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Kaltura at a Glance

1. Represents customer count as of 12/31/2023
2. Represents latest public guidance provided by Kaltura on 11/6/2024

• A market-leading provider of live, real time and on-demand video solutions for organizations, with the mission of 
“powering video experiences that drive engagement and business results”

• Best-in-class, unified platform with fully customizable & embeddable experience components, robust APIs and 
management consoles, offered as Video Content Management Systems and TV Content Management Systems

• Enterprise, AI-enabled products that power digital experiences such as Video Portal, LMS/CMS Extensions, Virtual 
Events & Webinars, Virtual Classroom and TV Streaming

• Proven ability to expand into adjacent markets, innovating to deliver both horizontal and industry-specific solutions

• Trusted by a large and loyal blue chip customer base across diverse industries and use cases

• Global presence with global headcount of 700+, and main offices in NYC, Tel Aviv, London and Singapore

Who We Are By the Numbers

Trusted by Top Organizations Across Industries

900+ customers1, including 
25%+ of US Fortune 100

and 40%+ of US R1 universities

Regulated 
Industries

EducationTechnology Media & Telecom
PS, Commercial & 

Manufacturing

$177.5M

2024G2 Revenue

$166.5M

2024G2 Subscription 
Revenue

300

Customers > $100K ARR1

75.2%

3Q-24 Subscription 
Gross Margin

25

Customers > $1M ARR1

$5.6M

2024G2 Adj. EBITDA
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Empowering Enterprises’ Increasingly Complex Video Needs

1. Source: PwC Strategy& market study 2024
2. Source: Forbes Advisor (Content Marketing Statistics for 2024)
3. Source: Key Insights From 2024 Gartner CMO Spend Survey.

Kaltura Uniquely Addresses Critical Pain Points for Organizations

Kaltura Solutions

Best-in-class video content management, and 
streamlined VOD, Live and RTC experiences 

Deep and actionable analytics within use cases and 
across experiences

Comprehensive horizontal platform allows to 
consolidate on one vendor, reduce complexities & costs

Enterprise grade platform for mission critical 
services

API-first design enabling deep integration into 
workflows & other systems

Enterprise Pain Points

Challenge in gaining valuable insights, within 
and across experiences

Point solutions from multiple vendors cause 
silos & broken workflows and drive higher costs 

Requirements for enterprise grade reliability, 
scalability, compliance and security 

Lack of video integration into business 
workflows & other systems

Vast amount of unmanaged video content with 
non-streamlined VOD, Live and RTC experiences 

Surge In Video Content

The Rapid Surge In Video Content Has 
Significantly Amplified The Challenges for 

Enterprises

https://protect.checkpoint.com/v2/___https://www.forbes.com/advisor/business/software/content-marketing-statistics/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmVmOTQ6YzYxMzNkYmI2OWQ1OTE3N2MxNjE4MzFjNWZmNzNmZTBiYTUxOTllZGIwZWIwYzVjNjE2OWQ4ZjRiNWZlYzgxMjpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.gartner.com/en/newsroom/press-releases/2024-05-13-gartner-cmo-survey-reveals-marketing-budgets-have-dropped-to-seven-point-seven-percent-of-overall-company-revenue-in-2024___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjJkYzk6NmMzYmM4M2ZiOWE0N2Q0NWFhMjMxMmE2MzAzNTRmNmRkOGYzOGRhMGQ5OTU1ZDYzZTFhNzA1NmY4ZmI1NWU0NTpwOlQ6Tg
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Unique Value Proposition and Competitive Differentiation 

Unmatched Flexibility 
and Modularity, API-First 

Design that ‘Videofies’ 
Workflows

Robust APIs enable deep integration 
into workflows and with other 

systems, powering both ‘horizontal’ 
products and industry solutions 

while enabling heavy customizations

Unified Platform Across 
Products, Use-cases (CX 
and EX) and Video Types 
(Real-time, Live and On-

demand)

Minimizes silos and disjointed 
workflows while reducing costs

Enterprise-Grade 
Compliance, Reliability, 

Scalability, Security, 
Privacy and Accessibility

Trusted by top organizations 
globally across mission-critical 
external and internal use-cases

Analytics, 
Personalization & 

Interactivity Powered by 
GenAI – Across Devices, 

Apps and Sites

Unlocking omni-channel insights for 
actionable insights within and 

across experiences



9

Kaltura’s Multi-Year Product Strategy

EVCM & OVP Virtual Events & Webinars Cloud TV SoftwareMarket Segments

 

IPO

Tvinci 
Acquisition

Newrow 
Acquisition

+ AI-Infused Personalized Insights, Content and Experiences 
Content Management 

& Live Streaming
+ Content Creation & 
Realtime Experiences

Video Portal

LMS & CMS Video Extensions

TV Content Management System (TVCMS)

Virtual Events & Webinars

Virtual Classroom

TV Streaming Apps

VCMS & RTC

2007 2009 2014 2020 20242021 2022 2025 2026 2028

Video Content Management System (VCMS)

• Cognitive Search 

• Conversational AI

• Content Repurposing

• AI Assistants: Virtual 
Events Production & 
Personalized Learning

• Dynamic Content 
Monetization

• Personalized User 
Interfaces & 
Experiences

• Realtime Predictive 
Content Analytics

• Fully Automated, Context-Aware 
Content Creation & Delivery

• Immersive Technologies: AR / VR

• End-to-end B2B CX / EX: Cross-
Enterprise Knowledge Synthesis, 
Predictive Content and Behavioral 
Experience Analytics

Continuous Launch of Innovative Products & Potential Entry into New Market Segments

Play Video
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Trusted by Top Organizations Across Industries2

1. Customer count is as of end of year. These figures embody a change in customer counting methodology as of the quarterly filing of Q1’24 in relation to Net Dollar Retention calculations, which treat VARs and the customers they manage as a single customer
2. The percentages and numbers representing industry presence are derived from customer lists matched to publicly available rankings and classifications, and exclude the Chinese market. Specifically, R1 Schools are referenced from the Carnegie Classifications (carnegieclassifications.acenet.edu), top tech companies from 

CompaniesMarketCap (companiesmarketcap.com/tech), top financial services companies (companiesmarketcap.com/financial-services), healthcare (companiesmarketcap.com/healthcare), and pharmaceutical sectors (companiesmarketcap.com/pharmaceuticals). Rankings for Fortune 100/500 companies are based on Fortune’s 
official list (fortune.com/ranking/fortune500/), top accounting firms from Big 4 Accounting Firms (big4accountingfirms.com), automotive and manufacturing (companiesmarketcap.com/automakers), and telecommunications (companiesmarketcap.com/telecommunication)

Media & Telecom

3
Of Top 10

Telcos

Education

40%+
Of Top US 

Universities
(R1 Schools)

Technology

30%
Of Top 50 

Tech Companies

Regulated Industries

24%
Of Top 50 

Financial Services

5
Of Top 10 

Healthcare & 
Pharma

Professional Services, 
Commercial & Manufacturing

3
Of The Big Four 

Accounting Firms

4
Of Top 10 

Automotive 
Manufacturers

209
252

301 299 300 295

2019 2020 2021 2022 2023 Jun-24

5

15

22 24 25 27

2019 2020 2021 2022 2023 Jun-24

# of Customers > $100K ARR1 # of Customers > $1M ARR1 Average ARR Per Customer1

Large & Growing Customers

41%
47% 50% 53% 54% 54%

18% 20%
25% 27%

32% 34%

2019 2020 2021 2022 2023 Jun-24

Product and Use Case Adoption1

$118 
$138 

$160 
$178 $184 $189 

2019 2020 2021 2022 2023 Jun-24

3+ Product Adoption

2+ Use Case Adoption

($ Thousands)(# of Customers)(# of Customers)

https://protect.checkpoint.com/v2/___https://carnegieclassifications.acenet.edu/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjJjZmQ6ODBlOGQ2NGMxNGUwYzdiYzFhZTVkNjUxZGU0NmJiNTlhZGUxMDE1MWU1YjQ1N2RkYzIyNjAzZDIzZTA3M2Q4ZDpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/tech/largest-tech-companies-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmI4ODU6MWEzMzEwZmIwMWE5MDY1MDQ2ZjZlMjBkZDY0MjgwNDcwY2UxNWI2OWI2ZjhhNDRhNjdiZjkzMTIxZWZlZWVkODpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/financial-services/largest-financial-service-companies-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmViYjU6MWNlZWEyNGE0ODg3ZGQ2MWNlYzFkYTVmYTI2ODVkODExNmViMDU3Y2M3ZWI3ZjI3MjI1MTAwMTAyMzVlOWE4YzpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/healthcare/largest-healthcare-companies-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmJmY2U6YjA3NjQ3NmViMGQ4YWY5MzBjZTkyOTczOTg5NDBjMjZhZjM0YjJkNDM2MTliNWJjMmUwYzAxOTIyNzhkNGM4YTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/pharmaceuticals/largest-pharmaceutical-companies-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmUyMWY6ODM5MDVmODhjNGQzZmE2ODVlMmQ5OTYxZDViZWNlZTYxYzRhZDM4M2JjOGRkMWU0ZTRmMWM3OWI1MTRiZjhlZDpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://fortune.com/ranking/fortune500/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmFjZTE6MGM5ZmM5MjU1NGI5ZjA4YmExOTc2ZGQ2MGI5ZDBiMGM2YWYxZDA3MWEzZmM0MDhkNzRlOGJjNzJiMmU3YWExMjpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://big4accountingfirms.com/top-10-accounting-firms/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmI4N2Y6MmFhZWI3YTg3MWQyOTU1Yjg4MDcyZGM3OWU1MjkxOWM0MmYwNjkxZDc1ZGRlNGQ3ODlkYTk4ZTI4NmMwMDc5MjpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/automakers/largest-automakers-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjBlY2U6NWNlN2NlMzcxZDQ3ZGM4YzZjMDVkYmJlZTU4MTE3MDE5ZGE3ZTYxMjk0MTAxNWM3ZjUwZjExNzhjZDU2ZmYwYTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://companiesmarketcap.com/telecommunication/largest-telecommunication-companies-by-market-cap/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjhlYzU6NjEzNGJhNTQ2OTcwOTJlN2Y3YjIxMjlmZDMyMGNlNDJiZTcyZGUzOWY0YTQxNGMxZThhODA0NjE4OTlkMGY0ZDpwOlQ6Tg


Driving Broad Use Cases Across Buyer Personas

Employee Experience Customer Experience

Corporate 
Communication & 

Collaboration

• Organization’s intranet portal
• Content hubs (e.g., marketing 

webinars archive, university’s 
video library, sales & partner 
enablement)

• Social enterprise platforms
• UGC & community hubs
• Peer-learning portals
• Company-wide town halls
• Virtual sales kickoff events
• Corporate compliance training

Chief Information Officers

Chief Human Resources Officers

Buyers

Examples

Employee Learning & 
Development

• Employee training programs
• Onboarding videos 
• Compliance training modules 
• Leadership development initiatives
• Virtual workshops
• Interactive video courses
• Microlearning content 
• Internal training libraries

Chief Information Officers

Chief Human Resources Officers

Chief Learning Officers

Buyers

Examples

Teaching & Learning, 
Training & Certification

• Transforming LMS / LXP into video-
rich interactive learning 
experiences

• Lecture capture
• Online learning
• Student engagement programs

--
• Certification programs (incl. CPE)
• Virtual community hub with 

gamified experiences (leaderboard 
& badges) to keep end users 
engaged, skilled and certified

Chief Marketing Officers

Chief Information Officers

Chief Learning Officers

Buyers

Examples

Marketing, Sales & 
Customer Success

• Product demo videos
• Virtual product launches
• Customer testimonial videos
• Live webinars for lead generation
• Interactive sales presentations
• Personalized video messaging 

Customer onboarding videos
• Video-based customer support and 

education
• Video case studies
• Flagship virtual and hybrid large-

scale events

Chief Marketing Officers

Chief Revenue Officers

Buyers

Examples

Entertainment & 
Monetization

• Live & On-demand TV services 
(SVOD, TVOD & AVOD)

• Online video publishing
• Event live streaming
• UGC media portals (social, news, 

community)
• Content syndication

Chief Executive Officers

Chief Technology Officers

Chief Product Officers

Buyers

Examples
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Watch Video

Watch Video

NYU uses Kaltura's NYU Stream to 
create, share, and manage media 

content for teaching, learning, and 
collaboration

4:03

Watch Video

Watch Video
“We built our entire service with 

Kaltura, which allows for the scale and 
reliability that is expected from a 
multinational Pay TV operator.”

28:48

0:17

Watch Video

Watch Video

Launched a course, the “DIY Film 
School” that resulted in the collection 

of about 10 terabytes of video

1:16
Watch Video

Watch Video

HSBC has streamlined the sharing of 
information across the whole 

organization

3:02

Watch Video

Watch Video

Salesforce has doubled the reach of 
their events and saw a 536% boost in 

engagement

Watch Video

Watch Video

1:37

“It’s truly amazing what can be 
achieved … creating value and 

enhancing knowledge across the 
organization.”

Watch Video

Watch Video

0:42

Adobe trained 7K educators via hands-
on digital programs

4:52
Watch Video

Watch Video

Over the last 5 years, Ikea has gone 
from 9 terabytes of content to 55 

terabytes of content today

1:05
Watch Video

Watch Video

“…with over 54% of the country’s 
population using the service for an 
average of 70 minutes per week”

AWS is setting the standard for content 
distribution and audience engagement 

using data-fueled success metrics

Watch Video

Watch Video

3:57

Regulated Industries PS, Commercial & Manufacturing

Technology Education

Media & Telecom

Customer Testimonials

https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_b0zeuync/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjYzZGM6ZGVjODhlN2MzNWFkNTBjOGQ0ODI3NjE2NTE0ZmNkNGQ4NmNjMzA5YWQwMjBhZWRlMThlMGI0NDA4N2RlNDFmMDpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://corp.kaltura.com/video_resource/uplifting-tv-to-the-cloud-vodafones-transformation-journey/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjJiMjc6ZjZkZTc1ZDU2YTkxNDEyN2NmZGU1NTNmZjUxNDAwMWExOGI2OTQ5MTg3ZTZhYWVhYWVlYjBmMTFhODQ0M2YyYTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://corp.kaltura.com/resources/case-studies/user-generated-video-how-the-university-of-edinburgh-boosted-user-engagement-by-launching-the-dyi-film-school/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmFiZTE6ZTAyYTc1ZmVjMjRmYTQ0MjJmMjMyYjI2NTEzY2RmNDQxMDQ2NGE4NGE3ZGFkODEyNWM1OTFhNzljOWUwZTQ5ODpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_30pu0ze6/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjYzNTI6ODQyM2ExNGUxMDgxNzc2ZTZkY2EyZTM1NGUzNDk1NTY4N2I0ZTM2ZWJmNGEzMTdkYzNmNjRiYjc5ZmNmNjQ2MDpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_ora5ty6r/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmQxYzA6NGU4MDczNTJjYjFmN2QxYWNiN2NlMDJmYWYxN2MyNjAwNzVmM2UzMjEzY2UwZjA0MThmMjdkY2I5MmE5MzExYjpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_322o1kx5/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2Ojc3ZjE6NTg3ODFlMWYyMjE1YWFhM2NlMzM3Y2E1MDQ5M2UzMTk0OTcyYjQzM2UxNWU4ZWFlYWU3ODc2ZGYyOTY5ZTNiZTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://corp.kaltura.com/resources/case-studies/adobe/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjUxNGY6ODhiMGUzMzA4ZTdhNWYwOGRmMzEyNTllMWNhZDY3ZTgyNDY1MDg3MmZkMTM2MDU0YjkyNzQ3MWMxOGYzNmQ3MTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_889cgr7j/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmY3N2I6OGU0Y2ZmMzE4N2E0Y2QyZjBkMzg2OWJhODNkODkxODNiMGE2ZTBlNTQyZmUyM2M4YzFjYTJhYjgyZjBhN2M1NjpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://corp.kaltura.com/resources/case-studies/yle/___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OjAxNjQ6MmE1MjlhMzM1Y2YzMTI4YjE2NzA5ZWY0NDc3ZjZiNjNkMjhjZWI5NTJkZDYzMjZjMjc2YWM1OGYyMmUzNWNhZTpwOlQ6Tg
https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_2czvvkoi/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2Ojk1ODk6MDBhOTA3YThjMzM0MjBlZjQ3MTkyMWE3NjY4M2IxNjg2NzkyZGE5MDlmZjA1ZmZlODhkMWYzNDA2MjViMjUyZTpwOlQ6Tg
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Kaltura’s Large TAM Presents a Unique Growth Opportunity

• Source: PwC 2024 Market Study
• TAM represents current TAM as of December 31, 2023

EVCM & OVP

Products to manage and deliver on-demand & 
live videos to large audiences over the internet

Key Growth Drivers:

• Demographic shift, remote work and affinity for 
more visual content

• Increased content creation & consumption, further 
driven by Gen-AI which is expected to increasingly 
replace labor-intensive production services

Virtual Events & Webinars

Communication & synchronous video 
technologies that support event & webcast live 

streaming and digital experiences

Key Growth Drivers:

• Events increasingly incorporating virtual 
components to expand reach, drive engagement & 
create post-event content

• Ability to leverage Gen AI to create personalized 
experiences is expected to drive higher adoption

Cloud TV Software

 Services, tools and processes to manage video 
content for digital & media-focused 

organizations

Key Growth Drivers:

• Increased adoption of third-party Cloud TV 
software

• Continuing customer migration from IPTV and 
legacy on-premise to cloud

• Opportunity to use Gen AI to streamline content 
distribution and boost engagement & monetization 

~$5B

$13B+

~$5B

~$3B

Virtual Events 
& Webinars

EVCM & OVP Cloud TV Software Kaltura’s Total TAM

M&T 
Reported Segment

Cross EE&T and M&T 
Reported Segments

Kaltura is Well-positioned to Continue Expanding Share in its Growing Market Segments and Effectively Penetrate New Ones



Kaltura Today & Tomorrow

Kaltura’s Growth and Profitability Journey

1. Gartner discontinued publication of its Magic Quadrant for Enterprise Video Content Management in 2018
2. Represents latest public guidance provided by Kaltura on 11/6/2024

Kaltura Yesterday

Today

Initial signs of YoY growth of new 
bookings and improved gross 
retention, refueling growth of 

subscription revenue. Cost-saving 
initiatives and realignment of 

operations to increase efficiency and 
productivity expected to result in a 

return to Adj. EBITDA and Cash Flow 
from Operations profitability in 2024

Adj. EBITDA Margin
2024G2

3%

YoY  Subscription Revenue Growth 
2024G2

2%

Modest Revenue Growth & 
Return to Profitability

Multiple Levers for
Revenue & Profit Growth

Well-positioned to execute on multiple 
levers to pursue profitable growth 

with the expected easing of 
macroeconomic headwinds and 

return of industry tailwinds, supported 
by the proliferation of video and 

adoption of GenAI

Expecting a re-growth of both revenue 
and profit margins

Tomorrow
Accelerating Growth 

While Attaining 
Profitability 

Strong execution and 
innovative technology 

platform led to continued 
growth & profitability

Kaltura recognized by 
Gartner as a Leader in the 

Magic Quadrant for the 
EVCM market for 5 

consecutive years since 
20131

YoY Subscription Revenue Growth
2018-2019

18%

Adj. EBITDA Margin
2019

4%

Before COVID

YoY Subscription Revenue Growth
2022-2023

7%

Reduced Growth Amid 
Temporary Headwinds

Organizations paused video 
purchases to consider next 
steps, while also shifting to 
hybrid and in-office models 

vs virtual, resulting in a 
demand correction, followed 

by macroeconomic 
headwinds pressuring IT 

budgets

Despite industry headwinds, 
revenue consistently 

increased

After COVID

Subscription Revenue CAGR
2019-2021

31%

COVID-Fueled 
Acceleration of Video 

Proliferation

The COVID-19 pandemic led 
to a rapid rise in video 

proliferation, increasing 
demand for video solutions 
and accelerating revenue 
growth. Kaltura increased 
R&D investment to expand 

into RTC-powered 
experiences, and increased 
S&M investment to pursue 

the rapidly growing market 
opportunity

Adj. EBITDA Margin
2021

(7%)

During COVID

Adj. EBITDA Margin
2020

4%

Adj. EBITDA Margin
2023

(1%)

Adj. EBITDA Margin
2022

(17%)
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Revenue Growth and Return to Adj. EBITDA Profitability

1. Represents latest public guidance provided by Kaltura 11/6/2024

2024 Guidance

$177.5M 
2024G1 Total Revenue

Proven Scale

94%
2024G1 Subscription 

Revenue

Positive & Growing 
Adjusted EBITDA & 

Cash Flow from Ops.

High Revenue 
Visibility

Healthy 
Gross Margins

73%
Q1-Q3 2024 Subscription 

Gross Margin

3%
2024G1 Adj. EBITDA Margin

$97 
$120 

$165 $169 $175 $177 

$85 $104 
$145 $152 $163 $166 $13 

$16 

$20 $16 $12 $11 

2019 2020 2021 2022 2023 2024 G

Subscription Revenue Professional Services Revenue

Revenue Evolution ($mm)

Adj. EBITDA Evolution ($mm)

$4 $4 

$(12) $(28)

$(3) $6 

4% 4%

-7%

-17%

-1%

3%

-20%

-15%

-10%

-5%

0%

5%

10%

 $(40)

 $(30)

 $(20)

 $(10)

 $-

 $10

 $20

2019 2020 2021 2022 2023 2024 G

Adj. EBITDA Adj. EBITDA Margin

Cash Flow Evolution ($mm)

$0 $6 

$(22) $(47) $(8)$(5)

$0 

$(29) $(54) $(12)

2019 2020 2021 2022 2023 2024 E

CF from Operations FCF
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Favorable Market Dynamics & Past Investments Fuelling Growth

Expected easing of macroeconomic 
headwinds, increasingly hybrid workplace, 
growth in Gen-Z & Millennial video-savvy 
employees and the advent of GenAI are 
stabilizing growth in demand for video 
solutions 

Stabilizing Trends for Enterprise Online 
Video Experiences, with GenAI boost

Events are increasingly incorporating virtual 
components to expand reach, drive 
engagement, collect data and manage post-
event content.

Kaltura’s recent investments in Virtual Events 
& Webinars are paying off, winning awards 
and increasingly gaining market share

Maturity of our Award-Winning 
Event Stack

Enterprises are consolidating spend on video 
solutions around a single vendor, rather than 
engaging multiple point solutions.

As a full-service provider with a comprehensive 
horizontal platform, Kaltura has benefited from 
this consolidation and is expected to benefit 
much more as budgets grow and buyers plan 
more strategically for the future

Trend Toward Full-Suite Over 
Point Solutions 

Digital transformation and a move from legacy 
systems to OTT is re-gaining its priority after a 
COVID and macro-economic induced slowdown.

Kaltura is re-growing its GTM initiatives in this 
space after reducing them in recent years in 
response to market demand, priorities & 
profitability needs

Renewed Interest across 
Media & Telecom
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Numerous Strategic Organic & Inorganic Growth Opportunities
Kaltura’s Strategy is Designed to Enable Significant Revenue Growth while Supporting Expansion in its Current Markets and Penetration into New Ones

1. Based on Kaltura’s current market estimated growth rate, hybrid events market, and an estimation of future verticalized solutions market spend
2. Based on DAM current market size ($20Bn) and a projected 10% annual growth for the next 5 years, plus the estimated part of the video-enabled learning experience out of the total LMS market

Enter B2B Sales 
Enablement MarketInorganic Growth 

Opportunities

“Revolution” Potential“Evolution” Plans

Launch New
Features / Products
(Possible Examples)

Reinvest in Sales 
Force & Customer 
Acquisition

Expand Industry 
Solution Suite 
(Possible Examples)

~$30-40Bn2 
Projected market spend in 2028

~$20Bn1

Projected market spend in 2028

Numerous In-Process Growth Initiatives Expected to Generate Meaningful Upside to the Kaltura Story

Beyond Video: AI-Infused, Full-Suite CX / EXContinue Executing Against the Current Mission Statement

1
2

3
4

6
5

7
Offer Entire Learning 
& Development Suite

▪ S&M reinvestment 
▪ Geographical 

expansion 
▪ Further verticalize 

GTM team
▪ Grow channel sales

▪ Events: more hybrid 
features

▪ TV: monetization
▪ Platform: PaaS 

offering for 
developers

▪ Self-Serve, PLG-
based SME offerings

▪ Expand Kaltura 
solutions for 
Education, M&T, 
and Financial 
Services

▪ Launch new 
solutions e.g. for 
Healthcare & 
Government

▪ Improve scale and 
operating leverage 
through potential 
transformational 
opportunities and 
bolt-ons

▪ Leverage existing 
CX value 
proposition in 
EVCM, Meetings & 
Events

▪ Enhance CX 
offering beyond 
video assets

▪ Expand into full-
suite LMS for 
higher education 
& LXP for 
corporate L&D

▪ Lead GenAI 
revolution in the 
learning space

▪ Establish 
vertical-specific 
corporate L&D

▪ Offer video-
based customer 
enablement

Continue AI-
Infused Video-First 
Offerings

▪ Fuel AI Flywheel:  
hyper-personalized 
experiences that 
Increase content 
creation & 
consumption and 
customer ROI
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Key Investment Highlights

1. Counted as Unique User IDs (EVCM) and Unique Household IDs (CloudTV) that were actively using the API in each month, averaged throughout H1 2024

Capitalizing on the (re)-growing demand for video post temporary industry slow-
down, and on Kaltura’s potential to continuously launch new ‘horizontal’ and 

industry solutions while expanding into new markets

Large, (Re)-Growing Market Opportunity1

Powered by rich analytics and leveraging GenAI, Kaltura’s experiences 
are becoming more intelligent & adaptive, designed to address 

individual needs while boosting video creation, consumption and ROI 

GenAI-Powered Hyper-Personalization2

Kaltura's wide array of solutions and flexible underlying platform enable workflows 
to be ‘videofied’ across use-cases, replacing many point solutions, thus reducing 

complexity and costs while boosting insights & impact

Driving Cross-Enterprise Video Consolidation3

Diverse Blue-Chip Client Base4

Long-tenured, blue-chip Enterprise customer base, diversified across verticals & 
regions, engaging over 10 million monthly active users1 at work, school & home

Platform for Inorganic Growth 7

Opportunity to lead expansion of portfolio offerings within the B2B video industry 
and capitalize on the resulting economies of scale. Further potential to expand into a 

full CX or LXP stack

Robust Financial Performance 5

Robust past financial performance amid of peers amid recent industry headwinds

Multiple Growth Vectors 6

Multiple growth opportunities with existing and new customers provide a 
potential path to sustainable long-term profitable growth

Strong Leadership 8

Strong, founder-led team with deep industry expertise driving innovation and 
strategic execution 
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Q3-24 Results & Updated FY-24 Financial Outlook



Q3-24 Actuals vs. Guidance

Q3-24 Actual Low Mid High

Subscription Revenue 42.1 40.5 40.8 41.2

YoY % 3.0% -0.9% -0.1% 0.8%

Total Revenue 44.3 42.6 43.0 43.3

YoY % 1.7% -2.1% -1.3% -0.5%

Adjusted EBITDA 2.4 -0.3 0.2 0.7

% of Rev 5.5% -0.7% 0.5% 1.6%

EPS GAAP -0.02

EPS non-GAAP 0.01

Guidance



Q3-24 Revenue & YoY



Q3-22 Q4-22 Q1-23 Q2-23 Q3-23 Q4-23 Q1-24 Q2-24 Q3-24 %YoY

Subscription Revenue 37.9 39.6 40.4 40.7 40.8 40.8 41.2 41.0 42.1 3%

PS Revenue 3.1 4.5 2.9 3.2 2.7 3.7 3.6 3.0 2.2 -18%

Total Revenue 41.1 44.1 43.3 43.9 43.5 44.5 44.8 44.0 44.3 2%

  Cost of Subscription Revenue 9.8 10.9 11.2 10.9 11.0 11.1 11.4 10.9 10.4 -5%

  Cost of PS Revenue 4.9 5.6 4.8 4.3 4.8 4.7 4.8 4.5 4.3 -11%

Total COGS 14.7 16.5 16.0 15.3 15.8 15.8 16.2 15.4 14.8 -7%

Gross Profit 26.4 27.6 27.3 28.6 27.7 28.6 28.6 28.7 29.5 7%

   %  GM Subscription Revenue 74.2% 72.4% 72.4% 73.1% 73.1% 72.7% 72.3% 73.5% 75.2% 2%

   %  GM PS Revenue -56.4% -23.7% -67.3% -37.6% -79.6% -27.7% -32.1% -48.9% -95.4% -16%

   % Gross Margin 64.2% 62.6% 63.1% 65.2% 63.6% 64.4% 63.9% 65.1% 66.7% 3%

Operating Expenses:

R&D 13.9 14.2 14.1 13.0 12.6 12.7 12.0 12.0 12.4 -1%

% of Revenue 33.8% 32% 33% 30% 29% 29% 27% 27% 28.1% -1%

S&M 15.0 13.2 12.1 12.7 11.7 12.3 11.8 11.8 11.8 1%

% of Revenue 36.6% 30% 28% 29% 27% 28% 26% 27% 26.7% 0%

G&A 11.4 11.2 12.1 12.4 11.8 12.4 12.1 13.4 9.8 -17%

% of Revenue 27.8% 25% 28% 28% 27% 28% 27% 30% 22.0% -5%

Total OPEX 41.2 39.0 39.2 38.2 36.0 37.5 35.9 37.2 34.0 -6%

Operating Profit (Loss) (14.9) (11.4) (12.0) (9.6) (8.3) (8.8) (7.3) (8.5) (4.5) -46%

Financial Expenses, net 3.0 1.3 (1.8) (1.2) (0.1) 1.8 1.5 (1.0) (2.2) 2128%

Tax related expenses 1.6 2.1 2.6 2.4 2.5 1.4 2.3 2.5 1.3 -48%

Net Income (Loss) (19.4) (14.8) (12.8) (10.8) (10.7) (12.1) (11.1) (10.0) (3.6) -66%

EBITDA (14.3) (10.5) (11.0) (8.4) (7.1) (7.5) (6.0) (7.3) (3.2) -54%

  % EBITDA -34.9% -24% -25% -19% -16% -17% -13% -17% -7% 9%

Adjusted EBITDA (7.2) (4.2) (2.7) (1.0) 0.3 0.8 0.6 1.6 2.4 677%

  % Adjusted EBITDA -17.5% -10% -6% -2% 1% 2% 1% 4% 5% 5%

Multi-Quarter P&L (GAAP)
($ mm)



Expense and Adj. EBITDA % of Revenue (Non-GAAP)

% of Revenue​ 2020​ 2021​ 2022​ 2023

Gross Margin​ 61% ​ 63% 64% 65%

Research & Development ​ 24% ​ 28% 31% 27%

Sales & Marketing​ 31% ​ 26% 33% 26%

General & Administrative ​ 17% ​ 18% 18% 16%

Adjusted EBITDA*​ 4% ​ -7% ​ -17% ​ -1%

Q1-24 Q2-24 Q3-24

65% 66% 68%

24% 25% 25%

25% 25% 25%

17% 15% 14%

1% 4% 5%



Q3-23 Q4-23 Q1-24 Q2-24 Q3-24 %YoY

Net Profit (Loss) (10.7) (12.1) (11.1) (10.0) (3.6) 66%

Net cash used in operating activities 1.7 1.6 (1.1) (1.6) 10.7 543%

Net cash used in investing activities (6.6) (2.7) (3.5) 5.3 (5.9) 10%

Net cash provided by financing activities (1.1) 3.4 (0.8) (0.5) (2.6) -136%

Increase (Decrease)  in cash and cash equivalents (6.1) 2.6 (5.1) 2.7 2.6 142%

Cash, cash equivalents and restricted cash at the 

beginning of the period 40.3 34.2 36.8 31.7 34.4

Cash, cash equivalents and restricted cash at the 

end of the period 34.2 36.8 31.7 34.4 36.9 8%

FCF 1.2 0.8 (1.2) (1.8) 10.6 776%

Cash, cash equivalents and restricted cash at the 

end of the period (Including Marketable Securities) 71.2 75.3 73.9 71.4 80.0 12%

Multi-Quarter Cash Flow Report

*Restricted cash at the end of Q3-24 was $0.1M. I.e., at the end of Q3-24, Cash & Cash equivalent & marketable securities was $79.9M



Q3-23 Q4-23 Q1-24 Q2-24 Q3-24

Assets:

Current Assets:

Cash and Cash Equivalents 34.1 36.7 31.6 34.3 36.8

Marketable securities 35.1 32.7 37.3 34.0 40.9

Trade receivables 21.9 23.3 17.8 22.1 22.6

Prepaid expenses and other current assets 7.4 8.4 8.3 7.5 7.9

Deferred contract acquisition and fulfillment costs, current 10.6 10.6 10.4 10.4 10.3

Total Current Assets 109.1 111.7 105.4 108.3 118.5

Restricted Cash LT 0.1 0.1 0.1 0.1 0.1

Marketable securities, noncurrent 1.9 5.8 4.9 3.0 2.2

Property and Equipment 27.8 27.3 27.3 27.6 27.7

Accumulated Depreciation (7.0) (7.1) (8.3) (9.5) (10.6)

Other long term assets 1.2 1.3 1.3 1.3 1.3

Operating lease right-of-use assets 14.7 13.9 13.5 13.1 12.7

Severance pay fund 1.6 1.7 1.5 1.5 1.5

Intangible assets, net 0.8 0.7 0.6 0.5 0.3

Goodwill 11.1 11.1 11.1 11.1 11.1

Deferred contract acquisition and fulfillment costs, noncurrent 18.3 17.3 15.8 14.5 13.8

 Total Assets 179.5 183.7 173.1 171.3 178.6

September 30 2024 Balance Sheet
($ mm)

Q3-23 Q4-23 Q1-24 Q2-24 Q3-24

Liabilities & Shareholders' Equity

Current Liabilities:

Trade payables (4.4) (3.6) (8.1) (7.1) (5.8)

Current Portion of Long Term Debt - SVB (31.5) (1.6) (2.1) (2.3) (2.5)

Lease liability - current (2.3) (2.4) (2.4) (2.4) (2.4)

Employees and payroll accruals ST (12.4) (12.7) (11.6) (11.7) (12.0)

Accrued Expenses and other current liabilities (17.2) (17.3) (18.9) (19.6) (20.1)

Deferred revenue, current (59.2) (62.4) (53.9) (55.5) (63.2)

Total Current Liabilities (127.0) (99.9) (96.9) (98.5) (106.1)

Deferred revenue, noncurrent (0.6) (0.4) (0.2) (0.1) (0.1)

Long term loan (net of current portion)  - SVB 0.0 (33.0) (31.7) (31.1) (30.5)

Lease liability - noncurrent (17.6) (17.8) (17.0) (16.1) (15.7)

Employees and payroll accruals LT (2.1) (2.3) (2.1) (2.1) (2.1)

Total Long-Term Liabilities (20.3) (53.5) (51.0) (49.3) (48.3)

Shareholders' Equity (32.2) (30.3) (25.1) (23.5) (24.1)

Total Liabilities and Shareholders’ Equity (179.5) (183.7) (173.1) (171.3) (178.6)



Q3-23 Q4-23 Q1-24 Q2-24 Q3-24

Annual Recurring Revenue (ARR)



Q3-23 Q4-23 Q1-24 Q2-24 Q3-24

Remaining Performance Obligations (RPO)



Q3 2023 Q4 2023 Q1 2024 Q2 2024 Q3 2024

Net Dollar Retention (NDR)

1) The above figures incorporate an adjustment made in Q1’24 earnings filings,  whereupon the Net Dollar Retention Rate calculation was slightly adjusted (retroactively and going forward) to treat VARs and the customers they manage as a single 
customer, which resulted then in small adjustment of historical numbers, by up to 2 percentage points



Q4-24 & new FY-24 guidance

Q4-24 Low Mid High Street

Subscription Revenue 41.8 42.2 42.5 41.1

YoY % 2% 3% 4% 1%

Total Revenue 44.0 44.4 44.7 43.8

YoY % -1% 0% 1% 1%

Adjusted EBITDA 0.5 1.0 1.5 0.5

% of Rev 1% 2% 3% 1%

FY-24 Low Mid High Street Low Mid High

Subscription Revenue 166.1 166.5 166.8 163.4 163.2 164.2 165.2

YoY % 2% 2% 3% 0% 0.3% 0.9% 1.5%

Total Revenue 177.1 177.5 177.8 175.1 174.7 175.7 176.7

YoY % 1% 1% 2% 0% -0.3% 0.3% 0.9%

Adjusted EBITDA 5.1 5.6 6.1 0.7 2.0 2.5 3.0

% of Rev 3% 3% 3% 0% 1.1% 1.4% 1.7%

Prv Guidance

Guidance

Previous Guidance



1. Represents latest public guidance provided by Kaltura 11/6/2024

Revenue Per Quarter & YoY Growth Rates



Revenue Per Year & YoY Growth Rates

1. Represents latest public guidance provided by Kaltura 11/6/2024

$104.1M

$145.0M $152.5M $162.7M $166.5M

$120.4M

$165.0M $168.8M $175.2M
$177.5M

$16.4M $20.1M $16.3M $12.4M $11.0M

23%

39% 5% 7% 2%

24%

37%
2% 4% 1%

2020 2021 2022 2023 2024 G



Adjusted EBITDA and Cash Flow from Operations

5.8 

(22.1)

(46.8)

(8.3)

4.3 
(12.2)

(28.3)

(2.5) 5.6 

2020 2021 2022 2023 2024 G

Net cash from operating activities Adjusted EBITDA

> 8.0

1. Represents latest public guidance provided by Kaltura 11/6/2024
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https://protect.checkpoint.com/v2/___https://www.kaltura.com/index.php/extwidget/preview/partner_id/5975432/uiconf_id/55751142/entry_id/1_k9n5e97c/embed/iframe___.YzJ1OnBhdWxiYWtlcm5vdGlmaWVkY29tOmM6bzo5NzNiNjBlZDNmOTM0NTRjNjdiYWMzMTY2NmFmMThkMDo2OmU4MDY6YTIwZTY5ZTUzYjNjYTgxOGQ2MThiZTJmZmE5OGNlOThjYjUyMzU2ZTRmYzgxNTk5NTdjYzQyODIwZmE4ZGRlYzpwOlQ6Tg
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(in millions) 2022 2023 2022 2023 2024 2022 2023 2024 2022 2023 2024 2022 2023

Net loss -68 -46 -17 -13 -8 -17 -11 -10 -19 -11 -4 -15 -12

Financial expenses (income), 

net(a)
4 -1 0 -2 -2 0 -1 -1 3 0 -2 1 2

Provision for income taxes 8 9 2 3 2 2 2 2 2 3 1 2 1

Depreciation and amortization 3 5 1 1 1 1 1 1 1 1 1 1 1

EBITDA -54 -34 -14 -11 -6 -15 -8 -7 -14 -7 -3 -11 -8

Non-cash stock-based 

compensation expense
24 30 6 7 7 6 7 9 6 7 6 6 8

Facility exit and transition costs(b) 1 0 0 1

Restructuring(c) 1 1 1 1

War related costs(d)
0 0 0 0

Adjusted EBITDA -28 -3 -8 -3 1 -8 -1 2 -7 0 2 -5 1

Three months ended 

March 31,

Three months ended

 June 30,

Three months ended 

December 31,

Three months ended 

September 30,

Year ended 

December 31,



GAAP to Non-GAAP Reconciliation (Annual)

2020 2021 2022 2023
Total Net Profit (Loss) -58,763 -59,351 -68,495 -46,366
Stock-Based Compensation 5,114 17,065 23,645 29,980
Intangible Assets Amortization 917 1,005 665 554
Loan Forgiveness 1,724
Abandonment Costs 3,969
Gain on Sale of Property and Equipment -757
Facility Exit and Transition Costs 524 154
War Related Costs 330
Restructuring 1,238 973
Total Non-GAAP Net Profit (Loss) -48,763 -40,314 -42,423 -14,374



Q3-22 Q4-22 Q1-23 Q2-23 Q3-23 Q4-23 Q1-24 Q2-24 Q3-24
Total Net Profit (Loss) -19,443 -14,779 -12,795 -10,778 -10,726 -12,067 -11,096 -10,004 -3,610
Stock-Based Compensation 6,099 5,803 7,159 7,422 7,370 8,029 6,529 8,902 5,635
Intangible Assets Amortization 141 141 167 148 120 119 118 119 120
Facility Exit and Transition Costs 154 156 154
War Related Costs 330 21 1

Restructuring 884 354 945 23 5
Total Non-GAAP Net Profit (Loss) -12,166 -8,324 -4,370 -3,185 -3,231 -3,589 -4,428 -982 2,145

GAAP to Non-GAAP Reconciliation (Quarterly)
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