our business, financial condition and reéswdf operations could be materially
adversely affected. In that case, the trading pateur common stock could decline.

Risks Related to Our Business and Industry

We have a limited operating history, which makeslifficult to evaluate our prospects and future famcial results and may increase the risk
that we will not be successful.

Although we were incorporated in 2007, we did rmmhmercially release the Mobilelron platform un@i®, and we did not release
our mobile application containerization and mobib@tent management solutions until 2012. As a re$udur limited operating history, our
ability to forecast our future operating resultfinsted and subject to a number of uncertaintiesluding our ability to plan for and model
future growth. We have encountered and expectrntroge to encounter risks and uncertainties fretipyexperienced by growing companies
in rapidly changing markets. If our assumptionsardig these uncertainties are incorrect or chamgeaction to changes in our markets, or if
we do not manage or address these risks succgssiullresults of operations could differ mateyidibm our expectations, and our business
could suffer. Any success that we may experiendbdrfuture will depend, in large part, on our @pilo, among other things:

[J retain and expand our customer base on «effective basis

[] increase revenues from existing customers as theysers or device

[] increase revenues from existing customers as thehase additional solution

[1 successfully compete in our marke

[J continue to add features and functionality to aluons to meet customer dema

[J gain market traction with our Mobilelron cloud gtaim and our mobile apps and content managemeuticos;
[J continue to invest in research and developmr

[] scale our internal business operations in an efficand co-effective mannet
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[ scale our global Customer Success organizatiorat@mur customers successful in their mobile ITia@epents;
[] continue to expand our solutions across mobileaiey systems and device platforr

[1 make our service provider partners successfulair tteployments of our solutions and technolc

[1 successfully expand our business domestically atiedriationally;

[1 successfully protect our intellectual property defend against intellectual property infringemedatras; anc

[1 hire, integrate and retain professional and tecient.

We have had net losses each year since our incemiod may not achieve or maintain profitability ithe future.

We have incurred net losses each year since ogpfion, including net losses of $61.9 million, $tillion and $46.5 million in
2014, 2013 and 2012, respectively. As of DecemlhigPB14, our accumulated deficit was $190.7 millidfhile we have experienced
significant revenue growth over recent periodspweg not be able to sustain or increase our growtthbieve or sustain profitability in the
future. Revenue growth may slow or revenue mayiged¢br a number of reasons, including, but noftleh to, increasing and entrenched
competition, changes in pricing model, a decreasize or growth of the mobile IT market, or anjui@ to capitalize on growth
opportunities. In addition over the past year, aeehsignificantly increased our expenditures tgsupthe development and expansion of our
business, which has resulted in increased lossegls to continue to invest for future growthpart by making additional investment in
sales and marketing and research and developnmehfsaa result, we do not expect to be profitatniéife foreseeable future. In addition, we
will need to increase operating efficiency , whinhy be challenging given our growth, operationahplexity, the expenses outlined above,
and additional expenses associated with being bcprdmpany. As a result of these increased experesi, we will have to generate and
sustain increased revenues to achieve future abilfty. We may incur significant losses in theug for a number of reasons, including
without limitation the other risks and uncertaisti@escribed in this Annual Report on Form 10-K. ifiddally, we may encounter unforeseen
operating expenses, difficulties, complicationdage and other unknown factors that may resulbssés in future periods. If these losses
exceed our expectations or our revenue growth eafieas are not met in future periods, our finahp&formance will be harmed.

Our operating results may fluctuate significantlyhich makes our future results difficult to predi@nd could cause our operating results to
fall below expectations or our guidance.

Our quarterly operating results have fluctuatethenpast and may fluctuate significantly in theufet The timing and size of sales of
our solutions makes our revenues highly variabtedifficult to predict and can result in signifideftuctuations in our revenue from period to
period. Historically, a substantial portion of savenue has been generated from sales of softwhross sold as perpetual licenses to large
enterprise companies, which tend to close neaerdeof a given quarter. Further, other customargiriy patterns and sales cycles can vary
significantly from quarter to quarter and are ndtject to an established pattern over the courseqofarter. Accordingly, at the beginning of a
quarter, we have limited visibility into the lewafl sales that will be made in that quarter. If extpd revenue at the end of any quarter is
reduced or delayed for any reason, we may not leetalveduce our costs sufficiently to compensateah unexpected shortfall in revenue, and
even a small shortfall in revenue could dispropoiiely and adversely affect our operating mamgierating results or other key metrics for a
given quarter.

Our operating results may fluctuate due to a waébther factors, many of which are outside of control, and any of which may
cause our stock price to fluctuate. In additiootteer risks listed in this “Risk Factors” sectidactors that may affect our operating results
include, but are not limited to:

[0 the inherent complexity, length and associated eatiptability of our sales cycles for our solutio

[ the extent to which our customers and prospectigéomers delay or defer purchase decisions in gegugarticularly in the
last few weeks of the quarter, which is when wedgily complete a large portion of our sales fayuarter;
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[1 our ability to develop and release in a timely marmmew solutions, features and functionality theettustome
requirements

[1 changes in pricing due to competitive pricing puesr other factors
[] reductions in custome IT budgets and delays in the purchasing cyclesiotastomers and prospective custom

0 variation in sales channels or in mix of solutisetd, including the mix of solutions sold on a peyal license versus
subscription or a monthly recurring contract, or ®Pasis

[1 the timing of recognizing revenue in any given ¢elaas a result of revenue recognition accountimgsy including the extel
to which revenue from sales transactions in a gpeniod may not be recognized until a future peagcconversely, the
satisfaction of revenue recognition rules in a giperiod resulting in the recognition of revenuenirtransactions initiated in
prior periods:

[J changes in our mix of revenue as a result of difierdint deployment options and licensing models thiedensuing revent
recognition effects

[1 changes in foreign currency exchange rates;

[1 general economic conditions in our domestic angrirettional market:

The cumulative effects of these factors could taaubrge fluctuations and unpredictability in aurarterly operating results. As a
result, comparing our operating results on a petdeperiod basis may not be meaningful. You shawtrely on our past results as an
indication of our future performance.

If our customers do not place significant follow-oorders to deploy our solutions widely throughotieir companies, or if they do not renew
with us or if they do not purchase additional soloihs, our future revenue and operating results wile harmed.

In order to increase our revenues we must contingabw our customer base and increase the depttbeadth of the deployments
of our solutions with our existing customers. Whilestomers may initially purchase a relatively ngtdeimber of licenses, it is important that
they later expand the use of our software on sobatly more devices or for more users throughbetrtbusiness. We also need to upsell—to
sell additional solutions—to the same customers.dfrategy also depends on our existing custonesieswing their software support or
subscription agreements with us. Because of thebeuwof participants and consolidation in the mobilenarket, customers may delay making
initial purchase orders or expanding orders as thley into account the evolving mobile IT landscajso, if we do not develop new
solutions, features and functionality that meet@ustomers’ needs, they may not place upsell omteegpand orders. The rate at which our
customers purchase additional solutions depen@smmber of factors, including the perceived needélditional solutions, features or
functionality, the perceived reliability of our sibns and other competitive factors, such asmgieind competitors’ offerings. If our efforts to
sell additional licenses to our customers and seligdditional solutions to our customers aresumcessful, our business may suffer.

Further, existing customers that purchase ourisoisihave no contractual obligation to purchasétiatl solutions after the initial
subscription or contract period, and given our tédioperating history, we are unable to accurgisddict our customer expansion or renewal
rates. Our customers’ expansion and renewal radgsd@cline or fluctuate as a result of a numbdadators, including the level of their
satisfaction with our solutions or our customerpup customer budgets and the pricing of our gmhigstcompared with the solutions offered
by our competitors, any of which may cause ourmeeeo grow more slowly than expected, if at all.

For smaller or simpler deployments, the switchiogts and time are relatively minor compared toitiathl enterprise software
deployments and a customer may decide not to revikwus and switch to a competitor’s offerings. Aatingly, we must invest significant
time and resources in providing ongoing value toaustomers. If these efforts fail, or if our custrs do not renew for other reasons, or if
they renew on terms less favorable to us, our ie¥emay decline and our business will suffer.
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We compete in rapidly evolving markets and mustelep new solutions and enhancements to our existiadutions. If we fail to predict
and respond rapidly to emerging technological trendnd our customers’ changing needs, we may noabke to remain competitive. In
addition, we may not generate positive returns arr cesearch and development investments, which rhagm our operating results.

Our markets are characterized by rapidly changiegriology, changing customer needs, evolving oipgraystem standards and
frequent introductions of new offerings. To succeed must effectively anticipate, and adapt imaety manner to, customer and multiple
operating system requirements and continue to dpwal acquire new solutions and features that meeket demands and technology trends.
Likewise, if our competitors introduce new offerintpat compete with ours or incorporate featurasdhe not available in our solutions, we
may be required to reposition our solutions orddtrce new solutions in response to such competitigssure. We may not have access to or
have adequate notice of new operating system dewelots, and we may experience unanticipated delaysveloping new solutions and
cloud services or fail to meet customer expectation such solutions. If we fail to timely develapd introduce new solutions or
enhancements that respond adequately to new chasien the mobile IT market, our business coulddeersely affected, especially if our
competitors are able to more timely introduce sohg with such increased functionality.

We have invested significant time and financiabreses in the development of our platforms andastfucture and believe that we
must continue to dedicate substantial resourcesrtoesearch and development efforts to maintaircompetitive position. Developing our
products is expensive, and the investment in priodieelopment may not generate additional reventled near-term or at all. The research
and development of new, technologically advanceduyxts is also a complex and uncertain processriegjtnigh levels of innovation and
investment, as well as the accurate forecasthhtdogy, market trends and consumer needs. Qurdab successfully develop new and
improved products, services and technologies, radyae our future growth and profitability and mayersely affect our business, results and
financial condition.

We have a primary back-end technology platform tlaat be used as a cloud service or deployed oniggeand a second back-end
platform that is purpose-built as a cloud-only &asgale, multi-tenant platform. We must continuallyest in both platforms, and the existence
of two back-end technology platforms makes engingenore complex and expensive and may introduagpatibility challenges. We have
made significant investments in the cloud-onlyfolah and have not yet gained substantial marketitna with the cloud-only platform.

Should our Mobilelron cloud-only platform fail telieve substantial market traction, we would Idsevalue of our investment and our
business and operating results may be harmed.

Further, we may be required to commit significastaurces to developing new solutions before knowihgther our investments will
result in solutions that the market will acceptesé risks are greater in the mobile IT market bezaur software is deployed on phones and
tablets that run on different operating system$ asciOS, Android and Windows Phone , and thesépteubperating systems change
frequently in response to consumer demand. Asudty@ge may need to release new software updat@sratch greater pace than a traditional
enterprise software company that supports only P&smay experience technical design, engineerirgketing and other difficulties that
could delay or prevent the development, introductio marketing of new solutions and enhancementsotimof our technology platforms. As
a result, we may not be successful in modifyingaurent solutions or introducing new ones in aetiynor appropriately responsive manner, or
at all. If we fail to address these changes sufssour business and operating results couldnagerially harmed.

Finally, all of our additional solutions requirestamers to use our Mobilelron platform, whetherlogged on premise or through our
cloud service. As such, virtually all of our revendepends on the continued adoption and use d¥lobilelron platform. If customers and
prospective customers decided to stop using ohasing the Mobilelron platform, our product strategould fail and our business would be
harmed.

In recent periods, an increasing portion of our & has been generated from subscription, includM&C, licenses, which involves certain
risks.

In recent periods, an increasing portion of ouesalas been generated from subscription, includiRE, licenses. This mix shift
towards MRC and other subscription licensing, spnés a number of risks to us. For example, arrargés entered into on a subscription
basis generally delay the timing of revenue redimmiand often require the incurrence of up-frapdts, which can be significant. Subscription
revenues are recognized over the subscription gheribich is typically 12 months. MRC revenue isageized
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monthly on the basis of active users or devicestlamsl will fluctuate from month to month. As a riésaven if customer demand increases, our
revenues will not increase at the same rate asan geriods, or may decline. Customers in a supton arrangement may elect not to renew
their contractual arrangement with us upon exmrator they may attempt to renegotiate pricingtbeocontractual terms on terms that are
less favorable to us. Because we recognize a sutadtaortion of our subscription revenues overtdren of the subscription agreement, we
incur upfront costs, such as sales commissioreteetto acquiring such customers. Therefore, asddecustomers in a particular year, our
immediate costs to acquire customers may incregsed#isantly relative to revenues recognized inttbame year, which could result in
increased losses or decreased profits in thatgheBiervice providers that operate on an MRC biltimadel typically report to us in arrears on a
monthly basis the number of actual users or dewdeptoyed, and then we generate invoices baseldose reports. Therefore, invoicing and
collection logistics often result in a longer cotien cycle, which negatively affects our cash fldvaddition, under an MRC billing model,
the service provider typically has the contracara business relationship with the customer, ansl We typically depend more heavily on the
service provider partner for both customer acqoisiand support under this billing model.

We are in a highly competitive market, and compegtpressures from existing and new companies magnhour business, revenues,
growth rates and market share. In addition, therasibeen consolidation in our market, and a numbéroir current or potential
competitors have longer operating histories, greateand recognition, larger customer bases and sfgrantly greater resources than we
do.

Our market is intensely competitive, and we exgeatpetition to increase in the future from estdiglts competitors, consolidations
and new market entrants. Our major competitorageICitrix, Good Technology, IBM, Microsoft and VMwe. A number of our historical
competitors have been purchased by large corpogatior example, Zenprise acquired Sparus andheasacquired by Citrix, AirWatch was
acquired by VMware and Fiberlink was acquired biMIBrhese large corporations have longer operatisipties, greater name recognition,
larger and better established customer bases, charemel partners, and significantly greater finah¢echnical, sales, marketing and other
resources than we have. Consolidation is expeotedritinue in our industry. As a result of consatidn, our competitors may be able to adapt
more quickly to new or emerging technologies arahges in customer requirements, devote greatennesmoto the promotion and sale of
their solutions and services, initiate or withstaotstantial price competition, take advantagecqtisitions or other opportunities more
readily, and develop and expand their solutionserdice offerings and features more quickly tharcese. In addition, certain of our
competitors may be able to leverage their relaliggsswith customers based on an installed baselafiens or to incorporate functionality
into existing solutions to gain business in a manina&t discourages customers from purchasing dutigps, including through selling at zero
or negative margins, through solution bundlinghwotigh enterprise license deals. Some potentiaboigss, especially Global 2000 prospects,
have already made investments in, or may make tmeggs in, substantial personnel and financialueses and established deep relationships
with these much larger enterprise IT vendors, wihiety make them reluctant to work with us regardégsolution performance or features.
Potential customers may prefer to purchase a ksoiel of solutions from a single provider, or magfpr to purchase mobile IT solutions from
an existing supplier rather than a new suppligyardless of performance or features.

We expect competition to intensify in the futurenasv and existing competitors introduce new sohgimto our market. In addition,
some of our competitors have entered into partiEssr other strategic relationships to offer aeoomprehensive solution than they
individually had offered. We expect this trend tmtinue as companies attempt to strengthen or ainittieir market positions in an evolving
industry. This competition has resulted in the past could in the future result in increased pgqgimessure, reduced profit margins, increased
sales and marketing expenses, and failure to iseres the loss of, market share, any of whicha@¢bakm our business, operating results or
financial condition. Competitors’ offerings maythme future have better performance, better featlwegr prices and broader acceptance than
our solutions, or embody new technologies, whialldoender our existing solutions obsolete or Efsctive to customers, or be bundled
with legacy enterprise security and managementyatsdas a “one-stop-shop” offering, which certaigtomers with large installed bases of
those legacy products may prefer. If we fail togkep with technological changes or to convinceaustomers and potential customers of the
value of our solutions, our business, operatingltesind financial condition could be materialldadversely affected.

Changes in features and functionality by operatisgstem providers and mobile device manufacturersld@ause us to make short-term
changes in engineering focus or product developmenbtherwise impair our product development efferdr strategy , increase our costs,
and harm our business.
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Our platform depends on interoperability with opieiga systems, such as those provided by Apple, @&oagd Microsoft, as well as
device manufacturers. Because mobile operatingssare released more frequently than legacy Pt systems, and we typically have
limited advance notice of changes in features andtfonality of operating systems and mobile devjgee may be forced to divert resources
from our preexisting product roadmap in order toamemodate these changes. As a result of this lihaittvance notice, we also have a short
time to implement and test changes to our produattommodate these new features, which increhsessk of product defects. In addition,
if we fail to enable IT departments to support atieg system upgrades upon release, our busindsgpatation could suffer. This could
disrupt our product roadmap and cause us to deteydiuction of planned solutions, features and tionality, which could harm our business.

Operating system providers have included, and roatirue to include, features and functionalityheit operating systems that are
comparable to certain of our solutions, feature@rfunctionality, thereby making our platformdegluable. The inclusion of, or the
announcement of an intent to include, functionglityceived to be similar to that offered by our ite@bl solutions in mobile operating
systems may have an adverse effect on our allityarket and sell our solutions. Even if the fumdility offered by mobile operating system
providers is more limited than our solutions, anffigant number of potential customers may electdoept such limited functionality in lieu of
purchasing our solutions. Furthermore, some of@htures and functionality in our solutions requireroperability with operating system
APIs, and if operating system providers decidestirict our access to their APIs, that functiogaliould be lost and our business could be
impaired. Finally, we have entered into contracareangements with operating systems providersoamabbile device manufactures, under
which we are obligated to certain development firés, which can further limit our engineering flleiity.

A failure of our product strategy with regard to rbde application and content management could haour business.

Our product strategy depends on our existing atenpial customers’ continued adoption of our solusi, features and functionality
for both mobile application and mobile content ngeraent. Potential slow ramp of customer-built mobilisiness applications for iOS,
Android and Windows Phone would slow the need atuption of our platform for mobile application mgement and security. Additionally,
the value of our AppConnect ecosystem could deeréa®mpetitors’ SDK or app wrapping technologies perceived to have advantages
over our own, resulting in the loss of ecosystentneas. Customers’ preference for mobile applicatioould also shift to browser-based
applications that can run on any mobile deviceubloa web browser, which would reduce the valueuofmobile application containerization
solution. In addition, operating system providesald act in ways that could harm our mobile conterd apps product strategy . For example,
Microsoft recently released an Office suite for i@ Android and if this application is widely adeg by enterprises for content creation,
storage and management, the value of our own mobiteent management solution and the value of cosystem of collaboration and storage
partners may diminish. If our product strategy abmobile apps and content management fails astiasisuccessful as we hope for these or
other reasons, the value of our investment woulb&teand our results of operations would be harmed

We have experienced rapid growth in recent periodisve are not able to manage this growth and exg#@m, our operating results may
suffer.

We have experienced rapid growth in our customse laad have significantly expanded our operatiomisig the past few years. In
particular, we are aggressively investing in addil engineering resources to support and expattddaw Mobilelron cloud services and on
premise software infrastructure, our associatetbousr success infrastructure, our global salesnaartteting infrastructure and our general
and administrative and other operations infrastmastincluding both personnel and facilities. Onnpéoyee headcount has increased during
this period and we plan to continue to add new eyg#s as needed in 2015. Our rapid growth hasglaoel will continue to place, a
significant strain on our administrative and opiersdl business processes, infrastructure, fadliied other resources. For example, due to the
growth of our operations, we need to relocate amdalidate operations in the Bay Area, where oadhfearters is located. Our ability to
manage our operations and growth will require figgmt expenditures and allocation of valuable ngemaent resources to improve internal
business processes and systems. Further interab¢opansion may also be required for our contiruesiness growth, and managing any
international expansion will require additionalagasces and controls. If we experience increasesbsaid our operations infrastructure fails to
keep pace with increased sales or support requiresmeustomers may experience disruptions in seisupport, which could adversely
affect our reputation and adversely affect our nees. There is no guarantee that we will be abteitdinue to develop and expand our
infrastructure and facilities at the pace necessaaccommodate our growth, and our failure toalmsy have an adverse effect on our
business. For example, we are in the process dimgwith certain of our service provider partnerenable them to develop and sell their
own branded mobile IT cloud service solutions basedur Mobilelron cloud-only platform, which coutiain our existing technology
operations infrastructure. If we fail to efficigntxpand our engineering, sales and marketing atipes, cloud infrastructure, IT and financial
organizations and systems, or if we fail to impletr@ maintain
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effective internal business processes, controlspancedures, our costs and expenses may increasetiman we plan or we may fail to execute
on our product roadmap or our business plan, amyhath would likely seriously harm our businesseigting results and financial condition.
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A disruption or security breach of our cloud sereéicould result in liabilities, lost business andmatational harm.

If a customer has deployed our cloud service, we lagcess to certain data in order to facilitategperation of the software, such as
the employees’ hames, registration credentialsnbas emails, mobile phone numbers, business ddanfammation and the list of applications
installed on the mobile devices. Any security brescand computer hacking attacks, whether thrchigiparty action or employee error or
malfeasance, could cause loss of this informatitigation, indemnity obligations and reputatiomarm. Because techniques used to obtain
unauthorized access or to sabotage systems chaugeiitly and generally are not recognized urniihtédned against a target, we may be
unable to anticipate these techniques or to imphktméequate preventative measures. Because owasefis designed to enable IT
administrators to secure and manage employees'lendévices, if an actual or perceived breach ofseeurity occurs and data is
compromised, we would likely suffer particular régtional damage, as well as loss of potential saelsexisting customers. In addition,
unexpected increases in demand at one customey asircloud services may affect the overall serincgnanticipated ways and may cause a
disruption in service for other cloud services oustrs. We have experienced, and may in the futgrergence, disruptions, outages and other
performance problems with our cloud service. Theeblems may be caused by a variety of factordudtieg infrastructure changes, human
or software errors, viruses, security attacks,drapikes in customer usage and denial of sersgees. If we sustain frequent or prolonged
disruptions of our cloud services for any reasam,reputation, business and results of operatiomddwbe seriously harmed.

Defects in our solutions could result in data breaes or other disruption, subject us to substantiability and harm our business.

Because the mobile IT market involves multiple apiag platforms, we provide frequent incrementéases of solution updates and
functional enhancements. Such new versions fretyueomtain undetected errors when first introducedeleased. We have from time to time
found defects in our solutions, and new errorsuinaxisting solutions may be detected in the futDrefects in our solutions may also result in
vulnerability to security attacks, which could riésn claims by customers and users for lossestti®t sustain.

Because our customers use our solutions for impbaispects of their business, any errors, defdisigptions in service or other
performance problems with our solutions could lowrt reputation and may damage our customers’ bssése If that occurs, our customers
may stop using or fail to expand use of our sohdjalelay or withhold payment to us, elect noetoew and make warranty claims or other
claims against us. In addition, we rely on posittustomer experience in order to sell to new custsnDefects or disruptions in our solution
could result in reputational harm and loss of fatsiales. In addition, regardless of the partywt,farrors of these kinds divert the attention of
our engineering personnel from our developmenttffadamage our reputation and the reputation péolutions, cause significant customer
relations problems and can result in product ligbdlaims.

Disruptions of the third-party data centers that &bour cloud service could result in delays or ogés of our cloud service and harm our
business.

We currently host our cloud service from third-gatata center facilities operated by several difféiproviders located around the
world, such as Equinix, Amazon Web Services and Pe&ny damage to, or failure of, our cloud seevibat is hosted by these third parties,
whether as a result of our actions, actions bytiid-party data centers, actions by other thindies, or acts of God, could result in
interruptions in our cloud service and/or the lokdata. While the third-party hosting centers hhstserver infrastructure, we manage the
cloud services through our technological operatieasn and need to support version control, chaimgelsud software parameters and the
evolution of our solutions, all in a multi-OS eramment. As we continue to add data centers anctitgp our existing data centers, we may
move or transfer our data and our customers’ dapite precautions taken during this processuasyccessful data transfers may impair the
delivery of our service. In some cases, we haveredtinto contractual service level commitmentsigantain uptime of at least 99.9% for our
cloud services platform and if we or our third-patata center facilities fail to meet these senlésel commitments, we may have to issue
service credits to these customers. Impairmerdrafiterruptions in, our cloud services may redogesubscription revenues, subject us to
claims and litigation, cause our customers to teat@ their subscriptions and adversely affect abseription renewal rates and our ability to
attract new customers. Our business will also bm&d if our customers and potential customers beleir services are unreliable.

We do not control, or in some cases have limitadrobover, the operation of the data center faesiwe use, and they are vulnerable
to damage or interruption from earthquakes, flodidss, power loss, telecommunications failures sintilar events. They may also be subject
to break-ins, sabotage, intentional acts of vasdaknd similar misconduct, and to adverse eventsechby operator
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error. We cannot rapidly switch to new data centenmove customers from one data center to anathtee event of any adverse event.
Despite precautions taken at these facilitiesptt@irrence of a natural disaster, an act of temmoor other act of malfeasance, a decision to
close the facilities without adequate notice, treotunanticipated problems at these facilities@oesult in lengthy interruptions in our service
and the loss of customer data and business.

The prices of our solutions may decrease or we roaginge our licensing or subscription renewal progns or bundling arrangements,
which may reduce our revenue and adversely impagt financial results.

The prices for our solutions may decline for aeigrof reasons, including competitive pricing press, discounts, a change in our
mix of solutions toward subscription, bundling ofigions, features and functionality by us or oompetitors, potential changes in our pricing,
anticipation of the introduction of new solutioos,promotional programs for customers or channghpas. Competition and consolidation
continue to increase in the markets in which weigipate, and we expect competition to further @ase in the future, leading to increased
pricing pressures. Larger competitors with moreedie product lines may reduce the price of solatmrservices that compete with ours or
may bundle their solutions with other solutions aedvices. Furthermore, we anticipate that thesgafiees and gross profits for our solutions
will decrease over product life cycles. If we armable to increase sales to offset any decline irpdaes, our business and results of operations
would be harmed.

We continually re-evaluate our licensing programd subscription renewal programs, including spetifiense models and terms
and conditions. We have in the past and coulderfukure implement new licensing programs and sujiisan renewal programs or bundling
arrangements, including promotional programs oci§ipel enhancements to our current and future &wiat For example, in 2014 we
introduced per user pricing as an additional pgaption for our customers, which is at a highstririce than our per device pricing. Such
changes could result in deferring revenue recagnite gardless of the date of the initial shipn@riicensing of our solutions. Changes to our
licensing programs and subscription renewal prograncluding the timing of the release of enhanaem)aipgrades, maintenance releases,
the term of the contract, discounts, promotionsathér factors, could impact the timing of the igmition of revenue for our solutions, related
enhancements and services and could adversely affeoperating results and financial condition.

Our ability to sell our solutions is highly dependeon the quality of our support, which is made cplex by the requirements of mobile IT.
Ouir failure to offer high quality support would haya material adverse effect on our sales and resolt operations.

Once our solutions are deployed, our customersnikpe our support organization or that of our clehupartners to resolve any
issues relating to our solutions. If we do not eveffective ongoing support, it would adversdfget our ability to sell our solutions or
increase the number of licenses sold to existirsgorners. Our customer support is especially clibeaause the mobile IT market requires
relatively frequent software releases. Mobile Igjuiees a complex set of features, functionality aeodtrols, which makes support critical and
difficult. In addition, we target companies on fharbes Global 2000 Leading Companies list, manyhlafm have complex networks and
require higher levels of support than smaller ausis. As customers deploy more licenses and pugchbsoader array of our solutions, the
complexity and difficulty of our support obligatistincrease. If we fail to meet the requirementtheflarger customers, it may be more
difficult to increase our deployments either witliar existing Global 2000 or other customers ohwiéw Global 2000 customers. We face
additional challenges in supporting our non-U.Stemers, including the need to rely on channehgastto provide support.

We rely substantially on channel partners for thals and distribution of our solutions and, in soniestances, for the support of our
solutions. A loss of certain channel partners, aadease in revenues from certain of these channettpars or any failure in our channel
strategy could adversely affect our business.

Virtually all of our sales are through channel part — either telecommunications carriers, whictcaleservice providers, or other
resellers, and thus we depend on our channel parmel on our channel partner strategy for virgualll of our revenue. Our international
resellers often enter into agreements directly withmutual customers to host the software andigeosther value-added services, such as IT
administration.

Our service provider partners often provide supfmdur customers and enter into similar agreemgingstly with our mutual

customers to host the software and/or provide otakre-added services. Our agreements and operatatgpnships with our service provider
partners are complex and require a significant ciiamemt of internal time and resources. In additiour, service provider
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partners are large corporations with multiple sgat businesses and relationships, and thus oimdassmay not be significant to them in the
overall context of their much larger enterprisee&¥f the service provider partner considers usst@an important strategic relationship,
internal processes at these large partners aretisoesadifficult and time-consuming to navigate. $hany loss of a major channel partner or
failure of our channel strategy could adverselg@fbur business. AT&T, as a reseller, is our Isirgervice provider partner and was
responsible for 22% (2% as an end customer) ofatal revenue for the year ended December 31, 2014.

Our agreements with AT&T and our other channelngg are non-exclusive and most of our channehperthave entered, and may
continue to enter, into strategic relationshipswaitir competitors. Our channel partners may termitieir respective relationships with us
with limited or no notice and with limited or nonuaty, pursue other partnerships or relationstopsittempt to develop or acquire solutions or
services that compete with our solutions. If ouaraiiel partners do not effectively market and sallsmlutions, if they choose to place greater
emphasis on solutions of their own or those offénedur competitors, or if they fail to provide agete support or otherwise meet the needs
of our customers, our ability to grow our businasd sell our solutions may be adversely affectée. [dss of our channel partners, in
particular AT&T, the failure to recruit additionahannel partners, or any reduction or delay insseleur solutions by our channel partners
could materially and adversely affect our resuftegerations.

Additionally, we are in the process of working witkrtain of our service provider partners to enéisben to develop and sell their
own branded mobile IT cloud service solutions basedur Mobilelron cloud platform. We will needdevote sufficient internal resources to
enable these service providers to be successfldptoying and selling these new service providanted cloud service offerings, and this
may strain our resources.

Our sales cycles for large enterprises is oftendomnpredictable and expensive. As a result, oulesaand revenue are difficult to predict
and may vary substantially from period to periodhieh may cause our operating results to fluctuatigsificantly.

Our sales efforts involve educating our custombmutithe use and benefits of our solutions, inclgdhe technical capabilities of our
solutions. Many of our large customers have verplex IT systems, mobile environments and dataagsivand security requirements.
Accordingly, these customers typically undertalsggaificant evaluation process, which frequentlyalves not only our solutions, but also
those of our competitors, and has resulted in lgngéles cycle. We spend substantial time, mondyeéfort on our sales activities without any
assurance that our efforts will produce any sdteaddition, purchases of our solutions are fretlyesubject to budget constraints, multiple
approvals, lengthy contract negotiations and un@dradministrative, processing and other delaysebier, the evolving nature of the
mobile IT market may lead prospective customersostpone their purchasing decisions pending adoptieechnology by others or pending
potential consolidation in the market. As a resfilbur lengthy sales cycle, it is difficult to piedwhether and when a sale will be completed,
and our operating results may vary significantbnirquarter to quarter. Even if sales are complébedrevenues we receive from these
customers may not be sufficient to offset our upfiavestments.

We seek to sell our solutions to large enterprisBales to and support of these types of enterpriseslve risks that could harm our
business, financial position and results of opefats.

Our growth strategy is dependent, in part, uporeiasing sales of our solutions to large enterpriSaes to large customers involve
risks that may not be present (or that are presesmiesser extent) with sales to smaller entifiese risks include:

[1 more complicated network requirements, which rasuthore difficult and tim-consuming implementation process
[J more intense and tir-consuming customer support practic

[0 increased purchasing power and leverage held bg lewstomers in negotiating contractual arrangesneith us;

[0 more customefavorable contractual terms, including penalt

[0 longer sales cycles and the associated risk thastauotial time and resources may be spent on atpalteustomer the
ultimately elects not to purchase our solutionuchases fewer licenses than we had anticip.
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[1 closer relationships with, and dependence upogelschnology companies that offer competitive tsohs;
[ increased reputational risk as a result of datadbres or other problems involving high profile cusérs; anc

[J more pressure for discoun

If we are unable to increase sales of our solutiorigrge enterprises while mitigating the risksaasated with serving such
customers, our business, financial position anditesf operations may suffer.

Ouir failure to comply with privacy laws and standis could have a material adverse effect on our Inesis.

Personal privacy has become a significant isstieeitunited States and in many other countries wivereffer our solutions. The
regulatory framework for privacy issues worldwidecurrently evolving and is likely to remain uneémtfor the foreseeable future. Many
federal, state and foreign government bodies ard@gs have adopted or are considering adopting dma regulations regarding the
collection, use, disclosure and retention of pessoformation. In the United States, these incJddeexample, rules and regulations
promulgated under the authority of the Federal @@dmmission, the Health Insurance Portability Aodountability Act of 1996, or HIPAA,
the Gramm-Leach-Bliley Act and state breach nattfan laws. Internationally, different jurisdictismave a variety of data security and
privacy laws, with which we or our customers musnply, including the Data Protection Directive &dighed in the European Union and the
Federal Data Protection Act in Germany.

In addition to laws and regulations, privacy adwycand industry groups or other private parties praypose new and different
privacy standards. Because the interpretation pplication of privacy and data protection laws angacy standards are still uncertain, it is
possible that these laws or privacy standards reagterpreted and applied in a manner that is isistent with our existing data management
practices or the features of our solutions. Anyilig to adequately address privacy concerns, evenfounded, or to comply with applicable
privacy or data protection laws, regulations aridgmy standards, could result in additional cost Bability to us, damage our reputation,
inhibit sales of our solutions and harm our busines

Our failure to adequately protect personal informiah and to maintain the security of enterprise datauld have a material adverse effect
on our business.

Employee adoption of mobile initiatives dependghmncredible and clear separation of enterpriséicgtipns and data and personal
information on the device, as well as the privatguzh data. For our customers, it is also esddntraaintain the security of enterprise data
properly while retaining the native experience ssxpect. While we contractually obligate our costes to make the required disclosures and
gain the required consents from their employeeasder to comply with applicable law regarding tmeqessing of personally identifiable
information that the employer may access, we daaotrol whether they in fact do so, and in sonmisglictions such employee consent may
not be enforceable. Any claim by an employee tibhher employer had not complied with applicgbi@acy laws in connection with the
deployment and use of our software on the empleyeebile device could harm our reputation and mssrand subject us to liability, whether
or not warranted. If our solutions fail to adeqlateparate personal information and to maintaénsibcurity of enterprise applications and
data, the market perception of the effectivenesmiofolutions could be harmed, employee adoptionabile initiatives could be slowed, we
could lose potential sales and existing custongers we could incur significant liabilities. Privacgncerns, whether valid or not, may inhibit
market adoption of our solutions, particularly grtain industries and foreign countries. Furtheentte recent attention garnered by the
National Security Agency’s bulk intelligence colien programs may result in further concerns surding privacy and technology products.

The loss of key personnel or an inability to atttacetain and motivate qualified personnel may impaur ability to expand our business.
Our success is substantially dependent upon thinced service and performance of our senior mamagéteam and key technical,

marketing and production personnel, including @mnier management, and specifically Robert Tinkédm s our President and Chief
Executive Officer. Our employees, including ourisemanagement team, are at-will employees, anetbhe may terminate
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employment with us at any time with no advanceasoti he replacement of any members of our senioagement team or other key
personnel likely would involve significant time aodsts and may significantly delay or prevent ttieievement of our business objectives.

Our future success also depends, in part, on dlitydb continue to attract, integrate and rethighly skilled personnel. Competition
for highly skilled personnel is frequently intensspecially in the San Francisco Bay Area, wher&awe a substantial presence and need for
highly skilled personnel, including, in particulangineers. We must offer competitive compensatimhopportunities for professional growth
in order to attract and retain these highly skikkeadployees. Failure to successfully attract, irgtgror retain qualified personnel to fulfill our
current or future needs may negatively impact aanh.

We may acquire other businesses which could requsignificant management attention, disrupt our busss, dilute stockholder value and
adversely affect our operating results.

As part of our business strategy, we may make tmests in complementary companies, solutions dmelogies. We may not be
able to find suitable acquisition candidates, aedway not be able to complete such acquisitiorfawrable terms, if at all. If we do complete
acquisitions, we may not ultimately strengthen@ampetitive position or achieve our goals. In additif we are unsuccessful at integrating
such acquisitions or developing the acquired teldgies, the revenue and operating results of thebaoed company could be adversely
affected. For example, during 2013, we recorded.f fillion impairment loss in connection with daled technology project from an
acquisition. Further, the integration of an acqlicempany typically requires significant time aedaurces, and we may not be able to manage
the process successfully. We may not successfudljuate or utilize the acquired technology or perss or accurately forecast the financial
impact of an acquisition transaction, includingaetting charges. We may have to pay cash, incuratebsue equity securities to pay for any
such acquisition, each of which could adverselgafbur financial condition or the value of our coon stock. The sale of equity or issuance
of debt to finance any such acquisitions couldltesudilution to our stockholders. The incurrerafé@ndebtedness would result in increased
fixed obligations and could also include covenamtsther restrictions that would impede our abildiymanage our operations.

We have indemnity obligations under our contractglwour customers and channel partners which coutdve a material adverse effect on
our business.

The mobile industry has been characterized by anbat patent infringement lawsuits. In our agreetsevith customers and channel
partners, we typically agree to indemnify themlémses related to, among other things, claims iogt ffarties of intellectual property
infringement and sometimes data breaches resiittititge compromise of personal data. If any suckemmaification obligations are triggered,
we could face substantial liabilities or be for¢eanake changes to our solutions or terminate ostoeer agreements and refund monies. In
addition, provisions regarding limitation of liaityl in our agreements with customers or channdaheas may not be enforceable in some
circumstances or jurisdictions or may not protexfram claims and related liabilities and costs. M&ntain insurance to protect against
certain types of claims associated with the ussuofolutions, but our insurance may not adequat@her any such claims. In addition, even
claims that ultimately are unsuccessful could tasutxpenditures of and divert management’s timea @ther resources. Furthermore, any
legal claims from customers and channel partneskdaesult in reputational harm and the delay sslof market acceptance of our solutions.

A portion of our revenues are generated by saleteavily regulated organizations and governmentatiges, which are subject to a
number of challenges and risks.

Some of our customers are either in highly regdlatdustries or are governmental entities and neasebjuired to comply with more
stringent regulations in connection with the impéertation and use of our solutions. Selling to trergéies can be highly competitive,
expensive and time consuming, often requiring §icamit upfront time and expense without any asstgdhat we will successfully complete a
sale or that the organization will deploy our siontat scale. Highly regulated and governmentatieatoften require contract terms that differ
from our standard arrangements and impose complisguirements that are complicated, require peafi pricing or “most favored nation”
terms and conditions, or are otherwise time-conagrand expensive to satisfy. Government demangawchent for our solutions and
services may be impacted by public sector budgetgries and funding authorizations, particularlyigit of U.S. budgetary challenges, with
funding reductions or delays adversely affectingliguisector demand for our solutions. The additi@usts associated with providing our
solutions to governmental entities and highly rated customers could harm
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our margins. Moreover, changes in the underlyimggiliaory conditions that affect these types of @ugrs could harm our ability to efficiently
provide our solutions to them and to grow or mamtaur customer base.

If our solutions do not interoperate with our custeers’ IT infrastructure, sales of our solutions cddibe negatively affected.

Our solutions are designed to interoperate withocoigtomers’ existing IT infrastructures, which haegied and complex
specifications. As a result, we must attempt tausnghat our solutions interoperate effectivelyhwhese different, complex and varied back-
end environments. To meet these requirements, we drad must continue to undertake developmentestihg efforts that require significant
capital and employee resources. We may not accemttiese development efforts quickly or cost-effety, or at all. If our solutions do not
interoperate effectively, orders for our solutimosild be delayed or cancelled, which would harmreuenues, gross margins and reputation,
potentially resulting in the loss of existing armtential customers. The failure of our solutiongnteroperate effectively within the enterprise
environment may divert the attention of our engiimegpersonnel from our development efforts andseaignificant customer relations
problems. In addition, if our customers are unablienplement our solutions successfully, they mayrenew or expand their deployments of
our solutions, customer perceptions of our solgtioray be impaired and our reputation and brandsutfegr.

Although technical problems experienced by usersynmat be caused by our solutions, our business agplutation may be harmed if users
perceive our solutions as the cause of a devictufal

The ability of our solutions to operate effectiven be negatively impacted by many different eleanrelated to our solutions.
For example, a user’s experience may suffer fronmemrrect setting in his or her mobile device jssue relating to his or her employer’s
corporate network or an issue relating to the ugoher mobile operating system, none of which wetoain Even though technical problems
experienced by users may not be caused by ouigmyusers often perceive the underlying caude ta result of poor performance of our
solution. This perception, even if incorrect, conltm our business and reputation.

Our customers may exceed their licensed devicesaricount, and it is sometimes difficult to collgeayments as a result of channel
logistics, which could harm our business, financipbsition and results of operations.

Our customers license our solutions on either adpeice or per-user basis. Because we sell vistillof our solutions through
channel partners, and in some cases multipledfesBannel partners, the logistics of collectingrmants for excess usage can sometimes be
time-consuming. We may also encounter difficultjlexiing accounts receivable and could be exposeisks associated with uncollectible
accounts receivable. Economic conditions may impawgte of our customers’ ability to pay their acasyrayable. If we are unable to collect
fromI dour ;:fustomers for their excess usage or otiserar if we have to write down our accounts reabig, our revenues and operating results
would suffer.

If the market for our solutions shrinks or does nabntinue to develop as we expect, our growth pexgp may be harmed.

The success of our business depends on the cottimaerith and proliferation of mobile IT infrastruceé as an increasingly important
computing platform for businesses. Our business atsumes that the demand for mobile IT solutialisnerease. However, the mobile IT
market may not develop as quickly as we expedit ail, and businesses may not continue to elaatiltee mobile IT solutions. This market
for our solutions may not develop for a varietyedisons, including that larger, more establishedpamies will enter the market or that mobile
operating system companies will offer substantisifgilar functionality. Accordingly, demand for oselutions may not continue to develop as
we anticipate, or at all, and the growth of ouribess and results of operations may be adversidgtafl. In addition, because we derive
substantially all of our revenue from the adoptiod use of our platform, a decline in the mobileridrket would harm the results of our
business operations more seriously than if we ddrsignificant revenue from a variety of other prcts and services.
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Our estimates of market opportunity and forecasfamarket growth may prove to be inaccurate, and eviethe markets in which we
compete achieve the forecasted growth, we cannstissyou our business will grow at similar rate$ai all.

Growth forecasts are subject to significant undetyaand are based on assumptions and estimatésh wiay not prove to be
accurate. Forecasts relating to our market oppitytand the expected growth in the mobile IT maiked other markets may prove to be
inaccurate. Even if these markets experience tieezésted growth, we may not grow our businessatssirates, or at all. Our growth will be
affected by many factors, including our succesmpiementing our business strategy, which is suliemany risks and uncertainties.

Seasonality may cause fluctuations in our revenue.

We believe there are significant seasonal fact@srmay cause us to record higher revenue in saimgegs compared with others.
We believe this variability is largely due to owstomers’ budgetary and spending patterns, as mwstgmers spend the unused portions of
their discretionary budgets prior to the end ofrtfiscal years. For example, we have historicadigorded our highest level of total revenue in
our fourth quarter, which we believe correspondhéofourth quarter of a majority of our customénsaddition, the type of budget (operating
versus capital) available to a customer may affeatecision to purchase a perpetual license abagiption license. In addition, our rapid
growth rate over the last two years may have madsanal fluctuations more difficult to detect. lirgate of growth slows over time, seasonal
or cyclical variations in our operations may becam@e pronounced, and our business, results ofiipes and financial position may be
adversely affected.

Our business is subject to the risks of earthquakié®, floods and other natural catastrophic eventand to interruption by manmade
problems such as network security breaches, compuiteises or terrorism.

Our corporate headquarters are located in the BarciSco Bay Area, a region known for seismic d@gtiVA significant natural
disaster, such as an earthquake, fire or floodjmicgy near our headquarters could have a matadiadrse impact on our business, operating
results and financial condition. Despite the impdatation of network security measures, our netwatks may be vulnerable to computer
viruses, break-ins and similar disruptions fromutharized tampering. In addition, natural disastacss of terrorism or war could cause
disruptions in our or our customers’ businessdb@economy as a whole. We also rely on informagahnology systems to communicate
among our workforce and with third parties. Anyrdggion to our communications or systems, whetlaeised by a natural disaster or by
manmade problems, such as power disruptions, @ulvdrsely affect our business.

If we are unable to implement and maintain effeatiinternal controls over financial reporting in théuture, investors may lose confidence
in the accuracy and completeness of our financiglports and the market price of our common stock nteynegatively affected.

As a public company, we are required to maintaterimal controls over financial reporting and toae@ny material weaknesses in
such internal controls. Section 404 of the Sarb#&dey Act of 2002 (the Sarbanes-Oxley Act) regsiitieat we furnish a report by
management on, among other things, the effectigeniesur internal control over financial reportifag the first year ending December 31,
2015. Management’s assessment will need to indisidosure of any material weaknesses identifieaLininternal controls over financial
reporting. Our independent registered public actiogrfirm will not be required to attest to theeffiveness of our internal controls over
financial reporting until our first annual repoeuired to be filed with the Securities and Exclea@8gmmission, or SEC, following the later of
the date we are deemed to be an “accelerated ditea™large accelerated filer,” each as definethinExchange Act, or the date we are no
longer an “emerging growth company,” as definethmJOBS Act. If we have a material weakness inmternal controls over financial
reporting, we may not detect errors on a timelysasd our financial statements may be materialsstated. We are in the process of
designing and implementing the internal controlerdinancial reporting required to comply with thisligation, which process will be time-
consuming, costly and complicated. If we identifgtarial weaknesses in our internal controls overfcial reporting, if we are unable to
comply with the requirements of Section 404 imaelly manner, if we are unable to assert that derrial controls over financial reporting are
effective, or if our independent registered publicounting firm is unable to express an opiniotodbe effectiveness of our internal controls
over financial reporting, investors may lose coefide in the accuracy and completeness of our fialamports, and the market price of our
common stock could be negatively affected. In aaldjtwe could become subject to investigationshigydtock exchange on which our
securities are listed, the SEC or other regulagoiorities, which could require additional finaal@nd management resources.
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If our estimates relating to our critical accountmpolicies are based on assumptions or judgment tthange or prove to be incorrect, our
operating results could fall below expectationsfofancial analysts and investors, resulting in a clee in our stock price.

The preparation of financial statements in confeymiith U.S. GAAP requires management to make egts) assumptions and
judgments that affect the amounts reported in thmsalidated financial statements and accompanyatesnWe base our estimates on
historical experience and on various other assumgtihat we believe to be reasonable under themstances, the results of which form the
basis for making judgments about the carrying \v@bfeassets, liabilities, equity, revenue and egpsthat are not readily apparent from other
sources. Our operating results may be adversedgtaffl if our assumptions change or if actual cistamces differ from those in our
assumptions, which could cause our operating etufiall below the expectations of financial asédyand investors, resulting in a decline in
our stock price. Significant assumptions and eg8mased in preparing our consolidated financakstents include those related to revenue
recognition, stock-based compensation and incoresta

Impairment of goodwill and other intangible assetuld result in a decrease in earnings.

Current accounting rules require that goodwill atfter intangible assets with indefinite useful §ive longer be amortized, but
instead be tested for impairment at least annughgse rules also require that intangible assdtsdefinite useful lives be amortized over
their respective estimated useful lives to thelinegted residual values, and reviewed for impairiwémenever events or changes in
circumstances indicate that the carrying amoumincisset may not be recoverable. Events and citanoes considered in determining
whether the carrying value of amortizable intangid$sets and goodwill may not be recoverable ieclodt are not limited to, significant
changes in performance relative to expected operatisults, significant changes in the use of #sets, significant negative industry or
economic trends, or a significant decline in oocktprice and/or market capitalization for a sustdiperiod of time. To the extent such
evaluation indicates that the useful lives of igiale assets are different than originally estirdatee amortization period is reduced or
extended and the quarterly amortization expenseisased or decreased. In 2013, we recorded a§ii@ impairment loss in connection
with a delayed technology project from an acquisitiand we may be required to record similar impairt charges in the future. Any
impairment charges or changes to the estimatedtenation periods could have a material adversecefia our financial results.

Risks Related to Our International Operations

Our international operations expose us to additidrausiness risks, and failure to manage these riskay adversely affect our international
revenue.

We derive a significant portion of our revenuesifroustomers outside the United States. For thegrded December 31, 2014, 2013
and 2012, 45%, 44% and 40% of our revenue, respdgtivas attributable to our international custosnerimarily those located in EMEA.
As of December 31, 2014, approximately 28% of aupleyees were located abroad.

We expect that our international activities will dgnamic over the foreseeable future as we contingeirsue opportunities in
international markets, which will require signifitananagement attention and financial resourcesreftrre, we are subject to risks associated
with having worldwide operations.

We have a limited history of marketing, selling auwpbporting our solutions internationally. As aulesve must hire and train
experienced personnel to staff and manage ourgiogerations. To the extent that we experiendedities in recruiting, training, managing
and retaining an international staff, and spedifjcstaff related to sales and engineering, we meyerience difficulties in foreign markets. In
addition, business practices in the internationalkats that we serve may differ from those in tintddl States and may require us to include
non-standard terms in customer contracts, sucktaaded warranty terms. To the extent that we nmégrénto customer contracts in the
future that include non-standard terms relatedatonent, warranties or performance obligations,aparating results may be adversely
afftlec(tjed. International operations are subjectheinherent risks, and our future results coddbversely affected by a number of factors,
including:

[ difficulties in executing an international chanpattners strateg

[ heightened concerns and legal requirements rel@iidgta and privac
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[1 burdens of complying with a wide variety of foreiigavs;

[J unfavorable contractual terms or difficulties irgo@ating contracts with foreign customers or clempartners as a result
varying and complex laws and contractual nor

[ difficulties in providing support and training thannel partners and customers in foreign courdinelslanguage:

[ heightened risks of unfair or corrupt businesstiras in certain geographies and of improper ardtdent sale
arrangements that may impact financial resultesult in fines and penaltie

[0 import restrictions and the need to comply with@xfaws;

[J difficulties in protecting intellectual propert

[] difficulties in enforcing contracts and longer agnts receivable payment cycl
[ difficulties and costs of staffing and managingefgn operations

[] potentially adverse tax consequen

[J the increased cost of terminating employees in soooetries; ani

[ variability of foreign economic, political and laboonditions.

As we continue to expand our business globally soecess will depend, in large part, on our abibtgnticipate and manage
effectively these and other risks associated withimternational operations. Our failure to managg of these risks successfully could harm
our international operations and reduce our intenal sales, adversely affecting our businesstaipey results and financial condition.

We rely on channel partners to sell our solutionsinternational markets, the loss of which could regially reduce our revenue.

We sell our solutions in international markets atrentirely through channel partners. We beliee¢ éstablishing and maintaining
successful relationships with these channel patiseand will continue to be, critical to our fir@al success. Recruiting and retaining
qualified channel partners and training them t&h@wvledgeable about our solutions requires sigaificime and resources. In some countries,
we rely on a sole or very few channel partnersthod the loss of the channel partner could haveréfisant impact on our sales and support
in those countries. To develop and expand ourikigton channel, we must continue to scale and awpour processes and procedures that
support our channel, including investment in systemd training. In particular, foreign-based sexpcovider partners are large and complex
businesses, and we may have difficulty negotiaging building successful business relationships thitm.

In addition, existing and future channel partneilbamly partner with us if we are able to provittem with competitive offerings on
terms that are commercially reasonable to themvelfail to maintain the quality of our solutionstorupdate and enhance them or to offer
them at competitive discounts, existing and futhrannel partners may elect to partner with oneanerf our competitors. In addition, the
terms of our arrangements with our channel partmerst be commercially reasonable for both partfese are unable to reach agreements
that are beneficial to both parties, then our ckeapartner relationships will not succeed.

If we fail to maintain relationships with our chahpartners, fail to develop new relationships vather channel partners in new
markets, fail to manage, train or incentivize eérgichannel partners effectively, or fail to prawichannel partners with competitive solutions
on terms acceptable to them, or if these partrrera@t successful in their sales efforts, our reeemay decrease and our operating results
could suffer.
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We have no long-term contracts or minimum purcltasemitments with any of our channel partners, amdcontracts with channel
partners do not prohibit them from offering solagahat compete with ours, including solutions thesrently offer or may develop in the
future and incorporate into their own systems. Sofr@ur competitors may have stronger relationshijtls our channel partners than we do,
and we have limited control, if any, as to whetihese partners sell our solutions, rather tharcompetitors’ solutions, or whether they
devote resources to market and support our coropgttolutions, rather than our solutions. Ounulto establish and maintain successful
relationships with channel partners could matsriativersely affect our business, operating resultsfinancial condition.

Failure to comply with the U.S. Foreign Corrupt Padices Act and similar laws associated with ouriaittes outside the United States could
subject us to penalties and other adverse consegasen

A significant portion of our revenues is, and witintinue to be, from jurisdictions outside of theitdd States. As a result, we are
subject to the U.S. Foreign Corrupt Practices BcECPA, which generally prohibits U.S. companied their intermediaries from making
payments to corrupt foreign officials for the puspmf obtaining or keeping business or otherwigaining favorable treatment, and requires
companies to maintain adequate record-keepingraachial accounting practices to accurately retleettransactions of the company. The
FCPA applies to companies, individual director§icefs, employees and agents. Under the FCPA, welmdeld liable for actions taken by
strategic or local partners or representativeaditition, the government may seek to hold us lifdisuccessor liability FCPA violations
committed by companies that we acquire.

In many foreign countries, particularly in coungrigith developing economies, including many coestin which we operate, it may
be a local custom that businesses operating in ughtries engage in business practices that arelited by the FCPA or other similar laws
and regulations. Although we have contractual iowis in our agreements with channel partnersréuatire them to comply with the FCPA
and similar laws, we have not engaged in formal A@Rining of our channel partners. Our channetnEs could take actions in violation of
our policies, for which we may be ultimately heégponsible. As a result of our focus on managingapid growth, our development of
infrastructure designed to identify FCPA matterd amonitor compliance is at an early stage. If wewrintermediaries fail to comply with the
requirements of the FCPA or other anti-corruptiawd, governmental authorities in the U.S. or elsseltould seek to impose civil and/or
criminal penalties, which could have a materialeade effect on our business, results of operatforencial conditions and cash flows.

We are subject to export controls, and our custosand channel partners are subject to import congo

Certain of our solutions are subject to U.S. exporttrols and may be exported to certain countrigside the U.S. only by first
obtaining an export license from the U.S. governimanby utilizing an existing export license extep, or after clearing U.S. government
agency review. Obtaining the necessary exportdieer accomplishing a U.S. government review foaricular export may be time-
consuming and may result in the delay or loss lefssapportunities. Furthermore, U.S. export corirals and economic sanctions prohibit the
shipment of certain solutions to U.S. embargoesborctioned countries, governments and persong Vfere to fail to comply with U.S.
export law requirements, U.S. customs regulatibnS, economic sanctions or other applicable U8s lave could be subject to substantial
civil and criminal penalties, including fines, imcaration for responsible employees and managefshenpossible loss of export or import
privileges. U.S. export controls, sanctions andil&ipns apply to our channel partners as welbasst Any failure by our channel partners to
comply with such laws, regulations or sanctiondd@tave negative consequences, including reputtimerm, government investigations and
penalties.

In addition, various countries regulate the immdrtertain encryption and other technology by reqgian import permit,
authorization, pre-classification, import certificem and/or an import license. Some countries leaeted laws that could limit our customers’
ability to implement our solutions in those couesri

Changes in our solutions or changes in export mnpbit regulations may create delays in the intrédnof our solutions into
international markets, prevent our customers witbrnational operations from deploying our solusigiobally or, in some cases, prevent the
export or import of our solutions to certain coiggr governments or persons altogether. In additiop change in export or import
regulations, economic sanctions or related ledgisiashift in the enforcement or scope of existiegulations, or change in the countries,
governments, persons or technologies targeted dlyragulations, could result in decreased use 0§olutions by, or in our decreased ability
to export or sell our solutions to, existing orguatal customers with international operations. Alegreased use of our solutions
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or limitation on our ability to export or sell osolutions would likely adversely affect our busseinancial condition and operating results.

Risks Related to Our Intellectual Property

We have been sued by third parties for alleged imjlement of their proprietary rights and may be suim the future.

There is considerable patent and other intellegt@perty development activity in our industry. Guiccess depends in part on not
infringing the intellectual property rights of otseFrom time to time, our competitors or otherdhparties have claimed, and we expect they
will continue in the future to claim, that we andringing their intellectual property rights, ané&wnay be found to be infringing such rights. On
November 14, 2012, Good Technology filed a lawagdinst us in federal court in the Northern DistofcCalifornia, alleging false and
misleading representations concerning their pradact infringement of four patents held by themMamch 1, 2013, we counterclaimed
against Good Technology for patent infringemerdrod of our patents. On October 13, 2014, the é¢ssued a claims construction order.
Good Technology responded by filing new patenirigiement suits against us in Delaware and intevnaliy, and we have counterclaimed
against them in the Delaware case on two of out gemeration patents. We are contesting Good Téagys claims vigorously. Discovery is
ongoing in the California patent case, and a tt&é has been set for July 2015. The final outcametyding our liability, if any, with respect
to Good Technology's claims, is uncertain. Regasitef the outcome, litigation can have an advengact on us because of defense and
settlement costs, diversion of management resoarcg®ther factors.

In the future, we may receive additional claimg tha solutions infringe or violate the claimantisellectual property rights.
However, we may be unaware of the intellectual prgprights of others that may cover some or athaf solutions. Any claims or litigation
could cause us to incur significant expenses dsticcessfully asserted against us, could regbaevte pay substantial damages or ongoing
royalty payments, prevent us from offering our siols, or require that we comply with other unfalde terms. If any of our customers are
sued, we would in general be required to defendoarsettle the litigation on their behalf. In adiiit, if we are unable to obtain licenses or
modify our solutions to make them non-infringingg might have to refund a portion of perpetual lsgfees paid to us and terminate those
agreements, which could further exhaust our regsula addition, we may pay substantial settleraergunts or royalties on future solution
sales to resolve claims or litigation, whether ot legitimately or successfully asserted againsEusn if we were to prevail in the actual or
potential claims or litigation against us, any klar litigation regarding our intellectual propetyuld be costly and time-consuming and
divert the attention of our management and keyguersl from our business operations. Such disputés,or without merit, could also cause
potential customers to refrain from purchasingsmlutions or otherwise cause us reputational harm.

We have been sued by non-practicing entities, dg\lfor patent infringement in the past and magu®d by NPEs in the future.
While we have settled such litigation in the pdstse lawsuits, with or without merit, require mgeent attention and can be expensive.

If we are unable to protect our intellectual propgrrights, our competitive position could be harmedwe could be required to incur
significant expenses to enforce our rights.

Our ability to compete effectively is dependenpart upon our ability to protect our proprietarghaology. We protect our
proprietary information and technology through tiseng agreements, third-party nondisclosure agratsvaad other contractual provisions, as
well as through patent, trademark, copyright anddrsecret laws in the United States and simies la other countries. There can be no
assurance that these protections will be availiaddl cases or will be adequate to prevent ourpetitors from copying, reverse engineering
or otherwise obtaining and using our technologgppetary rights or solutions. The laws of somefgn countries, including countries in
which our solutions are sold, may not be as prtedf intellectual property rights as those in thated States, and mechanisms for
enforcement of intellectual property rights mayireedequate. In addition, third parties may seethilenge, invalidate or circumvent our
patents, trademarks, copyrights and trade seaesqplications for any of the foregoing. There bamo assurance that our competitors will
not independently develop technologies that arstanlially equivalent or superior to our technolegydesign around our proprietary rights. In
each case, our ability to compete could be sigmifily impaired.

To prevent substantial unauthorized use of outl@tieial property rights, it may be necessary tuspcute actions for infringement
and/or misappropriation of our proprietary righgmast third parties. Any such action could regukignificant costs and diversion of our
resources and management'’s attention, and thereecan assurance that we will be successful in aatbn.
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Furthermore, many of our current and potential cetiibgrs have the ability to dedicate substantighigater resources to enforce their
intellectual property rights than we do. Accordinglespite our efforts, we may not be able to pnetkard parties from infringing upon or
misappropriating our intellectual property.

Our use of open source software could impose lifidas on our ability to commercialize our solutions

Our solutions contain software modules licensedusar from third-party authors under open sour@n8es, including the GNU
Public License, the GNU Lesser Public License Apache License and others. Use and distributiaopeh source software may entail greater
risks than use of third-party commercial softwagppen source licensors generally do not provedeamties or other contractual protections
regarding infringement claims or the quality of tteele. Some open source licenses contain requitsrtiext we make available source code
for modifications or derivative works we create dzasipon the type of open source software we usee fombine our proprietary solutions
with open source software in a certain manner, evgd; under certain of the open source licensesedpaired to release the source code of our
proprietary solutions to the public or offer ouhwimns to users at no cost. This could allow aumpetitors to create similar solutions with
lower development effort and time and ultimatelyldoresult in a loss of sales for us.

The terms of many open source licenses have natihespreted by U.S. courts, and there is a fisk $uch licenses could be
construed in a manner that could impose unantieibabnditions or restrictions on our ability to aoercialize our solutions. In such event, we
could be required to seek licenses from third parith order to continue offering our solutionsteeengineer our solutions or to discontinue the
sale of our solutions in the event re-engineermgnot be accomplished on a timely basis, any otlwbould materially and adversely affect
our business and operating results.

Our ability to use our net operating losses to @tguture taxable income may be subject to certhmitations.

In general, under Section 382 of the Internal ReeeBode of 1986, as amended, or the Code, a ctipothat undergoes an
“ownership change” is subject to limitations onatsility to utilize its pre-change net operatingdes, or NOLs, to offset future taxable income.
Our existing NOLs may be subject to limitationsang from previous ownership changes. Future ctamgeur stock ownership, some of
which are outside of our control, could result imavnership change. Furthermore, our ability tba&iNOLs of companies that we may
acquire in the future may be subject to limitatioRisere is also a risk that due to regulatory ckanguch as suspensions on the use of NOLs,
or other unforeseen reasons, our existing NOLsdcexgbire or otherwise be unavailable to offsetfeiimcome tax liabilities. For these
reasons, we may not be able to utilize a matedelign of the NOLs reflected on our balance shexn if we attain profitability.

The price of our common stock has been and may gure to be volatile, and you could lose all or parftyour investment.

The trading price of our common stock has beenti®isince our Initial Public Offering and is liketo continue to be volatile. The
trading price of our common stock following thetial Public Offering depends on a number of factorsluding those described in this “Risk
Factors” section, many of which are beyond our mbm@ind may not be related to our operating peréoroe. These fluctuations could cause

you to lose all or part of your investment in oanomon stock, because you might be unable to sell sfeares at or above the price you paid.
Factors that could cause fluctuations in the trggirice of our common stock include the following:

[ failure to meet quarterly guidance with regardeteanue or other key metric
[ price and volume fluctuations in the overall stockrket from time to time
[0 volatility in the market prices and trading volunodsigh technology stock

[ changes in operating performance and stock magteations of other technology companies generatlyhose in ou
industry in particular

[1 sales of shares of our common stock by us or @gkbblders
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[ failure of financial analysts to maintain coverages, changes in financial estimates by any atgiyho follow our
company, or our failure to meet these estimatéseexpectations of investo

[J announcements by us or our competitors of new mtscar new or terminated significant contracts, owercial relationship
or capital commitment:

[ the publi’s reaction to our press releases, other publiciarm@nents and filings with the SE

0 rumors and market speculation involving us or ottenpanies in our industr

[0 actual or anticipated changes in our results ofatfs or fluctuations in our operating rest

[J actual or anticipated developments in our businessir competitor' businesses or the competitive landscape gene
[] litigation involving us, our industry or both, andestigations by regulators into our operationthose of our competitor
[1 developments or disputes concerning our intellégit@perty or other proprietary right

[1 announced or completed acquisitions of businessexbnologies by us or our competitc

[1 new laws or regulations or new interpretationsxi$teng laws or regulations applicable to our bessy

[1 changes in accounting standards, policies, guigiglimterpretations or principle

[J any major change in our managem

[0 general economic conditions and slow or negatiesvtt of our markets; an

[ other events or factors, including those resulfinogh war, incidents of terrorism or responses &sthevents

In addition, the stock market in general, and tleeket for technology companies in particular, haxperienced extreme price and
volume fluctuations that have often been unrelatedisproportionate to the operating performanceéo$e companies. Broad market and
industry factors may seriously affect the markétgof our common stock, regardless of our actpalating performance. In addition, in the
past, following periods of volatility in the overaharket and the market prices of particular conmgsrsecurities, securities class action
litigation has often been instituted against thesapanies. Litigation of this type, if institutedaanst us, could result in substantial costs and a
diversion of our management’s attention and ressurc

If financial or industry analysts do not publish s=arch or reports about our business, or if thegug an adverse or misleading opinion
regarding our stock, our stock price and tradinglume could decline.

The trading market for our common stock will bduehced by the research and reports that industiipancial analysts publish

about us or our business. We do not control thealysts or the content and opinions included iiir tiegorts. As a new public company, we
may be slow to attract research coverage and thgsas who publish information about our commortktwill have had relatively little
experience with our company, which could affectrthbility to accurately forecast our results anaken it more likely that we fail to meet their
estimates. In the event we obtain industry or fai@ranalyst coverage, or if any of the analyst® wbver us issue an adverse or misleading
opinion regarding our stock price, our stock prierild likely decline. If one or more of these arstdycease coverage of our company or fail to
gublljsh reports on us regularly, we could losehiiity in the financial markets, which in turn coutause our stock price or trading volume to

ecline.
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Insiders continue to have substantial control oveur company, which could limit your ability to inflence the outcome of key transactions,
including a change of control.

Our directors, executive officers and each of doclholders who own greater than 5% of our outstapdommon stock and their
affiliates, in the aggregate, own approximately?b®f the outstanding shares of our common stoack 8ecember 31, 2014. As a result, these
stockholders, if acting together, will be ablenéitience or control matters requiring approval by stockholders, including the election of
directors and the approval of mergers, acquisit@mmather extraordinary transactions. They may hbee interests that differ from yours and
may vote in a way with which you disagree and whiedy be adverse to your interests. This conceatrati ownership may have the effect of
delaying, preventing or deterring a change of admf our company, could deprive our stockholddraroopportunity to receive a premium for
their common stock as part of a sale of our commantymight ultimately affect the market price of cammon stock.

We may fail to meet our publicly announced guidanoeother expectations about our business and fugwperating results, which would
cause our stock price to decline.

We have provided and may continue to provide guidabout our business and future operating reasilpgrt of our press releases,
conference calls or otherwise. In developing thiglgnce, our management must make certain assuma@ra judgments about our future
performance. Our business results may vary sigmiflg from such guidance due to a number of factoeny of which are outside of our
control, and which could adversely affect our ofiers and operating results. Furthermore, if ousligly announced guidance of future
operating results fails to meet expectations ofistes analysts, investors or other interestedigmrthe price of our common stock would
decline.

The requirements of being a public company may straur resources, divert management’s attention aaffect our ability to attract and
retain qualified board members.

As a public company, we will be subject to the répg requirements of the Exchange Act, the Sarb@hdey Act, the Dodd-Frank
Act, the listing requirements of the NASDAQ Glolsibck Market and other applicable securities rates regulations. Compliance with these
rules and regulations will increase our legal andrfcial compliance costs, make some activitiesendificult, time-consuming or costly and
increase demand on our systems and resources.Xtharige Act requires, among other things, thatilwehnual, quarterly and current
reports with respect to our business and operatisgts.

We also expect that being a public company will ensikmore expensive for us to obtain director affiger liability insurance, and
we may be required to accept reduced coveragecor substantially higher costs to obtain coverdgese factors could also make it more
difficult for us to attract and retain qualifiedemutive officers and qualified members of our bazrdirectors, particularly to serve on our
audit committee and compensation committee.

We are an “Emerging Growth Company,” and any decgion our part to comply only with certain reducelisclosure requirements
applicable to Emerging Growth Companies could make common stock less attractive to investors.

We are an “emerging growth company,” as definetthénJOBS Act enacted in April 2012, and, for aglas we continue to be an
“emerging growth company,” we may choose to takeaathge of exemptions from various reporting rezgmints applicable to other public
companies, but not to “emerging growth companiluding, but not limited to, not being requireddomply with the auditor attestation
requirements of Section 404 of the Sarbanes-Oxfgtyr&duced disclosure obligations regarding exeewompensation in our periodic
reports and proxy statements and exemptions fremetjuirements of holding a nonbinding advisornevat executive compensation and
stockholder approval of any golden parachute paysnaut previously approved. We will remain an “egieg growth company” until the
earliest to occur of (i) the last day of the yeawhich we have more than $1.0 billion in annuakraue; (i) the date we qualify as a “large
accelerated filer,” with at least $700 million afugty securities held by non-affiliates; (iii) tidate on which we have issued, in any three-year
period, more than $1.0 billion in non-convertibkbti securities; and (iv) the last day of the yewlirg after the fifth anniversary of the
completion of our initial public offering. We canryredict if investors will find our common stodask attractive if we choose to rely on these
exemptions. If some investors find our common stesk attractive as a result of any choices toaeduture disclosure, there may be a less
active trading market for our common stock andstack price may be more volatile.
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Our future capital needs are uncertain, and we maged to raise additional funds in the future. If wequire additional funds in the future,
those funds may not be available on acceptable tgror at all.

We may need to raise substantial additional cajritéide future to:

[0 fund our operations

[J continue our research and developm

[1 develop and commercialize new solutions

[] acquire companies,-licensed solutions or intellectual propel
Our future funding requirements will depend on méauotors, including
[0 market acceptance of our solutio

[J the cost of our research and development actiy

(1 the cost of defending and resolving, in litigatmmotherwise, claims that we infringe tt-party patents or violate oth
intellectual property rights

[ the cost and timing of establishing additional satearketing and distribution capabilitit
[ the cost and timing of establishing additional teéchl support capabilitie:
[ the effect of competing technological and markeettsoments; an

O the market for different types of funding and oWezaonomic conditions

We may require additional funds in the future, ardmay not be able to obtain those funds on acbkptarms, or at all. If we raise
additional funds by issuing equity securities, stackholders may experience dilution. Debt finaggihavailable, may involve covenants
restricting our operations or our ability to in@dditional debt. Any debt or additional equity ficang that we raise may contain terms that are
not favorable to us or our stockholders.

If we do not have, or are not able to obtain, sidfit funds, we may have to delay development pmoercialization of our solutions.
If we are unable to raise adequate funds, we meg twaliquidate some or all of our assets, or deleguce the scope of or eliminate some or
all of our development programs. We also may haveduce marketing, customer support or other ressulevoted to our solutions or cease
operations. Any of these actions could harm ouratpe results.

Sales of substantial amounts of our common stocktie public markets, or the perception that thesdes might occur, could reduce the
price that our common stock might otherwise attaand may dilute your voting power and your ownersliigerest in us.

Sales of a substantial number of shares of our camstock in the public market, or the perceptiaat these sales could occur, could
adversely affect the market price of our commoglsand may make it more difficult for you to setly common stock at a time and price
that you deem appropriate. Based on the total nuoflbeutstanding shares of our common stock asemfenber 31, 2014, we have 76,153,844
shares of common stock outstanding, notwithstandimgpotential exercises of our outstanding stqatioas.

In the future, we may issue additional shares afroon stock, or securities with convertible featunts our common stock, from
time to time in connection with our employee equlgns, financings, acquisitions and investmenistioerwise. For example, in the fourth
quarter of 2014 we began issuing RSUs to employehe,majority of which vest quarterly over foways, beginning May 20,
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2015. In first quarter of 2015 we established th&Executive Bonus Plan and the 2015 Non-exec&breus Plan, or “Bonus Plans”, to be
settled in our common stock. If the business mefdc the issuance of the stock bonuses are metjoumtd expect a meaningful number of
shares to be issued in early 2016 as a resultseTéied any other issuance s could result in sufstdiution to our existing stockholders and
cause the trading price of our common stock toidecl

Certain provisions in our charter documents and usdDelaware law could limit attempts by our stockters to replace or remove our
board of directors or current management and lintite market price of our common stock.

Provisions in our certificate of incorporation amdaws may have the effect of delaying or prevanrchange of control or changes
in our management. These provisions include tHeviahg:

[ our board of directors has the right to elect doesto fill a vacancy created by the expansiothefboard of directors or tt
resignation, death or removal of a director, wipodvents stockholders from being able to fill vazias on our board of
directors;

[1 our stockholders may not act by written conserttatirspecial stockholde’ meetings; as a result, a holder, or hold
controlling a majority of our capital stock wouldtrbe able to take certain actions other than mti@inrstockholders’ meetings
or special stockholders’ meetings called by thetoé directors, the chairman of the board, thefttbkecutive officer or the
president

[ our certificate of incorporation prohibits cumulativoting in the election of directors, which lismithe ability of minority
stockholders to elect director candida

[1 stockholders must provide advance notice and aditidisclosures in order to nominate individualsdiection to the boat
of directors or to propose matters that can bedagpen at a stockholders’ meeting, which may disage or deter a potential
acquirer from conducting a solicitation of proxteslect the acquirer’'s own slate of directors thieowvise attempting to
obtain control of our company; ai

[1 our board of directors may issue, without stockbolpproval, shares of undesignated preferred stioelability to issu
undesignated preferred stock makes it possibledoboard of directors to issue preferred stockwiting or other rights or
preferences that could impede the success of samwatt to acquire u:

As a Delaware corporation, we are also subjecettam Delaware anti-takeover provisions. Undera&lre law, a corporation may
not engage in a business combination with any hati&5% or more of its capital stock unless thilaphas held the stock for three years or,
among other things, the board of directors hasayggt the transaction. Our board of directors coelg on Delaware law to prevent or delay
an acquisition of our company.

Certain of our executive officers may be entitledtcelerated vesting of their stock options purst@the terms of their employment
arrangements under certain conditions followindpange of control of the Company. In addition to dnengements currently in place with
some of our executive officers, we may enter imtalar arrangements in the future with other offeeSuch arrangements could delay or
discourage a potential acquisition of the Company.

Item 1 B. Unresolved Staff Comments
None.
Item 2. Properties

Our principal executive offices are located in Mtain View, California and include four buildingstating approximately 65, 000
square feet under leases expiring from March 201%ibe 2017. We have additional office locatiomsufhout the United States and in
various international locations, including offideshe United Kingdom , Germany, Netherlands ardidn
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We intend to add new facilities and expand ourtangsfacilities as we add employees and grow owirmss, and we believe that
suitable additional or substitute space will beilatde on commercially reasonable terms to meetwiwre needs.

Item 3. Legal Proceedings

The information set forth under “Litigation” in N®fL.2 contained in the “Notes to Consolidated Fir@r&tatements” in Iltem 8 ,
“Financial Statements and Supplementary Data, aof P of this Annual Report on Form 10-K i s inporated herein by reference.

Item 4. Mine Safety Disclosures

Not applicable.
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Part11
Item 5. Market for Registrant’'s Common Equity, Related Stockholder Matters and Issuer Purchases of Edty Securities
Reverse Stock Split

On May 27, 2014, we amended and restated our ardexrdkerestated certificate of incorporation to effe seven-for-five reverse stock
split of our common stock and convertible preferstmtk. On the effective date of the reverse stptik, (i) each seven shares of outstanding
convertible preferred stock and common stock wdaaed to five shares of convertible preferred stuk common stock, respectively; (i) the
number of shares of common stock issuable undér @atstanding option to purchase common stock wasoptionately reduced on a seven-
for-five basis; (iii) the exercise price of eachtsianding option to purchase common stock was ptiopately increased on a seven-for-five
basis; and (iv) corresponding adjustments in thespare conversion prices, dividend rates anddefion preferences of the convertible
preferred stock were made. All of the share andspare information referenced throughout thesedalmaded financial statements and notes
to the consolidated financial statements have beeoactively adjusted to reflect this reverse lstepulit.

Issuance of Common Stock and Use of Proceeds

In June 2014, we closed our initial public offering IPO, in which we sold 12,777,777 shares of mam stock at a price to the public
of $9.00 per share including 1,666,666 shares wincon stock sold pursuant to the full exercise efahderwriters’ over-allotment option.
The aggregate offering price for shares sold iroffering was approximately $115 million. The offerd sale of all of the shares in the IPO
were registered under the Securities Act pursumatregistration statements on Form S-1 (File 888-195089), which were declared or
became effective on June 12, 2014. The offeringrsented as of June 12, 2014 and did not termindteeball of the securities registered in
the registration statement were sold. Morgan Sya&l€o. LLC, Goldman, Sachs & Co., Deutsche BankuBiges, Barclays, Raymond James,
Stifel, Nomura and Blackstone Capital Markets aetethe underwriters. We raised approximately $62llion in net proceeds after
deducting underwriting discounts and commissiorspgiroximately $8. 0 million and other offering exiges of approximately $4.1 million.
Upon the closing of the initial public offering] ahares of our outstanding convertible prefertedlsautomatically were converted
into 49,646,975 shares of common stock.

There has been no material change in the planreedfyzoceeds from our IPO as described in out fin@spectus filed with the SEC on
June 12, 2014 pursuant to Rule 424(b). We investeattion of the funds received in registered mameyket funds and fixed income
investments. We refer our readers to Note 4 edtftievestments” in Item 8 , “Financial Statementsl Supplementary Data,” of Part Il of this
Annual Report on Form 10-K.

Market Information

Our common stock, $0.0001 par value per sharestegdlon the NASD A Q Global Select Market under sgmbol “MOBL” and began
public trading on June 12, 2014.

Price Range for our Common Stock

The following table sets forth the reported highl éow sales prices of our common stock for thequisiindicated, as regularly quoted on
The NASDAQ Global Select Market:

High Low
First Fiscal Quarter $ N/A $ NA
Second Fiscal Quarter (from June 12, 2014) $ 1174 $ 8.89
Third Fiscal Quarter $ 1296 $ 7.64
Fourth Fiscal Quarter $ 1131 $ 8.33
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Holders of Record and Dividends

As of December 31, 2014, there were 126 holdersatird of our common stock. Because many of oueshare held by brokers and
other institutions on behalf of stockholders, we @nable to estimate the total number of stockmsldepresented by these record holders. We
have never declared or paid, and do not anticigattaring or paying in the foreseeable future, @ash dividends on our capital stock. Any
future determination as to the declaration and patrof dividends, if any, will be at the discretiohour board of directors, subject to
applicable laws, and will depend on then existiagditions, including our financial condition, opeéng results, contractual restrictions, capital
requirements, business prospects, and other famiodsoard of directors may deem relevant .

Stock Performance Graph and Cumulative Total Return

The following graph compares the cumulative tothm attained by stockholders on our common stelelive to the cumulative total
returns of the NASDAQ Composite Index (MXIC) and8SDAQ Computer Index (NIXCO). The graph tracks peeformance of a $100
investment in our common stock and in each ofdéces (with the reinvestment of all dividends)frdune 12, 2014 to December 31, 2014.
The stock price performance on the following graphot necessarily indicative of future stock prieeformance.

Mobilelron, Inc. Comparison of Total Return Performance

$115

$90

$85 : : ‘
06/12/14 06/30/14 09/30/14 12/31/14

=Z=Mobilelron, Inc.  amNasdag Computer Index  eewNasdag Composite Index

Base Period
Company/Index 6/12/2014 6/30/2014 9/30/2014  12/31/201<
Mobilelron, Inc. $ 100 $ 9520 $ 11140 $ 99.60
Nasdaq Computer Inde 100 102.93 108.07 111.55
Nasdaq Composite Ind¢ 100 102.58 104.56 109.55
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Unregistered Sales of Equity Securities

Between October 1, 2014 and December 31, 2014 adeb sales of unregistered Securities and madepuwchases of shares of our
common stock from our employees or departing engasy

Securities Authorized for Issuance under Equity Corpensation Plans

See Item 12 of Part Il of this Annual R eport arii 10-K regarding information about securitieshatized for issuance under our
equity compensation plan.
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Item 6. Selected Financial Data

The following selected historical financial datash be read in conjunction with Item 7, “Managet®Discussion and Analysis of
Financial Condition and Results of Operations,” fingncial statements, and the related notes appe@rltem 8, “Financial Statements and
Supplementary Data,” of this Annual Report on FAiO¥K to fully understand factors that may affea tomparability of the information
presented below.

The statement of operations data for 2014, 20182812 and the balance sheet data as of Decemp2034 and 2013 are derived from
our audited financial statements appearing in BefiFinancial Statements and Supplementary Dafetfiis Annual Report on Form 10-K.
The balance sheet data as of December 31, 20E2ived from audited financial statements not inelilich this Annual Report on Form 10-K.
Our historical results are not necessarily indieabf the results to be expected in the future.

Year ended December 31,
2014 2013 2012

(in thousands, except share and per share data)
Consolidated Statement of Operations Data:

Revenue
Perpetual license $ 66816 $ 69,810 $ 26,251
Subscription 30,227 15,085 5,617
Software support and services 35,252 20,679 9,022
Total revenue 132,295 105,574 40,890
Cost of revenue
Perpetual license 4,448 3,327 1,930
Subscription 5,719 3,684 2,998
Software support and services 13,868 9,489 6,742
Total cost of revenué@ 24,035 16,500 11,670
Gross profit 108,260 89,074 29,220
Operating expenses
Research and developméht 46,278 36,400 23,773
Sales and marketir 99,870 68,309 45,979
General and administratiVe 22,400 12,081 7,223
Amortization of intangible assets 782 208 52
Impairment of in-process research and development = 3,925 =
Total operating expenses 169,33C 120,923 77,027
Operating loss (61,070 (31,849 (47,807
Other expense - net 302 396 137
Loss before income taxes (61,372 (32,245 (47,944
Income tax expense (benefit) 517 252 (1,433
Net loss $ (61,889 $ (32,497 $ (46,511
Net loss per share, basic and dilu $ (1.30 $ (327 $ (6.04
Weighted-average shares used to compute net loshae, basic and diluted 47,517 9,953 7,696
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(1) Amounts include stock-based compensationresgoas follows:

Year ended December 31

2014 2013 2012

Stock-Based Compensation Expense: (in thousands)

Cost of revenue $ 1,353 s 327 3 173

Research and development 5,980 5,238 2,565

Sales and marketing 5,930 1,893 1,063

General and administrative 3,363 931 483
Total stock-based compensation expense $ 16,626 $ 8,389 s 4,284

As of December 31

2014 2013 2012
Consolidated Balance Sheet Data: (in thousands)

Cash and cash equivalents $ 104,287 $ 73573 $ 38,692
Short-term and long-term investments $ 36,089 $ — 3 —
Working capital $ 90,448 $ 49,054 $ 13,132
Total assets $ 191,842 $ 111,25¢ $ 71,454
Total deferred revenue $ 54,174 $ 40,751 $ 45,500
Short-term borrowings $ — % 4,300 $ —
Convertible preferred stock $ — $ 160,25¢ $ 102,552
Accumulated deficit $ (190,723 $ (128,834 $ (96,337
Total stockholders' equity (deficit) $ 115,094 $ (109,825 $ (87,421

Item 7. Management’s Discussion and Analysis of Famcial Condition and Results of Operations

The following discussion and analysis of our finaia condition and results of operations should bead in conjunction with our
financial statements and related notes appearingesthere in this Annual Report on Form 10-K. In adigin to historical financial
information, the following discussion contains forvd-looking statements that reflect our plans, estites and beliefs. Our actual results
could differ materially from those contained in amplied by any forward-looking statements. Factdret could cause or contribute to these
differences include thoseunder “Risk Factors” included in Part I, Item 1A oiin other parts of this report.

Overview

We invented a purpose-built mobile IT platform émterprises to secure and manage mobile applicatiwrapps, content and devices
while providing their employees with device choipayacy and a native user experience. Custome&rsusplatform as the technology
foundation in their journey to become “Mobile Firstganizations, embracing mobility as a primarynpuiting platform for their employees.
Mobile First organizations transform their busiresby giving their employees secure access tearltiusiness applications and content on
devices employees want with a native user expegiémey love. Our platform is extensible and fostegsowing ecosystem of application
developers and technology partners who augmerititfitionality and add value to our platform, cregtpositive network effects for our
customers, our ecosystem and our company.
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Our mobile IT platform addresses the requiremenitsss all phases of customers’ journeys to becomieil®lFirst organizations. It
provides value to both end-users and IT departmé&nid-users get apps and content that they neget their job done on the mobile device of
their choice with the native device experience egise IT departments get a security and manageptetform that easily integrates into
their existing IT or cloud infrastructure and allthem to protect and manage corporate data arg] implependent of the mobile device, for
both corporate-owned, bring your own device, or B¥@nd mixed device ownership environments.

Our business model is based on winning new cusgmgpanding sales within existing customers, lipgahew products and renewing
subscriptions and software support agreements. Weuwstomers using a sales force that works closély our channel partners, including
resellers, service providers and system integrateshave experienced rapid growth in our custdmase, having sold our platform to over
8,000 customers since 2009. No single end usenrgbfmducts accounted for more than 5% of our t@aénue in 2014.

We derive revenue from sales of our software smhstiio customers, which are sold either (i) onragtaal license basis with annual
software support when deployed on premise or fiagubscription basis as a cloud service or wiepiogled on premise. The majority of our
revenue to date has been sales of perpetual Ie@fiseir platform and related annual software stippadth the subscription revenue being an
increasing portion of our revenue. Revenue fronssription and perpetual licenses represented appadely 23% and 50%, respectively, of
total revenue in 2014. The balance, constitutirfg 27 total revenue in 2014, was software suppaitservices revenue, including revenue
from agreements to provide software upgrades addtap, as well as technical support, to customehsperpetual software licenses. When
we sell our solutions on a subscription basis, emegally offer a one-year term and bill customaradvance. A portion of our revenues from
service providers is based on active subscriptiona monthly basis. We include this revenue in stifpson revenue and refer to this revenue
as monthly recurring charge, or MRC. We have expeed growth of MRC revenue each quarter sincéiegquarter of 2012. Our MRC
revenue comprised approximately 9% and 6% of dat tevenue in 2014 and 2013, respectively.

We have experienced rapid growth in recent perio@ds.gross billings were $145.7 million, $100.8lioil and $68.0 million in 2014,
2013 and 2012, respectively, representing growttssraf 45% from 2013 to 2014 and 48% from 20120632 See “Key Metrics and Non-
GAAP Financial Information” for more information dm reconciliation of gross billings to total reven Because we had not established
vendor specific objective evidence, or VSOE, of falue of software support and services priomtoudry 1, 2013, we recognized perpetual
license revenue ratably over the term of the rdlatdtware support agreement. Upon establishingaespecific objective evidence, or
VSOE, on January 1, 2013, we began to recognizeepal license revenue upon delivery assumingthéiraevenue recognition criteria have
been met. As a result, our total revenue includesumts related to licenses delivered in previowssydn 2014 and 2013, $5.2 million and
$21.1 million, respectively, was recognized as nexssfrom perpetual licenses that were delivereak poi 2013. Excluding revenue from
perpetual licenses delivered prior to 2013, owalt@venue was $127.1 million and $84.5 millior2014 and 2013 respectively.

We sell a significant portion of our products thgbwur channel partners, including resellers, serproviders and system integrators.
Our sales force develops sales opportunities ankdsagosely with our channel partners to sell aluons. We have a high touch sales force
focused on the Forbes Global 2000 Leading Compéisteinside sales teams focused on mid-sizedrgrnses and sales teams that work with
service providers that focus on smaller busined&fesprioritize our internal sales and marketing#ef on potential customers that are
members of the Forbes Global 2000 Leading Compéisidsecause we believe that they represent tigesa potential opportunity. As of
December 31, 2014, our channel partners included 400 mobile-focused resellers, over 40 serviogigers and a small number of systems
integrators.

We believe that our market opportunity is large glubal and sales to customers outside of the Or8tates will remain a significant
opportunity for future growth. In 2014, 2013 andl2045%, 44% and 40% of our total revenue, respalgtiwas generated from customers
located outside of the United States, primarilysthtocated in EMEA. International market trendg thay affect sales of our products and
services include heightened concerns and legalreqgants relating to data security and privacy itiygortance of execution on our
international channel partners strategy, and thpoitance of recruiting and retaining sufficienteimtational personnel.

Over the past year, we have significantly increasgdexpenditures to support the development apdresion of our business, which has
resulted in continuing losses. We have incurredosstes of $61.9 million, $32.5 million and $46.8lion in 2014, 2013 and 2012,
respectively. We plan to continue to invest foufetgrowth, in part by making additional investnseintthe area s of sales and marketing and
research and development. As a result of thigjoveot expect to be profitable for the foreseefltigre. Under our current operating plan,
future profitability is dependent upon continuedeieue growth , which may be challenging for a nundi@easons including a continued mix
shift towards MRC and other subscription licensingreasing and entrenched competition, changearin
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pricing model, or any failure to capitalize on gtbwpportunities. In addition , we will need toiease operating efficiency, which may be
challenging given our growth, operational comphgxéind the additional expenses associated wittgkepublic company.

In May 2014, we amended and restated our cerioftncorporation to effect a seven-for-five resgestock split of our common stock
and convertible preferred stock. On the effectiatedf the reverse stock split, (i) each seveneshafr outstanding convertible preferred stock
and common stock was reduced to five shares ofeztible preferred stock and common stock, respelgtivii) the number of shares of
common stock issuable under each outstanding oftiiparchase common stock was proportionately redon a seven-to-five basis; (iii) the
exercise price of each outstanding option to pusetmmmon stock was proportionately increaseds®van-to-five basis; and
(iv) corresponding adjustments in the per shareeaon prices, dividend rates and liquidation @refices of the convertible preferred stock
were made. All of the share and per share infoonagferenced throughout the consolidated finarst&kements and notes to the consolidated
financial statements have been retroactively aeflii reflect this reverse stock split.

In June 2014, we completed our initial public afigr or our IPO in which we issued and sold 12,777 ,shares of common stock,
including 1,666,666 million shares of common steold pursuant to the full exercise of the underwsitover-allotment option, at a price
of $9.00 per share. We received aggregate proc#eki7.0 million from the sale of shares of commstwck, net of underwriters’ discounts
and commissions, but before deducting offering agpe of approximately $4.1 million. Upon the clgsaf the initial public offering, all
shares of our outstanding convertible preferredkstatomatically were converted into 49,646,975ehaf common stock.

Key Metrics and Non-GAAP Financial Information

To supplement our financial results presented GAAP basis, we provide investors with certain noAAPR financial measures,
including gross billings, recurring billings, nonA@P revenue, non-GAAP gross profit, non-GAAP grosargin, non-GAAP operating loss,
non-GAAP operating margin, non-GAAP net loss, aod-GBAAP net loss per share. These non-GAAP finamegasures exclude stock-based
compensation, the amortization of intangible ass®igairment of in-process research and developmethiperpetual license revenue
recognized from li censes delivered prior to 2013.

Perpetual license revenue recognized from licendelvered prior to 2013

In our non-GAAP financial measures, we have exdutie effect of perpetual license revenue recogizam licenses delivered prior
to 2013 from revenue, gross profit, gross margierating loss, operating margin, net loss, andasstper share. Because we had not
established vendor specific objective evidenc&/®DE, of the fair value of software support and/eess prior to January 1, 2013, we
recognized perpetual license revenue ratably dvetarm of the related software support agreenifgn establishing VSOE on January 1,
2013, we began to recognize perpetual license tevepon delivery assuming all other revenue redimgnériteria are met. As a result, our
perpetual license GAAP revenue includes amoundge@lto licenses delivered prior to 2013. Revemuertizing from these perpetual licenses
delivered prior to 2013 has declined over eachtguaince the quarter ended March 31, 2013 anccailtinue to decline sequentially until it
is fully amortized. As of December 31, 2014, éimeount of unrecognized deferred revenue assoadtegerpetual licenses delivered prior
to January 1, 2013 was approximately $2.1 millafnyhich $1.8 million is expected to be recognize@015 and $0.3 million is expected to
be recognized after 2015.

Stock-based compensation expenses

In our non-GAAP financial measures, w e have exallithe effect of stock-based compensation expeSsesk-based compensation
expenses will recur in future periods.

Amortization of intangible assets

In our non-GAAP financial measures, w e have exatiithe effect of amortization of intangible assAtaortization of intangible assets
is significantly affected by the timing and sizeoofr acquisitions. Amortization of intangible asseill recur in future periods.
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Impairment of in-process research and development

In 2013, we recorded an impairment loss of $3.%ignilagainst the entire recorded in-process rebeand development, or IPR&D
balance associated with our acquisition of Push fitimg, Inc . We have excluded the effect of thpamment charge from our non-GAAP
financial measures . This expense is not expeoteekcur .

Non-GAAP revenue, non-GAAP gross profit, non-GAARogs margin, non-GAAP operating loss, non-GAAP opéng margin, non-
GAAP net loss, and non-GAAP net loss per share

We believe that the exclusion of perpetual liceresenue recognized from licenses delivered pri@Qb3, stock-based compensation
expense, and amortization of intangible assetsrapdirment of in-process research and developnframt, revenue, gross profit, gross
margin, operating loss, operating margin, net lass, net loss per share provides useful measuresaisagement and investors because
revenue recognized from licenses delivered pri@Qb3 has and will continue to significantly deeliover time until it is fully amortized , and
stock-based compensation, and the amortizationtafigible assets and impairment of in-process relsead development have been and can
continue to be inconsistent in amount from permg@driod. We believe the inclusion of these itenakes it difficult to compare periods and
understand the growth and performance of our basiria addition, we evaluate our business perfoomamd compensate management based
in part on these non-GAAP measures. There aredlioits in using non-GAAP financial measures becttus@on-GAAP financial measures
are not prepared in accordance with GAAP, may fierdint from non-GAAP financial measures used byanmpetitors and exclude
expenses that may have a material impact on oortepfinancial results. Further, stock-based careption expense has been and will
continue to be for the foreseeable future a sigaifi recurring expense in our business and an augpart of the compensation provided to
our employees. Similarly, amortization of intangilalssets has been and will continue to be a ragueKpense and has and will continue to
contribute to our revenue earned.

Gross and recurring billings and free cash flow

Our non-GAAP financial measures also include: gliliegs, which we define as total revenue plus thange in deferred revenue in a
period; recurring billings, which we define as tavenue less perpetual license, hardware, arfégsional services revenue plus the change
in deferred revenue for subscription and softwappsrt arrangements in a period, adjusted for raumring perpetual license billings; and free
cash flow, which we define as cash used in opegatativities less the amount of property and eqeipinpurchased . We consider gross
billings to be a useful metric for management angs$tors because gross billings drive deferredmasewhich is an important indicator of the
health and visibility of our business. Similarlyewonsider recurring billings to be a useful mebeécause recurring billings drive software
support and subscription deferred revenue, whiemisnportant indicator of the portion of our biesia that we would expect to recur each
year. There are a number of limitations relatethéouse of gross and recurring billings versusmaeecalculated in accordance with GAAP.
First, gross and recurring billings include amoutht have not yet been recognized as revenuen8eoar calculation of gross and recurring
billings may be different from other companies tregtort similar financial measures. We compengat¢hiese limitations by providing specific
information regarding GAAP revenue and evaluatirasg and recurring billings together with revenakewalated in accordance with GAAP.
Management believes that information regarding éasth flow provides investors with an importantsperctive on the cash available to invest
in our business and fund ongoing operations. Howexe calculation of free cash flow may not be pamable to similar measures used by
other companies.

We believe these non-GAAP financial measures dgiién understanding our past financial perforramnd our future results. Our
non-GAAP financial measures are not meant to beidered in isolation or as a substitute for comiplar&AAP measures and should be read
only in conjunction with our consolidated financsshtements prepared in accordance with GAAP. Quragement regularly uses our
supplemental non-GAAP financial measures interrtallynderstand, manage and evaluate our busimasspake operating decisions. These
non-GAAP measures are among the primary factoragement uses in planning for and forecasting fytereods. Compensation of our
executives is based in part on the performanceiobosiness based on certain of these non-GAAPunesas
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We monitor the following non-GAAP financial meassire

(in thousands, except percentages and per shagg dat
Non-GAAP total revenue

Year-over-year percentage increase
Gross billings

Year-over-year percentage increase
Recurring billings

Percentage of gross billings
Non-GAAP gross profit

Non-GAAP gross margin
Non-GAAP operating loss

Non-GAAP operating margin
Non-GAAP net loss
Non-GAAP net loss per share
Free cash flow

Reconciliation of Non-GAAP Financial Measures

For the year ended December 3:
2014 2013 2012
$ 127,081 $ 84,525 $ 40,890
50% 107%
$ 145,718 $ 100,825 $ 68,044
45% 48%
$ 78601 $ 45395 $ 22,812
54% 45% 34%
$ 105,047 $ 68,628 $ 29,416
82.7% 81.2% 71.9%
$ (48,228 $ (40,099 $ (43,448
(38.0% (47.4% (106.3%
$ (49,047 $ (40,747 $ (42,152
$ (103 $ (409 $ (547
$ (39,688 $ (27,794 $ (25,420

The following tables reconcile the most directlyngmarable GAAP financial measure to each of the @GP financial measures

discussed above.

(in thousands, except percentages and per shags dat
Non-GAAP total revenue reconciliation:
GAAP total revenue

Subtract: Perpetual license revenue recognized licanses delivered prior to 2013

Non-GAAP total revenue:
Gross billings reconciliation:
Total revenue
Total deferred revenue, end of perftd
Less: Total deferred revenue, beginning of period
Change in total deferred revenue
Gross billings

For the year ended December 31,
2014 2013 2012

$132,295 $105,574 $ 40,890
(5,214 (21,049 —
$127,081 $ 84,525 $ 40,890

$132,295 $105,574 $ 40,890
54,174 40,751 45,500
(40,751 (45,500 (18,346
13,423 (4,749 27,154
$145,71¢ $100,825 $ 68,044
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(in thousands, except percentages and per shagg dat

Recurring billings reconciliation:

Total revenue

Less: Perpetual license revenue

Less: Professional services revenue

Subscription and software support deferred reveene of period”

Less: Subscription and software support deferredmee, beginning of period

Change in total subscription and software suppefi¢rded revenue

Less: Adjustment®
Recurring billings

Non-GAAP gross profit reconciliation:

Gross profit

Add: Stock-based compensation expense

Add: Amortization of intangible assets

Subtract: Perpetual license revenue recognized licanses delivered prior to 2013
Non-GAAP gross profit

Non-GAAP gross margin reconciliation:

GAAP gross margin: GAAP gross profit over GAAPalatevenue

GAAP to non-GAAP gross margin adjustments
Non-GAAP gross margin

Non-GAAP operating loss reconciliation:

GAAP operating loss

Add: Stock-based compensation expense

Add: Amortization of intangible assets and impaininef IPR&D ©

Subtract: Perpetual license revenue recognized licemses delivered prior to 2013
Non-GAAP operating loss

Non-GAAP operating margin reconciliation:
GAAP operating margin: GAAP operating profit oveA&P total revenue
GAAP to non-GAAP operating margin adjustments

Non-GAAP operating margin
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For the year ended December 3:

2014

2013

2012

$132,295 $105,574 $ 40,890

(66,816 (69,810 (26,251
(2,404 (1,483 (1,515
49,194 30,468 14,712

(30,468 (14,712 (5,024
18,726 15,756 _ 9,688
(3,200 (4,642 —

$ 78,601 $ 45,395 $ 22,812

$108,26C $ 89,074 $ 29,220

1,353 327 173
648 276 23
(5,214 (21,049 —

$105,047 $ 68,628 $ 29,416

81.8% 84.4% 71.5%
0.9% (3.2% 0.4%
82.7% 81.2% 71.9%

$(61,070 $(31,849 $(47,807

16,626 8,389 4,284
1,430 4,410 75
(5,214 (21,049 —

$(48,228 $(40,099 $(43,448

(46.2% (30.2% (116.9%
8.2% (17.2%  10.6%
(38.096  (47.4% (106.30
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For the year ended December 3:

2014 2013 2012
(in thousands, except percentages and per shagg dat
Non-GAAP net loss reconciliation:
GAAP net loss $(61,889 $(32,497 $(46,511
Add: Stock-based compensation expense 16,626 8,389 4,284
Add: Amortization of intangible assets and impaininef IPR&D ©® 1,430 4,410 75
Subtract: Perpetual license revenue recognized licanses delivered prior to 2013 (5,214 (21,049 =
Non-GAAP net loss $(49,047 $(40,747 $(42,152
Non-GAAP net loss per share reconciliation:
GAAP net loss per share $ (130 $ (3.27 $ (6.04
Add: Stock-based compensation expense 0.35 0.85 0.56
Add: Amortization of intangible assets and impaininef IPR&D © 0.03 0.44 0.01
Subtract: Perpetual license revenue recognized licanses delivered prior to 2013 (0.11 (2.11 —
Non-GAAP net loss per share $ (1.03 $ (409 $ (547
Free cash flow:
Net cash used in operating activit $(36,569 $(25,550 $(23,481
Purchase of property and equipment (3,119 (2,244 (1,939
Free cash flow $(39,688 $(27,794 $(25,420

(1) Our deferred revenue consists of amounts that bege invoiced but that have not yet been recogrézedvenue as of the period e
including subscription, software support and servievenue paid for in advance by the customerishatcognized ratably over the
contractual service period. As of December 31, 20122013, $ 2.1 million and $ 7.3 million, respesy, of our total deferred
revenue consisted of license revenue deferred frenpetual licenses sold prior to January 1, 20tatee we had not established
VSOE until that date

(2) Includes nonrecurring perpetual license billinga ttonsist of the Deferred Portion arising from eliveétred elements of perpett
license arrangements and billings classified ulBlerdled Ar rangements. See Note 1 entitled “ Sumro&Bignificant Accounting
Policies—Revenue Recognition” in Item 8, “Financshtements and Supplementary Data,” of Part thisfAnnual Report on Form
1C-K for a description of Deferred Portion and Bundlatafigements

(3) Includesanimpairment charge of $3.9 millicin 2013 related to our -process research and develognt intangible asset. SNote6
entitled “ Goodwill and Intangibles” in Item 8, ‘fkncial Statement and Supplementary Data,” of IPaftthis Annual Report on Form
1C-K.

Factors Affecting our Performance
Market Adoption of Mobile IT Platforms

We are affected by the pace at which enterpriseptadobility into their business processes andhmase a mobile IT platform. Because
our prospective customers often do not have a aphudget for mobile IT products, we invest in keéing efforts to increase market
awareness, educate prospective customers andadidption of our platform. The degree to which pemsjve customers recognize the
mission-critical need for mobile IT solutions wdétermine the rate at which we sell solutions t@ aad existing customers.
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Investment in our Mobile IT Platform Ecosystem

We have invested, and intend to continue to investxpanding the breadth and depth of our moBiledosystem. We expect to invest
in research and development to enhance the appficatd technology integration capabilities of platform by developing new and
enhancing existing SDKs and APIs to further endtilel parties to integrate their applications aolliions with our platform. The degree to
which we expand our base of AppConnect and TeclgyoMliance partners will increase the value of platform for our customers, which
could lead to an increased number of new custoaseveell as renewals and follow-on sales opporsiti

Ability to Grow Worldwide Sales Channels

We have invested, and intend to continue to investxpanding our sales organization, increasingsales headcount and improving our
sales operations to drive additional revenue apgat the growth of our customer base. We work with channel partners to identify and
acquire new customers as well as pursue followabessopportunities. Newly-hired sales personneatglly require several months to become
productive. All of these factors will influence fiing and overall levels of sales productivity, imfyag the rate at which we will be able to
acquire customers to drive revenue growth.

Expansion and Upsell within Existing Customer Base

After the initial sale to a new customer, we foonsexpanding our relationship with such customesetbadditional device licenses,
subscriptions and products. To increase our reyahiseimportant that our customers expand deli@se count and purchase additional
products. Historically, we have often realized salEadditional device licenses that are multipiemitial sales of device licenses. Our
opportunity to expand our customer relationshipsuph additional sales is expected to increaseeaadd new customers, broaden our product
portfolio to meet additional mobile IT requiremeriterease the benefits provided to both userdB@ehd enhance platform functionality.
Additional sales lead to increased revenue ovelifd®ycle of a customer relationship and can digantly increase the return on our sales and
marketing investments. Accordingly, our revenuenghowill depend in part on the degree to which expansion and upsell sales strategy is
successful.

Mix of Subscription and Perpetual Revenue

We offer our solutions on both a subscription aactpptual pricing model. We believe investmentsuinaoud services have facilitated
further adoption of our solutions and have contebuto the growth in our subscription revenue. \Wesaeing broader market acceptance of
our subscription licensing model from new custom#@fe expect the proportion of subscription revetaueur total revenue to increase over
time and there may be significant increases oredesas on a quarterly basis . In addition, in agarents where perpetual and subscriptions to
our cloud services or on premise term licensesaldetogether, revenue is recognized ratably dwecontractual term. Depending on our
product development plans, situations in which peral licenses must be recognized as revenue yataby increase in the future. Because
subscription revenue is recognized ratably ovedtiration of the related contracts, increasestal tevenue will lag any increase in
subscription or combined arrangements.

Ability to Scale Operations

We plan to continue to invest for future growthpart by making additional investment s in the aref sales and marketing and research
and development. As a public company, we will andi to incur significant accounting, legal and o#sgenses that we did not incur as a
private company. At the same time, we will neéthtrease our operating efficiency , which mayhbeallenging given o ur growth,
operational complexity, and additional expensesoasated with being a public company.

Components of Operating Results
Revenue
Perpetual license revenue

Perpetual license revenue primarily relates tomaedrom on premise perpetual licenses. Upon éskéhy VSOE of fair value for
software support and services on January 1, 20&éRegan to recognize perpetual license revenue dglorery assuming all other
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revenue recognition criteria have been met. Podhat date, we recognized perpetual license revestably over the contractual term of the
related software support agreement. Prior to Jgnlia2013, we did not have VSOE of fair value far eoftware-related undelivered elements
due to limited history of stand-alone sales tratisas and inconsistency in pricing. We establisW&DE of fair value when we had a
substantial majority of stand-alone sales transastof software support and services arrangemeiciagwithin a narrow pricing band. In our
VSOE analysis, we generally include stand-alonessihnsactions entered into during a rolling 12timgeriod unless a shorter period is
appropriate due to changes in our pricing structarem time to time, we enter into multiple elemamangements with customers in which a
customer purchases our software with an appliahgpliance revenues are also included in perpeitahse revenue and constitute less than
10% of total revenue in 2014 , 2013 and 201 2 .

Subscription revenue

Subscription revenue is generated primarily fromssuptions to our on-site term licenses, arrangeswhere perpetual and term
license subscriptions are bundled together, anscsigtions to our cloud service. These revenuese@gnized ratably over the subscription
period or term. While most of our subscriptionsénavleast a one-year commitment, we also recogmites category MRC, which is revenue
from month-to-month subscription arrangements ghattypically sold through service providers arlteion a monthly basis. Except for
MRC, we typically bill subscriptions annually in\ahce.

Software support and services revenue

Software support and services revenue includesnieguevenue from agreements to provide softwagrades and updates, as well
as technical support, to customers with perpetnfaiare licenses. Revenue related to software stigooecognized ratably over the support
term. Software support and services revenue atdodas revenue from professional services, congigtf implementation consulting services
and training of customer personnel.

Cost of Revenue
Perpetual license

Our cost of perpetual license revenue consistesifaf third-party software royalties , applianeasl amortization of intangible
assets .

Subscription

Our cost of subscription revenue primarily consistsosts associated with our data center opemafmnour cloud service, our global
Customer Success organization and third-party soéwoyalties. Cloud service data center costsagrifynconsist of third-party hosting
facilities , telecommunication and information taology costs. Global Customer Success organizatoihdata center operations costs
primarily consist of salaries, benefits, bonusts;lsbased compensation, depreciation, recruitfagilities and cloud services data center
costs .

Software support and service

Our software support and services cost of revennegpily consists of costs associated with our gldbustomer Success
organization, including our customer support, pssfenal services, customer advocacy and trainiagse These costs consist of salaries,
benefits, bonuses, stock-based compensation, dafioec recruiting, facilities and information tewblogy costs.

Gross Margin

Gross margin, or gross profit as a percentagetaf tevenue, has been and will continue to be tdteby various factors, including
mix between large and small customers, mix of petglaold, mix between perpetual and subscriptienkes, timing of revenue recognition
and the extent to which we expand our global CustdBuccess organization and data center operatimhsding costs associated with third-
party hosting facilities , and stock-based compms&xpense associated with grants of equity asvawie expect our gross margins to
fluctuate over time depending on the factors dbsedriabove.
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Operating Expenses

Personnel costs are the most significant comparfespperating expenses and consist of salaries fibgr#onuses, stock-based
compensation and with regard to sales and marketipgnse, sales commissions. We expect operatpensgs to increase in absolute dollars,
as we continue to invest to grow our business. S\Mbjlerating expenses , exclusive of stock-basegensation expense, may fluctuate as a
percentage of total revenue from period to pemeslexpect them to decrease over the long termpascantage of total revenue. We expect
our stock-based compensation to increase in 20ttbthe introduction of the 2015 Employee Bonus Rlayable in our unrestricted common
stock and on-going grants of restricted stock unitsur employees and officers.

Research and Development Expenses

Research and development costs are expensed aghdresearch and development expense consistargyi of personnel costs.
Research and development expense also includesasssiciated with contractors and consultantspegnt and software to support our
development and quality assurance team s, fasiltiel information technology. We expect researchdavelopment expense to increase in
absolute dollars as we continue to invest in oturiproducts and services. While our researctdamdlopment expense, exclusive of stock-
based compensation expense, as a percentagel sét@aue may fluctuate, we expect it to decrease the long term as a percentage of total
revenue.

Sales and Marketing Expenses

Sales and marketing expense consists primarilyecfgnnel costs, including sales commissions. Weresg@pcommissions up-front at
the time of the sale. Sales and marketing expdeséaraludes third-party events, lead generatiangaigns, promotional and other marketing
activities, as well as travel, equipment and safeadepreciation, consulting, information technolagyl facilities. In the last 12 months, we
significantly increased the size of our sales fpstistantially increased our local sales preseremationally and increased marketing
spending to generate sales opportunities. We exades and marketing expense to continue to inelieaabsolute dollars as we increase the
size of our sales and marketing organizations t@ld@ and assist our channel partners and to ed paninternational presence . However,
we also expect our sales and marketing expensectease over the long term as a percentage ofévhue.

General and Administrative Expenses

General and administrative expense consists obpees costs, travel, information technology, faigs and professional services
fees. General and administrative personnel inctudeexecutive, finance, human resources and lagahizations. Professional services fees
consist primarily of litigation, other legal, acating and consulting costs. We expect general dntrastrative expense to increase in
absolute dollars due to additional legal, accogptimsurance, investor relations and other costsaated with being a public company. While

our general and administrative expense , exclusiwtock-based compensation expense, as a perearitagal revenue may fluctuate, we
expect it to decrease over the long term as a ptge of total revenue.

Amortization of Intangible Assets

Our amortization of intangible assets consistsnadrization of noncompete covenants.

Other Expense— Net
Other expense, net consists primarily of the eféé&xchange rates on our foreign currency-denomihasset and liability balances

and interest income earned on our cash and casbatanis and fixed income securities . All translatadjustments are recorded as foreign
currency gains (losses) in the consolidated stat&syd operations. Interest income was insignifidanall periods presented.

Income Tax Expense
Income tax expense consists primarily of incomesanr foreign jurisdictions in which we conduct imess. We maintain a full

valuation allowance for deferred tax assets incgdiet operating loss carry-forwards, researchdawelopment tax credits , capitalized
research and development and other book versudiffarences .
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Consolidated of Results of Operations

The following tables summarize our results of opere for the periods presented and as a percenfame total revenue for those
periods. The period-to-period comparison of regslt®ot necessarily indicative of results for fieriods.

Year ended December 31
2014 2013 2012

(in thousands, except share and per share dat

Revenue
Perpetual license $ 66816 $ 69,810 $ 26,251
Subscription 30,227 15,085 5,617
Software support and services 35,252 20,679 9,022
Total revenue(1) 132,295 105,574 40,890
Cost of revenue
Perpetual license 4,448 3,327 1,930
Subscription 5,719 3,684 2,998
Software support and services 13,868 9,489 6,742
Total cost of revenue(1) 24,035 16,500 11,670
Gross profit 108,260 89,074 29,220
Operating expenses:
Research and development(1) 46,278 36,400 23,773
Sales and marketing (1) 99,870 68,309 45,979
General and administrative(1) 22,400 12,081 7,223
Amortization of intangible assets 782 208 52
Impairment of in-process research and development = 3,925 —
Total operating expenses 169,33C 120,923 77,027
Operating loss (61,070 (31,849 (47,807
Other expense - net 302 396 137
Loss before income taxes (61,372 (32,245 (47,944
Income tax expense (benefit) 517 252 (1,433
Net loss $ (61,889 $ (32,497 $ (46,511
Net loss per share, basic and dilu $ (1.30 $ 3.27 $ (6.04
Weighted-average shares used to compute net loshae, basic and diluted 47,517 9,953 7,696

(1) Includes Stock-based compensation as follows:
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Contra-revenue

Cost of revenue

Research and development

Sales and marketing

General and administrative
Total

Revenue
Perpetual license
Subscription
Software support and services
Total revenue
Cost of revenue
Perpetual license
Subscription
Software support and services
Total cost of revenue
Gross profit
Operating expenses:
Research and development
Sales and marketing
General and administrative
Amortization of intangible assets
Impairment of in-process research and development
Total operating expenses
Operating loss
Other expense - net
Loss before income taxes
Income tax expense (benefit)
Net loss

Years Ended December 31, 2014, 2013 and 2012

Revenue

50

Year ended December 31

2014 2013 2012
(In thousands)
$ 123 % 78 $ —
1,353 327 173
5,980 5,238 2,565
5,930 1,893 1,063
3,363 931 483

$ 16,749 $ 8467 $ 4,284

Year ended December 31

2014

2013

2012

(As a percentage of total revenue

50 % 66 % 64 %
23 14 14
27 20 22
100 100 100

3 3 5

4 4 7
11 9 17
18 16 29
82 84 71
35 35 58
75 65 112
17 11 18

1 N J—

0 4 —
128 115 188
(46) (31) 117
(46) (31) (117,
— — 3)
(46)% (Bl _ (114 %




Table of Content

Change
Year Ended December 31 2014 vs 201 2013 vs 201!

(in thousands, except percentag 2014 2013 2012 Amount % Amount %
Perpetua $ 66,816 $ 69,810 $ 26,251 $ (2,994 % $ 43,559 166%
Subscriptior 30,227 15,085 5,617 15,142 100% 9,468 169%
Software support and servic 35,252 20,679 9,022 14,573 70% 11,657 129%

Total revenue $ 132,295 $ 105,574 $ 40,890 $ 26,721 259 $ 64,684 1589,
Percentage of total reven
Perpetua 50% 66 % 64 %
Subscriptior 23 14 14
Software support and servic 27 20 22
10004 10004 10004
For the year ended December 3! Change
2014 2013 2012 2014 vs 201< 2013 vs 201:
% of % of % of

(in thousands Total Total Total

except percentage Amount Revenue Amount Revenut Amount Revenut Amount % Amount %

Revenue
United State: $ 72,124 55% $ 58,656 56% $ 24,473 60% $ 13,468 23% $ 34,183 140%
Internationa 60,171 45% 46,918 44.9% 16,417 40% 13,253 28% 30,501 186%

Total revenue $ 132,295 1000, $ 105,574 1000, $ 40,890 1000, $ 26,721 250, $ 64,684 15804

Comparison of 2014 and 2013

Perpetual license revenue de creased $ 3.0 mitli@014 compared to 2013, primarily due to a 8illion increase associated
with market adoption of our solutions by both newd &xisting customers, offset by a $ 15.8 millilmtrease in revenue recognized from
licenses that were delivered prior to 2013, butfbich the revenue is being recognized ratably tiveicontractual terms of the related
software support agreements due to lack of VSOEdiware support and services prior to Januag013.

Subscription revenue increased $ 15.1 million,@¥ %, in 2014 compared to 2013, primarily due twéased sales of solutions sold
under either a cloud-based delivery model or agiiiton term license for our on premise softwaredoicts. The increase in subscription
revenue also included an increase in MRC reverare $6.0 million in 2013 to $12.6 million in 2014.

Software support and services revenue increase® $iilion, or 70%, in 2014 compared to 2013, priilyaas a result of an
increased installed base of customers that paynegisoftware support and additional users andcgswvithin preexisting customers.

Revenue from international sales increased 28%2014 compared to 2013 due to an increase indbeti@n of our products and an
increased cumulative installed base of customatfp offset by a decrease in revenue recognfeeh perpetual licenses delivered prior to
2013, as noted above.

Revenue from AT& T, as a reseller, was 20% of todgkenue in both 2014 and 2013 . No other cust@oesunted for 5 % or more
of total revenue in 2014 and 2013.

Comparison of 2013 and 2012

Our total revenue increased $64.7 million, or 15892013 compared to 2012. The increase refleabatirmuing expansion of the
mobile IT market and was attributable to an incegassales to both new and existing customersydicy sales of new premium products with
additional functionality for application containeation and content management that were releadatki2012 and early 2013. The increase
was also due to the recognition of $21.1 milliongerpetual license revenue relating to licensaswiere delivered prior to 2013, but for
which the revenue was being recognized ratably thescontractual terms of the related software sammreements due to lack of VSOE for
support prior to January 1, 2013. Revenue fronriatigonal sales increased from $16.4 million in2@4 $46.9 million in 2013, primarily due
to increased sales to customers in E urope . Revieam AT&T, Inc. as a reseller increased
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to 20% of total revenue in 2013, as compared to dfitétal revenue in 2012. No other customer actemlifor more than 5% of total revenue
for 2013 or 2012 .

Perpetual license revenue increased $43.6 millidk66%, in 2013 compared to 2012, due to an inergasales of perpetual licenses
resulting from an increase in market adoption afsmlutions. The increase was also due to the réttog of revenue from licenses that were
delivered prior to 2013 as described above.

Subscription revenue increased $9.5 million, or%6m 2013 compared to 2012, primarily due to iasesl sales of solutions sold
under either a cloud-based delivery model or aguiifon term license for our on premise softwareducts. Contributing to the increase in
subscription revenue, MRC, sold primarily through service providers, increased from $1.6 millior2012 to $6.0 million in 2013.

Software support and services revenue increased $dillion, or 129%, in 2013 compared to 2012, assailt of increased perpetual
license sales in 2013 and the increase in our @tivealinstalled base of customers that pay reaqysoftware support.

Cost of Revenue and Gross Margin

For the year ended December 3! Change
2014 2013 2012 2014 vs 201: 2013 vs 201:
% of % of % of
Total Total Total
(in thousands, except percentag Amount Revenue Amount Revenue Amount Revenue Amount % Amount %
Cost of revenue
Perpetual licens $ 4,448 3% $ 3,327 3% $ 1,930 5% $ 1,121 34% $ 1,397 2%
Subscriptior 5,719 4% 3,684 4% 2,998 7% 2,035 55% 686 23%
Software support and servic 13,868 11% 9,489 9% 6,742 17% 4379 _46% 2,747 _41%
Total cost of revenu $ 24035 18% $ 16,500 16% $ 11,670 29% $ 7535 _46% $ 4,830 _29%
Gross profil $ 108,26C $ 89,074 $ 29,220 $ 19,186 22% $ 59,854 205%
Gross margit 82% 84% 1%

Comparison of 2014 and 2013

Total cost of revenue increased $ 7.5 million, ®#4, in 2014 compared to 2013 . Perpetual licenseaf revenue increased $ 1.1
million , or 34 %, primarily due to an increasehi@rdware appliance and other inventory-relatedscosyalty costs associated with increased
perpetual license sales and amortization of intalagiassets. Subscription cost of revenue increage@ million, or 55 %, due to an increase
in data center operations expense , global Cust8&uweress organization expense and other third-pastg . Software support and services
cost of revenue increased $ 4.4 million, or 46 g tb an increase in our global Customer Succemmation expense, which included $2.3
million of increases in salaries, associated glataxes, and higher fringe benefit costs as waelan approximately $1.0 million increase in
stock-based compensation expense. The decreasesgirgargin in 2014 compared to 2013 was primdirily to the unfavorable impact of the
decrease in revenue that was recognized from peddatenses that were delivered prior to 2013.l&kag the impact of this reduction in
VSOE-related revenue, gross margin was 81 %2014 and 2013.

Comparison of 2013 and 2012

Total cost of revenue increased $4.8 million, d¥4in 2013 compared to 2012. Perpetual licenseafagivenue increased $1.4
million, or 72%, primarily due to an increase irpl@nce and royalty costs due to increased perpktease sales. Subscription cost of
revenue increased $686,000, or 23%, as we increasaglobal Customer Success and data center apesaxpense to support our growing
customer base. Software support and services tostenue increased $2.7 million, or 41%, as weeiased our global Customer Success
organization to support our growing customer babe.increase in gross margin in 2013 compared 1@ 2¢as largely due to economies of
scale and the favorable impact of perpetual liceegenue that was recognized ratably and attritbeitabicenses for software that were
delivered prior to 2013.

Operating Expenses
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For the year ended December 3: Change
2014 2013 2012 2014 vs 201: 2013 vs 201.
% of % of % of
Total Total Total
(in thousands, except percentag Amount Revenue Amount Revenue Amount Revenue Amount % Amount %
Operating expense
Research and developmt $ 46,278 35% $ 36,400 35% $ 23,773 58% $ 9,878 27%$ 12,627 53%
Sales and marketir 99,870 75% 68,309 65 % 45,979 112% 31,561 46% 22,330 49%
General and administrati\ 22,400 17% 12,081 11% 7,223 18% 10,319 85% 4,858 67%
Amortization of intangible asse 782 1% 208 —% 52 —% 574  276% 156 300%
Impairment of inprocess research &
developmen — —% 3,925 4% — — (3,925 (100% 3,925 NM
Total operating expens: $ 169,330 12805 $ 120,922 1150 $ 77,027 18805 § 48407 _ 400,$ 43,896 570

Comparison of 2014 and 2013

Research and development expense increased $18chnar 27 %, in 2014 compared to 2013, primadlye to an increase in
personnel costs of $ 7.4 million as we increasedlevelopment headcount to support continued invesst in our product and service
offerings . This expense also includes an increastock-based compensation expense of $ 742 T0@0stock-based compensation expense
increase was driven primarily by stock option gsasbme of which are expensed under the grademhgesethod, and the introduction of the
Company’s 2014 Employee Stock Purchase Plan, oPERIR partially offset by a reduction in expenssoaiated with restricted stock held by
employees who terminated during the year . Fazsliind other office expense s increased by $riiion to support the increased headcount
in research and development and the build-outeftiditional development and testing infrastructuBapport of headcount growth was also
the primary reason for increases in facilities arfichstructure expenses in the other functionahsre

Sales and marketing expense increased $31.6 mitliof6%, in 2014 compared to 2013, primarily ttuan increase in personnel
costs of $ 23.7 million related to increased shksdcount to drive growth . This expense also degus 5.5 million and $ 4.0 million of
increased commission expense and stock-based ceatfmnexpense, respectively. The stock-based aosagien expense increase was
driven primarily by stock option grants, some ofiethare expensed under the graded vesting methddhe i ntroduction of the ESPP. Travel
and conference expense increased $3.8 milliorresuét of increased travel requirements of ourdaggles team and our expansion into
foreign markets. Our third-party marketing-relagegbense increased $ 1.8 million as we investedénts, demand generation, public
relations, marketing infrastructure, and variodseoiprograms to expand our customer base and rimeartd grow relationships with our
existing customers. Our facilities and infrastruetaxpense for our sales and marketing personaedased by $1.5 million .

General and administrative expense increased $illi@n, or 85 %, in 2014 compared to 2013, priityadue to increases in
personnel costs of $ 6.2 million . This experise mcludes an increase in stock-based compemnsatizense of $ 2.4 million . We increased
general and administrative headcount in 2014 tpaupusiness growth and the requirements of beipgblicly traded company. The stock-
based compensation expense increase was drivearpyitoy stock option grants, some of which areenged under the graded vesting
method, and the introduction of the ESPP. Professigervices costs, including legal fees, a ccagntonsulting and insurance , increased
$2.7 million , primarily due to expenses associatétl being a publicly traded company. Facilitieslanfrastructure expense for our general
and administrative personnel increased by $1.5anill

Amortization of intangible assets recorded in ofiegeexpense was $ 782,000 in 2014 and $ 208if0R013. The increase was due
to the accelera tion of amortization of the non peta covenants intangible asset in conjunction thightermination of employees subject to
noncompete agreements.

In 2013, we abandoned a IPR&D project and reabed$3.9 million impairment loss.

Comparison of 2013 and 2012

Research and development expense increased $1Rod nar 53%, in 2013 compared to 2012, primadlye to an increase in
personnel costs of $11.3 million as we increasedieuelopment headcount to support continued invest in our future product and
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service offerings and an increase in facilities enficastructure costs of $1.1 million to suppo® tirowing organization. Personnel costs
included an increase of $2.7 million for stock-ltheempensation expense, of which $1.9 million wssoaeiated with compensatory restricted
stock grants made as part of acquisitions, antéalence of which was due to stock option grantniployees.

Sales and marketing expense increased $22.3 mitio#9%, in 2013 compared to 2012, primarily dwart increase in personnel
costs of $17.5 million as we increased sales headdo support growth and recognized $7.8 milliaghler commission expense. Travel-
related expense increased $2.1 million as a restiavel requirements of our larger sales teameaquinsion into foreign markets. In addition,
third-party marketing-related expense increased 8#llion as we expanded customer and partner progrand lead generation activities.
Stock-based compensation expense increased $83m,2003 compared to 2012 due to stock option gramemployees.

General and administrative expense increased $i®@mor 67%, in 2013 compared to 2012, primadiye to an increase in
litigation expense and personnel costs. Profeskgmmaices fees increased $3.1 million, primardystipplement our legal, finance and human
resources orga nizations to support our growthrsd®mel costs increased $1.8 million as we grewd¢mant. Stock-based compensation
expense increased $448,000 in 2013 compared tod(d B stock option grants to employees.

Amortization of intangible assets was $208,000$52/000 in 201 3 and 201 2 , respectively, andasasciated with intangible
assets recorded as part of acquisitions complat@di2.

During 2013, we abandoned a IPR&D project and edia $3.9 million impairment loss.

Other Expense—Net

For the year ended December 3! Change
2014 vs 201 2013 vs 201
(in thousands, except percentages) 2014 2013 2012 Amount % Amount %
Other expense—net $ 302% 396 % 137 $ (94 (4% $ 259 189%

Other expense—net was primarily comprised of fareigrrency transaction losses and losses fronrahnslation of foreign-
denominated balances to the U.S. dollar.

Income Tax Expense

For the year ended December 3: Change
2014 vs 201! 2013 vs 201:
(in thousands, except percentages) 2014 2013 2012 Amount % Amount %
Income tax expense (benefit) $ 517 $ 252 $(1,433 % 265 105% $ 1,685 (118%

Income tax expense was $ 517,000 , $252,000 aaxd lzenefit of $1.4 million during 2014, 2013 and.20respectively. The increase
in income tax expense from 2013 to 2014 was damtiocrease in foreign income taxes on profitsizedlby our foreign subsidiaries as we
expanded internationally. The tax benefit in 20iduded a $1.6 million one-time benefit from thizase of a valuation allowance on a net
deferred tax liability associated with non-deduetilntangible assets recorded as part of acquisitio
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Quarterly Results of Operations

The following table sets forth our unaudited qudytstatements of operations data for the lasttdigbal quarters. The information
for each of these quarters has been prepared @athe basis as the audited annual financial statsrreluded elsewhere in this annual
report and, in the opinion of management, incluakadjustments, which includes only normal remgradjustments, necessary for the fair
statement of the results of operations for thesege This data should be read in conjunction with audited consolidated financial
statements and related notes included elsewhéhésiannual report. These quarterly operating tesuk not necessarily indicative of our
operating results for any future period.

We do not believe that inflation had a materiateffon our business, financial condition or resofitsperations in the last three fiscal
years. If our costs were to become subject to fsigmit inflationary pressures, we may not be ablully offset such higher costs through price
increases. Our inability or failure to do so colnétm our business, financial condition and resafligperations.

Three Months Ended
December September June 30, March 31, December September June 30, March 31,
31, 2014 30, 2014 2014 2014 31, 2013 30, 2013 2013 2013

(in thousands, except share and per share dat

Revenue
Perpetual licens $ 18658 $ 17,550 $ 15,933 $ 14,675 $ 16,441 $ 16,932 $ 17,243 $ 19,194
Subscriptior 9,126 8,031 7,104 5,966 5,017 4,095 3,236 2,737
Software support and servic 9,914 9,336 8,430 7,572 6,666 5,447 4,676 3,890
Total revenue” 37,698 34,917 31,467 28,213 28,124 26,474 25,155 25,821
Cost of revenur
Perpetual licens 1,056 1,268 1,013 1,111 930 816 816 765
Subscriptior 1,574 1,439 1,466 1,240 1,040 899 884 861
Software support and servic 3,811 3,742 3,429 2,886 2,744 2,469 2,187 2,089
Total cost of revenu® 6,441 6,449 5,908 5,237 4,714 4,184 3,887 3,715
Gross profit 31,257 28,468 25,559 22,976 23,410 22,290 21,268 22,106
Operating expenst
Research and developm¢? 12,495 11,565 11,919 10,299 9,775 9,210 8,565 8,850
Sales and marketir® 27,425 25,618 25,063 21,764 21,336 17,771 15,442 13,760
General and administrati'® 6,443 6,232 5,117 4,608 3,167 3,177 3,287 2,450
Amortization of intangible asse — 365 365 52 52 52 52 52
Impairment of in-process research and
developmen — — — — — 3,925 — —
Total operating expens 46,363 43,780 42,464 36,723 34,330 34,135 27,346 25,112
Operating los: (15,106 (15,312 (16,905 (13,747 (10,920 (11,845 (6,078 (3,006
Other expens- net 44 66 95 97 96 132 83 85
Loss before income tax: (15,150 (15,378 (17,000 (13,844 (11,016 (11,977 (6,161 (3,091
Income tax expens 153 135 111 118 82 80 39 51
Net loss $ (15303 $ (15513 $ (17,111 $ (13962 $ (11,098 $ (12,057 $ (6,200 $ (3,142
Net loss per share, basic and dilu $ (0.20 $ (0.20 $ (0.66 $ (1.23 $ (1.03 $ (1.18 $ (064 $ (0.34
Weighted-average shares used to compute net loss
per share, basic and dilut 76,034 75,871 26,028 11,335 10,735 10,187 9,692 9,197
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(1) Amounts include sto-based compensation as follov

Three Months Ended

September 30 September 30
December 31 June 30, March 31, December 31 June 30, March 31,
2014 2014 2014 2014 2013 2013 2013 2013

Stock-Based Compensation
Expense: (in thousands)
Contrerevenue $ — $ — % 98 $ 25 $ 28 $ 14 3 13 % 23
Cost of revenu 456 468 328 101 90 86 70 81
Research and developme 1,606 1,439 1,687 1,248 1,140 1,123 1,383 1,592
Sales and marketir 1,859 1,957 1,498 616 490 511 466 426
General and administrati\ 1,017 1,015 895 436 279 257 218 177

Total stock-based

compensation

expense $ 4,938 $ 4,879 $ 4,506 $ 2,426 $ 2,027 $ 1,991 $ 2,150 $ 2,299

Quarterly Revenue Trends

Our total revenue generally increased, on a quattesis, over the eight quarters ended Decemhe2@®H, reflecting increasing
customer adoption of our mobile IT solutions, flyioff-set by the decrease in perpetual licersemue related to licenses delivered prior to
January 2013. The quarterly revenue in the quaetedled December 31, September 30, June 30 and 184r@®14 included $1.0 million,
$1.2 million, $1.4 million and $1.6 million, respgiely, of perpetual license revenue relating tefises that were delivered prior to 2013, but
for which the revenue was being recognized ratabyr the contractual term of the related softwaigsrt agreements due to lack of VSOE
for software support and services prior to JandaB013. The corresponding amounts in the quagteded December 31, September 30, June
30 and March 31, 2013 were $3.1 million, $4.5 ronili $5.9 million and $7.5 million.

Subscription revenue increased over the quarteripg@s primarily due to sales of solutions soldemeither a cloud-based delivery
model or as a subscription term license for oup@mise software products.

Software support and services revenue increasadluwweuarterly periods as a result of increaseggteal license sales and the
increase in our cumulative installed base of custsrthat purchased recurring software support.

Given our limited sales history, quarterly revetnemds over recent quarters may not be reliablieators of our future revenue mix.
Moreover, because we recognize revenue from pexbitanses when delivered, assuming all othermagaecognition criteria have been
met, and we recognize subscription and softwarpa@tignd services revenue ratably over the contaaterm of the related software support
agreements, quarterly changes in our mix of pegbpditense revenue versus subscription and softagport and services revenue may
produce substantial variation in our revenue ef/enr sales activity remains consistent. We belignege are seasonal factors that may cause
us to record higher revenue in some quarters cadparothers. We believe this variability is laggele to our customers’ budgetary and
spending patterns, as many customers spend thedipostions of their discretionary budgets priottte end of their fiscal years. For
example, we have historically recorded our highmstl of revenue in our fourth quarter, which wéidaee corresponds to the fourth quarter of
a majority of our customers.

Quarterly Gross Profit and Margin Trends

While gross profit increased in quarters of 2014@sapared to 2013, quarterly gross margin genevedly lower in the quarters of
2014 compared to the quarters of 2013 primarily tdugecreases in revenue from perpetual licendesdsd prior to January 1, 2013, which
had no corresponding cost of revenue. The increag®ss margin in the quarter ended December @14 vas due primarily to increases in
revenue and a reduction in software royalty paymseéntthe future, gross margin may fluctuate omarterly basis due to shifts in the mix of
sales between perpetual and subscription licetisesnix of products sold, the mix between large small customers, the timing of revenue
recognition and the extent to which we expand doiba Customer Success organization and data cepégations, including costs associated
with third party hosting facilities.
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Quarterly Operating Expense Trends

Total operating expenses generally increased fpealods presented primarily due to the additibpersonnel in connection with the
expansion of our business. Sales and marketinghergacreased from the quarter ended Septemb@038,to the quarter ended December
31, 2013 primarily due to increased commission agpeand third party marketing spending as we helghaber of events in the fourth
quarter. Sales and marketing expense increasée iquiarter ended June 30, 2014 compared to theegeaded March 31, 2014 due primarily
to hiring and increased stock-based compensatidrcammission expense. Sales and marketing expeassased during 2013 and 2014 as we
hired sales personnel to capture increasing salesrtunities and engaged in marketing programgeft generation and various activities to
promote our products. General and administratigeege increased in the quarter ended June 30,c20d3ared to the quarter ended March
31, 2013 due primarily to hiring and outside leg@sts to support the growth of our business aightibn-related legal costs. General and
administrative expense increased in the quartezgihrch 31, 2014 compared to the quarter endedrbieer 31, 2013 due to payroll-related
costs as we increased headcount, higher litigatitated legal expenses, consulting expense to eongpit our finance team and outside legal
expense to support our growth in contract volumehé quarter ended September 30, 2013, we abathi@doni@ process research and
development project and recorded a $3.9 milliondmpent loss. We generally expect our operatingesps to increase in absolute dollars as
we continue to invest in future products and apéted growth. In addition, we expect stock-basedpansation expense to increase in 2015
with the introduction of the 2015 Employee BonuarRbpayable in unrestricted common stock and ongggiants of restricted stock units to
our employees and officers.

Liquidity and Capital Resources

As of December 31
2014 2013

(In thousands)

Cash and cash equivalents $ 104,287 $ 73,573
Short-term investments 13,869 —
Long-term investments 22,220 —

For the year ended December 3:

(in thousands, except percentages) 2014 2013 2012

Net cash used in operating activit $ (36,569 $ (25,550 $ (23,481
Net cash used in investing activiti $ (39,873 $ (2,607 $ (5,386
Net cash provided by financing activiti $ 107,15¢ $ 63,038 $ 43,801

At December 31, 2014, we had cash and cash eqotsaé$ 104.3 million. Substantially all of oursteand cash equivalents are held
in the United States.

In the fourth quarter of 2014, we invested a portid our IPO proceeds from cash and cash equivalett fixed income securities,
including commercial paper, corporate debt se@siéind obligations of U.S. government agencie®esember 31, 2014 we had short-term
investments of $13.9 million and long-term investiseof $22.2 million.

In addition, in December 2013, we amended a rengliine of credit with a financial institution tndrease our potential borrowing
capacity to $20.0 million and extend ed the mafudite to August 2015. All other material terms andditions remained the same with the
exception of the added requirement that we mairgaiadjusted quick ratio (defined as the ratiousfent assets to current liabilities minus
deferred revenue) of at least 1.15. As of DecerBligeR014, we had no borrowings outstanding undsrrévolving loan facility and we were
in compliance with our loan covenants.

Prior to our IPO, we have financed our operatiamsgrily through private sales of equity securitiesJune 2014, we raised, net of
offering costs, $102.9 million in our initial publoffering. We believe that our existing cash aashcequivalents will be sufficient
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to meet our anticipated cash needs for at leastekel2 months. Our future capital requirementsdepend on many factors including our
growth rate, the timing and extent of spendingupp®rt development efforts, the expansion of satesmarketing activities, the introduction
of new and enhanced products and services offerihgsontinuing market acceptance of our prodaetg,future acquisition and similar
transactions and the proportion of our perpetusdusgsubscription sales. In the event that additibnancing is required from outside sources,
we may not be able to raise it on terms acceptahls or at all. If we are unable to raise addalarapital when desired, our business,
operating results and financial condition wouldsldeersely affected.

Cash Used in Operating Activities

Our primary source of cash from operating actisiti@s been from cash collections from our custorivéesexpect cash inflows from
operating activities to be affected by increasesaies and timing of collections. Our primary ubeash from operating activities has been for
personnel costs. We expect cash outflows from dipgractivities to be affected by increases in pengl costs as we grow our business. Cash
used in operating activities was $ 36.6 milliofi 25.6 million and $23.5 million in 2014 , 2013 &2l 2 , respectively.

In 2014, we used $ 36.6 million of cash in opetuwtivities primarily as a result of our expansidrour sales organization,
investment in marketing programs, and the addiiimeadcount in research and development, custenteess, data center operations and our
general and administrative team s. We incurred éoss of $ 61.9 million in 2014 as we increasedaperating expenses 40 % to $ 169.3
million and increased our cost of revenue 46% t.@illion . The net loss included non-cash chaugfed 20.5 million, primarily due to
stock-based compensation, depreciation and intenggéiset amortization expense. Changes in operassgfs and liabilities, net of
acquisitions, as sources of cash, consisted di&a4smillion favorable increase in deferred reveand a $ 2.9 million favorable change in
accounts payable, accrued expenses and otherdamgigbilities that were partially offset by inases in accounts receivable of $ 10.6 million
and other current and noncurrent assets of $ 885,00

In 2013, we used $25.6 million of cash for opei@tuctivities primarily as a result of the expansiéour sales organization and
investment in marketing programs, and the addiibineadcount in research and development, custenteess and data center operations,
partially offset by cash received from customerg Melieve this investment is necessary to drivddhg-term success of our company. We
incurred a net loss of $32.5 million in 2013 asimereased our operating expenses 57% to $120.mihd increased cost of revenue 41% to
$16.5 million. The net loss included non-cash chamf $14.4 million, primarily due to stock-basednpensation, depreciation expense and
impairment of IP R&D. Unfavorable changes in opegassets and liabilities, net of acquisitions$d#4 million increased our use of cash
from operations, as growth in accounts receivabtedecreases in deferred revenue was only parttet by increases in accrued liabilities,
especially payroll-related accrued expense.

In 2012, we used $23.5 million of cash for opeigtuctivities primarily as a result of our investrhgnproduct development, the
expansion of our marketing and sales activitied, the related increased support infrastructureiredupartially offset by cash received from
customers. We incurred a net loss of $46.5 millioR012 as we more than doubled our operating esgseto $77.0 million and increased cost
of revenue 125% to $11.7 million. The net loss wadially offset by favorable changes in operatisgets and liabilities, net of acquisitions,
of $17.4 million, mainly due to increased deferredenue, and non-cash charges of $5.6 million, gmilgnfor stock-based compensation and
depreciation expense.

Cash Used in Investing Activities

Our investing activities have consisted of purchasfgroperty and equipment, a business and tegpa@nd other assets. We expect
to continue to make such purchases to supportrhvetly of our business.

Cash used in investing activities was $ 39.9 millio 2014 which consisted mostly of our purchas$3#.1 million of short and long-
term investments . In addition, we purchased $3lliomof equipment and software and paid $650,80purchase intellectual property.

Cash used in investing activities was $2.6 milkord $5.4 million, in 2013 and 2012, respectivety2013, $2.2 million of the cash
used in investing activities was attributable te purchase of equipment for the expansion of ot& clenters and increase in infrastructure to
support our increasing headcount. In 2012, we @8etmillion for the purchase of Push Computing,,lier Push, $1.9 million for the
purchase of equipment and $396,000 for the purabiaisgellectual property. We purchased Push aedritellectual
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property to provide enhanced security featuresiimsoftware applications and services. Propertyeandpment purchases were primarily to
support our employee growth and expand our dateren
Cash Provided by Financing Activities

Our financing activities have consisted of procefeais the initial public offering, the issuanceauvertible preferred stock, the
exercise of stock options, and borrowings and ney@ags under our revolving line of credit.

In 2014, our financing activities provided $ 10#lion of cash. Cash from financing activitiesa014 included proceeds from our
IPO of $107.0 million, net of underwriting discoar@nd commissions, $2.0 million of proceeds fromisisuance of convertible preferred
stock, $2. 3 million from the exercise of stockiops as well as $ 4.3 million of cash receivedifremployees related to our ESPP, partially
offset by a net $ 4 .3 million repayment of borrogs from our revolving line of credit and $4. 1lioih in payments of IPO offering costs.

In 2013, our financing activities provided $63.0lion, which included $57.7 million of net proceefilsm the issuance of convertible
preferred stock, $4.3 million from borrowings under revolving line of credit and $1.0 million frothe exercise of stock options.

In 2012, our financing activities provided $43.8lioin, which included $42.3 million of net proceefilsm the issuance of convertible
preferred stock and $1.5 million from the exera@ifstock options. In 2011, our financing activitigevided $20.9 million, which included
$19.9 million of net proceeds from the issuancearfvertible preferred stock and $1.0 million frdme £xercise of stock options.

Contractual Obligations and Commitments

The following table summarizes our contractual commants and obligations as of December 31, 2014:

More

Less Than : Than 5
Total year 1-3 years 3-5 years years
(In thousands)
Operating lease obligations $ 7830 % 3279 $ 4097 $ 454 $ —
Purchase obligations 4,641 3,895 746 — —
Total $ 12471 $ 7,174 $ 4843 $ 454 $ —

In January 201 5 , we expanded our office facilitrethe U.S. and internationally with additionsd$e commitments totaling $2.2
million.

The contractual obligations table excludes taxlitads of $2.8 million related to uncertain taxgiions because we are unable to
make a reasonably reliable estimate of the timirgetilement, if any, of these future payments.

Off-Balance-Sheet Arrangements

Through December 31, 2014, we did not have anyioekhips with unconsolidated organizations orfiicial partnerships, such as
structured finance or special purpose entitieswtmatid have been established for the purpose ditéding off-balance sheet arrangements or
other contractually narrow or limited purposes.
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Segment Information

We have one primary business activity and operatsé reportable segment.

Concentration

AT&T accounted for approximately 22% of our reverfureluding 2% as an end customer) in 2014. In 2@0XRT accounted for
approximately 23% of our revenue (including 3% a&ad customer). Our agreements with this resetge made in the ordinary course of
our business and may be terminated with or witlsause by either party with advance notice. Althowgtbelieve we would experience some
short term disruption in the distribution of oubgucts, subscriptions and services if these agneemeere terminated, we believe such
termination would not have a material adverse effecour financial results and that alternativeeiess and other channel partners exist to
deliver our products to our end customers.

Critical Accounting Policies and Estimates

Our consolidated financial statements have beguapee in accordance with U.S. generally accepteduatting principles. The
preparation of these consolidated financial statdésmequires us to make estimates and assumptiahaftect the reported amounts of assets,
liabilities, revenue, expenses and related discbssWe base our estimates on historical experianden various other assumptions that we
believe are reasonable under the circumstancegWlaate our estimates and assumptions on an angasis. Actual results may differ
from these estimates. To the extent that therenaterial differences between these estimates andobual results, our future financial
statements will be affected.

The critical accounting policies requiring estingtessumption and judgments that we believe haventist significant impact on our
consolidated financial statements are describemlbdtor further information on all of our significbaccounting policies, see Note 1 entitled
“Description of Business and Significant Accountipglicies” in Part I, Item 8 “Financial Statemeatsd Supplementary Data” of this Annual
Report on Form 10-K.

Revenue Recognition

We derive revenue principally from software-relatgchngements consisting of perpetual softwaredies, post-contract customer
support for such licenses, or PCS or software supjpeluding when and if available updates, anofgssional services such as consulting and
training services. We also offer our software asitbased licenses and cloud-based arrangemeratddition, we install our software on
servers that we ship to customers.

We consider following to be key accounting politgations and estimates in our revenue recognition:

0] Determining VSOE of fair value and best estienaf selling price, or BESP, of fair value usedlocate revenue between the
elements of multiple elements arrangements regusignificant judgment . As of January 1, 2013 detrmined that we had
sufficient history to establish VSOE of fair valiee PCS and professional services. Prior to Janbia913, we did not have
VSOE of fair value for our software-related undetied elements due to a limited history of stamhalsales transactions and
inconsistency in pricing. We established VSOE af¥alue when we had a substantial majority of dtafone sales
transactions of software support and servicesrmgiaiithin a narrow pricing band. In our VSOE anaysve generally include
stand-alone sales transactions completed durindiagr 12 month period unless a shorter periodojsrapriate due to ¢ hanges
in our pricing structure. Because we did not achigrcing consistency for our products, includimgduct subscription and
cloud-based services, we use the residual methalibiate revenue in multiple element arrangematftinvscope ofASC 985 -
605 Software Revenue Recognitimd BESP to allocate the revenue in multiple eléragmangement within scope ABC 60

Revenue recognitig;

(i) Determining whether collection of customece#/ables is probable may require significant judgtnWe assess collection on
customer-by-customer and deal-by-deal basis argssssich factors as history of payments, finacoatlition, and payment
terms;

(i) Generally, sales made through resellersfalfdled to the end customer and processed instrae period. Inventory of the
licenses held by the resellers was immaterial fgzexiods presentec

(iv) We consider our resellers our customers and rezegaivenue based on the price chargeresellers
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(V) Sales commissions and other incremental ¢osdsquire contracts are expensed as incurredraneeorded in sales and
marketing expensi

Goodwill and Intangible Assets with Indefinite Lsve

We record the excess of the acquisition purchase prer the fair value of the tangible and idéalife intangible assets acquired as
goodwill. We perform an impairment test of our gadtlin the third quarter of our fiscal year, or nedrequently if indicators of potential
impairment arise. We have a single reporting umit @onsequently evaluate goodwill for impairmergdshon an evaluation of the fair value of
the Company as a whole. We record purchased irtngssets at their respective estimated fair gaditithe date of acquisition. Purchased
intangible assets are being amortized using tlaégétrline method over their remaining estimateefuidives, which range from three to five
years. We evaluate the remaining useful lives w@irgible assets on a periodic basis to determirethgh events or circumstances warrant a
revision to the remaining estimated amortizationquke We evaluated our goodwill for impairment 812 and 2013 and observed no
impairment indicators.

We also review our indefinite lived intangible assfer impairment. We have determined that ourigtiale assets have not been
impaired in 2014. In 2013, we abandoned an in-@®cesearch and development project and recorfid®anillion impairment loss.

Stock-Based Compensation

Stock-based compensation costs related to reststbek and stock options granted to employeemassured at the date of grant based
on the estimated fair value of the award, net tifreged forfeitures. We estimate the grant datevaliue, and the resulting stock-based
compensation expense, using the Black-Scholesrepticing model. We recognize compensation costaficards with service and
performance vesting conditions on an acceleratatdodainder the graded vesting method over the sequgervice period of the award. For
stock awards with no performance condition, we gaexe compensation costs on a straight-line bass the requisite service period of the
award, which is generally the vesting term of fgears.

Key assumptions used in determining the fair valueur stock option grants are estimated as follows
These
assumptior
are
estimated ¢
follows:

. Risk-Free Interest Rate. We base the ri-free interest rate used in the Bl-Scholes valuation model on the implied yi
available on U.S. Treasury z-coupon issues with an equivalent remaining terth@foptions for each option grot

. Expected Tern. The expected term represents the period thadtoual-based awards are expected to be outstanding. V&
opted to use the simplified method for estimatimg éxpected term, which calculates the expecteu ésrthe average time-to-
vesting and the contractual life of the optic

. Volatility . We determine the price volatility factor basedtloa historical volatilities of our peer group as did not haw
sufficient trading history for our common sto

. Dividend Yield. The expected dividend assumption is based ocwuent expectations about our dividend policy.
currently do not expect to issue any divider

Forfeiture Rate.The forfeiture rate is calculated on expected egg#durnover. We have applied the same forfeitate to
our entire employee populatic
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The fair value of the employee stock options waisneded using the following assumptions for theiqus presented:

Year ended December 31

2014 2013 2012
Expected dividend yield — — —
Risk-free interest rate 1.7% -2.1% 1.1% -1.9% 1.1% -1.9%
Expected volatility 48% - 56% 52% - 53% 51% - 57%
Expected life (in years) 5.6-6.5 59-6.3 5.0-6.5

In 2014, 2013 and 2012, stock-based compensatipense was $16.7 million, $8.5 million and $4.3 imil| respectively. As of
December 31, 2014, we had approximately $31.2aniliif total unrecognized compensation expenseyfrretated forfeiture estimates, which
we expect to recognize over a weighted-averagegefiapproximately 2. 3 years .

We estimate the fair value of the rights to acgstoek under our ESPP using the Black-Scholes omtiing formula. Our ESPP
typically provides for consecutive 24 month offgrimeriods, consisting of four tranches. We recagoizmpensation expense on an
accelerated-graded basis over the employee’s regaeyvice period. We account for the fair valfieestricted stock units, or RSUs, using the
closing market price of our common stock on the aditgrant. RSUs typically vest ratably on a quértieasis over one to four years.

Income Taxes

We account for income taxes in accordance with A8fic 740, Income Taxes, under which deferreditbilities and assets are
recognized for the expected future tax consequerfdesnporary differences between financial stat@nearrying amounts and the tax basis of
assets and liabilities and net operating loss ardredit carryforwards. Valuation allowances atablished when necessary to reduce
deferred tax assets to the amount expected toatieae.

We currently have a full valuation allowance agamg U.S. net deferred tax assets of $67.6 millierof December 31, 2014. We
continue to monitor the relative weight of positaed negative evidence of future profitability @lavant jurisdictions. When evidence
indicating that it becomes more likely than not tie tax asset may be utilized, the allowance bvglreleased.

Recent Accounting Pronouncements

For discussion on recent accounting pronouncemse¢s; Summary of Significant Accounting Policiesrider Note 1 “ Description of
Business and Significant Accounting Policies” ird#d in Item 8, “ Financial Statements and SuppleéargrData ” of Part 1l of this Annual
Report on Form 10-K.
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Iltem 7 A. Quantitative and Qualitative Disclosuresabout Market Risk

Foreign Currency Exchange Risk

Our sales contracts are currently primarily denat@d in U.S. dollars. A portion of our operatingperses are incurred outside the
United States and are denominated in foreign caieerand are subject to fluctuations due to chaimg&seign currency exchange rates,
particularly changes in the British Pound and Eimc®014, our operating expenses benefitted framrbrease in the value of the U.S. dollar
versus the Euro and other foreign currenciesin 2015 or future years, the U.S. dollar declimesalue versus the Euro or other currencies,
our operating expenses will increase. The effeet lofpothetical 10% change in foreign currency arge rates applicable to our business
would not have a material impact on our consolidditeancial statements. To date, we have not ertyaergeny hedging strategies. As our
international operations grow, we will continueréassess our approach to managing our risk refiatiéuctuations in currency rates.

Additionally, fluctuations in foreign currency exatige rates may cause us to recognize transactiosn @jad losses in our statement of
operations. To date, foreign currency transact&@ingand losses have not been material to ourdiabstatements.

Interest Rate Risk

We had cash, cash equivalents and fixed incomesiments of $ 140.4 million and $73.6 million adDafcember 31, 2014 and 2013,
respectively, consisting of bank deposits, moneyketfunds, corporate debt securit ies, commepagkr and securities and obligations of
U.S. government agencies.

We do not enter into investments for trading orcsiietive purposes and have not used any deriviitigacial instruments to manage
our interest rate risk exposure. By policy, we tithe amount of credit exposure to any one issnéroair investments are held with capital
preservation as the primary objective.

Our cash equivalents and investments are subjecttket risk due to changes in interest rates.

Due to increases in interest rates, we may suifsds in principal if we are forced to sell se@sithat decline in market value due to
changes in interest rates. However, because 8sifglaur investments as “held-to-maturity”, norgaor losses are recognized due to changes
in interest rates unless such securities are sa@dtp maturity or declines in value are deterndine be other-than-temporary. We believe that
we do not have any material exposure to changgeifair value of our investment portfolio as autesf changes in interest rates. Declines in
interest rates, however, will reduce future invesitrincome, if any. For instance the effect diypothetical 50 basis point increase or
decrease in interest rates would result in a chahgpproximately $250,000 to our annual interesbime.
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Item 8. Financial Statements and Supplementary Data

The Selected Financial Data information contaimeldeém 6 of Part Il hereof is hereby incorporatgddference into this ltem 8 of
Part 1l of thi s Form 10-K.
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Report of Independent Registered Public Accountingrir m

Board of Directors and Stockholders of Mobilelrbrg.
Mountain View, California

We have audited the accompanying consolidated balsineets of Mobilelron, Inc. and subsidiaries {@empany”) as of December 31,
2014 and 2013, and the related consolidated statsrmo&operations, convertible preferred stock stodkholders’ equity (deficit), and cash
flows for each of the three years in the periodeendecember 31, 2014. These financial statemeathamresponsibility of the Company’s
management. Our responsibility is to express aniopion these financial statements based on outsaud

We conducted our audits in accordance with thedstals of the Public Company Accounting OversighafBlqUnited States). Those
standards require that we plan and perform thet émdbtain reasonable assurance about whethdéntiecial statements are free of material
misstatement. The Company is not required to hawewere we engaged to perform, an audit of iwriv@l control over financial reporting.

Our audits included consideration of internal cohtwer financial reporting as a basis for desigrandit procedures that are appropriate in the
circumstances, but not for the purpose of exprgsamopinion on the effectiveness of the Compaimggrnal control over financial reporting.
Accordingly, we express no such opinion. An aullibancludes examining, on a test basis, evidenpparting the amounts and disclosures in
the financial statements, assessing the accouptingiples used and significant estimates made ayagement, as well as evaluating the
overall financial statement presentation. We belithat our audits provide a reasonable basis foopimion.

In our opinion, such consolidated financial stateta@resent fairly, in all material respects, tiharicial position of Mobilelron, Inc. and
subsidiaries as of December 31, 2014 and 201 3thenaksults of their operations and their cash $léov each of the three years in the period
ended December 31, 2014, in conformity with accognprinciples generally accepted in the Unitede@f America.

/sl Deloitte & Touche LLP

San Jose, California
February 27, 2015
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MOBILEIRON, INC.
CONSOLIDATED BALANCE SHEETS
(In thousands, except share and per share data)

ASSETS
Current asset:
Cash and cash equivalel
Shor-term investment
Accounts receivable, net of allowance for doubdfttounts 0$550 and $492 aDecember 31, 201and 2013, respective
Prepaid expenses and other current a
Total current asse
Long-term investment
Property and equipme—net
Intangible asse—net
Goodwill
Other asset
TOTAL ASSETS
LIABILITIES, CONVERTIBLE PREFERRED STOCK, AND STOCK HOLDERS' EQUITY (DEFICIT)
Current liabilities:
Accounts payabl
Accrued expense
Shor-term borrowings
Deferred revent-current
TOTAL CURRENT LIABILITIES
Long-term liabilities:
Deferred revent-noncurren
Other lon¢term liabilities
TOTAL LIABILITIES
Commitments and contingencies (Note

Convertible preferred stoc
Convertible preferred stock, $0.0001 par valueda0,000 and 69,505,831 shares authorized, zerd®446,072 shares issued and
outstandincat December 31, 2014 and 2013, respecti

Stockholders' equity (deficit
Common stock, $0.0001 par value, 300,000,000 at¢B®20,000 shares authorized, 76,153,844 share$1a0@8,283 shares issued ar
outstandincat December 31, 2014 and December 31, 2013, resgigc

Additional paic-in capital
Accumulated defici
TOTAL STOCKHOLDERS' EQUITY (DEFICIT
TOTAL LIABILITIES, CONVERTIBLE PREFERRED STOCK, ANBBTOCKHOLDERS' EQUITY (DEFICIT

See accompanying notes to the consolidated finbsteiements
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December 31

2014 2013
104,287 $ 73,573
13,869 —
34,676 24,125
4,018 3,712
156,850 101,410
22,220 —
3,978 3,095
2,132 1,311
5,475 4,799
1,187 644
191,842 $ 111,259
1,137 $ 836
21,169 14,798
— 4,300
44,096 32,422
66,402 52,356
10,078 8,329
268 140
76,748 60,825
= 160,259
8 2
305,809 19,007
(190,723 (128,834
115,094 (109,825
191,842 $ 111,259
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CONSOLIDATED STATEMENTS OF OPERATIONS

Revenue
Perpetual licens
Subscriptior
Software support and servic
Total revenue
Cost of revenu
Perpetual licens
Subscriptior
Software support and servic
Total cost of revenu
Gross profit
Operating expense
Research and developm
Sales and marketir
General and administrati\
Amortization of intangible asse
Impairment of i-process research and developn
Total operating expens:
Operating los:
Other expensnet
Loss before income tax:
Income tax expense (bene
Net loss

Net loss per share, basic and dilu

MOBILEIRON, INC.

(In thousands, except per share data )

Weightec-average shares used to compute net loss per bhaaieand dilute

Year ended December 31

2014 2013 2012
66,816 $ 69810 $ 26251
30,227 15,085 5,617
35,252 20,679 9,022

132,295 105,574 40,890
4,448 3,327 1,930
5,719 3,684 2,998

13,868 9,489 6,742
24,035 16,500 11,670
108,26C 89,074 29,220
46,278 36,400 23,773
99,870 68,309 45,979
22,400 12,081 7,223
782 208 52

= 3,925 =

169,33C 120,923 77,027

(61,070 (31,849 (47,807

302 396 137
(61,372 (32,245 (47,944
517 252 (1,433

(61,889 $ (32,497 (46,511

(130 $ (3.27 (6.04
47,517 9,953 7,696

See accompanying notes to the consolidated finbsta@ments

67



Table of Content

BALANCE—December 31, 201

Issuance of common stock for stock option exerc
Vesting of early exercised stock options and retsidi
stock

Issuance of Series E preferred stock at $9.9550 per
shar—net of issuance costs of $1

Acquisition of Push Computing, In
Acquisition of intellectual propert
Stocl-based compensatic

Net loss

BALANCE—December 31, 201

Issuance of common stock for stock option exerc
Vesting of early exercised stock options and retstdi
stock

Issuance of Series F preferred stock at $9.9550 per
shar—net of issuance costs of $1

Stocl-based compensatic

Net loss

BALANCE—December 31, 201

Issuance of common stock for stock option exerc
Vesting of early exercised stock options and retti
stock

Issuance of Series F preferred stock at $9.9550 per
shar—net of issuance costs of

Stocl-based compensatic

Conversion of preferred stock for initial publidering
Issuance of common stock for initial public offeyjimet
of issuance costs of $4,0

Purchase of Averail Corporatic
Net loss
BALANCE—December 31, 201

MOBILEIRON, INC.
CONSOLIDATED STATEMENTS OF CONVERTIBLE PREFERRED ST OCK AND STOCKHOLDERS ' EQUITY (DEFICIT)

(In thousands, except share and per share data)

Total
Convertible Additional Stockholders'

Preferred Stock Common Stock Paid-in Accumulated Equity

Shares Amount Shares Amount Capital Deficit (Deficit)
39,044,391 56,956 6,724,112 $ 1 3% 1678 $ (49826 $ (48,147
— — 470,534 — 179 — 179
— — 1,235,07¢ — 918 — 918
4,259,14¢ 42,280 — — — — —
333,099 3,316 476,498 — 1,761 — 1,761
— — 32,847 — 95 — 95
— — — — 4,284 — 4,284
— — — — — (46,511 (46,511
43,636,63¢ 102,552 8,939,067 $ 1 % 8915 $ (96,337 $ (87,421
— — 569,096 — 679 — 679
— — 1,500,12C 1 946 — 947
5,809,437 57,707 — — — — _
— — — — 8,467 — 8,467
_ — _ — — (32,497 (32,497
49,446,072 160,258 11,008,28: $ 2 $ 19,007 $ (128,834 $ (109,825
— — 1,044,087 — 2,280 — 2,280
— — 1,400,25¢ — 669 — 669
200,903 1,994 — — — — —
— — — — 16,749 — 16,749
(49,646,97% (162,253 49,646,97¢ 5 162,248 — 162,253
— — 12,777,777 1 102,874 — 102,875
— — 276,463 — 1,982 — 1,982
_ _ — — — (61,889 (61,889
— — 76,153,84¢ $ 8 $ 305809 $ (190,723 $ 115,094

See accompanying notes to the consolidated finbsteiements
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MOBILEIRON, INC.
CONSOLIDATED STATEMENTS OF CASH FLOWS

(I n thousands)

CASH FLOWS FROM OPERATING ACTIVITIES

Net loss

Adjustments to reconcile net loss to net cash usegerating activities

Stocl-based compensation expel
Depreciatior

Amortization of intangible asse
Provision for doubtful accoun

Impairment of il-process research and developn

Loss on disposal of equipme

Changes in operating assets and liabilit
Accounts receivabl
Other current and noncurrent as
Accounts payabl

Accrued expenses and other |-term liabilities

Deferred revenu
Net cash used in operating activit

CASH FLOWS FROM INVESTING ACTIVITIES

Purchase of property and equipm
Purchases of investment securi

Purchase of Push Computing, —net of cash acquire

Purchase of intellectual prope
Net cash used in investing activiti

CASH FLOWS FROM FINANCING ACTIVITIES

Amount drawn from revolving line of crec
Repayments of revolving line of cre

Proceeds from the issuance of convertible prefesteck-net of cash issuance costs of $6, $127 42@ i the years ende:

December 31, 2014, 2013 and 2012, respect

Proceeds from initial public offerir

Payment of offering costs related to initial puldféering

Proceeds from Employee Stock Purchase
Proceeds from exercise of stock optir

Net cash provided by financing activiti
NET CHANGE IN CASH AND CASH EQUIVALENTS
CASH AND CASH EQUIVALENT<—Beginning of perioc
CASH AND CASH EQUIVALENTS—End of perioc
SUPPLEMENTAL DISCLOSURES OF CASH FLOW INFORMATIC

Cash paid for income tax

SUPPLEMENTAL DISCLOSURES OF NC-CASH INVESTING ACTIVITIES RELATED TO ACQUISITIONS

Fair value of assets acquir

Liabilities assume:

Issuance of preferred and common st
Consideration payab

Less cash acquire

Cash paic

Year ended December 31

2014 2013 2012
$ (61,889 (32,497 (46,511
16,749 8,467 4,284
2,215 1,563 995
1,430 485 75
54 (67) 287
= 3,925 =
21 — —
(10,605 (5,996 (10,822
(835, (2,713 (969!
(12) 147 (365!
2,881 5,884 2,392
13,422 (4,748 27,153
(36,569 (25,550 (23,481
(3,119 (2,244 (1,939
(36,104 — —
— (333 (3,051
(650 (30) (396!
(39,873 (2,607 (5,386
3,300 4,300 —
(7,600 — —
1,994 57,707 42,280
106,95€ — —
(4,076 — —
4,280 — —
2,308 1,031 1,521
107,15€ 63,038 43,801
30,714 34,881 14,934
73,573 38,692 23,758
$ 104,287 73,573 38,692
$ 271 168 109
$ 2,276 = 11,428
(294 — (1,642
(1,982 = (5172
— — (363
— — (804
$ — — 3,447

See accompanying notes to the consolidated finksteitement s
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1. Description of Busines s and Significant Accouintg Policies

Description of Business

Mobilelron, Inc. and its wholly owned subsidiaries)lectively, the “Company”, “we”, “us” or “our’provides a
purpose-built mobile IT platform that enables epitises to manage and secure mobile applicatioméeoband devices while
providing their employees with device choice, peivand a native user experience. We were incorpiatDelaware in
July 2007 and are headquartered in Mountain Viealif@nia, with additional sales and support preseim North America,
Europe, the Middle East, Asia and Australia.

Initial Public Offering

In June 2014, we completed our initial public affgt or our IPO, in which we issued and sold 12,777 shares of
common stock, including 1,666,666 million sharesammon stock sold pursuant to the full exercisthe underwriters’
over-allotment option, at a price of $9.00 pearshWe received aggregate proceeds of $107.mitom the sale of
shares of common stock, net of underwriters’ dist®and commissions, but before deducting offeexpenses of
approximately $4.1 million. Upon the closing oétimitial public offering, all shares of our outsténg convertible preferred
stock automatically were converted into 49,646,%Hares of common stock.

Basis of Presentation and Consolidation

The accompanying audited consolidated financiaéstants have been prepared in accordance withgdrigrally
accepted accounting principles, or GAAP, and ineltite accounts of our wholly owned subsidiarieterbompany accounts
and transactions have been eliminated in consaidat

Stock Split

In May 2014, we amended and restated our amendkrkatated certificate of incorporation to effeseaen-for-
five reverse stock split of our common stock anavestible preferred stock. On the effective datéhefreverse stock split,
(i) each seven shares of outstanding convertildéemed stock and common stock was reduced tcsfiages of convertible
preferred stock and common stock, respectivelyti@ number of shares of common stock issuablerueakch outstanding
option to purchase common stock was proportionatglyced on a seven-for-five basis; (iii) the eiserprice of each
outstanding option to purchase common stock wgsgotionately increased on a seven-for-five bagsis; @) corresponding
adjustments in the per share conversion pricegjelnd rates and liquidation preferences of the edible preferred stock
were made. All of the share and per share infoonatferenced throughout these consolidated fishstatements and notes
to the consolidated financial statements have beteoactively adjusted to reflect this reverse lstepulit.

Foreign Currency Translation

Our reporting currency is the U.S. dollar. The fiimrgal currency of all our international operatiagashe U.S.
dollar. All monetary asset and liability accounts ranslated into U.S. dollars at the period-extd, nonmonetary assets and
liabilities are translated at historical exchangtes, and revenue and expenses are translated\aeithted-average
exchange rates in effect during the period. Trdiosladjustments arising are recorded as foreigrengy gains (losses) in
the consolidated statements of operations. We rézeg a foreign currency loss of approximately $808 $399,000 and
$146,000 in 2014, 2013 and 2012, respectivelythemexpense—net in our consolidated statemerdperations.

Use of Estimates

The preparation of consolidated financial statesé@ntonformity with U.S. GAAP requires managemernnake
estimates and assumptions that affect the repartedints of assets and liabilities at the date®ttnsolidated financial
statements and the reported amounts of revenuexaahses during the reporting period. These essriatlude, but are not
limited to, revenue recognition, stock-based comnspgan, goodwill, intangible assets and accourfiimgncome taxes.
Actual results could differ from those estimates.
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Concentrations of Credit Risk

Financial instruments that potentially subjectasa ttoncentration of credit risk consist of casbney market funds
and fixed income investments. Although we depasitaash with multiple financial institutions, ouegbsits, at times,
exceed federally insured limits. We invest in fiidedome securities that are of high-credit qual8ybstantially all of our
money market funds, or $77.5 million, are held sirgle fund that is rated “AAA.”

We generally do not require collateral or othetusi#g in support of accounts receivable. Allowanees provided
for individual accounts receivable when we becomara of a customer’s inability to meet its finah@hligations, such as
in the case of bankruptcy, deterioration in tha@uer's operating results, or change in financaion. If circumstances
related to customers change, estimates of the eeabiity of receivables would be further adjustéte also consider
broader factors in evaluating the sufficiency of allowances for doubtful accounts, including thedth of time receivables
are past due, significant one-time events and fiisioexperience. Activity in our allowance for duful accounts was as
follow:

Balance at Bad Write -offs, Balance at

Beginning Debt Net of End

of Period Expense Recoveries of Period
Balance as of December 31, 2014 $ 492 $ 54 $ 4 % 550
Balance as of December 31, 2013 $ 559 $ 67) $ — $ 492
Balance as of December 31, 2012 $ 272 $ 287 $ — $ 559

One reseller accounted for 22% (2% as an endmgs), 23% (3% as an end customer) and 17% a&&hm end
customer) of total revenue in 2014, 2013 and 26dshectively. The same reseller accounted for 168412% of net
accounts receivable as of December 31, 2014 ang, 284pectively.

A separate reseller accounted for 13% of our netwas receivable as of December 31, 2013.

There were no other resellers or end-user custotiharsiccounted for 10% or more as a percentagaralevenue
or net accounts receivable for any period presented

Summary of Significant Accounting Policies
Revenue Recognition

We derive revenue principally from software-relat&thngements consisting of perpetual softwareies, post-
contract customer support for such licenses, or &GSftware support, including when and if avdgalppdates, and
professional services such as consulting and frgisérvices. We also offer our software as ternedbdisenses and cloud-
based arrangements. In addition, we install oumss€ on servers that we ship to customers.

We begin to recognize revenue when (i) persuasiidence of an arrangement exists, (ii) delivery desurred or
services have been provided, (iii) the sales psi¢xed and determinable, and (iv) collection loé related receivable is
probable. If collection is not considered probabdeenue is recognized only upon collection.

Signed agreements, including by electronic acceptaare used as evidence of an arrangement. Dels/er
considered to occur when we provide a customer avlthk and credentials to download our softwareliry of a hardware
appliance (an “appliance”) is considered to occhiemtitle and risk of loss has transferred to th&t@mer, which typically
occurs when appliances are delivered to a commuwiecaDelivery of services occurs when performed.

Prior to January 1, 2013, we had not establishedaespecific objective evidence, or VSOE, of faifue for any
of the elements in our multiple-element arrangesehs of January 1, 2013, we determined that weshéfitient history to
establish VSOE of fair value for PCS and profesali@ervices. Prior to January 1, 2013, we did mawehvSOE of fair value
for our software-related undelivered elements duartited history of stand-alone sales transacteams inconsistency in
pricing. We established VSOE of fair value whenhad a substantial majority of stand-alone sales#aetions of software
support and services pricing within a narrow pigcband. In our VSOE analysis, we generally
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include stand-alone sales transactions completedgla rolling 12 month period unless a shorteiqukis appropriate due to
changes in our pricing structure.

We typically enter into multiple-element arrangetseamith our customers in which a customer may pasera
combination of software on a perpetual or subsoripicense, PCS, and professional services. Tofegsional services are
not considered essential to the functionality ef sbftware. All of these elements are considerpdrag¢e units of accounting.
Our standard agreements do not include rightsifstomers to cancel or terminate arrangements retaon software to
obtain refunds.

We use the residual method to recognize revenue aiperpetual license arrangement includes oneoog m
elements to be delivered at a future date providedollowing criteria are met: (i) VSOE of fair lu@ does not exist for one
or more of the delivered items but exists for alilelivered elements, (i) all other applicable rawe recognition criteria are
met and (iii) the fair value of all of the undelieel elements is less than the arrangement fee. 8@ value is based on
the normal pricing practices for those products serdices when sold separately by us and contlaatiséomer renewal
rates for post-contract customer support servidager the residual method, the fair value of thdaliwered elements is
deferred and the remaining portion of the arrangerfe is recognized as revenue in the period iiclwit was earned. If
evidence of the fair value of one or more undeéideglements does not exist, then the revenue ésrddfand recognized
when delivery of those elements occurs, or whanvidue can be established, or ratably over the pe®d if the only
undelivered element is PCS—we refer to these d=fagvenue elements as the “Deferred Portion.”

Revenue from subscriptions to our on premise t@emses, arrangements where perpetual and sulisesipd our
on premise term licenses are sold together, anstgptions to our cloud service are recognizedotataver the contractual
term for all periods presented and are includeal @mponent of subscription revenue within our otidated statements of
operations. We refer to arrangements where perpatdassubscriptions to our on premise term licemsessold together as
“Bundled Arrangements.”

Occasionally, we enter into multiple-element aremgnts with our customers in which a customer meghase a
combination of software on a perpetual or term$aCS, professional services, and appliances.aerglly provide the
appliances and software upon the commencemeneartangement and provide software-related elentiertaghout the
support period. We account for appliance-bundleadngrements under the revised accounting standiateddo multiple-
element arrangements, Accounting Standard UpdaSt, No. 2009-13Multiple Element Arrangementand determine
the revenue to be recognized based on the stasdamdvalue hierarchy and then determine the vafusach element in the
arrangement based on the relative selling pricee@frrangement. Amounts related to appliancegeamerally recognized
upon delivery with the remaining consideration edited to software and software-related elementghadre recognized as
described elsewhere in this policy.

Revenue from PCS is recognized ratably over thpatiperm and is included as a component of sofivsapport
and service revenue within the consolidated statésiaf operations.

Revenue related to professional services is rezegnipon delivery and is included as a componesoftivare
support and services revenue within the consolitistatements of operations.

Prior to establishing VSOE of fair value for PCS3l gmofessional services on January 1, 2013, wegrézed
revenue for multiple element software and softwatated arrangements ratably from the date of sermdmmencement
over the contractual term of the related PCS aparemt. After January 1, 2013, the deferred reveelated to these
arrangements continues to be recognized ratablytbeeemaining contractual term of the PCS arremege. Approximately
$5.2 million and $21.1 million of perpetual licensevenue in 2014 and 2013, respectively, relatedles made prior to
January 1, 2013. Approximately $2.1 million and3bmillion deferred revenue as of December 31, 201312013,
respectively, related to sales made prior to Janlia2013.

We allocated the revenue from all multiple-elemremangements entered into prior to the establishiofeViSOE of
fair value for our PCS and professional servicesatth respective revenue caption using our bastastof value of each
element based on the facts and circumstances afthegements, our go-to-market strategy, pricefid discounts from
price list as applicable. We believe that the atmn between the revenue captions allows for greednsparency and
comparability of revenue from period to period etleough VSOE of fair value may not have existethat time.
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Appliance revenue was less than 10% of total rezdouall periods presented and is included asw@poment of
perpetual license revenue within the consolidatatéments of operations.

Generally, sales made through resellers are idfitb the end customer and processed in the saioe.paventory
of the licenses held by the resellers was immatimniaall periods presented.

Shipping charges and sales tax billed to partnergxcluded from revenue.

Sales commissions and other incremental costsotgirgccontracts are also expensed as incurredraneeorded in
sales and marketing expense.

For all arrangements, any revenue that has beenrddfand is expected to be recognized beyond esreiy
classified as long-term deferred revenue in thesclidiated balance sheets.

Cash Equivalents

We consider all highly liquid investments with aiiginal maturity of three months or less to be cagbivalents. As
of December 31, 2014, cash and cash equivadentsst ed of cash deposited with banks, money endukds and
investments that mature within three months ofrtheichase . At December 31, 2013, cash andexraskialents consisted
of case deposited with bank and money market funds.

Held-To-Maturity Investments

We determine the appropriate classification offowed income investments at the time of purchaskraevaluate
their classifications each reporting period. Inwestts are classified as held-to-maturity sinceQbmpany has positive
intent and the ability to hold the securities tatumidly. Held-to-maturity securities are stated mioatized cost.

Comprehensive Loss

Comprehensive loss includes all changes in egnéy dssets) during a period from non-owner soutnez014,
2013 and 2012, there were no differences betweteloseand comprehensive loss. Therefore, the tidased statements of
comprehensive loss have been omitted.

Net Loss per Share of Common Stock

Basic net loss per common share is calculated \bglidg the net loss by the weighted-average nurobeommon
shares outstanding during the period, without a®ersition for potentially dilutive securities. Diat net loss per share is
computed by dividing the net loss by the weightedrage number of common shares and potentiallyie#lisecurities
outstanding for the period determined using thasiney-stock and if-converted methods. For purposése diluted net loss
per share calculation, convertible preferred stackiested restricted stock and stock options amsidered to be potentially
dilutive securities. Because we have reported dosstfor 2014, 2013 and 2012, the number of shaged to calculate
diluted net loss per common share is the sameeasuimber of shares used to calculate basic neptzssommon share for
those periods presented because the potentialivdilshares would have been anti-dilutive if itdd in the calculation.

Inventory

We have appliances (industry standard hardwareseavailable from multiple vendors) that are al#dé for
customers to purchase, on which we preinstall ofiwsre prior to shipment. Inventory is statedhat lower of cost or net
realizable value. We value our inventory usingftia-in, first-out method. Appropriate consideastiis given to
obsolescence, excessive levels, deterioration tved actors in evaluating net realizable value—hsadjustments were not
material for any period presented. The entire itmgnis comprised of finished goods. As of Decentiier2014 and 2013,
we had inventory of $528,000 and $665,000 , regpdyf which is included in prepaid expenses argepturrent assets in
the consolidated balance sheets.
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Software Development Costs Incurred in Connectibim 8oftware to be Sold or Marketed

The costs to develop new software products andrenaents to existing software products are expeased
incurred until technological feasibility has beeablished. We consider technological feasibitithave occurred when all
planning, designing, coding and testing have beempteted according to design specifications. Orchriological
feasibility is established, any additional costaleidoe capitalized. We believe our current prodessleveloping software is
essentially completed concurrent with the estabiistt of technological feasibility, and accordingig, costs have been
capitalized.

Internal Use Software

We capitalize costs incurred during the applicatiemelopment stage related to our internally usdvare. Such
costs are primarily incurred by third-party vendansl consultants. Costs related to preliminarygmtagctivities and post-
implementation activities are expensed as incusketbunts capitalized in all periods presented weresignificant.

All software development costs incurred in conrettvith our cloud offering, or Saas, are also swlcharketed to
partners or end customers, therefore we startatigiity costs when technological feasibility is ested. No costs were
capitalized in any periods presented as we betigateour current process for developing softwamsientially completed
concurrent with the establishment of technologieasibility.

Property and Equipment

Property and equipment are stated at cost. Depi@tia computed using the straight-line methodrdkie
estimated useful life of the property and equipmedatermined to be three years for computers anghegnt and software,
five years for furniture and fixtures, and the &rssf the remaining lease term or estimated udééulor leasehold
improvements. Expenditures for repairs and softwapport are charged to expense as incurred. Uigposition, the cost
and related accumulated depreciation are remowad fine accounts and the resulting gain or lossfieated as operating
expenses in the consolidated statements of opesatio

Goodwill and Intangible Assets

We record the excess of the acquisition purchase prer the fair value of the tangible and idealife intangible
assets acquired as goodwill. We perform an impaitrtest of our goodwill in the third quarter of digcal year, or more
frequently if indicators of potential impairments@. We have a single reporting unit and consetuemaluate goodwill for
impairment based on an evaluation of the fair valuthe Company as a whole. We record purchaseddgittle assets at their
respective estimated fair values at the date dfiiaitipn. Purchased intangible assets are beingtared using the straight-
line method over their remaining estimated usedals, which range from three to five years. We eatd the remaining
useful lives of intangible assets on a periodiédbsdetermine whether events or circumstancesanga revision to the
remaining estimated amortization period.

We have determined that our intangible assets havbeen impaired during the year ended Decemhe2@®@H4 . In
2013, we abandoned an in-process research andgewaht project and recorded a $3.9 million impairtiess.
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Long-Lived Assets with Finite Lives

Long-lived assets are reviewed for possible impaithwhenever events or circumstances indicateleatarrying
amount of these assets may not be recoverablevilligate the recoverability of each of our long-thessets, including
purchased intangible assets and property and eeuiptoy comparison of its carrying amount to thefe undiscounted cash
flows we expect the asset to generate. If we censftk asset to be impaired, we measure the ambanty impairment as
the difference between the carrying amount andainezalue of the impaired asset.

Stock-Based Compensation

We use the estimated grant-date fair value methadapunting in accordance with Accounting Standard
Cadification, or ASC, Topic 718ompensation—Stock Compensatiir value is determined using the Black-Scholes
Model using various inputs, including our estimaiésxpected volatility, term and future dividenti¢e estimated the
forfeiture rate in 2014 and 2013 based on our hsbexperience for annual grant years where thprity of the vesting
terms have been satisfied. We recognize compensatigts for awards with service and performancéngsonditions on
an accelerated method over the requisite servidedef the award. For stock options or restrictémtk grants with no
performance condition, we recognize compensatistsamn a straight-line basis over the requisiteisemperiod of the
award, which is generally the vesting term of fgears.

Research and Development
Research and development, or R&D, costs are changedpbense as incurred.
Advertising

Advertising costs are expensed and included irssald marketing expense when incurred. Advertiskpgense in
2014, 2013 and 2012 was $526,000, $560,000 36d,$00 , respectively.

Income Taxes

We account for income taxes in accordance with A8fic 740,Income Taxesunder which deferred tax liabilities
and assets are recognized for the expected flamreonsequences of temporary differences betweandial statement
carrying amounts and the tax basis of assets abifities and net operating loss and tax creditydarwards. Valuation
allowances are established when necessary to reldfiesed tax assets to the amount expected tedhieed.

We use a recognition threshold and measuremeitiuaétrfor the financial statement recognition arehsurement
of a tax position taken or expected to be takemtizx return. A tax position is recognized whes inore likely than not that
the tax position will be sustained upon examinatinaluding resolution of any related appeals tigdition processes. A tax
position that meets the more-likely-than-not reétign threshold is measured at the largest amolibénefit that is greater
than 50% likely of being realized upon ultimatetlsetent with a taxing authority. The standard gdsavides guidance on
derecognition of tax benefits, classification oa Halance sheet, interest and penalties, accountingerim periods,
disclosure and transition.

Recent Accounting Pronouncements

From time to time, new accounting pronouncemergssaued by the Financial Accounting Standards @®aar
FASB, or other standard setting bodies and addptads as of the specified effective date. Unleksmtise discussed, the
impact of recently issued standards that are notffective will not have a material impact on dmancial position or results
of operations upon adoption.

In May 2014, the FASB, jointly with the InternataimAccounting Standards Board, issued a comprebhengw
standard on revenue recognition from contracts wigtomers. The standard’s core principle is thaparting entity will
recognize revenue when it transfers promised goodsrvices to customers in an amount that reftbetgonsideration to
which the entity expects to be entitled in exchafogeéhose goods or services. In applying this gendance to contracts
within its scope, an entity will: (1) identify tr@ntract(s) with a customer, (2) identify the perfance obligations in the
contract, (3) determine the transaction pricea(#cate the transaction price to the performaritigations in the contract,
and (5) recognize revenue when (or as) the erdtfgfies a performance obligation. Additionallyisthew guidance will
require significantly expanded disclosures abowtmeie recognition.
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Provisions of this new standard are effective forual reporting periods (including interim repogtiperiods within those
annual periods) beginning after December 15, 2B&6ly adoption is not permitted. Entities havedpé&on of using either a
full retrospective or a modified retrospective aggmh to adopt this new guidance. We are currentjuating the potential
effect on our consolidated financial statementsfemoption of this standard.

2. Significant Balance Sheet Components

Property and Equipment —Property and equipment at December 31, 2014 ah@ 206nsisted of the following (in
thousands):

As of December 31
2014 2013
Computers and appliances $ 6,405 $ 4,265
Purchased software 1,698 856
Furniture and fixtures 182 176
Leasehold improvements 717 689
Total property and equipment 9,002 5,986
Accumulated depreciation and amortization (5,024 (2,891
Total property and equipment—net $ 3978 $ 3,095

Accrued Expenses—Accrued expenses at December 31, 2014 and 20X8stea of the following (in thousands):

As of December 31

2014 2013

Accrued commissions $ 6,199 $ 6,703
Accrued vacation 3,589 2,543
Employee Stock Purchase Plan liability 4,280 =
Other accrued payroll-related expenses 2,231 1,309
Liability for early exercised stock options (Not@)1 294 938
Other accrued liabilities 4,576 3,305

Total accrued expenses $ 21169 $§ 14,798

Deferred Revenue—Current and noncurrent deferred revenue at DeceBihe2014 and 2013 consisted of the
following (in thousands):

As of December 31

2014 2013
Perpetual license $ 3,045 $ 8,589
Subscription 19,981 10,600
Software support 29,213 19,868
Professional services 1,935 1,694
Total current and noncurrent deferred revenue $ 54174 $ 40,751

Included in deferred perpetual license revenu®is hillion and $7.3 million at December 31, 2041 2013,
respectively, of revenue deferred for multiple edatnsoftware license arrangements billed prioatwudry 1, 2013 for
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which we did not recognize revenue immediately wuack of VSOE of fair value for software suppand services. See
Note 1 entitled “Description of Business and Siigaifit Accounting Policies” in Item 8, “Financial&&ments and
Supplementary Data,” of Part Il of this Annual Repm Form 10-K.

3 . Fair Value Measurement

With the exception of our held-to-maturity fixeccome investments, we report financial assets afulities and
nonfinancial assets and liabilities that are re@ghor disclosed at fair value in the consoliddiedncial statements on a
recurring basis in accordance with ASC 820 (formEASB Statement No. 15Fair Value Measuremen)s ASC 820
defines fair value as the price that would be remfrom selling an asset or paid to transferlilltg in an orderly
transaction between market participants at the ameagent date. When determining the fair value measents for assets
and liabilities, which are required to be recordeéhir value, we consider the principal or mostatdageous market in
which we would transact and the market-based risksurements or assumptions that market participanikl use in
pricing the asset or liability, such as inheresk riransfer restrictions and credit risk.

ASC 820 also establishes a fair value hierarchychvprioritizes the inputs to valuation techniquesd to measure
fair value into three levels. A financial instrunt'srcategorization within the fair value hierarasybased upon the lowest
level of input that is available and significantle fair value measurement. ASC 820 establishépaaritizes three levels
of inputs that may be used to measure fair value:

Level 7—Inputs are unadjusted quoted prices in active niafioe identical assets or liabilitie
Level z—Inputs are quoted prices for similar assets arilili@s in active markets or inputs other than iguak
prices that are observable for the assets oriliakil either directly or indirectly through marlarroboration,
for substantially the full term of the financiabinuments

® Level Z—Inputs are unobservable inputs based on our owmgssons used to measure assets and liabiliti
fair value. The inputs require significant managetjedgment or estimatiol

Our financial assets that are carried at fair vatlgkide cash and money market funds. We had ramdiial
liabilities, or nonfinancial assets and liabilitigst were required to be measured at fair value mturring basis, or that
were measured at fair value as of December 31, 80D&cember 31, 2013.

Our financial instruments measured at fair marledtier as of December 31, 2014 and 2013 were asv&llo

As of December 31, 2014
Level 1 Level 2 Level 3 Total

(In thousands)

Money market fund $77522 $ — $ — $ 77522
Corporate debt securiti — 19,738 — 19,738
Commercial pape — 16,393 — 16,393
Securities and obligations of U.S. government ags — 13,636 — 13,636

Total $77522 $ 49,767 $ — $ 127,289

As of December 31, 2013
Level 1 Level 2 Level 3 Total

(In thousands)
Money market funds $52,901 $ — % — $ 52,901
Total $52901 $ — 3 — $ 52,901
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4 . Investments

Our portfolio of fixed income securities consistcommercial paper, corporate debt securities asdrities and
obligations of U.S. government agencies. All owmestments in fixed income securities are class#igtield-to-maturity.
These investments are carried at amortized cost.

Our investments in fixed income securities as ofddeber 31, 2014 were as follows:

As of December 31
2014

(In thousands)

Amortized Fair
cost Gains Losses Value
Corporate debt securities $ 19,756 $ 3 8 (1) $ 19,738
Commercial paper 16,391 2 — 16,393
Securities and obligations of U.S. governme
agencies 13,641 2 (7) 13,636
Total $ 49,788 $ 7% (28 $ 49,767

The following table summarizes the balance shestsdication of our investments:

As of December 31
2014

(In thousands)

Cash equivalents $ 13,699
Short-term investments 13,869
Long-term investments 22,220

Total investments $ 49,788

The gross amortized cost and estimated fair valweioheld-to-maturity investments at DecemberZ14 by
contractual maturity are shown below. Actual mdiesimay differ from contractual maturities becathgeissuers of the
securities may have the right to prepay obligatieitiout prepayment penalties.

As of December 31
2014

(In thousands)

Gross
Amortized Fair
Cost Value
Due in one year or less $ 27568 $ 27,565
Due after one year through five years 22,220 22,202
Total $ 49,788 $ 49,767

We monitor our investment portfolio for impairment a periodic basis. In order to determine wheghdecline in
fair value is other-than-temporary, we evaluategagnother factors: the duration and extent to witehfair value has been
less than the carrying valueur financial condition and business outlook, inlthg key operational and cash flow metrics,
current market conditions and future trends iniodustry, our relative competitive position within the indys and our
intent and ability to retain the investment foraaipd of time sufficient to allow for any anticigat recovery in fair value. A
decline in the fair value of the security below atized cost that is deemed other-than-
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temporary is charged to earnings, resulting inetablishment of a new cost basis for the affestedrities. In 2014, we had
an insignificant amount of un realized gains os&ss and we did not recognize any other-than-teanpampairments

5. Acquisitions

In November 2014, we purchased developed techndtdgh650,000 to enhance our product portfolio, chhive
capitalized in intangible assets—net on the accoryipg balance sheet and expect to amortize ora@hbtrline basis over its
estimated useful life of three years.

In April 2014, we completed the acquisition of e@mtassets of Averail Corporation, or Averail, a/gtely-held
content security-oriented software company, for,288 shares of common stock and the assumptioartdin liabilities.
The assets acquired will provide additional feaguneour Docs@Work product. Included in the tofd@,612 shares are
subject to a holdback provision for standard regmetions and warranties and will be held in esdmvi8 month from the
date of acquisition. The aggregate purchase pfitteedtransaction was approximately $2.0 millioat of liabilities assumed.
In connection with this acquisition, 103,231 ofdaeshares were distributed to entities affiliatéth Btorm Ventures, and
103,232 of these shares were issued to entitidia@ffl with Foundation Capital, subject to certhaidback provisions. The
Storm Ventures entities and the Foundation Cagittities each collectively hold more than 5% of capital stock. In
addition, Tae Hea Nahm, an affiliate of Storm Vees, serves on our board of directors and waseatdir of Averail prior to
its acquisition. The aggregate value of the sdesrissued to our investors was approximately #filfon.

The total consideration for this transaction wagrapimately $2.0 million and consisted of the faliag (in
thousands except share data):

Common stock issued (232,854 shares) $ 1,670
Holdback common stock (43,612 shares) 312
Total consideration $ 1,982

Transaction costs associated with the acquisitiere167,000 , all of which we expensed in 201d,am® included
in general and administrative expense

We accounted for the Averail acquisition as a bessrcombination. The assets acquired and liabigtssumed were
recorded at fair market value. The excess of thielfase price over the fair value of the net tamg#id identifiable
intangible assets acquired was recorded as goodil goodwill generated from this business contimnavas primarily
related to value placed on the employee workfortbexpected synergies. Goodwill for all acquisisiésmnot amortized and
is not deductible for tax purposes.

The purchase price was allocated as follows (inshads):

Technology — intangible asset $ 1,600
Goodwill 676
Liabilities assumed 294
Net assets acquire $ 1,982

The technology intangible asset is being amortared straight-line basis over a period of four rgesnd is
reported, net of accumulated amortization, in tt@epanying consolidated balance sheet as of Desredih 2014.
Amortization expense related to the intangible awss $300,000 in 2014 and was included in costwénue.
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In October 2012, we acquired all of the issuedautdtanding securities of Push Computing, IncRush, a
privately held provider of advanced device manageraed security functionality that, combined witle tCompany’s
existing and in-process solutions, was expectgutdeide enhanced security to customers.

The total consideration for this transaction wagrapimately $9.3 million and consisted of the faliag (in
thousands except share data):

Cash consideration paid at closing $3,855
Common stock issued (476,498 shares) 1,761
Series E preferred stock issued at closing (333s089es) 3,316
Holdback based on standard representations andnties 333
Total consideration $9,265

Transaction costs associated with the acquisitiere222,000 , all of which the Company expens&di?, and
are included in general and administrative expense.

We accounted for the Push acquisition under thaisaitipn method of accounting as a business contibimaThe
excess of the purchase price over the fair valubehet tangible and identifiable intangible asseijuired was recorded as
goodwill. The goodwill generated from the businesmbination was primarily related to value placedle employee
workforce and expected synergies. The purchase pss allocated as follows (in thousands):

Cash $ 804
Other current assets 28
Intangible assets:

Noncompete 1,042
In-process research and development 3,925
Goodwill 4,799
Deferred tax liability 1,333
Net assets acquire $ 9,265

As part of the acquisition accounting, we estalelish deferred income tax liability of $1.3 millitmreflect the tax
effect of the temporary difference between the $filion in fair value assigned to intangible assacquired and their tax
bases. Concurrently, we released the valuatiowatoe on the deferred income tax liability and ggiped a $1.3 million
benefit to income tax expense. Intangible assets néially being amortized over a weighted-averggriod of five years.
The intangible assets acquired are reported, ret@fmulated amortization, in the accompanying alisheted balance sheets
as of December 31, 2014 and 2013. Amortization es@eelated to the acquired intangible assetstb4, 22013 and 2012
was $782,000, $208,000 and $52,000 , respegtiaklof which was included as a separate compoofeoperating
expenses. We initially capitalized the IP R&D wiitle expectation that it would be amortized to cbsevenue when the
underlying projects were complete. In 2013, we dbaed the IP R&D intangible project and record&3® million
impairment loss in 2013. Later, in conjunction witle termination of the employees subject to thecompete agreements,
we reduced the remaining life of the noncompeteenants intangible asset. The net book value afit@hgible assets at
December 31, 2014 is zero.

In addition to the purchase consideration, we gguertain restricted stock and retention bonuseshawwere
accounted for as post-acquisition compensation.

In April 2012, we acquired all of the issued andstanding securities of Forgepond Inc., or Forgeparprivately
held company which was developing mobile applicaiecurity functionality. The total fair value diig
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transaction was $829,000 and was paid for with ®¥bin cash, 32,847 shares of common stock, 8a@80 of cash paid
in April 2013. The fair value recorded relates &inite-lived intangible assets, which consist efeéloped technology, and a
deferred income tax liability of $309,000 to refltfee tax effect of the temporary difference betwte fair value assigned
to intangible asset acquired and its tax basisréMmsed the valuation allowance on the deferreshire tax liability and
recognized a $309,000 benefit to income tax expafiseaccounted for the Forgepond purchase as ahasuisition as
Forgepond’s sole activities were coding and develemt of the security application, which was at arlyestage. The overall
weighted-average life of the identified intangibksets acquired in these purchases was three. Yaasg identifiable
intangible assets are being amortized on a stréiighbasis over their estimated useful lives, asrmponent of perpetual
license cost of revenue.

In addition to the purchase consideration, we guoertain restricted stock and retention bonusgshwwere
accounted for as post-acquisition compensation.

Pro forma results of operations for the acquisgioompleted have not been presented because ¢otsedf the
acquisitions, individually and in the aggregatereveot material to our financial results.

6 . Goodwill and Intangibles

The following table reflects intangible assets sabjo amortization as of December 31, 2014 an@® Zioi
thousands):

As of December 31, 201

Gross Carrying Accumulated Net Book

Amount Amortization Impairment Value
In-process research and development $ 3,925 $ — $ (3,925 $ —
Noncompete covenan 1,042 (1,042 — —
Technology 3,080 (948 = 2,132
Total $ 8,047 $ (1,990 $ (3,925 $ 2,132

As of December 31, 201

Gross Carrying Accumulated Net Book

Amount Amortization  Impairment Value

In-process research and development $ 3,925 $ — $ (3925 $ —
Noncompete covenan 1,042 (260 — 782
Technology 829 (300 — 529
Total $ 5,796 $ (560 $ (3,925 $1,311

Amortization of the technology intangible assetswecorded in cost of revenue.

The weighted average remaining life of our intategéssets on December 31, 2014 was 2.8 years.

Estimated remaining intangible assets amortizaipense for the next five years as follows (in gamds):
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Year

2015 $ 870
2016 617
2017 545
2018 100
2019 —
Total $ 2132

At December 31, 2014, 2013 and 2012, the carryaigevof goodwill was as follows (in thousands):

Balance , December 31, 2012 $4,799
Additions —
Balance , December 31, 2013 4,799
Additions 676
Balance, December 31, 2014 $5,475

7. Line of Credit

In August 2012, we entered into a $10.0 milliovoteing line of credit with a financial institutiorThe revolving
line of credit can be used to (a) borrow for wotkapital and general business requirements, gbiketters of credit, and
(c) enter into foreign exchange contracts. Amobotsowed accrue interest at a floating-per-annum egual to the greater
of (1) the prime rate plus 1% or (2) 4.25% . Aaldf interest rate shall apply during an eventeffdit at a rate per annum
equal to 5% above the otherwise applicable inteest The line of credit is collateralized by dalbpsially all of our assets,
except intellectual property, and requires us toply with working capital, net worth and other nioaincial covenants,
including limitations on indebtedness and restresi on dividend distributions, among others, areddibrrowing capacity is
limited to eligible accounts receivable.

In December 2013, we amended the revolving lineredit with the same financial institution to inase the
potential borrowing capacity to $20.0 million andend the maturity date to August 2015. All otheaterial terms and
conditions remained the same with the exceptigdh®fidded requirement that we maintain an adjugiadk ratio (defined
as the ratio of current assets to current liabgitninus deferred revenue) of at least 1.15 .

There were no outstanding amounts under the limesfit at December 31, 2014 and $4.3 million t@auiking at
December 31, 2013. As of December 31, 2014 and,2@d 3vere in compliance with all financial coverant

8. Preferred Stock

As of the consummation of our IPO in June 2014sfadires of our issued and outstanding convertitglfeped stock
were automatically converted into 49,646,975 shafe@mmon stock.

We amended and restated our certificate of incaitpmr in June 2014 to authorize the future issuaheg to
10,000,000 shares of convertible preferred stockshares of convertible preferred stock were issuneddoutstanding as of
December 31, 2014.

In January 2014, we issued 200,903 shares ofs3effier net cash proceeds of $2.0 million.

In August, September and December 2013, we issi889 837 shares of Series F for net cash procdepsror
million.
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In May, June and October 2012, we issued 4,259sht5es of Series E for net cash proceeds of $4@iRn. In
October 2012, we issued 333,099 shares of SetiesdEmer Push debt holders as part of the coredia for the
acquisition of Push.

As of December 31, 2013, we classified our conblrfpreferred stock outside of stockholders’ defeicause the
shares were considered effectively redeemable agtgemed liquidation event. During the periodsquted, we did not
adjust the carrying value of the convertible prefdrstock to the deemed liquidation value of su@res as a qualifying
liquidation event was not probable.

The following table summarizes information regagdour convertible preferred stock by class immedygprior to
the IPO (in thousands, except share and per shsag :d

Per share  Aggregate

Shares liquidation  liquidation Carrying

Authorized Outstanding preference preference value
Series A 18,604,66€ 13,289,037 $ 0.70 $ 9,302 $ 9,222
Series B 16,225,75¢ 11,589,82¢ 0.95 10,977 10,929
Series C 13,281,25(C 9,486,602 1.79 17,000 16,860
Series D 6,550,505 4,678,927 4.27 20,000 19,945
Series E 6,429,15¢ 4,592,244 9.96 45,716 45,596
Series F 8,414,49% 6,010,34C 9.96 59,833 59,701
Total 69,505,83149,646,97¢ $162,828 $ 162,253

The following table summarizes our convertible prefd stock by class as of December 31, 2013 ¢usidnds,
except share and per share data):

Per share  Aggregate

Shares liquidation  liquidation Carrying
Authorized Outstanding preference preference value

Series A 18,604,66¢ 13,289,037 $ 0.70 $ 9,302 $ 09,222
Series B 16,225,75¢ 11,589,82¢ 0.95 10,977 10,929
Series C 13,281,25C 9,486,602 1.79 17,000 16,860
Series D 6,550,505 4,678,927 4.27 20,000 19,945
Series E 6,429,15¢ 4,592,24< 9.96 45,716 45,596
Series F 8,414,49: 5,809,437 9.96 57,833 57,707
Total 69,505,831 49,446,072 $160,828 $160,25¢

9. Common Stock

We were authorized to issue 300,000,000 and 111080Ghares of common stock with a par value diGkL per
share as of December 31, 2014 and 2013, respactiv@th share of common stock is entitled to orte.vbhe holders of
common stock are also entitled to receive dividdmdsn funds available , when and if declared byloard of directors,
subject to the approval and priority rights of hetlof all classes of preferred stock outstanding.
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As of December 31, 2014 and 2013, we reserved slofi@mmon stock for issuance as follows:

As of December 31

2014 2013

Conversion of preferred stock —  49,446,07:
Options outstanding 16,435,56¢ 13,330,882
Unvested restricted stock units outstanding 478,78¢ —
Unvested restricted stock outstanding 93,805 1,918,62(
Unvested early exercised stock options 117,187 465,26C
Shares available for grant under Equity IncentilenP 7,392,15¢ 2,085,33¢
Shares available for purchase under Employee $tanthase Plan 2,071,42¢ =

Total 26,588,93t 67,246,177

10. Share Based Awards
2008 Plan

In 2008, our board of directors approved the adopdf the 2008 Stock Plan, or the 2008 Plan. ABexfember 31,
2013, a total of 2,085,338 shares were availablesfuance under the 2008 Plan.

The 2008 Plan, which expired on June 12, 2014 igeaMfor the grant of incentive and nonstatutoocktoptions to
employees, nonemployee directors and consultartted€ompany. Options granted under the 2008 Riaprglly become
exercisable within three to four years following ftiate of grant and expire 10 years from the dfaggant. When options are
subject to our repurchase right, we may buy bagkumvested shares at their original exercise prni¢he event of an
employee’s termination prior to full vesting.

Our 2008 Plan was terminated following the date2fir4 Equity Incentive Plan, or the 2014 Plan, bexa
effective. Any outstanding stock awards under d@&Plan will continue to be governed by the teafnsur 2008 Plan and
applicable award agreements.

2014 Equity Incentive Plan

Our board of directors adopted our 2014 Plan onl A@r 2014, and our stockholders subsequentlyamat the
2014 Plan on May 27, 2014. The 2014 Plan becarneetafé on the date that our registration statemaistdeclared effective
by the SEC. The 2014 Plan is the successor to@mtthaation of our 2008 Plan. Upon the effectiveedat the 2014 Plan, no
further grants can be made under our 2008 Plan.

Our 2014 Plan provides for the grant of incentitaek options, or ISOs, within the meaning of Set#@?2 of the
Internal Revenue Code, or the Code, to our empoged our parent and subsidiary corporations’ eyegls, and for the
grant of nonstatutory stock options, or NSOs, stgreciation rights, restricted stock awardsyiast stock unit awards,
performance-based stock awards, and other forraguify compensation to our employees, directorscandultants.
Additionally, our 2014 Plan provides for the grafperformance cash awards to our employees, dieand consultants.

The initial number of shares of our common stockilable to be issued under our 2014 Plan was 8%542,which
number of shares will be increased by any shaigieaiLio stock options or other stock awards gateder the 2008 Plan
that would have otherwise returned to our 2008 Rach as upon the expiration or termination dbalsaward prior to
vesting), not to exceed 16,312,202 .
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Additionally, the number of shares of our commartktreserved for issuance under our 2014 Plan will
automatically increase on January 1 of each yegfinbing on January 1, 2015 and continuing thraamghincluding
January 1, 2024, by 5% of the total number of shafeur capital stock outstanding on Decemberf3fhepreceding
calendar year, or a lesser number of shares detednbiy our board of directors.

Shares issued under our 2014 Plan will be authebbize unissued or reacquired shares of our comtioahk.sShares
subject to stock awards granted under our 2014 tRktrexpire or terminate without being exercisetlil, or that are paid
out in cash rather than in shares, will not redheenumber of shares available for issuance ungde2@14 Plan.
Additionally, shares issued pursuant to stock awartier our 2014 Plan that we repurchase or thdbdeited, as well as
shares used to pay the exercise price of a stoakdawr to satisfy the tax withholding obligatiomdated to a stock award,
will become available for future grant under oui2@lan.

2014 Employee Stock Purchase Plan

Our board of directors adopted our 2014 EmployeekSPurchase Plan, or ESPP, on April 17, 2014 camd
stockholders subsequently approved the ESPP oni2via3014. The ESPP became effective immediately tip® execution
and delivery of the underwriting agreement relatedur IPO. The purpose of the ESPP is to secarsdhvices of new
employees, to retain the services of existing eyg#s and to provide incentives for such individtalsxert maximum
efforts toward our success and that of our afékafThe ESPP is intended to qualify as an “emplsy@ek purchase plan”
within the meaning of Section 423 of the Code. EBP permits eligible employees to purchase ournmmmstock through
payroll deductions, which may not exceed 15% ofdimployee’s total compensation. Stock may be pseghander the plan
at a price equal to 85% of the fair market valuewfcommon stock on either the first day of themrfig or the last day of
the applicable purchase period, whichever is lower.

The initial number of shares of our common stockilable to be issued under our ESPP was 2,071 2@s
Additionally, the number of shares of our commarcktreserved for issuance under our ESPP will asgeautomatically
each year, beginning on January 1, 2015 and congjribirough and including January 1, 2024, by #ssér of (i) 1% of the
total number of shares of our common stock outstgnon December 31 of the preceding calendar y@gnr2,142,857
shares of common stock; or (iii) such lesser nurakatetermined by our board of directors. Sharefsuto purchase rights
granted under our ESPP that terminate without lgalveren exercised in full will not reduce the numiieshares available for
issuance under our ESPP.

We recorded approximately $4.2 million of stockdshsompensation in 2014 related to our ESPP. Weadatid
record any stock-based compensation expense rétated ESPP in 2013 .
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Stock Plan Activity
Restricted Stock and Restricted Stock Units

Restricted stock activity in 2012, 2013 and 2014 as follows:

Restricted Stock

Time - and -
Time - based performance basec Total
shares shares shares
Unvested, December 31, 2011 — — —
Granted 1,586,15¢ 1,348,828 2,934,984
Vested (125,746 (69,913 (195,659
Unvested, December 31, 2012 1,460,41° 1,278,91z 2,739,32¢
Granted — — —
Vested (573,695 (247,010 (820,705
Unvested, December 31, 2013 886,718 1,031,902 1,918,62C
Granted 16,294 — 16,294
Vested (491,313 (586,204 (1,077,517
Cancelled/Forfeited (350,440 (413,152 (763,592
Unvested, December 31, 2014 61,259 32,546 93,805

For stock-based compensation expense, we measuvealtre of the restricted stock based on the fdiresof our
common stock on the date of grant. Our restrictecksgrants may be subject to service only or serand performance-
based vesting conditions. We expense the fair valluestricted stock grants with service only vegttonditions on a
straight-line basis over the vesting period ofdlards.

For shares subject to service and performance tonsli we evaluate the probability of meeting tlesting
conditions at the end of each reporting periodeieianine how much compensation expense to recoecaMobrtize the fair
value, net of estimated forfeitures, as stock-baseapensation expense using the graded vestingoohetrer the vesting
periods of the awards. To the extent that actuwllte or updated estimates differ from our origestimates, the cumulative
effect on current and prior periods of those changét be recorded in the period those estimategevised. In May 2014, in
conjunction with the termination of certain emplegewe accelerated the vesting of and repurchaseghoelled shares of
restricted stock. The stock-based compensationneepezcorded in 2014 includes the remaining congiemsexpense
associated with those shares as well as exper@&af000 associated with the modification of thes@s. As of December
31, 2014, performance conditions associated wilréimaining unvested restricted stock awards sutgjeservice and
performance conditions have been met.

In 2014 we began granting restricted stock unittenour 2014 Plan. For stock-based compensatioansep we
measure the value of the restricted stock unitsdas the fair value of our common stock on the déigrant. In 2014 we
recorded approximately $307,000 in compensatiores® related to the restricted stock units. Ouriceesd stock unit
grants are subject to service conditions and wermrsg the fair value of those shares on a straightiasis over their vesting
periods.
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Our restricted stock unit activity for 2014 wadaltows:

Restricted Stock Units

87

Weightecd-
Average
Number of Grant Date
Shares Fair Value
Unvested, December 31, 2013 — 3 —
Granted 480,45€ 9.45
Vested = =
Cancelled/Forfeited (1,667 9.18
Unvested, December 31, 2014 478,78¢ $ 9.45
Stock Options
Stock option activity under the 2008 Plan and 2Blh in 2012, 2013 and 2014 was as follows:
Options Outstanding
Weighted- Aggregate
Number of Average Intrinsic
Shares Weighted- Remaining Value
Available for  Number of Average Contractual  (In thousands)
Issuance Shares  Exercise Price Term (Years) Aggregate
Balance—December 31, 2011 44,141 7,022,187 $ 1.11 9.15 $ 4,491
Authorized 5,428,571 —
Granted (5,465,508 5,465,50¢ 3.25
Exercised(1) — (1,110,941 1.41
Canceled 425,837 (425,837 2.06
Repurchased 141,55€ —
Balance—December 31, 2012 574,597 10,950,917 $ 2.11 8.78 $ 17,329
Authorized 4,478,151 —
Granted (4,891,242 4,891,247 4.33
Exercised(1) — (695,482 1.72
Canceled 1,815,798 (1,815,795 2.55
Repurchased 108,037 —
Balance—December 31, 2013 2,085,33¢ 13,330,88- $ 2.90 838 $ 38,339
Authorized 9,913,91¢ —
Stock options granted (5,373,131 5,373,131 6.97
Restricted stock units granted (480,456 —
Exercised(1) — (1,089,708 2.27
Stock options canceled 1,178,737 (1,178,737 4.55
Restricted stock units canceled 1,667 —
Repurchased 66,088 —
Balance—December 31, 2014 7,392,15¢ 16,435,56¢ $ 4.15 783 $ 95,791
Vested and exercisable—December
31, 2013 4,864,864 $ 19,378
Vested and expected to vest(2)—
December 31, 2013 12,244,39: $ 35,615
Vested and exercisable—December
31, 2014 7,190,55¢ $ 54,031
Vested and expected to vest(2)—
December 31, 2014 15,523,50¢ $ 92,061
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1) Includes early exercises 42,772, 126,38€, and640,407in 2014, 2013 and 2012, respective
(2) Options expected to vearenet ofan estimated forfeiture rat

Additional information regarding options outstarglet December 31, 2014 is as follows :

Options Outstanding Options Exercisable
Weighted-
Average
Remaining Weightec- Weightec-
Number of  Contractual Average Number of Average
Range of exercise Shares  Term (Years) Exercise Price _ Shares  Exercise Pric¢
$0.04— $1.75 4,312,07¢ 582 $ 1.12 3,831,04t $ 1.05
$2.90— $3.70 3,300,89¢ 7.53 3.60 1,913,92¢ 3.59
$3.77— $4.55 3,823,417 8.54 4.38 1,198,50¢ 4.33
$5.77— $7.17 3,659,95¢ 9.06 6.17 241,162 6.16
$7.35— $12.05 1,339,22( 9.64 9.13 5,915 8.10
Outstanding at December 31, 201 16,435,56¢ 783 $ 415 _7,190,55¢ g 2.45

The aggregate pretax intrinsic value of vestedontiexercised in 2014, 2013 and 2012 was $5.4om,l$1.8
million and $1.2 million, respectively. The imtsic value is the difference between the estimitiedalue of the
Company’s common stock at the date of exerciseteméxercise price for in-the-money options. Thgregate fair value of
shares vested in 2014, 2013 and 2012 was $ 6.©mi#4.2 million and $1.5 million, respectivelthe weighted-average
grant-date fair value of options granted in 20134,2and 2012 was $4.09, $2.46 and $1.64 pee stempectively.

Our stock-based compensation expense was recardee following cost and expense categories (inshads):

Year ended December 31

2014 2013 2012
Contra-revenue $ 123 $ 78 $ —
Cost of revenue 1,353 327 173
Research and development 5,980 5,238 2,565
Sales and marketing 5,930 1,893 1,063
General and administrative 3,363 931 483
Total $16,749 $ 8,467 $ 4,284

Determining Fair Value of Stock Options

The fair value of each grant of stock options wetednined by us using the methods and assumptisossded
below. Each of these inputs is subjective and gélyerequires significant judgment to determine.

Expected Term-Fhe expected term of stock options represents gighted-average period the stock options are
expected to be outstanding. For option grantsatetonsidered to be “plain vanilla’, we have ogtedse the
simplified method for estimating the expected tesrprovided by the Securities and Exchange Comonis$he
simplified method calculates the expected ternhasaverage of time-to-vesting and the contractigbf the options.

Expected Volatility—The expected stock price volatility assumption determined by examining the historical
volatilities of a group of industry peers, as we dot have any trading history for our common st&k will continue
to analyze our historical stock price volatilitycda@xpected term assumptions as more historicalfdataur common
stock becomes available.
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Risk-Free Interest RateFhe risk free rate assumption was based on theTWeBsury instruments with terms that
were consistent with the expected term of our sttions.

Expected Dividend-Fhe expected dividend assumption was based onistornand expectation of dividend payouts.
Forfeiture Rate—Forfeitures were estimated based on historical repee.

Fair Value of Common StockP¥ior to the IPO, t he fair value of the shares of common stock upohey the stock
options was historically been the responsibilitantl determined by our board of directors. Bec#use was no
public market for our common stock, the board oéctiors determined fair value of common stock attttme of grant
of the option by considering a number of objectinel subjective factors including independent tipiagty valuations
of our common stock, sales of convertible prefestedk to unrelated third parties, operating andrtial
performance, the lack of liquidity of capital staakd general and industry specific economic outlaokongst other
factors. Following the closing of the IPO offeririge fair value of our common stock is determinagdal on the
closing price of our common stock on the NASDAQ lzlbSelect Market.

We used the Black-Scholes Model to estimate threvédue of our stock options granted to employeitls the
following weighted-average assumptions:

Year ended December 31
2014 2013 2012

Expected dividend yield — — _
1.7% - 1.1% -

Risk-free interest rate 2.1% 1.9% 1.1% 1.9%
48% - 52% -

Expected volatility 56% 53% 51% - 57%
5.6 -

Expected life (in years) 6.5 59-6.3 5.0-6.5

We used the Black-Scholes model to estimate therddiie of our Employee Stock Purchase Plan awaittisthe
following assumptions:

Year ended
December 31,
2014
Expected dividend yield —
Risk-free interest rate 0.1% - 0.5%
Expected volatility 47% - 49%
Expected life (in years) 0.7-22

As required by Topic 718 Compensation—Stock Comgigms, we estimate expected forfeitures and reaegni
compensation costs only for those equity awarde&beg to vest. Our stock options granted in 201¢ wypically granted
with vesting terms of 48 months.
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The following table summarizes our unrecognizedlstiased compensation expense as of December B4 n2®
of estimated forfeitures:

Unrecognized Remaining
Stock-based Weighted-Average

Compensation Recognition

Expense Period

(in millions) (in years)
Stock options $ 21.9 25
Restricted stock 4.0 2.8
ESPP 5.3 0.9
Total $ 31.2 2.3

Early Exercise of Common Stock

In 2014, 2013 and 2012 we issued 42,772 shares38@6hares and 640,407 shares, respectively hafom stock
for the exercise of common stock options priohiit vesting dates, or early exercises. Cash reddhom all such early
exercises of options is recorded in accrued expemsehe consolidated balance sheets and rectabsifistockholders’
equity (deficit) as the options vest. The unvestegies are subject to our repurchase right atrigimal purchase price.

As of December 31, 2014 and 2013 there were 117808765,260 shares, respectively, legally outétgntbut not
included within common stock outstanding for acamgpurposes as a result of the early exercismofmon stock options
which were not yet vested.

As of December 31, 2014 and 2013, the aggregate pfishares subject to repurchase recorded inet@xpenses
totaled $294,000 and $938,000 , respectively.
11. Employee Benefit Plan

We maintain a defined contribution 401(k) plan. Tken covers all full-time U.S. employees over éige of 21 .
Each employee can contribute up to $17,500 annuAlé/have the option to provide matching contritmsi, but have not
done so to date.
12. Commitments and Contingencies

Operating Leases

We lease our office facilities under noncancelageeements expiring between 2014 and 2019. Reensrgn

2014, 2013 and 2012 was $2.6 million and $1.6 amlnd $935,000 , respectively. The aggregateduhinimum lease
payments under the agreements are as followsdirsinds):
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Year
2015 $ 3,279
2016 2,261
2017 1,257
2018 579
2019 442
Thereafter 12
Total $ 7,830

Litigation

We are involved in legal proceedings arising indhdinary course of business, including intelletfraperty
litigation. Although management currently is of t@nion that these matters will not have a matedaerse effect on our
consolidated financial statements, the ultimatea@uke of these matters cannot be predicted atithés tue to the inherent
uncertainties in litigation.

On November 14, 2012, Good Technology filed a lawegainst us in federal court in the Northern Béstof
California alleging false and misleading represimta concerning their products and infringemenfoof patents held by
them. On March 1, 2013, we counterclaimed againstdG echnology for patent infringement of one of patents. On
October 13, 2014, the court issued a claims coctstruorder. Good Technology responded by filing/atent infringement
suits against us in Delaware and internationatig, &we have counterclaimed against them in the Dalawase on two of our
next generation patents. We are contesting Goolinbéogy’s claims vigorously. Discovery is ongoimgthe California
patent case, and a trial date has been set fo20a. The final outcome, including our liabilityany, with respect to Good
Technology’s claims, is uncertain. Regardless efahtcome, litigation can have an adverse impactsdpecause of defense
and settlement costs, diversion of management reseand other factors.

Indemnification

Under the indemnification provisions of our stamtisales related contracts, we agree to defend agettte claims
brought by third parties against our customergyaitpthat the customer’s use of our software igfeimthe third party’s
intellectual property right, such as a patent righthese indemnification obligations are typicaltyt subject to limitation;
however if it is commercially impractical for us éither procure the right for the customer to ammito use our software or
modify our software so that it's not infringing, wgpically can terminate the customer agreementrafithd the customer a
portion of the license fees paid, prorated ovetthinee year period from initial delivery. We afso occasion indemnify our
customers for other types of third party claims.adldition, we indemnify our officers, directoradecertain key employees
while they are serving in good faith in such capesi Through December 31, 2014, we have not redesny written claim
under any indemnification provision.

13. Segment Information

We conduct business globally. Our chief operatiagiglon maker (Chief Executive Officer) reviewsdintial
information presented on a consolidated basis apaaiad by information about revenue by geograpdtgion for purposes
of allocating resources and evaluating financiafggenance. We have one business activity, and thereo segment
managers who are held accountable for operatigesating results and plans for levels, componentgpes of products or
services below the consolidated unit level. Acaagtli, we are considered to be in a single repogtabgment and operating
unit structure.
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Revenue by geographic region based on the billiltyess was as follows:

Year ended December 31

(in thousands 2014 2013 2012
Revenue
United State: $ 72,124 $ 58,656 $24,473
Internationa 60,171 46,918 16,417
Total $132,295 $105,574 $40,890

Substantially all of our long-lived assets wereilattable to operations in the United States aBesfember 31, 2014
and 2013.

14. Net Loss per Share

The following table sets forth the computation asiz and diluted net loss per share for 2014, 2032012 (in
thousands, except per share data):

Year ended December 31

2014 2013 2012
Numerator:
Net loss $(61,889 $(32,497 $(46,511
Denominator
Weighteaverage shares outstand 48,332 13,009 9,133
Less: weighted average shares subject to repur: (815 (3,056 (1,437
Weighteaverage shares used to compute basic and dilutt
loss per shar 47,517 9,953 7,696
Basic and diluted net loss per sh $ (130, $ (327, $ (6.04

Basic net loss per share is computed by dividiegtt loss by the weighted-average number of conshares
outstanding for the period. Because we have reparteet loss for 2014, 2013 and 2012, the numbsharfes used to
calculate diluted net loss per common share isdinge as the number of shares used to calculatermtdbss per common
share for those periods presented because thetiptiyedilutive shares would have been anti-dileti¥ included in the
calculation.

The following potentially dilutive securities oudstding have been excluded from the computationlatied!

weighted-average shares outstanding because sudtitiss have an antidilutive impact due to lossgrted (in common
stock equivalent shares):

As of December 31

2014 2013 2012
Convertible preferred stock — 49,446,072 43,636,63¢
Options to purchase common stock, unvested resdrict
stock and restricted stock units 17,125,34¢ 15,714,762z 14,816,57i
Total 17,125,34¢ 65,160,83¢ 58,453,21:
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15. Income Taxes

Loss before income taxes consists of the followiinghousands):

Year ended December 31,

_ 2014 2013 2012
United States $ (61,733 $ (32,529 $ (48,144
International 361 284 200
Total $ (61,372 $ (32,245 $ (47,944

A significant portion of our international incomeearned by foreign branches of our United Stedesnp
corporation and thus is already subject to UnitedeS taxation. The income of our foreign brandfesbeen included as
part of the United States jurisdiction in the tabb®ve.

Income tax expense (benefit) for 2014, 2013 an@2@&s composed of the following (in thousands):

Year ended December 31

2014 2013 2012
Current:

Federal $ — $ — % —
State 25 11 )
Foreign 492 241 211
Total current income tax expense 517 252 209

Deferred:
Federal — — (1,522
State — — (120;
Foreign — — —
Total deferred income tax benefit — — (1,642
Total income tax expense (benefit) $517 $252 $(1,433

For 2014, 2013 and 2012, our effective tax ratkediffrom the amount computed by applying the staypufederal
and state income tax rates to net loss before iedam primarily as the result of changes in vatuhllowance.

Year ended December 31

2014 2013 2012
Federal tax benefit at statutory rate 34.0% 34.0% 34.0%
State tax benefit net of federal effect 2.8 11 3.3
Foreign taxes (0.3) (0.6) (0.4)
Change in valuation allowance (35.0 (36.3 (34.6
Credits 1.9 6.1 11
Stock-based compensation (3.5) (4.5) (2.1)
Nor-deductible expenses and other (0.7) (0.7 .7)
Release of valuation allowance associated withiaitipuns — — 3.4
Effective tax rate (0.8 (0.9 05 3.09%
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Income tax expense for 2014 and 2013 relates te stmimum income tax and income tax on our easling
foreign jurisdictions. A significant portion of ourternational income is earned by foreign branafesur United States
parent corporation and thus is already subjectriibeld States taxation. The income of our foreiggmbhes has been included
as part of the United States jurisdiction in tHel@dabove. The benefit for income taxes for 2012tes primarily to the
release of a valuation allowance of $1.6 milli@saciated with nondeductible intangible assetsrdezbas part of the Push
and Forgepond acquisitions, partially offset byestainimum income tax and income tax on our easlingoreign
jurisdictions. In connection with the acquisitiasfsPush and Forgepond, a deferred tax liability established for the book-
tax basis differences related to the non-goodwilifigible assets. The net deferred tax liabilioyrfthese acquisitions creates
an additional source of income to offset our def@ax assets. As such, the impact on the acquiongpany’s deferred tax
assets and liabilities caused by an acquisitiomearerded in the acquiring company’s consolidatedricial statements
outside of acquisition accounting.

The components of net deferred tax assets at Dexredilh 2014 and 2013 consisted of the followinglfmusands):

As of December 31

2014 2013
Current deferred tax assets:

Accruals and allowances $ 4720 $ 5,224
Stock-based compensation 1,047 407
Gains on foreign exchange 77 (139
Valuation allowance (5,844 (5,614
Total current deferred tax assets — (122

Noncurrent deferred tax asse
Net operating loss carryforwards 43,553 25,381
Depreciation and amortization 8,329 9,679
R&D tax credits 5,707 3,682
Stock-based compensation 4,188 1,628
Valuation allowance (61,777 (40,248
Total noncurrent deferred tax assets — 122
Net deferred tax asse $ — $ —

Our accounting for deferred taxes involves the @at@dn of a number of factors concerning the radliity of our
net deferred tax assets. We primarily considereti factors as our history of operating lossesnttare of our deferred tax
assets and the timing, likelihood and amount, ¥f, af future taxable income during the periods tiah those temporary
differences and carryforwards become deductiblgarésent, we do not believe that it is more likblgn not that the deferred
tax assets will be realized; accordingly, a fuluadion allowance has been established and nordeféax asset is shown in
the accompanying consolidated balance sheets.

As of December 31, 2014, we had net operatingdasyforwards of approximately $124 million and $50.8
million available to reduce future taxable inconfi@ny, for both federal and state income tax pagsp respectively. The
federal and state net operating loss carryforwaiti€xpire at various dates beginning 2027 and720&spectively.

We had federal and California R&D tax credit caoryfards at December 31, 2014 of $4.7 million and $illion,
respectively. If not utilized, the federal R&D tasedit carryforward will expire in various portiobeginning 2027. The
California R&D tax credit can be carried forwardi@finitely.

A limitation may apply to the use of the net operaioss and credit carryforwards, under provisiohthe Internal
Revenue Code that are applicable if we experiencewnership change”. That may occur, for examatea result of trading
in our stock by significant investors as well asiasnce of new equity. Should these limitationsyaghke carryforwards
would be subject to an annual limitation, resultimg substantial reduction in the gross deferaad t
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assets before considering the valuation allowaRgeher, a portion of the carryforwards may expiefore being applied to
reduce future earnings.

As a result of certain realization requirement&8fLC 718, the table of deferred tax assets anditiabishown
above does not include certain deferred tax asset December 31, 2014 and 2013 that arose direoth tax deductions
related to equity compensation in excess of congigmsrecognized for financial reporting. EquityiMaie increased by $2.2
million if and when such deferred tax assets aimately realized. We use ASC 740 ordering wherimheining when excess
tax benefits have been realized.

We follow the provisions of ASC 740-10, Accountifag Uncertainty in Income Taxes. ASC 740-10 prdsesia
comprehensive model for the recognition, measurgmpeasentation and disclosure in financial statgmef uncertain tax
positions that have been taken or expected tolas tan a tax return. No non-current liability reldto uncertain tax
positions is recorded in the financial statemesttha deferred tax assets have been presentefithese unrecognized tax
benefits. At December 31, 2014 and 2013, our restenvunrecognized tax benefits was approximatgly8million and $1.7
million, respectively. Due to the full valuatiori@ance at December 31, 2014, current adjustmerttetunrecognized tax
benefit will have no impact on our effective incotag rate; any adjustments made after the valuatiiowance is released
will have an impact on the tax rate. We do notcpdite any significant change in our uncertaingasitions within 12
months of this reporting date. We include penakied interest expense related to income taxesasponent of other
expense and interest expense, respectively, assage

A reconciliation of the gross unrealized tax beise as follows (in thousands):

Year ended December 31
2014 2013 2012

Unrecognized tax benefits, beginning of year $1,674 $ 548 $334
Gross increases—tax positions from prior periods 10 98 —
Gross increases—tax positions from current period 1,110 1,028 214
Unrecognized tax benefits, end of year $2,794 $1,674 $548

We are subject to taxation in the United Statesvamibus states and foreign jurisdictions. As ot&maber 31, 2014,
the statute of limitations is open for all tax y&&om inception, that is, for the period from JAB, 2007 (date of inception)
to December 31, 2014 and forward for federal, statbforeign tax purposes.

16. Subsequent Events

In January 2015, we expanded our office facilitiethe U.S. and international locations with aditll lease
commitments totaling $2.2 million. The leases exit various dates up to 2020.

In February 2015, our board of directors approvedestablishment of the 2015 Executive Bonus Ridr2815
Non-executive Bonus Plan, or Bonus Plans. The atsaunmder the Bonus Plan are expected to be pafifirst quarter of
2016 in shares of unrestricted common stock. TéweuB Plans are funded based on the achievemeattafrcCompany
metrics.

In February 2015, we granted 3.2 million restrictéatk units to new and existing employees andefi that vest

pursuant to time-based vesting criteria set byGanmpensation Committee, which is generally fourgea
Item 9 . Changes in and Disagreements with Accourtés on Accounting and Financial Disclosure

None.

Item 9 A. Controls and Procedures

Limitations on Effectiveness of Controls
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In designing and evaluating the disclosure con@al$ procedures, management recognizes that atplsoand
procedures, no matter how well designed and opiraée provide only reasonable assurance of acigekie desired control
objectives. In addition, the design of disclosuratmls and procedures must reflect the fact thextet are resource constraints
and that management is required to apply its judgrimeevaluating the benefits of possible conteold procedures relative
to their costs.

Evaluation of Disclosure Controls and Procedures

Our management evaluated , with the participatfoouo Chief Executive Officer and Chief FinancidffiCer, the
effectiveness of our disclosure controls and prooesias of December 31, 2014. The term “disclosomérols and
procedures,” as defined in Rule 13a-15 under tlhen8®s Exchange Act of 1934, as amended, or kubh&hge Act, means
controls and other procedures of a company thadesigned to ensure that information required tdibelosed by a
company in the reports that it files or submitsemitie Exchange Act is recorded, processed, surpetbaind reported,
within the time periods specified in the SEC’s sudand forms. Disclosure controls and procedurdadeg without limitation,
controls and procedures designed to provide a naad® assurance that information required to bealied by a company in
the reports that it files or submits under the Exale Act is accumulated and communicated to thgpaogis management,
including its principal executive and principaldincial officers, as appropriate to allow timely id&ns regarding required
disclosure.

Based on this evaluation, our Chief Executive @ffiand Chief Financial Officer concluded that, BBecember
31, 2014, our disclosure controls and proceduree wiective to provide reasonable assurance tifiatmation we are
required to disclose in reports that we file ormithunder the Exchange Act were (i) recorded, pssed, summarized, and
reported within the time periods specified in Séms and Exchange Commission rules and forms (inaccumulated and
report ed to our management, including our Chiefdttive Offi cer and Chief Financial Officer toail timely decisions
regarding required disclosure.

Management’'s Report on Internal Controls

This Annual Report on Form 10-K does not includeort of management’s assessment regarding ihtonaol
over financial reporting or an attestation repdrur registered public accounting firm due toansition period established
by rules of the SEC for newly public companies.

Changes in Internal Control over Financial Reporting

There were no changes in our internal control éiwancial reporting identified in connection withet evaluation
required by Rule 13a-15(d) and 15d-15(d) of thehaxge Act that occurred during the quarter endezkBDéber 31, 2014
that have materially affected, or are reasonakbjlyito materially affect, our internal control af@ancial reporting.
Item 9 B. Other Information

2015 Territory and Quota Assignment Plan

On February 23, 2015, the Compensation CommittéleeoBoard of Directors (the “Compensation Comraittef
the Company unanimously approved the Company’s 8&tbor Vice President, Sales Territory and Quasignment Plan
(the “Sales Plan”). The Company’s Senior Vice Riest of Sales, John Donnelly, will participatelie Sales Plan. The Sales
Plan is attached hereto as Exhibit 10.22 and timest¢éhereof are incorporated herein by referenbe.Sales Plan provides
for the potential payment on a quarterly basisallonh target variable compensation payable pursioahie Sales Plan is
110% of Mr. Donnelly’s base salary. The Compensaiommittee reserves the right to amend the SddesgPospectively
at any time.

Senior Vice President of Sales 2015 Annual Salary

On February 25, 2015, the Compensation Committaeiorously approved Mr. Donnelly’s 2015 annual besdary
of $300,000, effective as of January 1, 2015.
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PART Il |
Item 10 . Directors, Executive Officers and Corporée Governance

Executive Officers and Directors

Information responsive to this | tem with respecexecutive officers and directors i s incorporateckein by
reference to the information from our 2015 P roxat®@ment under the sections titled “Executive €ifs , ” “Election of
Directors,” “Section 16(a) Beneficial Ownership Rejng Compliance” and “Information Regarding theaBd of Directors
and Corporate Governance.”

Code of Conduct

As part of our system of corporate governancepoard of directors has adopted a code of busirmsduct and
ethics. The code applies to all of our employe#fgars (including our principal executive officgrincipal financial officer,
principal accounting officer or controller, or pens performing similar functions), agents and repngatives, including our
independent directors and consultants, who arempltoyees of ours, with regard to their Mobilelmatated activities. Our
code of business conduct and ethics is availableuornvebsite at www.mobileiron.comWe will post on this section of our
website any amendment to our code of business cbadd ethics, as well as any waivers of our cddrisiness conduct
and ethics, that are required to be disclosed déytules of the SEC or the NASDAQ Stock Market.

Item 11 . Executive Compensation

Information responsive to this | tem with respeceékecutive compensation is incorporated hereirefgrence to
the information from our 2015 Proxy Statement urttlersection titled “Executive Compensation ” “@iter Compensation”
“Compensation Committee” and “Compensation CommiReport.”

Iltem 12 . Security Ownership of Certain BeneficialDwners and Management and Related Stockholder Matte

Inform ation responsive to this ltem with respecsécurity ownership of certain beneficial ownard emanagement
is incorporated herein by referen ce to the infdromafrom our 2015 Proxy Statement under the saditted “Security
Ownership of Certain B eneficial Owners and Managieni’  Information regarding our stockholder apmd and non-
approved equity compensation plans are incorpotatadference to the section entitled “Securitieshdrized for Issuance
Under Equity Compensation Plans.”

Item 13 . Certain Relationships and Related Transdions, and Director Independence
Information responsive to this item with respectéotain relationships and related transactions darector

independence is incorporated herein by referenteetinformation from our 2015 Proxy Statement uritle section titled
“Certain Related-Person Transactions” and “Indepand of the Board of Directors.”

Item 14. Principal Accountant Fees and Services
Information responsive to this item with respecptimcipal accountant fees and services is incaeorherein by

reference to the information from our 2015 Proxgt&mnent under the section titled “Principal Accamt-ees and
Services.”
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PART IV
Item 15 . Exhibits and Financial Statement Schedute

Documents filed as part of this report are as fusio

1. Consolidated Financial Statements:

Our Consolidated Financial Statements are listederfIndex to Consolidated Financial Statementatier
Part II, Item 8 of this report.

2. Financial Statement Schedules:

Financial statement schedules have been omittetibechey are not applicable or the required infbion is
shown in the Consolidated Financial StatementsatefNto Consolidated Financial Statements inclul€art
I, Item 8 “Financial Statements and SupplemenBaya” of this report .

3. Exhibits:

The documents listed in the Exhibit Index of thépart are incorporated by reference or are fileth wiis
report, in each case as indicated therein (humberadcordance with ltem 601 of Regulation S-K).

SIGNATURE S

Pursuant to the requirements of Section 13 or 1&f(th)e Securities Exchange Act of 1934, the regidgthas duly
caused this report to be signed on its behalf bytidersigned, thereunto duly authorized.

MOBILEIRON, INC.

By: /s/ Robert Tinke
Robert Tinkel
President and Chief Executive Offic
(Principal Executive Officer

By: /s/ Todd Forc
Todd Ford
Chief Financial Officel
(Principal Financial Officer and Accounting Officde

Dated: February 27, 2015
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The undersigned directors and officers of Mobila|rimc. (the “Company”), a Delaware corporatiornety
constitute and appoint Robert Tinker and Todd Fand, each of them with full power to act withous thther, the
undersigned’s true and lawful attorney-in-fact,hafilll power of substitution and re-substitutioar the undersigned and in
the undersigned’s name, place and stead in thesigded’s capacity as an officer and/or directothef Company, to execute
in the name and on behalf of the undersigned thj®R and to file such Report, with exhibits therahd other documents in
connection therewith and any and all amendmentstiliewith the Securities and Exchange Commisgjoemting unto said
attorneys-in-fact, and each of them, full power anthority to do and perform each and every actthimg) necessary or
desirable to be done and to take any other acfianytype whatsoever in connection with the foiagavhich, in the
opinion of such attorney-in-fact, may be of bengfjtin the best interest of, or legally requirddtibe undersigned, it being
understood that the documents executed by suamegtén-fact on behalf of the undersigned purstarnhis Power of
Attorney shall be in such form and shall contaiohsterms and conditions as such attorney-in-fagt apgrove in such
attorney-in-fact’s discretion.
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Pursuant to the requirements of the Securities &xgh Act of 1934, this Report has been signed bédow the

above Powers of Attorney granted) by the followregsons on behalf of the Registrant and in theatgs and on the dates
indicated.

Signature Title Date

/s/ Robert Tinker

Robert Tinker Chairman, President and Chief Executive Officem@pal Executive Officer

/s/ Todd Ford

Todd Ford Chief Financial Officer (Principal Financial Officand Accounting Officer)

/sl Gaurav Garg
Gaurav Garg Director

Is/ Aaref Hilaly
Aaref Hilaly Director

/sl Mathew Howari
Mathew Howard  Director

/sl Frank Marsha
Frank Marshall Director

/sl Tae Hea Nahm
Tae Hea Nahm Director

/sl James Tolonen
James Tolonen Director
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February 27 2015
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Exhibit
Number

Exhibit Index

Description

Exhibit
Number

Incorporated by Reference

Filing

Filing
Date

File No.

Filed
Herewith

3.1

Amended and Restated Certificat
Incorporation of Mobilelron, Inc.

3.1

8-K

June 17, 2014

001-36471

3.2

Amended and Restated Bylaws
Mobilelron, Inc.

3.4

S-1/A

May 29, 2014

33:-195089

41

Reference is made to Exhibits :
and 3.2 above

4.2

Amended and Restated Inves’
Rights Agreement, dated August
2013

4.2

S1

April 7, 2014

33:-195089

10.1@

Mobilelron, Inc. 2014 Equit
Incentive Plar

10.3

S-1/A

May 29, 201«

33:-195089

10.2%

Form of Option Agreement, Optic

Grant Notice, Restricted Stock Uri

Grant Notice and Restricted Stocl
Unit Award Agreement for
Mobilelron, Inc. 2014 Equity
Incentive Plar

10.4

S-1/A

May 29, 2017

33:-195089

10.3®

Mobilelron, Inc. 2014 Employe
Stock Purchase Plan, as amen

10.5

S-1/A

June 9, 201.

335-195089

10.4%

Non-Employee Director
Compensation Polic

10.20

S-1/A

May 29, 2017

33:-195089

10.59

2014 Cash Incentive Pl:

10.18

S-1/A

April 23, 2014

33:-195089

10.6¢

F orm of Option Agreement, Optic
Grant Notice, Notice of Option
Exercise, Restricted Stock Unit
Grant Notice and Restricted Stoc
Unit Award Agreement for
Mobilelron, Inc. 2014 Equity
Incentive Plan.

10.1

CQ

October 31
2014

001-36471

10.71

Resale Agreement betwe

Mobilelron, Inc. and AT&T
Services, Inc., dated April 22, 20
as amended and supplemer

10.17

S-1/A

May 7, 2014

33:-195089
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10.8

Lease Agreement betwe
Mobilelron Inc. and Handley-Tittlg
Middlefield Joint Venture, dated
June 25, 201

10.8

100

August 7, 2014

001-36471

10.9

Lease Agreement betwe
Mobilelron, Inc. and Renault &
Handley Employees Investment
Company, dated April 14, 20:

10.7

S-1

April 7, 2014

335-195089

10.10

First Amendment to Leas
Agreement, dated April 18, 2014

between the Registrant and Renajult

& Handley Middlefield Road Joint
Venture, as successor to Renault|&
Handley Employees Investment
Company

10.8

S-1/A

April 23, 2014

33:-195089

10.11

Lease Agreement betwe
Mobilelron, Inc. and Silicon Valley
CA-l, LLC, dated April 30, 201.

10.8

S1

April 7, 2014

33:-195089

10.12

Sublease Agreement betwe
Mobilelron, Inc. and ADTRAN,
Inc., dated September 12, 2C

10.9

S-1

April 7, 2014

335-195089

10.13%

Form of Indemnity Agreemel

entered into between Mobilelron,
Inc. and each of its directors and [ts
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Exhibit 10.21
Mobilelron, Inc.
2015 Executive Bonus Plan

Effective : January 1, 2015
1. Purpose

The Mobilelron, Inc. (the Company”) 2015 Executive Bonus Plan (théBbnus Plan”) is designed to provide
equity -based incentive compensation to the Conipaayecutives . The Bonus Plan Is designed toardwhe
participants for assisting the Company in achievitgy operational goals through exemplary perfornean€he
overarching intent in setting and achieving thelgato build long-term stockholder value.

2. Bonus PlanYear

The Company’s fiscal year (which runs from Jandatiirough December 31 each year) will be the Bétaa
Year.
3. Eligibility

All individuals who constitute the “officers” of ¢hCompany for purposes of Section 16 of the Seesirit
Exchange Act of 1934, as amended (th&€ettion 16 Officers’) , other than our Senior Vice President of Sakes,
eligible to participate in the Bonus Plan (eachRatticipant”). Participants hired in the middle of a BonusrP¥ear are
eligible to participate; however, any bonus awartbesluch Participant shall be prorated based omdiheber of days the
Participant is employed by the Company during tbeud Plan Year.

Participants who are otherwise eligible for paption in the Bonus Plan may not earn a bonushi®mBonus
Plan Year then in effect if their employment wittetCompany terminates for any reason prior to ithel flay of the
applicable Bonus Plan Year.¢ ., December 31 ).

4. Bonus Awards and Determinations

Each eligible Participant will be assigned a tar@pehus amount determined at the discretion of the
Compensation Committee of the Board of DirectorthefCompany (the Compensation Committe§ or, in the case of
the Chief Executive Officer, the Board of Directmfsthe Company (the Target Bonus”). Target Bonuses for each
Participant for this Bonus Plan Year are equald®% of the Participant’s 2015 annual base salary

E ach Participant 's Target Bonus will be basedhenachievement by the Company of performance tafge
gross billings and non-GAAP operating margin ackéein 2015, adjusted upward or downward to therexteat the
Company exceed s or do es not meet these targ@tsius payments are conditioned on the Companyeeicig a
minimum percentage threshold of these targets, fanding of the Bonus Plan will scale upward to tdent the
Company exceed s these minimum per centages theTextent that the Company exceed s the perforen@mngets for
both gross billings and non-GAAP operating margiarget Bonuses may be increased, subject to afcaps566 of the
Target Bonus , in the sole discretion of the Corspioan Committee or the Board, as applicable . Besware to be paid
in unrestricted stock.

T he Compensation Committee or, in the case ofthief Executive Officer, the Board, will determifia its
sole and absolute discretion) what percentageeo€diporate goals have been achieved, and awdrgafeentage of the
corporate portion of the Target Bonus .

The Board and the Compensation Committee retainiftgetion to adjust awards based upon any otwtoifs
determined by the Board or the Compensation Coreaitis applicable, to be relevant.

Bonuses are deemed earned as of the last day apgiieable Bonus Plan Year (December 31). Ascueh in
Section 3, Participant s must be employed on tke lalanuses are deemed earned to earn a bonusfor th



Bonus PlarYear. Accordingly, anyParticipantwhose employment terminates (for any reason) duttieiBonus Plar
Year and prior to December 31 will not be eligibde, and will not earn, a bonus for that Bonus PYaar (including
any partial or prorated bonus).

5. Payment of Awards
Any bonuses that are awarded will be paid no lii@n March 15 of the year following the Bonus PYaar
for wh ich bonuses have been awarded. All bonusallse subject to standard deductions and withhgkl

6. Miscellaneous

This Bonus Plan may be amended, modified or tertachat any time by the Board or the Compensation
Committee . It does not confer any rights upon a Participant to remaiservice with the Company for any specific
duration or otherwise restrict in any way the righof the Company to terminate a Participantesrise with the
Company for any reason, with or without cause eaade notice.

This Bonus Plan contains the entire agreement leghilee Company and its Participant s on this stbgexd
supersedes all prior bonus compensation BonussPteurprograms of the Company and all other prevarasor written
statements regarding any such bonus compensatigngons or Bonus Plan s.

This Bonus Plan shall be governed by and constunéér the laws of the State of California.

* * %



PARTICIPANT ACKNOWLEDGMENT

| have read and understand the provisions of tbisuB Plan and hereby accept its terms.

Name (Printed) Signature Date




2015
Senior Vice
President,
Sales,
Territory
and Quota
Assignmer
Plan (the
“Plar”)

Exhibit 10.22

Effective
1/1/2015

Plan Description :

Territory: Global Sale

Personal variable compensation target is paid agbievement o(i) quarterly bookingsquotas,
with accelerators for exceeding semi- annual quosasl (ii) performance objectives based on
renewals bookings, bookings from new Forbes Gl@bab customers arsales efficiency targe
Total variable compensation target constitutes 110% of base s.

Applicable currency is USL

Payments are made on a quarterly b.

The Compensation Committand the Board reserthe right to amend thPlan prospectively at ar
time.



EXHIBIT 21
SUBSIDIARIES OF MOBILEIRON, INC.
The following is a list of Mobilelron, Inc.'subsidiaries including their jurisdiction of incomation as of December
31, 2014:

Subsidiaries Jurisdiction of | ncorporation

Mobilelron International, Inc . Delaware, U.S.A.
Mobilelron India Software Private Limited India




Exhibit 23.1

CONSENT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM
We consent to the incorporation by reference iniRReggion Statement No. 333-196762 on Form S-8ouof
report dated February 2 7 , 2015, relating to thesolidated financial statements of Mobilelron,. land its subsidiaries
appearing in this Annual Report on Form 10-K of Melibon, Inc. for the year ended December 31, 2014.
/s/ DELOITTE & TOUCHE LLP

San Jose, California
February 2 7, 2015



Exhibit 31.1

I, Robert Tinker, certify that:

1.
2.

| have reviewed thiAnnualReport on Form 1- K of Mobilelron, Inc.;

Based on my knowledge, this report does not comtaynuntrue statement of a material fact or omitéte ¢
material fact necessary to make the statements,nmalight of the circumstances under which suetteshents wer
made, not misleading with respect to the periodeoes by this repor

Based on my knowledge, the financial statementsoéimer financial information included in this repdairly
present in all material respects the financial dom results of operations and cash flows ofréngistrant as of, at
for, the periods presented in this rep

The registrar's other certifying officer and | are responsibledstablishing and maintaining disclosure contaoig
procedures (as defined in Exchange Act Rule-15(e) and 15-15(e)) for the registrant and ha

(a) Designed such disclosure controls and proceduregused such disclosure controls and procedures
designed under our supervision, to ensure thatriabiieformation relating to the registrant, inciaog its
consolidated subsidiaries, is made known to usthgre within those entities, particularly during teriod in
which this report is being prepare

(b) Evaluated the effectiveness of the regis’s disclosure controls and procedures and presenthis repori
our conclusions about the effectiveness of theasce controls and procedures, as of the endeopéhiod
covered by this report based on such evaluatiah

(c) Disclosed in this report any change in the regid’'s internal control over financial reporting thatooed
during the registrant’s most recent fiscal quaftiee registrant’s fourth fiscal quarter in the cafan annual
report) that has materially affected, or is reabbnbkely to materially affect, the registrant'sternal control
over financial reporting; an

The registrar's other certifying officer and | have disclosedsdémhon our most recent evaluation of internal @b
over financial reporting, to the registrant’'s aoditand the audit committee of the registrant’'sthad directors (or
persons performing the equivalent functioi

(&) All significant deficiencies and material weaknessethe design or operation of internal contratiofinancial
reporting which are reasonably likely to adversafgct the registrant’s ability to record, processnmarize
and report financial information; ai

(b) Any fraud, whether or not material, that involveamagement or other employees who have a significéenir
the registrar's internal controover financial reporting

Date:February 27, 2015 /s/ Robert Tinke

Robert Tinkel
President and Chief Executive Offic
(Principal Executive Officer



Exhibit 31.2

I, Todd Ford, certify that:

1.
2.

| have reviewed thiAnnualReport on Form 1- K of Mobilelron, Inc.;

Based on my knowledge, this report does not comtaynuntrue statement of a material fact or omitéte ¢
material fact necessary to make the statements,nmalight of the circumstances under which suetteshents wer
made, not misleading with respect to the periodeoes by this repor

Based on my knowledge, the financial statementsoéimer financial information included in this repdairly
present in all material respects the financial dom results of operations and cash flows ofréngistrant as of, at
for, the periods presented in this rep

The registrar's other certifying officer and | are responsibledstablishing and maintaining disclosure contaoig
procedures (as defined in Exchange Act Rule-15(e) and 15-15(e)) for the registrant and ha

(a) Designed such disclosure controls and proceduregused such disclosure controls and procedures
designed under our supervision, to ensure thatriabiieformation relating to the registrant, inciaog its
consolidated subsidiaries, is made known to usthgre within those entities, particularly during teriod in
which this report is being prepare

(b) Evaluated the effectiveness of the regis’s disclosure controls and procedures and presenthis repori
our conclusions about the effectiveness of theasce controls and procedures, as of the endeopéhiod
covered by this report based on such evaluatiah

(c) Disclosed in this report any change in the regid’'s internal control over financial reporting thatooed
during the registrant’s most recent fiscal quaftiee registrant’s fourth fiscal quarter in the cafan annual
report) that has materially affected, or is reabbnbkely to materially affect, the registrant'sternal control
over financial reporting; an

The registrar's other certifying officer and | have disclosedsdémhon our most recent evaluation of internal @b
over financial reporting, to the registrant’'s aoditand the audit committee of the registrant’'sthad directors (or
persons performing the equivalent functioi

(&) All significant deficiencies and material weaknessethe design or operation of internal contratiofinancial
reporting which are reasonably likely to adversafgct the registrant’s ability to record, processnmarize
and report financial information; ai

(b) Any fraud, whether or not material, that involveamagement or other employees who have a significéenir
the registrar's internal control over financial reportir

DateFebruary 27, 2015 /s/ Todd Forc

Todd Ford
Chief Financial Officel
(Principal Financial and Accounting Office



Exhibit 32.1
CERTIFICATION

Pursuant to the requirement set forth in Rule 18@)lof the Securities Exchange Act of 1934, asrated (the
“Exchange Act”) and Section 1350 of Chapter 63 tiETL8 of the United States Code (18 U.S.C. §13R@pert Tinker,
President and Chief Executive Officer (PrincipakEutive Officer) of Mobilelron, Inc. (the “Company’and Todd
Ford, Chief Financial Officer (Principal Financ&id Accounting Officer) of the Company, each herehyifies that, to
the best of his or her knowledge:

1. The Compan’'s AnnualReport on Form I- K for the period endeDecember 3., 2014(the“Annual Repol”) , to
which this Certification is attached as Exhibit BZully complies with the requirements of Secti8{(a) or
Section 15(d) of the Exchange £, and

2. The information contained in ttAnnual Report fairly presents, in all material respedts, financial condition an
results of operations of the Compa

I N WITNESS W HEREOF , the undersigned have set their hands heretothe @ 7 th day of February , 201 5 .

/s/ Robert Tinke /s/ Todd Forc

Robert Tinkel Todd Ford

President and Chief Executi Officer Chief Financial Office

(Principal Executive Officer (Principal Financial and Accounting Office

“This certification accompanies the Form 10- K thigh it relates, is not deemed filed with the Séms and Exchange
Commission and is not to be incorporated by refagénto any filing of Mobilelron, Inc. under the @eities Act of
1933, as amended, or the Securities Exchange AQ34, as amended (whether made before or aftafatecof the
Form 10- K), irrespective of any general incorpioralanguage contained in such filing.”



