Customer Success Trends, Best Practices
And Resources
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Disclaimer

During the course of this presentation, we may make forward looking statements regarding future
events or the expected performance of the company. We caution you that such statements reflect our
current expectations and estimates based on factors currently known to us and that actual events or
results could differ materially. For important factors that may cause actual results to differ from those
contained in our forward-looking statements, please review our filings with the SEC. The forward-
looking statements made in the this presentation are being made as of the time and date of its live
presentation. If reviewed after its live presentation, this presentation may not contain current or
accurate information. We do not assume any obligation to update any forward looking statements we
may make. In addition, any information about our roadmap outlines our general product direction and is
subject to change at any time without notice. It is for informational purposes only and shall not, be
incorporated into any contract or other commitment. Splunk undertakes no obligation either to develop
the features or functionality described or to include any such feature or functionality in a future release.
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1. CAST - Objectives

Maximizing Adoption/CLTV + Accelerating TTV

To be the champion of the customer and to maximize the value of the Splunk via:

Successful & timely product adoption

sPeedv.TTV, ROI and expansion of usage

clase.collaboration with ALL stakeholders and decision makers (internal & external)
mUtually.agreed milestones and goals

ideNtifving. the needs of the customer and satisfying those needs

waKing.as the primary conduit into Splunk for the customer
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Barriers to Adoption

| 8,
1. Lack of Planning ; . CT Y;U'
2. Lack of Budget/TCO - BgEAK
3. Lack of Splunk Knowledge ,4 THROUGH?
4. Lack of Organizational Alignment/TLC —
& 8 - A A
A C
E&’iﬁﬁﬁg?‘ Marker
e
T‘echnolo;/‘,;dopﬁon Time
Life Cycle
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Adoption Experience
Bringing large customer experience to you! &”//é/

250

200

150 (/ N

@=L icense TB 4;»@
—ceriesl
100 @mmsw|nstances
—Series2
50
o\“’ q'c\'\' > ﬁp\"’ Q\b m@" &"\ o\b mQ\f? ¢5>"<° = Q4=2013  Q1-2014 Q2-2014 Q3-2014
¢ ¢ & F & & F F o &
Team of 40 1 TB or more
Working currently with about 100 large Large, global orgs

customers

License Adoption over Time

I'ypivLal cuswuiiicit pruliliic
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2. Trends

1. Success/Outcome/Value focused

2. Data lakes to Data Oceans Splunk as the master of data
(not Hadoop nor DW) In-place machine learning, multi-
analytics, etc.

3. Mission critical End to end for entire business and lots
of users

4. Compute/Storage separation with elasticity

5. Adoption with efficiencies such as CoEs
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3. Best Practices

Planning
— Value Stack, Success Map, Timelines, Adoption Framework, Data

assessments, etc.

Budgeting
— Rightsizing License, Hardware, Staff

Splunk Knowledge

— Training, Resources (Splunk and internal)

Org alignment
— Project management, Prioritization, Champion, Single line of

communication, etc.

splunk> (conf2o1s




splun

Interactive Data Source Assessme

Indicates a PRIMARY Data Source for the Value Center

Customer Name: Customer 1 Indicates a SECONDARY Data Source for the Value Center

| J’ Indicate Current Value Centers Deployed
Yes No No No Complete these Fields
TMOps | Sec& |AppDev | Biz | % of Available D
IT Layer Data Source Examples/Source Types comP Anaies ?:;ae:::(e(::;/zt::f Cumently Beir
F v v v Indexed
Active Directory MsAD, Users, Computers, Groups, Group Policy 20 100%
LDAP 10 25%
VPN citrix:netscaler:nitro, citrix:netscaler:ipfix, cisco etc. 10 5%
AntiVirus mcafee:epo, mcafee:ids, sav, winsav, WinEventLog:Application:trendmicro etc. 100 100%
Apache Web Logs access_combined, access_combined_wcookie, access_common, apache_error 5 50%
APM Logs 50 50%
Application custom application error logs 100 100%
App Usage Logs 25 50%
App Authentication Logs
CRM SAP, Salesforce
Application Custom Files/Data txt, json, csv, tsv, script generated etc. 75 75%
Code Management 100 80%
Business Process Logs Payments status, batch upload status, customer order status
Defect Management 5 75%
Release Management 50 25%
Vulnerability Scanning ncircle:ip360, nessus etc.
Mail Server Exchange, Office 365,exim_main, postfix_syslog, procmail etc 75 60%
ERP SAP, Oracle, Microsoft Dynamics etc
Java - J2EE logd), IMS, MQ, TibcoEMS, HornetQ, RabbitMQ, Native JMS, Weblogic JMS etc. 150 20%
Middleware Tibco, Software AG etc. 200 15%
Middleware Web Server access_combined, access_combined_wcookie, access_common, apache_error, iis, nginx 80 50%
Application Server logdj, log4php, weblogic_stdout, websphere_activity, websphere_core, websphere_trlog
Mobile Device Data 20 100%

PEFEIN :] STEP 1 - DATA INPUT | STEP 2 - Dashboard g +)
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4. Resources

Free and available resources

— Docs,

— Answers,

— Community,

— SplunkLive,

— .conf, etc.

Education including YouTube videos and free eLearning
PS

SAE/CAST (Streamlined communication, Customer
events, advocacy, Technical advisory, etc.)

BVC

Apps

splunk> (conf2o1s




CAST: Herding and cleanup !!
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Adoption and Expansion

Let Us Help Your Business

GROW __/

—“ﬁ'f
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1. Planning- Adoption Framework

” he red x still ag .

« Shows the most common
uses of Splunk

- Maps the actual use of
Splunk against them

- Illuminates value
opportunities by showing
usage and data gaps
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[ [ ]
he image, or the image may have been corrupted. Restart your computer, and then open the file again. If the red x still appears, you may have to delete the image and then insert it

Real-time
Business
Insight

Operational
Visibility

Proactive
Monitoring
Search and Alerting

and
Investigate

(» Reactive
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The image cannot be displayed. Your computer may not have enough memory to open the image, or the image may have been
corrupted. Restart your computer, and then open the file again. If the red  still appears, you may have to delete the image and the

Splunk ®o

— Departmental
— Enterprise

— Cloud

— Solutions
Hardware

— Cloud

— Storage

— Compute
Team

— Staffing

— COE(assessment)
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3. Splunk knowledge

Free and available resources

— Docs,

— Answers,

— Community,

— SplunkLive,

— .conf, etc.

PS

Education

SAE

— Fireside chats

— Office hours

— Brown bags and Enablement
— Assessments and Best Practices

Inform &
Customer

Advocacy

Enablement
Events

Value
Assessments
and Adoption

Analytics

Architecture &
Infrastructure

Operational &
Support
Guidance

Best Practices
& Centre of

Excellence
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