
The path to agentic automation

UiPath Annual Report
Fiscal Year 2025



Our mission: 
to provide the world’s leading technology for agentic automation—

The UiPath Platform™. 
 

The UiPath Platform for agentic automation enables AI agents, 
robots, and people to work together - transforming processes 

end to end while delivering unprecedented improvement in 
efficiency, speed, and flexibility.
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Key Highlights

14% 
ARR1 Growth Y/Y

$1.430B 
Revenue

2,292 
Customers ≥ $100K 

in ARR1

~10,750 
Total Customers

$1.666B 
ARR1

317 
Customers ≥ $1M 

in ARR1

1.	 Annualized Renewal Run-rate (ARR) is the key performance metric we use in managing our business because it illustrates our ability to acquire new subscription customers and 
to maintain and expand our relationships with existing subscription customers. We define ARR as annualized invoiced amounts per solution SKU from subscription licenses and 
maintenance and support obligations assuming no increases or reductions in customers’ subscriptions. ARR does not include the costs we may incur to obtain such subscription 
licenses or provide such maintenance and support. ARR also does not reflect nonrecurring rebates payable to partners (upon establishing sufficient history of their nonrecurring 
nature), the impact of nonrecurring incentives (such as one-time discounts provided under sales promotional programs), and any actual or anticipated reductions in invoiced value 
due to contract nonrenewals or service cancellations other than for certain reserves (for example those for credit losses or disputed amounts). ARR does not include invoiced 
amounts associated with perpetual licenses or professional services. ARR is not a forecast of future revenue, which is impacted by contract start and end dates and duration. 
ARR should be viewed independently of revenue and deferred revenue as ARR is an operating metric and is not intended to replace these items.
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Defined Terms
For the purposes of this Annual Report on Form 10-K, the terms "we," "us," "our," "UiPath," and "the Company," 
refer to UiPath, Inc. and its consolidated subsidiaries. Meanings of additional defined terms can be found below, in 
alphabetical order.

Term Definition

2021 Plan 2021 Equity Incentive Plan

2024 Form 10-K
Annual Report on Form 10-K for the fiscal year ended January 31, 2024, filed with the SEC on 
March 27, 2024

AI artificial intelligence

ANAF Agenția Națională de Administrare Fiscală

API application programming interface

ARR annualized renewal run-rate

ASC Accounting Standards Codification

ASU Accounting Standards Update

BEPS base erosion and profit sharing

BPM business process management

CCPA California Consumer Privacy Act of 2018 

CEO Chief Executive Officer (effective June 1, 2024, Daniel Dines)

CFO Chief Financial Officer (Ashim Gupta)

CISO Chief Information Security Officer

Co-CEO(s)
Co-Chief Executive Officer(s) (from the second quarter of fiscal year 2023 through the second quarter 
of fiscal year 2025, Daniel Dines and Robert Enslin)

CODM chief operating decision maker

COO Chief Operating Officer (Ashim Gupta)

Credit Facility $200.0 million senior secured revolving credit with a maturity date of October 30, 2023

Current Period ARR
ARR as of January 31, 2025 from the cohort of all customers as of January 31, 2024 (used in 
calculation of dollar-based net retention rate)

DSA Digital Services Act

DTA deferred tax asset

DTL deferred tax liability

EEA European Economic Arena

ERP enterprise resource planning

ESG environmental, social, and governance

ESPP 2021 Employee Stock Purchase Plan

EU European Union

Exchange Act Securities Exchange Act of 1934, as amended

FASB Financial Accounting Standards Board

FCPA United States Foreign Corrupt Practices Act

FDIC Federal Deposit Insurance Corporation
Fiscal Year 2023 
Workforce 
Restructuring

restructuring actions approved by our board of directors on June 24, 2022 and expanded by our 
board of directors on November 10, 2022

Fiscal Year 2025 
Workforce 
Restructuring restructuring actions approved by our board of directors on July 8, 2024

Flex Offerings
for our products that are available both on-premises and via SaaS, a single offering that allows 
customers the choice of either deployment option

FTC Federal Trade Commission
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GDPR General Data Protection Regulation

IDP intelligent document processing

Information Assets, 
Systems, and Data

our critical computer networks, third-party hosted services, communications systems, hardware and 
software, and our critical data, including intellectual property, confidential information that is 
proprietary, strategic, or competitive in nature, and personal and sensitive information related to our 
employees, prospective employees, third-party service providers, and our customers

iPaaS integration platform as a service

IPO initial public offering

IRC Internal Revenue Code of 1986, as amended

IRS Internal Revenue Service

IT information technology

LGPD Brazil's General Data Protection Law

LLC limited liability company

ML machine learning

NLP natural language processing

NOLs net operating loss carryforwards

OECD Organisation of Economic Cooperation and Development

PIPL Personal Information Protection Law (China)
Prior Period ARR ARR as of January 31, 2024 from the cohort of all customers as of January 31, 2024

PSU performance stock unit

Re:infer Re:infer LTD

ROU right-of-use

RPA robotic process automation

RSA restricted stock award

RSU restricted stock unit

SaaS software-as-a-service

SCCs standard contractual causes

SEC United States Securities and Exchange Commission

Securities Act Securities Act of 1933, as amended

SOX the Sarbanes-Oxley Act of 2002

SSP standalone selling price

TCJA Tax Cuts and Jobs Act of 2017

Trade Controls

various export, import, and trade and economic sanction laws and regulations, including, among 
others, the U.S. Export Administration Regulations, administered by the U.S. Department of 
Commerce’s Bureau of Industry and Security, and economic and trade sanctions regulations 
maintained by the U.S. Department of the Treasury’s Office of Foreign Assets Control

UI user interface

U.K. United Kingdom

U.S. United States

U.S. GAAP generally accepted accounting principles in the United States

VIE variable interest entity
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SPECIAL NOTE REGARDING FORWARD-LOOKING STATEMENTS
This Annual Report on Form 10-K contains forward-looking statements within the meaning of Section 27A of 

the Securities Act and Section 21E of the Exchange Act about us and our industry that involve substantial risks 
and uncertainties. All statements other than statements of historical fact contained in this Annual Report on Form 
10-K, including statements regarding our future results of operations or financial condition, business strategy, and 
plans and objectives of management for future operations, are forward-looking statements. In some cases, forward-
looking statements can be identified because they contain words such as “anticipate,” “believe,” “contemplate,” 
“continue,” “could,” “estimate,” “expect,” “intend,” “may,” “plan,” “possible,” “potential,” “predict,” “project,” “should,” 
“target,” “will,” or “would,” or the negative of these words or other similar terms or expressions. These forward-
looking statements include, but are not limited to, statements concerning the following:

• our expectations regarding our revenue, ARR, expenses, and other operating results;
• our ability to effectively manage our growth and achieve or sustain profitability;
• our ability to acquire new customers and successfully retain existing customers;
• the ability of the UiPath Platform™ to satisfy and adapt to customer demands and our ability to increase its 

adoption;
• our ability to grow our platform and release new functionality in a timely manner;
• future investments in our business, our anticipated capital expenditures, and our estimates regarding our 

capital requirements;
• the costs and success of our marketing efforts and our ability to evolve and enhance our brand;
• our growth strategies;
• the estimated addressable market opportunity for our platform and for automation in general;
• our reliance on key personnel and our ability to attract, integrate, and retain highly-qualified personnel and 

execute management transitions;
• our ability to obtain, maintain, and enforce our intellectual property rights and any costs associated therewith;
• the effect of significant events with macroeconomic impacts, including but not limited to military conflicts and 

other changes in geopolitical relationships and inflationary cost trends, on our business, industry, and the 
global economy;

• our reliance on third-party providers of cloud-based infrastructure;
• our ability to compete effectively with existing competitors and new market entrants, including new, potentially 

disruptive technologies;
• the size and growth rates of the markets in which we compete; and
• the price volatility of our Class A common stock.

These forward-looking statements should not be unduly relied upon or regarded as predictions of future 
events. The forward-looking statements contained in this Annual Report on Form 10-K are based on our current 
expectations and projections about future events and trends that we believe may affect our business, financial 
condition, and operating results. The outcome of the events described in these forward-looking statements is 
subject to risks, uncertainties, and other factors described in Part I, Item 1A, Risk Factors, and elsewhere in this 
Annual Report on Form 10-K. Moreover, we operate in a very competitive and rapidly changing environment. New 
risks and uncertainties emerge from time to time, and it is not possible for us to predict all risks and uncertainties 
that could have an impact on the forward-looking statements contained in this Annual Report on Form 10-K. The 
results, events, and circumstances reflected in the forward-looking statements may not be achieved or occur, and 
actual results, events, or circumstances could differ materially from those described in the forward-looking 
statements.

In addition, statements that “we believe,” and similar statements reflect our beliefs and opinions on the 
relevant subject, based on information available to us as of the date of this Annual Report on Form 10-K. While we 
believe such information provides a reasonable basis for these statements, that information may be limited or 
incomplete. Our statements should not be read to indicate that we have conducted an exhaustive inquiry into, or 
review of, all relevant information. Such statements are inherently uncertain, and investors are cautioned not to 
unduly rely on these statements.
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The forward-looking statements made in this Annual Report on Form 10-K relate only to events as of the date 
on which the statements are made. We undertake no obligation to update any forward-looking statements made in 
this Annual Report on Form 10-K to reflect events or circumstances after the date of this Annual Report on Form 10-
K or to reflect new information or the occurrence of unanticipated events, except as required by law. Our forward-
looking statements do not reflect the potential impact of any future acquisitions, mergers, dispositions, joint 
ventures, or investments.
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SUMMARY RISK FACTORS
The below summary of risk factors provides an overview of many of the risks we are exposed to in the normal 

course of our business activities. As a result, the below summary risks do not contain all of the information that may 
be important to the reader, and we advise the reader to consider the summary risks together with the more detailed 
discussion of risks set forth following this section under Risk Factors in Part I, Item 1A, as well as elsewhere in this 
Annual Report on Form 10-K. Additional risks, beyond those summarized below or discussed elsewhere in this 
Annual Report on Form 10-K, may apply to our activities or operations as currently conducted or as we may conduct 
them in the future, or in the markets in which we operate or may in the future operate. Consistent with the foregoing, 
we are exposed to a variety of risks, including risks associated with the following:

Risks Related to Our Business, Products, Operations, and Industry
• We have incurred net losses in the past, anticipate continuing to incur significant operating expenses in 

the future, and may not achieve or sustain consistent profitability. 

• We may not be able to successfully manage our growth. If we are not able to grow efficiently, we may 
not be able to reach or sustain consistent profitability, and our business, financial condition, and results 
of operations could be harmed, which has in the past caused and could in the future cause our stock 
price to decline.

• Macroeconomic conditions, including volatile and weakened global economic conditions, and 
geopolitical tensions and conflicts, including changes to trade policies and regulations, present 
significant risks to us in several jurisdictions. Such conditions have in the past adversely affected and 
may in the future adversely affect our industry, business, and results of operations.

• Our past results may not be indicative of our future performance. We expect fluctuations in our financial 
results, making it difficult to project future results, and if we fail to meet the expectations of securities 
analysts or investors with respect to our results of operations, our stock price could decline.

• Because we derive substantially all of our revenue from our UiPath Platform™, failure of this platform to 
satisfy customer demands could adversely affect our business, financial condition, results of operations, 
and growth prospects.

• Our business depends on our existing customers renewing their licenses and purchasing additional 
licenses and products from us and our channel partners. Declines or significant delays in renewals or 
purchases of additional licenses and products by our customers could harm our future operating results.

• If we are unable to attract new customers, our business, financial condition, and results of operations 
will be adversely affected.

• The markets in which we participate are competitive and if we do not compete effectively our business, 
financial condition, and results of operations could be harmed.

• If we fail to retain and motivate members of our management team or other key employees or to 
integrate new team members, or fail to attract additional qualified personnel to support our operations, 
our business and future growth prospects could be harmed. 

• Changes in our management structure and in senior leadership could affect our business and financial 
results.

• A limited number of customers represent a substantial portion of our revenue and ARR. If we fail to 
retain these customers, our revenue and ARR could decline significantly.

• We rely on our channel partners, including our strategic alliances, to generate a substantial amount of 
our revenue, and if we fail to expand and manage our distribution channels or fulfill our future service 
obligations, our revenue could decline and our growth prospects could suffer.

• If we are not able to introduce and release new features or services successfully and to make 
enhancements to our platform or products, particularly with respect to developing AI technologies, our 
business and results of operations could be adversely affected.

• We are subject to numerous risks associated with the evolving market for products with AI capabilities.
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• Risks associated with the use of AI (including ML and large language models) in our platforms may 
result in reputational harm or liability.

• Real or perceived errors, failures, or bugs in our platform and products could adversely affect our 
business, financial condition, results of operations, and growth prospects.

• Incorrect or improper implementation or use of our platform and products could result in customer 
dissatisfaction and harm our business, financial condition, results of operations, and growth prospects.

• We rely upon third-party providers of cloud-based infrastructure to host our cloud-based products. Any 
disruption in the operations of these third-party providers, limitations on capacity, or interference with 
our use could adversely affect our business, financial condition, and results of operations.

• If we fail to maintain and enhance our brand, our ability to expand our customer base will be impaired 
and our business, financial condition, and results of operations may suffer.

Risks Related to Data Privacy and Cybersecurity
• We and third parties with whom we do business are subject to stringent and evolving U.S. and foreign 

laws, regulations, and rules, contractual obligations, industry standards, policies, and other obligations 
related to data privacy and security. Our actual or perceived failure to comply with such obligations 
could lead to adverse business consequences, including regulatory investigations or actions; litigation 
(including class claims) and mass arbitration demands; fines and penalties; business disruptions; 
reputational harm; loss of revenue or profits; and loss of customers or sales.

• If our information technology systems or data, or those of third parties with whom we do business, are 
or were compromised, we could experience adverse consequences resulting from such compromise, 
including but not limited to regulatory investigations or actions; litigation; fines and penalties; disruptions 
of our business operations; reputational harm; loss of revenue or profits; loss of customers or sales; and 
other adverse consequences.

Risks Related to Regulatory Compliance and Governmental Matters
• We are subject to anti-corruption, anti-bribery, anti-money laundering, and similar laws, and 

noncompliance with such laws can subject us to criminal or civil liability and harm our business, 
financial condition, and results of operations.

• Sales to government entities and highly regulated organizations are subject to a number of challenges 
and risks.

• We are subject to governmental export and import controls that could impair our ability to compete in 
international markets or subject us to liability if we violate the controls.

Risks Related to Our Intellectual Property
• Any failure to obtain, maintain, protect, or enforce our intellectual property and proprietary rights could 

impair our ability to protect our proprietary technology and our brand.

• We may become subject to intellectual property disputes, which are costly and may subject us to 
significant liability and increased costs of doing business.

Risks Related to Our International Operations 

• Our current operations are international in scope, and we may pursue further geographic expansion, 
creating a variety of operational challenges.

Risks Related to Ownership of Our Class A Common Stock
• The dual class structure of our common stock has the effect of concentrating voting control with Daniel 

Dines, our Chief Executive Officer, co-founder, and Chairman, which will limit stockholders' ability to 
influence the outcome of important decisions.
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PART I

Item 1. Business

Overview

First established in a Bucharest, Romania apartment in 2005, UiPath was incorporated in Delaware in 2015 
as a company principally focused on building and managing automations, starting with computer vision technology 
and user interface automations in our initial RPA offering, which remains the foundation of our platform today. Over 
the course of the past several years, we have followed a strategy of leveraging advances in AI to broaden our 
automation capabilities and have expanded, through both internal product development and strategic acquisitions, 
from RPA as a tool to automation as a platform.

Our end-to-end, integrated technology, The UiPath Platform™, allows customers to integrate AI with 
automation, enabling automation to take action based on learning and experience. It enables employees to quickly 
build automations for both existing and new processes and to automate a vast array of actions including, but not 
limited to, logging into applications, extracting information from documents, moving folders, filling in forms, reading 
emails, and updating information fields and databases. The ability of our platform to replicate steps performed by 
humans in executing business processes drives operational efficiencies and enables companies to deliver on key 
digital initiatives with greater speed, agility, and accuracy.

AI-powered automation is here, and its momentum is continuing to grow as organizations around the world 
begin to understand the combined power of automation and AI to drive efficiency and accelerate business 
outcomes. The UiPath Platform™ continues to shape the future of work as we evolve into an AI-native platform, 
where agentic AI is combined with RPA to not only help our customers automate workflows, but also to orchestrate 
and transform end-to-end business processes.
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Trends Shaping Our Industry

The following are key industry trends affecting our business outlook and product strategy:

A fragmented 
application 
landscape 
complicates 
business 
processes and 
hinders digital 
transformation.

Businesses worldwide have spent billions of dollars on software in an attempt to drive 
efficiency and competitive advantages. A proliferation of applications has resulted in a shift 
from traditional software suites to specialized point solutions. Enterprises have transitioned 
from managing a handful of multi-purpose, largely on-premises applications to managing 
hundreds or thousands of point solutions deployed across on-premises, cloud, and hybrid 
environments. These applications, which were generally not designed for interoperability, 
run in tandem with legacy technologies, relying on humans to act as the connective tissue in 
the performance of business processes. As a result, employees lose valuable time 
navigating a fragmented application landscape and attention is diverted away from more 
cognitive activities that could directly improve business outcomes.

Advancements 
in AI are 
enabling 
automation of 
sophisticated 
business 
processes and 
broader use 
cases.

While RPA can easily capture data and manipulate applications like a person would, 
automation of certain more complex and cognitive tasks has historically been out of reach. 
The evolution of AI, which refers to the capability of computer systems or algorithms to 
emulate intelligent human behavior, has now enabled the automation of processes with 
characteristics—such as high variability, inherent uncertainty, and unstructured data—that 
would have been impossible to automate with RPA alone. AI expands capabilities by 
enabling automations to learn how to read, write, listen, recognize patterns, and make 
complex decisions, bringing automation to a new level by opening a world of new 
opportunities for business growth, cost reduction, and improved productivity.

Low-code and 
no-code 
automation is 
enhanced by 
new AI 
capabilities.

Low-code and no-code development platforms have been greatly enhanced with the 
evolution of AI—including large language models, generative AI, and agentic AI. In addition, 
many enterprise software companies have introduced AI-powered assistants into their 
products. Users can simply describe their automation needs in plain language, and the 
assistant can automate a range of repetitive tasks and simple workflows. These 
advancements are transforming the way that automations are created and broadening the 
accessibility and footprint of automation across the enterprise.

AI-rich 
environments 
call for 
heightened 
security and 
governance.

Security and governance of AI, particularly generative and agentic AI, are key concerns of IT 
professionals. Enterprises must monitor the actions and decisions of AI agents to ensure 
that AI-generated outputs can be trusted to be accurate and non-hallucinatory. Further, 
security concerns around use of AI have increased as cyberattacks have grown in frequency 
and sophistication, intensifying the need for organizations to ensure that their sensitive data 
will not be compromised by AI agents and large language models.

Competition

The market for automation remains a fast-growing enterprise software market and is increasingly competitive. 
The recent introduction of AI agents has created a flurry of investment among established software companies and 
startups. We believe that our competitors primarily fall into the following categories:

• Enterprise platform vendors that are acquiring, building, or investing in automation and AI functionality or 
partnering with automation and AI providers.

• Traditional enterprise software companies that are enhancing their offerings with investment in new AI 
agents.

• AI model research organizations and incubators that seek to build on their models with new capabilities for 
directly augmenting and assisting human workers. 

• AI startups focused on process orchestration and intelligence.
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• RPA software providers and adjacent automation and integration platform companies in markets such 
as low-code, BPM, iPaaS, process mining, IDP, and test automation that provide additional features that 
can be useful for automations. 

We have alliances and integrations with key vendors across much of the competitive landscape, but these 
vendors often develop and market their own automation capabilities as extensions of their core models or platforms.

A number of technology companies have attempted to address the AI and automation needs of organizations 
through the application of BPM, application development platform offerings, RPA tools, and AI point offerings, as 
well as other horizontal software applications. However, when conducting common enterprise workflows and 
business-critical processes, these existing offerings are challenged by a number of inherent limitations, including:

• immature UI and API automation capabilities;
• lack of proprietary AI models relevant to company-specific and complex document or image automation;
• lack of integration and compatibility with the broad and diverse tools and systems typical in more complex 

workflows; and
• lack of governance capabilities at scale, including mature and proven credential management and security.

What We Offer

Our platform is purpose-built to be responsive to these challenges and to advance the next generation of 
automation with several key strengths:

• We deliver scalable, reliable, and secure software robots that emulate human actions with precision and 
speed, empowering organizations to automate repetitive tasks.

• Our platform’s embedded AI, ML, and NLP capabilities improve decisioning and information processing by 
adapting to constantly changing variables.

• Our platform allows users to seamlessly design and combine UI automations, API integrations, and AI-
based document understanding in a single workflow.

• Our multi-tenant platform is built for enterprise deployment, with security and governance at its core, and 
can be deployed on-premises, in a public or private cloud, or in a hybrid environment. In addition, we offer a 
managed, multi-tenant SaaS version called Automation Cloud™, which allows rapid automation without 
infrastructure overhead.

• Our intuitive interface and low-code, drag-and-drop functionality empowers users of all technical levels to 
build and deploy complex automations quickly, using customizable and sharable components as modular 
building blocks.

• Our platform provides users with AI-powered automated testing for their applications, allowing them to 
streamline development and find and fix issues before they impact production systems.

• Our platform's process mining capabilities analyze the digital footprint of users' processes across all 
systems to identify the root causes and impact of inefficiencies and shorten the timeline between process 
analysis and automation deployment.

• Our platform tracks, measures, and forecasts automation performance, providing actionable metrics and 
predictive insights to continuously optimize business processes and maximize return on investment.

• Our platform was designed to enable people and automations to work together intelligently, with each 
focusing on the processes they execute best, to enhance productivity and improve business outcomes.
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The UiPath Platform™

The UiPath Platform™ unites AI with enterprise automation, turning AI's promise into real-world impact. It 
provides our customers with a robust set of capabilities that allow them to discover opportunities for automation, 
automate using a digital workforce that seamlessly collaborates with humans, and operate a mission critical 
automation program at scale.

Discover
Identify the highest-
ROI opportunities 
for continuous 
process optimization 
and automation 
using the power of 
AI

Process mining uses data from business applications to give organizations a detailed 
understanding of their business processes and how to automate and improve them.

Task mining provides an objective, data-driven picture of employees' desktop activities without 
disrupting ongoing work, allowing organizations to identify process improvement areas or 
automation candidates.

Communications mining lets users mine, monitor, and automate service conversations, finding 
the value in these communications to unlock insights and improve the experience of their 
customers.

Idea capture and management enables organizations to centrally capture and manage 
automation ideas and process improvements and to prioritize them based on KPIs.

Automate
Rapidly build AI-
powered automation 
that seamlessly 
collaborates with 
people and systems 
to transform every 
facet of work

UI and API automation are combined for maximum scale and speed across the broadest range of 
apps and systems, building automations that "see" components of dynamic interfaces with the 
power of AI.

Low-code development empowers employees to build business apps and automations rapidly 
with low-code, visual tools, making automation—and innovation—available to everyone.

Generative AI and experiences expand automation's impact and address a broader range of 
business challenges, stretching the limits of what's possible.

IDP and specialized AI remove the work from paperwork with semantic understanding of a wide 
range of documents—accurately and quickly.

Process orchestration automates cross-functional business processes and allows seamless 
collaboration between software robots and humans.

Operate
Establish an 
enterprise-grade 
foundation to run 
and optimize a 
mission-critical 
automation program 
at high scale

Real-time and trend analytics provide context for data-driven automation decision-making and 
strategy.

Continuous testing delivers low- and no-code and coded automated testing across the entire 
testing lifecycle, with AI-powered features to boost efficiency.

Unified management and governance allow organizations to monitor the integrated platform and 
their automation programs centrally, enabling them to scale quickly—and responsibly.

Cloud-first flexibility offers AI-powered enterprise-ready automation instantly with SaaS, or allows 
organizations to self-host for data isolation or regulatory compliance needs.

In October 2024, at our Forward VII user conference, we announced our commitment to lead in agentic 
automation by adding core agentic AI capabilities to our existing enterprise automation platform. Our intention is to 
create the world's first integrated platform for agentic automation. As the UiPath Platform™ continues to evolve into 
an increasingly sophisticated AI-native platform, our new agentic capabilities (now in preview) will work in concert 
with our proven RPA capabilities to not only help our customers automate business processes, but also to build true 
end-to-end agentic workflows.
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Our Growth Strategies

Agentic automation leadership—In addition to RPA, we are focused on targeting a new adjacent market—
agentic automation— built around delivering on the benefits of agentic AI across enterprise workflows. Our 
approach is to drive continued awareness of the new agentic automation market, facilitate collaboration and 
research with influential industry analysts, engage with and showcase customers realizing early business outcomes 
from agentic automation, and join forces with partners that are aligned with this emerging market opportunity.

Customer acquisition and expansion—We sell our platform through a direct sales team, supported by a 
team of pre-sales engineers and our professional services organization, who offer technical expertise to help 
customers accelerate adoption and time-to-value. We also sell through channel partnerships, as well as with 
systems integrators, and are focused on maintaining and growing a high-quality ecosystem of partners that build, 
train, and certify skills on our technology as well as those that deploy our technology on behalf of their customers.

We sell to organizations of all sizes across a broad range of industries and geographies, with a focus on 
enterprise customers. In certain geographies, we maintain specialized teams that concentrate on specific verticals 
such as financial services, healthcare, manufacturing, and public sector. We've designed our go-to-market engine to 
divide our customer base according to propensity to invest in automation, and we strive to align our coverage model 
accordingly:

• Enterprise—We dedicate a higher density of resources and coverage to Forbes Global 2000 companies 
with the highest propensity to invest in and potential to adopt automation at scale. We believe these 
accounts represent our largest growth opportunity. Here we focus on selling positive business outcomes 
that resonate with C-level executives and leverage our largest partners for customer enablement. Dense 
coverage ratios and industry alignment of sales teams allow us to accelerate both new customer acquisition 
and usage expansion.

• Corporate and Mid-Market—For corporate and mid-market accounts, which are in the earlier stages of their 
automation journey, we use both direct marketing and a partner-led approach, where we provide resources 
to support our partners. With our new agentic automation initiatives, we expect to see a rise in inbound 
activities through our trial and sandbox digital marketing efforts.

• Small and Mid-Sized Business—We seek to sell to the smallest companies primarily through our most 
efficient partner-led, self-service, and digital channels, focusing on low-cost, durable customer acquisition. 
In addition, we are developing opportunities for product-led growth, which will enable us to speak to users 
within the product to organically nurture adoption and sell additional capabilities.

Our sales efforts are complemented by our marketing initiatives, which build brand and category awareness, 
cultivate a large and growing community, and drive demand through a combination of global and local campaigns. 
We employ a variety of approaches to reach prospective customers, including community evangelism, in-
person and digital events, content marketing, digital advertising, search optimization, partner marketing, social 
media, and public relations. We host and present regularly at regional and global events, including our own Forward 
and On Tour conferences, and Summit and DevCon events.

Our customers see rapid time-to-value with our products, often expanding use cases and increasing their 
number of automations beyond their initial deployment. We expect that our new agentic automation capabilities will 
follow a similar trend, enabling us to expand sales within organizations as customers automate more complex 
workflows that require decision-making and benefit from a higher degree of agency. The broad applicability of our 
platform enables us to sell across all levels and departments of an organization, affording opportunity for eventual 
graduation to larger platform sales.

Platform investment and innovation—We intend to deliver functionalities that increase the surface area of 
automation for our customers through the addition of agentic AI capabilities throughout the UiPath Platform™. To 
this end, we have made and plan to continue to make significant investments in research and development to 
enhance our technology. For example, in November 2024, we released version 24.10 of the UiPath Platform™. 
Notably, this release introduces Autopilot for Everyone, which provides a conversational assistant for creating and 
interacting with automations, and Clipboard AI, which acts as an intelligent copy-paste assistant, transferring data 
between documents, spreadsheets, and applications. In December 2024, we released a private preview of our new 
Agent Builder product, which allows users to craft AI agents that can think and work by themselves, and in March 
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2025, our Agentic Orchestration product, which integrates AI agents, robots, and people into complex, multisystem 
processes, was made available for public preview.

Strategic Acquisitions—We have acquired businesses and technologies to drive platform and market 
expansion. For example, in July 2022, we acquired Re:infer, a provider of NLP software focused on unstructured 
documents and communications, laying the foundation for our Communications Mining technology, which has been 
a fitting complement to our existing IDP capabilities. In March 2025, we acquired Peak AI Limited, a U.K.-based 
software company offering an AI platform that provides pricing and inventory intelligence to customers in 
manufacturing and retail. We expect to continue to evaluate acquisition opportunities that we believe are 
complementary to our platform.

Community Engagement—We have cultivated a dynamic ecosystem of users through our Community, 
UiPath Academy, and Academic Alliance initiatives, which support and empower individuals to use our platform to 
navigate the evolving landscape of automation and AI. Our annual UiPath Community Most Valuable Professional 
award program recognizes global UiPath Community members for their outstanding contribution, innovation, and 
evangelism and provides us with a source of continuous user feedback and foresight. Additionally, to make 
automation more accessible, we offer free access via our Community Edition and Enterprise Trial, both available 
online. (Community Edition is a limited version of our platform that is offered for free to small businesses, university 
students, and individuals, whereas Enterprise Trial provides full functionality for a limited time.)

We believe that our highly engaged user community sets us apart and that by equipping individuals with the 
skills to leverage AI-powered automation, we are paving the way for broader adoption and innovation across 
industries. The result is a global network of automation professionals who are not only building and sharing 
automations, but also transforming the way work gets done.

Customers

We have a large and diversified customer base across a broad range of industry sectors.

We determine our customer count by considering the number of accounts with a unique account identifier for 
which we have an active license or SaaS subscription in the period indicated, including entities to which we have 
sold our products either directly or indirectly (for example, through a channel partner). A single organization with 
multiple divisions, segments, or subsidiaries is counted as a single customer. Our customer count is subject to 
adjustment for acquisitions, consolidations, spin-offs, and other market activity. Non-paying partners and resellers 
and users of free or trial subscriptions are excluded from our customer count. 

We had approximately 10,753 and approximately 10,830 customers as of January 31, 2025 and 2024, 
respectively.

Partners

We develop and maintain business and technology partnerships that help us to integrate the latest technology 
into our platform and to market and deliver our platform to our customers around the world.

Our business partners include global and regional system integrators, value-added resellers, and business 
consultants that enhance our market presence and drive greater sales efficiencies.

Our technology partners bring specialized capabilities to our platform. We collaborate to develop solutions 
that address the specific requirements of horizontal and industry use cases, resulting in faster time-to-value for 
customers. With technology partners, hyperscalers, and AI partners, we strategically engage across product and 
development, marketing, and go-to-market functions. We work toward interoperability and native extensibility to 
ensure both first- and third-party agents, robots, and humans are seamlessly orchestrated by the UiPath Platform™ 
across enterprise systems, applications, and data. 

Additionally, we maintain partnerships with leading cloud vendors, such as Amazon Web Services Inc., 
Google Inc., and Microsoft Corporation, to both simplify the deployment of our platform and to extend our platform to 
offer customers the benefits of cloud-based AI capabilities.
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Intellectual Property

Intellectual property rights are important to the success of our business. We rely on a combination of patent, 
copyright, trademark, and trade secret laws in the U.S. and other jurisdictions, as well as license agreements, 
confidentiality procedures, non-disclosure agreements with third parties, and other contractual protections, to 
protect our intellectual property rights, including our proprietary technology, software, know-how, and brand. 

We continually review our development efforts to assess and identify the existence and patentability of new 
intellectual property, and maintain an active patent program that has enabled us to steadily build our patent portfolio 
over the past several fiscal years, as illustrated in the following chart:
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As of January 31, 2025, we held 262 issued patents which are scheduled to expire between 2039 and 2045. 
As of January 31, 2025, we also had 152 pending patent applications in the U.S. (including 14 allowed U.S. patent 
applications), 124 pending Patent Cooperation Treaty applications, and 303 pending and 23 allowed patent 
applications in other jurisdictions. Our patent portfolio is aligned to and supports the UiPath Platform™ as follows:
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The terms of individual patents extend for varying periods of time, depending upon the date of filing of the 
patent application, the date of patent issuance, and the legal term of patents in the countries in which they are 
obtained. Generally, patents issued for applications filed in the U.S. are effective for 20 years from the earliest 
effective filing date of a non-provisional patent application. The duration of patents outside of the U.S. varies in 
accordance with provisions of applicable local law, but is typically also 20 years from the earliest effective filing date. 
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However, the actual protection afforded by a patent varies from country to country and depends upon many factors, 
including the type of patent, the scope of its coverage, the availability of legal remedies in a particular country, and 
the validity and enforceability of the patent.

In addition to our patents, we held 18 registered U.S. trademarks and had 3 pending U.S. trademark 
application and more than 500 active foreign trademark filings as of January 31, 2025.

Although we rely on intellectual property rights, including patents, copyrights, trademarks, and trade secrets, 
as well as contractual protections to establish and protect our proprietary rights, we believe that factors such as the 
technological and creative skills of our personnel, development of new services, features, and functionality, and 
frequent enhancements to our platform are equally essential to establishing and maintaining our technology 
leadership position.

We restrict access to and use of our proprietary technology and other confidential information through the use 
of internal and external controls, including contractual protections with employees, contractors, customers, and 
partners. We require our employees, consultants, and certain other third parties to enter into confidentiality and 
proprietary rights agreements, and we control and monitor access to our software, documentation, and other 
confidential information. Our policy is to require all employees and independent contractors to sign agreements 
assigning to us any inventions, trade secrets, works of authorship, developments, processes, and other intellectual 
property generated by them on our behalf and under which they agree to protect our confidential information. In 
addition, we generally enter into confidentiality agreements with our customers and partners. See Risk Factors—
Risks Related to Our Intellectual Property, included in Part I, Item 1A of this Annual Report on Form 10-K, for a 
description of risks related to our intellectual property.

Government Regulation

Our business is and will continue to be subject to extensive U.S. federal and state and foreign laws and 
regulations, including laws and regulations involving privacy, data protection, security, intellectual property, 
competition, taxation, anti-corruption, anti-bribery, anti-money laundering, use of artificial intelligence, and other 
similar laws. Many of these laws and regulations are still evolving and are likely to remain uncertain for the 
foreseeable future, and these laws and regulations can vary significantly from jurisdiction to jurisdiction. The costs of 
complying with these laws and regulations are high and are likely to increase in the future. Further, the impact of 
these laws and regulations may disproportionately affect our business in comparison to our competitors that have 
greater resources.

In the U.S., we are subject to data security and privacy rules and regulations promulgated under the authority 
of the FTC, the Electronic Communications Privacy Act, the Computer Fraud and Abuse Act, the CCPA, and other 
state and federal laws relating to privacy and data security. The CCPA requires covered businesses to provide new 
disclosures to California residents and to provide them with new ways to opt out of the sale of personal information, 
and provides a private right of action and statutory damages for data breaches. Other jurisdictions in the U.S. are 
beginning to propose laws similar to the CCPA.

As a result of our global operations, we must comply with many data security and privacy laws that may vary 
significantly from jurisdiction to jurisdiction. Virtually every jurisdiction in which we operate has established or is in 
the process of establishing data security and privacy legal frameworks with which we or our customers must 
comply. Our failure to comply with the laws of each jurisdiction may subject us to significant penalties. For example, 
the data protection landscape in Europe, including with respect to cross-border data transfers, is currently unstable 
and other countries outside of Europe have enacted or are considering enacting cross-border data transfer 
restrictions and laws requiring local data residency. Furthermore, the EU AI Act imposes onerous obligations for 
providers and deployers of AI-related systems. In addition, we must comply with any sanctions that may be issued 
by countries in which we do business.

We may also be subject to regulation with respect to ESG matters. For example, the state of California has 
adopted rules that require companies to provide expanded climate-related disclosures, and the EU adopted the 
Corporate Sustainability Reporting Directive. Compliance with these developing regulations may cause us to incur 
additional costs.

For a discussion of the various risks we face from regulation and compliance matters, see Risk Factors—
Risks Related to Data Privacy and Cybersecurity and Risk Factors—Risks Related to Regulatory Compliance and 
Governmental Matters included in Part I, Item 1A of this Annual Report on Form 10-K.
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Human Capital

Our People

Our people are our most important asset and are key to our success. We seek to employ passionate 
individuals with a growth mindset who are excited to innovate and challenge the status quo.

As of January 31, 2025, we had a total of 3,868 full-time employees, geographically distributed as follows:

United States, 28%

Romania, 30%

Rest of world, 22%

India, 14%

Japan, 6%

The following chart presents the distribution of our full-time employees by financial statement line as of 
January 31, 2025:

43%

26%

19%

12%

Sales and marketing Research and development
Cost of revenue General and administrative

We are subject to local labor law requirements in all countries in which we operate. We consider our 
employee relations to be good and have not experienced any work stoppages.
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Our Values

We believe that our values serve as our compass, guiding our culture, strategy, and behaviors. Embedding 
these values into everything we do is critical to our success and helps us deliver value to our customers, 
employees, and stockholders.

Humble
Keep an open mind. Cultivate kindness. Be a team player. Check your ego.

Bold
Speak up. Act with courage. Make decisions. Think big.

Immersed
Dive deep. Be passionate. Own what you do. Be customer centric.

Fast
Practice agility. Prioritize simplicity. Drive results. Be proactive.

Employee Experience

Changing the world of work starts with creating a workplace in which our employees feel inspired, 
empowered, and supported. We strive to provide equal opportunity and to foster an environment that drives 
inclusion and belonging, while also supporting our employees' overall well-being.

We continue to evolve our culture to support our strategy and our vision of accelerating human achievement 
through the power of automation and AI. We have designed our rewards programs to be competitive and to attract, 
retain, and motivate high-performing employees. We employ a consistent performance management approach 
globally, whereby individual performance is evaluated based on impact and alignment with our values, and we 
utilize various global and functional programs to recognize employee achievement and tenure.

We cultivate high-performing leaders and individual contributors through integrated talent development 
initiatives. Our approach empowers all employees to drive their professional growth through access to various e-
learning platforms, structured mentoring relationships, and individual coaching and customized learning plans 
aligned with their career aspirations.

Social Responsibility and Community Initiatives

We have built an employee-led giving strategy through which employees can support charities of their 
choosing via donation. We further support the charitable pursuits of our people by allotting additional paid time off 
for activities with social impact. Our employees have volunteered, for example, in building homes for those without, 
feeding those in need, and in teaching children valuable technical and life skills.

In furtherance of our mission, vision, and strategy, we are committed to making automation a force for good in 
the world. We have invested in research, collaborations, and partnerships to develop solutions that help address 
global challenges and increase the positive impact of automation on people and our planet. We have supported 
initiatives dedicated to improving automation skills and technology access and creating social good with our free 
online learning platform, UiPath Academy. Working with our partners to develop accessible paths toward fulfilling 
careers and foster meaningful employment opportunities remains a priority for us, and we have expanded our 
network of partner organizations to equip students with automation skills as part of our UiPath Academic Alliance 
program. We also train and certify our own employees as citizen developers to automate mundane tasks, which 
promotes empowerment and engagement.
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We also founded the UiPath Foundation, an independent non-governmental, non-profit, non-political, and 
non-religious global organization based in Romania, which aims to provide children living in poverty with the skills 
and tools necessary to reach their full potential.

At the time of our IPO in April 2021, we pledged to donate equity as a member of Pledge 1%, a global 
corporate philanthropy movement; as of January 31, 2025, we have donated 0.9 million shares of our Class A 
common stock to fund projects related to our environmental, social, and governance initiatives, with an additional 
1.9 million shares of our Class A common stock reserved for distribution by April 2031.

Corporate and Available Information

We were first established in Bucharest, Romania in 2005 and incorporated in Delaware on June 9, 2015. Our 
principal executive offices are located at One Vanderbilt Avenue, 60th Floor, New York, New York 10017, and our 
telephone number is (844) 432-0455.

The UiPath logo, “UiPath,” and our other registered and common law trade names, trademarks, and service 
marks are the property of UiPath, Inc. or our subsidiaries. Any other trade names, trademarks and service marks 
used in this Annual Report on Form 10-K are the property of their respective owners.

Our website address is www.uipath.com. Information found on, or accessible through, our website is not a 
part of, and is not incorporated into, this Annual Report on Form 10-K. We file electronically with the SEC our annual 
reports on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, and amendments to those 
reports filed or furnished pursuant to Section 13(a) or 15(d) of the Exchange Act. We make available on our 
website at www.uipath.com, free of charge, copies of these reports and other information as soon as reasonably 
practicable after we electronically file such material with, or furnish it to, the SEC. The SEC maintains an internet 
site that contains reports, proxy and information statements and other information regarding issuers that file 
electronically with the SEC at www.sec.gov.

We may use our website as a distribution channel for material company information. Financial and other 
important information regarding UiPath is routinely posted on and accessible through our website at 
www.uipath.com. We therefore encourage investors and others interested in UiPath to review the information that 
we make available on our website, in addition to following our filings with the SEC, webcasts, press releases, and 
conference calls. In addition, interested parties may automatically receive email alerts and other information about 
UiPath when they enroll an email address by visiting “Resources” under the "Investor Relations" section at 
www.uipath.com.

Item 1A. Risk Factors
Our operations and financial results are subject to various risks and uncertainties, including those described 

below. The reader should consider and read carefully all of the risks and uncertainties described below, together 
with all of the other information contained in this Annual Report on Form 10-K, including the section titled 
“Management’s Discussion and Analysis of Financial Condition and Results of Operations” and our consolidated 
financial statements and the related notes. The risks described below are those which we believe are the material 
risks we face. The occurrence of any of the following risks or additional risks and uncertainties not presently known 
to us or that we currently believe to be immaterial could materially and adversely affect our business, financial 
condition, or results of operations. In such case, the trading price of our Class A common stock could decline.

Risks Related to Our Business, Products, Operations, and Industry

We have incurred net losses in the past, anticipate continuing to incur significant operating expenses 
in the future, and may not achieve or sustain consistent profitability.

We have incurred net losses in the past, and may continue to incur net losses in the future. We expect to 
continue to incur significant operating expenses in the foreseeable future. This includes leveraging the investments 
made in our organization in prior years and continuing to implement initiatives designed to grow our business in a 
disciplined manner. These initiatives include increasing our overall customer base and expanding sales within our 
current customer base, continuing to penetrate international markets, investing in research and development to 
improve the capabilities of our platform (including AI capabilities), acquiring businesses, technology, talent, and 
related integration efforts, growing our distribution channels and channel partner ecosystem, deepening our user 
community, hiring additional employees and investing in our existing workforce, expanding our operations and 
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infrastructures both domestically and internationally, and incurring expenses related to legal, accounting, and other 
administrative expenses aspects of operating as a public company. In particular, we intend to continue to expend 
significant funds to further develop our platform. This includes introducing new functionalities and adapting and 
growing our inside sales team and enterprise sales force. These efforts are aimed at driving new customer adoption 
and expanding use cases and integrations.

We have entered into non-cancellable multi-year capacity commitments with certain third-party cloud 
providers for cloud infrastructure services. These commitments require us to pay for such capacity irrespective of 
actual usage. These efforts may prove more expensive than we currently anticipate, and we may not succeed in 
increasing our revenue sufficiently, or at all, to offset these higher expenses, and achieve, or once achieved, sustain 
profitability.

We may delay or re-evaluate these efforts due to any anticipated or actual adverse impact to our business as 
a result of, among other things, global economic and geopolitical uncertainties, fluctuating inflation and interest 
rates, tariffs, government shutdowns, regional conflicts, or other similar events or circumstances. In addition, growth 
of our revenue may slow, or revenue may decline for a number of reasons, including a decrease in our ability to 
attract and retain customers, a failure to increase our number of channel partners, an increase in competition, a 
decrease in growth of our overall market, a decrease in the term lengths of our contracts with customers, an inability 
to timely and cost-effectively introduce new products and services that are favorably received by customers and 
partners, and as a result of global economic conditions, such as rising inflation and interest rates, that could cause 
our customers to reduce their spending levels with us. A shortfall in revenue could lead to operating results being 
below expectations because we may not be able to quickly reduce our fixed operating expenses in response to 
short-term business changes. If we are unable to meet these risks and challenges as we encounter them, our 
business and operating results may be adversely affected. 

These investments may not be successful on the timeline we anticipate, or at all, and may not result in 
revenue or ARR growth. For instance, we anticipate that our customers will continue to increase adoption of our 
SaaS products in future periods. We cannot predict how increased adoption of our SaaS products will change the 
buying patterns of our customers or impact our future revenue or ARR. If we are unable to maintain or increase our 
revenue or ARR at a rate sufficient to offset the expected increase in our costs, our business, financial condition, 
and results of operations will be harmed, and we may not be able to achieve or maintain profitability over the long-
term. Additionally, we have encountered, and may in the future encounter, risks and uncertainties frequently 
experienced by growing companies in rapidly changing industries, such as unforeseen operating expenses, 
difficulties, complications, delays, and other known or unknown factors that may result in losses in future periods. If 
our revenue or ARR growth does not meet our expectations in future periods, our business, financial condition, and 
results of operations may be harmed, and we may not achieve or maintain profitability in the future. If we are unable 
to sustain profitability, the value of our business and Class A common stock may significantly decrease.

We may not be able to successfully manage our growth. If we are not able to grow efficiently, we may 
not be able to reach or sustain consistent profitability, and our business, financial condition, and results of 
operations could be harmed, which has in the past caused and could in the future cause our stock price to 
decline.

We have experienced and may continue to experience rapid growth and organizational changes. We 
generated revenue of $1,429.7 million and $1,308.1 million for fiscal years 2025 and 2024, respectively, 
representing a growth rate of 9%. Our ARR was $1,666.1 million and $1,463.7 million at January 31, 2025 and 
2024, respectively, representing a growth rate of 14%. However, the revenue or ARR growth of any prior quarterly or 
annual fiscal period should not be relied upon as an indication of our future performance. Even if our revenue and 
ARR continue to increase, our revenue and ARR growth rates may decline in the future as a result of a variety of 
factors, including the maturation of our business, increased competition, changes to technology, a decrease in the 
growth of our overall market, or our failure, for any reason, to continue to take advantage of growth opportunities. In 
addition, our past results may not be indicative of our future performance. Overall growth of our business depends 
on a number of additional factors, including our ability to:

• price our products that we offer on our platform effectively so that we are able to attract new customers 
and expand sales to our existing customers;

• expand the functionality and use cases for the products we offer on our platform;

• maintain and expand the rates at which customers purchase and renew licenses to our platform;

• provide our customers with support that meets their needs;
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• continue to introduce and sell our products to new markets;

• continue to develop new products and new functionality for our platform and successfully further 
optimize our existing products and infrastructure;

• successfully identify and acquire or invest in businesses, products, or technologies that we believe 
could complement or expand our platform; and

• increase awareness of our brand on a global basis and successfully compete with other companies.

We may not successfully accomplish any of these objectives, and as a result, it is difficult for us to forecast 
our future results of operations. Further, actions we may decide to take in the future in our attempt to achieve or 
sustain profitability may not be successful in yielding our intended results and may not appropriately address either 
or both of the short-term and long-term strategy of our business. If the assumptions that we use to plan our 
business are incorrect, or change in reaction to changes in our market, or if we are unable to maintain consistent 
revenue, ARR, or revenue or ARR growth, our stock price could be volatile, and it may be difficult to achieve and 
sustain profitability.

Macroeconomic conditions, including volatile and weakened global economic conditions, and 
geopolitical tensions and conflicts, including changes to trade policies and regulations, present significant 
risks to us in several jurisdictions. Such conditions have in the past adversely affected and may in the 
future adversely affect our industry, business, and results of operations.

We have sales, product, and engineering operations in many countries, and some of our business activities 
are concentrated in one or more geographic areas. Moreover, sales outside the U.S. accounted for 56% of our 
revenue for fiscal year 2025. As a result, our operations and our financial results, including our ability to execute our 
business strategy, design, develop, or sell products, and the demand for our products, are at times adversely 
affected by a number of global and regional factors outside of our control.

Adverse changes in global or regional economic conditions periodically occur, including recession or slowing 
growth; changes or uncertainty in fiscal, monetary, or trade policy; volatility in foreign exchange markets; tighter 
credit; fluctuating inflation and interest rates; lower capital expenditures by businesses, including on IT 
infrastructure; increases in unemployment; and lower consumer confidence and spending. Adverse changes in 
macroeconomic conditions can significantly harm demand for our products and make it more challenging to forecast 
our operating results and make business decisions, including prioritization of investments in our business. An 
economic downturn or increased uncertainty may also lead to increased credit and collectability risks, higher 
borrowing costs or reduced availability of the capital and credit markets, reduced liquidity, asset impairments, 
adverse impact on our partners or failures of counterparties including financial institutions and insurers. Trade 
policies and disputes have resulted and will result in increased tariffs, trade barriers, and other protectionist 
measures, which can make our products less competitive, reduce demand for our products, limit our ability to sell to 
certain customers, or impede or slow the movement of our products across borders. Increasing protectionism and 
economic nationalism may lead to further changes in trade policies and regulations, domestic sourcing initiatives, or 
other formal and informal measures that could make it more difficult to sell our products in, or restrict our access to, 
some markets. They can also result in declining consumer confidence and slowing economic growth or recession, 
and could cause our customers to reduce, cancel, or alter the timing of their purchases with us. Sustained 
geopolitical tensions could lead to political instability and economic uncertainty globally, long-term changes in global 
trade and technology supply chains, domestic sourcing initiatives, and the decoupling of global trade networks, 
which could make it more difficult to sell our products in, or restrict our access to, some markets and have a material 
adverse effect on our business and growth prospects. For example, these types of unfavorable conditions have in 
the past disrupted and could in the future, disrupt the timing and attendance of key industry events, which we rely 
upon in part to generate sales of our products. If those events are disrupted in the future, our marketing 
investments, sales pipeline, and the ability to attract new customers and generate sales of our products could be 
negatively and adversely affected.

We can be adversely affected by other global and regional factors that periodically occur, including: 

• inefficient infrastructure and other disruptions, such as supply chain interruptions, and large-scale 
outages, or unreliable provision of services from utilities, transportation, data hosting, or 
telecommunications providers;

• government restrictions on, or nationalization of, our operations in any country, or restrictions on our 
ability to repatriate earnings from or distribute compensations or other funds in a particular country;
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• adverse changes relating to government grants, tax credits, or other government incentives, including 
more favorable incentives provided to competitors;

• differing employment practices and labor issues, including restricted access to talent;

• local business and cultural factors that differ from our current standards and practices;

• continuing uncertainty regarding social, political, immigration, tax, and trade policies in the U.S. and 
abroad;

• global tensions and conflict in areas where we have customers or employees, and in surrounding areas, 
such as the Russian military operation in Ukraine, conflict in the Middle East, and rising tensions 
between China and Taiwan. Although our operations in Belarus, China, Israel, Ukraine, and Russia 
represent an immaterial portion of our business, individually and in the aggregate, such global and 
regional factors may have adversely impacted and could adversely impact our customers and 
employees; and

• fluctuations in the market value of our domestic and international investments and in the capital and 
credit markets, which can be negatively affected by liquidity, credit deterioration or losses, interest rate 
changes, financial results, political risk, sovereign risk, or other factors.

 Further, these conditions have affected and may continue to affect the rate of IT spending, could adversely affect 
our customers' ability or willingness to attend our events or to purchase our products and services, could have 
delayed and may delay customer purchasing decisions, could have reduced and may reduce the value and duration 
of customer subscription contracts, and may adversely affect our customer attrition rates. All of these risks and 
conditions could materially adversely affect our future sales and operating results.

Our past results may not be indicative of our future performance. We expect fluctuations in our 
financial results, making it difficult to project future results, and if we fail to meet the expectations of 
securities analysts or investors with respect to our results of operations, our stock price could decline.

Our results of operations have fluctuated in the past and are expected to fluctuate in the future due to a 
variety of factors, many of which are outside of our control. As a result, our past results may not be indicative of our 
future performance. In addition to the other risks described herein, factors that may affect our results of operations 
include the following:

• fluctuations in demand for or usage of our platform and products;

• fluctuations in our mix of revenue from licenses and service arrangements;

• our ability to attract new customers and retain our existing customers;

• customer expansion rates and the pricing and quantity of licenses renewed;

• fluctuations in mix of revenue, cost of revenue, and gross margin from sales directly to end-customers 
and/or through channel partners including our strategic alliances;

• timing and amount of our investments to expand the capacity of our third-party cloud infrastructure 
providers;

• seasonality;

• investment in new products and features relative to investments in our existing infrastructure and 
products;

• the timing of customer purchases;

• fluctuations or delays in purchasing decisions in anticipation of new products or enhancements by us or 
our competitors;

• changes in customers’ budgets and in the timing of their budget cycles and purchasing decisions;

• our ability to control costs, including our operating expenses;

• the amount and timing of payment for operating expenses, particularly sales and marketing expenses, 
including commissions, and research and development expenses;

• the amount and timing of non-cash expenses, including stock-based compensation, impairments of 
goodwill or other assets, and other non-cash charges;
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• the amount and timing of costs associated with recruiting, training, and integrating new employees and 
retaining and motivating existing employees;

• the effects of acquisitions and their integration;

• general economic conditions, both domestically and internationally, as well as economic conditions 
specifically affecting industries in which our customers participate;

• the impact of new accounting pronouncements;

• changes in regulatory or legal environments that may impact us, including by causing us to incur 
additional compliance obligations and expenses;

• changes in the competitive dynamics of our market, including consolidation among competitors or 
customers; and

• significant security breaches of, technical difficulties with, or interruptions to the delivery and use of our 
products and platform.

We derive our revenue from the sale of our software licenses for use of our proprietary software, maintenance 
and support for our licenses, right to access certain products that are hosted by us (i.e., SaaS), and professional 
services. Under ASC 606, Revenue from Contracts with Customers, we recognize revenue when a customer 
obtains control of promised goods or as services are rendered. The amount of revenue recognized reflects the 
consideration that we expect to receive in exchange for these goods or services. Licenses revenue (including the 
term license portion of Flex Offerings) is recognized when we transfer control of the respective license to the 
customer. Revenue from SaaS and revenue from maintenance and support are recognized ratably over time since 
control passes to our customers over the arrangement’s contractual period. Professional services revenue is 
recognized as services are rendered.

The presentation of our financial results requires us to make estimates and assumptions that may affect 
revenue recognition. In some instances, we could reasonably use different estimates and assumptions, and 
changes in estimates may occur from period to period.

Given the foregoing factors, our actual results could differ significantly from our estimates. Comparing our 
revenue and operating results on a period-to-period basis may not be meaningful, and our past results may not be 
indicative of our future performance.

For more information on our revenue recognition policy, refer to Note 2, Summary of Significant Accounting 
Policies—Revenue Recognition, included in Part II, Item 8 of this Annual Report on Form 10-K.

Any of these and other factors, or the cumulative effect of some of these factors, may cause our results of 
operations to vary significantly. If our quarterly or annual results of operations fall below the expectations of 
securities analysts or investors who follow our stock, the price of our Class A common stock could decline 
substantially, and we have faced and could in the future face lawsuits that are costly and may divert management’s 
attention, including securities class action suits and derivative actions.

Because we derive substantially all of our revenue from our UiPath Platform™, failure of this platform 
to satisfy customer demands could adversely affect our business, financial condition, results of operations, 
and growth prospects.

We derive and expect to continue to derive substantially all of our revenue from our UiPath Platform™. As 
such, market adoption of our automation platform is critical to our continued success. Demand for our platform may 
be affected by a number of factors, many of which are beyond our control, including continued market acceptance 
and integration of our platform into our customers’ operations; the continued volume, variety, and velocity of 
automations that are generated through use of our platform; timing of development, and release of new offerings by 
our competitors; technological change, including in the areas of AI and ML systems, and the rate of growth in our 
market. Additionally, the utility of our platform and products relies in part on the ability of our customers to use our 
automation, AI and ML products in connection with other third-party software products that are important to our 
customers' businesses. If these third-party software providers were to modify the terms of their licensing 
arrangements with our customers in a manner that would reduce the utility of our products, or increase the cost to 
use our products in connection with these third-party software products, then our customers may no longer choose 
to adopt our platform or continue to use our products. If we are unable to continue to meet the demands of our 
customers and the developer community, our business operations, financial results, and growth prospects will be 
materially and adversely affected.
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In addition, as we expand our business, it is important that we continue to maintain a high level of customer 
service and satisfaction. If we are not able to continue to provide high levels of customer service, our reputation, as 
well as our business, financial condition, and results of operations could be harmed. As usage of our platform 
grows, we will need to continue to devote additional resources to improving and maintaining our infrastructure and 
integrating with third-party applications. In addition, we have needed and will continue to need to appropriately scale 
our internal business systems and our services organization, including customer support and professional services, 
to serve our growing customer base. Failure of, or delay in, these continuing efforts could result in impaired system 
performance and reduced customer satisfaction, resulting in decreased sales to new customers, lower dollar-based 
net retention rates, the issuance of service credits, or requested refunds, which would hurt our revenue growth and 
our reputation. Even if we are successful in our expansion efforts, they will be expensive and complex, and require 
the dedication of significant management time and attention. We have faced and could continue to face 
inefficiencies or service disruptions as a result of our efforts to scale our internal infrastructure. We cannot be sure 
that the expansion of and improvements to our internal infrastructure will be effectively implemented on a timely 
basis, if at all, and such failures could harm our business, financial condition, and results of operations.

Our business depends on our existing customers renewing their licenses and purchasing additional 
licenses and products from us and our channel partners. Declines or significant delays in renewals or 
purchases of additional licenses and products by our customers could harm our future operating results.

Part of our growth strategy relies on our ability to deliver significant value in a short time to our customers, so 
that our customers will scale the use of our platform throughout their enterprise. Accordingly, our future success 
depends in part on our ability to exhibit this value and sell additional licenses and products to our existing 
customers, and our customers renewing their licenses with us and our channel partners when contract terms expire. 
Our license agreements primarily have annual terms, and some of our license agreements have multi-year terms. 
We generally do not sell standalone licenses with a term of less than one year. However, during the term of an 
annual contract or the last year of a multi-year contract, our customers may enter into an additional license 
agreement with a termination date that is coterminous with the anniversary date of such annual contract. Our 
customers have no obligation to renew their licenses for our products after the expiration of their license period. We 
provide some customers the opportunity to use our platform and products for free prior to purchasing a license. We 
also work with our customers to identify opportunities for follow-on sales to increase our footprint within their 
businesses.

In order for us to maintain or improve our results of operations, it is important that our customers renew or 
expand their licenses with us and our channel partners. We cannot accurately predict our renewals and dollar-
based net retention rate given the diversity of our customer base in terms of size, industry, and geography. Our 
renewals and dollar-based net retention rate may decline or fluctuate as a result of a number of factors, many of 
which are outside our control, including the business strength or weakness of our customers; continuing or new 
delays in renewals due to economic conditions; customer usage, including the ability of our customers to quickly 
integrate our products into their businesses and continually find new uses for our products within their businesses; 
cloud automation deployment or adoption issues; customer satisfaction with our products and platform capabilities 
and customer support; the utility of our platform to cost-effectively integrate with third-party software products; our 
prices; the capabilities and prices of competing products; mergers and acquisitions affecting our customer base; 
consolidation of affiliates’ multiple paid business accounts into a single paid business account or loss of business 
accounts in their entirety; the effects of global economic conditions; reductions in our customers’ spending on 
software solutions or their spending levels generally; perceived security or data privacy risks from the use of our 
products; changes in regulatory regimes that affect our customers or our ability to sell our products, including 
changes to sanctions and export control regimes; or changes in the views of the industry and public with regard to 
our products and automation products generally, including as a result of increased automation, use of AI, and 
displacement of human workforces. These factors may also be exacerbated if, consistent with our growth strategy, 
our customer base continues to grow to encompass larger enterprises, which may also require more sophisticated 
and costly sales efforts. If our customers do not purchase additional licenses and products from us or our customers 
fail to renew their licenses, our revenue may decline and our business, financial condition, and results of operations 
may be harmed.

We continually review how best to market our platform to our customers and potential customers and how 
to organize, train, and deploy our sales teams for efficiency and effectiveness; however, if our efforts and the 
changes that we are trying to implement on an ongoing basis are not successful, it could adversely affect our 
platform adoption and our growth.
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If we are unable to attract new customers, our business, financial condition, and results of operations 
will be adversely affected.

To increase our revenue, we must continue to attract new customers. Our success will depend to a 
substantial extent on the widespread adoption of our platform and products as an alternative to existing solutions, 
including as an alternative to traditional systems relying on manual tasks and processes. Many enterprises have 
invested substantial personnel and financial resources to integrate traditional human-driven processes into their 
business architecture and, therefore, may be reluctant or unwilling to migrate to an automation solution. Accordingly, 
the adoption of automation solutions may be slower than we anticipate. A large proportion of our target market still 
uses traditional systems relying on manual tasks and processes for the major part of their operations. This market 
may need further education on the value of automation solutions in general and our platform and products in 
particular, and on how to integrate them into current operations. A lack of education as to how our automation 
platform and solutions operate may cause potential customers to prefer more traditional methodologies or their 
limited, internally-developed automated processes, to be cautious about investing in our platform and products, or to 
have difficulty integrating our platform and products into their business architecture. If we are unable to educate 
potential customers and change the market’s readiness to accept our technology, we may experience slower than 
projected growth and our business, financial condition, and results of operations may be harmed.

In addition, as our market matures, our products evolve, and competitors introduce lower cost or differentiated 
products that are perceived to be alternatives to our platform and products, our ability to sell licenses for our 
products could be impaired. Further, as various forms of AI, including generative and agentic AI, become more 
widely adopted and acceptable, if customers were to feel that our technology was not developing apace, our 
business and growth prospects could be harmed. The rapid evolution of AI may require the application of resources 
to develop, test, and maintain our products and services so that they are ethically designed to minimize unintended, 
harmful impacts. Similarly, our license sales could be adversely affected if customers or users within these 
organizations perceive that features incorporated into competitive products reduce the need for our products, or if 
they prefer to purchase other products that are bundled with solutions offered by other companies that operate in 
adjacent markets and compete with our products. As a result of these and other factors, we may be unable to attract 
new customers, which may have an adverse effect on our business, financial condition, and results of operations.

The markets in which we participate are competitive and if we do not compete effectively our 
business, financial condition, and results of operations could be harmed.

Our platform and products provide automation solutions that our customers can integrate throughout their 
businesses. Accordingly, we compete with enterprise platform vendors that are acquiring, building, or investing in 
automation and AI functionality or partnering with automation and AI providers, RPA software providers and adjacent 
automation and integration platform companies in markets such as low-code, BPM, iPaaS, process mining, IDP, and 
test automation vendors, among others. We also compete with companies that provide and support the traditional 
systems relying on manual tasks and processes that our platform and products are designed to replace, including 
companies that facilitate outsourcing of such tasks and processes to lower cost workers. Our customers may also 
internally develop their own automated solutions to address tasks particular to their business.

The automation market is a fast-growing enterprise software market and is increasingly competitive. With the 
introduction of new technologies and market entrants, we expect that the competitive environment will remain 
intense going forward. For instance, as our market becomes increasingly driven by cloud-based solutions, native 
cloud providers may enter this market and provide competitive offerings at lower prices. Additionally, open source 
alternatives for automation that are offered at no cost may impact our ability to sell our products to certain 
customers who may prefer to rely on these tools. Our competitors may be able to respond more quickly to new or 
expanding technology, such as newly emerging generative and agentic AI technologies, and devote more resources 
to product development than we can. The speed of technological development may prove disruptive to some of our 
markets if we are unable to maintain the pace of innovation. Some of our actual and potential competitors have 
been acquired by other larger enterprises, have made or may make acquisitions, may enter into partnerships or 
other strategic relationships that may provide more comprehensive products than they individually had offered, or 
may achieve greater economies of scale than us. In addition, new entrants not currently considered to be 
competitors may enter the market through acquisitions, partnerships, or strategic relationships. As we look to market 
and sell our products and platform capabilities to potential customers with existing internal solutions, we must 
convince their internal stakeholders that our products and platform capabilities are superior to their current 
solutions. If we fail to do so, our business, financial condition, and results of operations may be harmed.
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If we fail to continue to differentiate our platform and products from those offered by our competitors, 
our business, financial condition, and results of operations may be harmed.

Our competitors vary in size and in the breadth and scope of the products offered. Many of our competitors 
and potential competitors have greater name recognition, longer operating histories, more established customer 
relationships, larger marketing budgets, and greater resources than we do. Further, other potential competitors not 
currently offering competitive solutions may expand their product or service offerings to compete with our products 
and platform capabilities. For instance, a number of our potential competitors already have close, integrated 
relationships with our customers and potential customers for other service offerings. If any of these potential 
competitors were to provide an automation solution within their current service offerings as a single, integrated 
solution, our customers and potential customers may choose to adopt the integrated solution due to administrative 
ease or other factors that are outside our control. Our current and potential competitors may also establish 
cooperative relationships among themselves or with third parties that may further enhance their resources and 
product offerings in our addressable market. Our competitors may be able to respond more quickly and effectively 
than we can, to new or changing opportunities, technologies, standards, and customer requirements. An existing 
competitor or new entrant could introduce new technology that reduces demand for our products and platform 
capabilities. In addition to product and technology competition, we face pricing competition. Some of our 
competitors offer their on-premises or SaaS solutions at a lower price, which has resulted in, and may continue to 
result in, pricing pressures.

For all of these reasons, we may not be able to compete successfully against our current or future 
competitors, and this competition could result in the failure of our platform to continue to achieve or maintain market 
acceptance, which would harm our business, financial condition, and results of operations.

If we fail to retain and motivate members of our management team or other key employees or to 
integrate new team members, or fail to attract additional qualified personnel to support our operations, our 
business and future growth prospects could be harmed.

Our success and future growth depend largely upon the continued services of our executive officers, 
particularly Daniel Dines, our CEO, co-founder, and Chairman, as well as our other key employees in the areas of 
research and development, and sales and marketing. Additionally, many members of our management team have 
been with us for a short period of time. From time to time, there have been and may continue to be changes in our 
executive management team or other key employees resulting from the hiring or the departure of these personnel. 
Our executive officers and other key employees are employed on an at-will basis, which means that these 
personnel could terminate their employment with us at any time. The loss of one or more of our executive officers, 
or the failure by our executive team to effectively work with our employees and lead UiPath, could harm our 
business. Further, we have in the past taken and may in the future take actions to streamline our senior 
management structure. Any of these changes may not achieve our desired results. As we experience personnel 
turnover, we have experienced and may continue to experience some loss of internal knowledge from time to time. 
The streamlining of our senior management team could introduce additional risks with fewer executives tasked with 
leading our organization.

Because of the complexity of our products and platform capabilities, we also are dependent on the continued 
service of our existing software engineers and our ability to recruit qualified new engineers. Competition for these 
personnel is intense, especially for engineers experienced in designing and developing RPA, AI, and ML 
applications. From time to time, we have experienced, and we expect to continue to experience, difficulty in hiring 
and retaining employees with appropriate qualifications. Potential candidates may not perceive our compensation 
package, including our equity awards, as favorably as employees hired in the past given the recent volatility in the 
price of our Class A common stock and in the public markets. In addition, our recruiting personnel, methodology, 
and approach has needed to be altered and may in the future need to be altered to address a changing candidate 
pool and profile. We may not be able to identify or implement such changes in a timely manner.

Many of the companies with which we compete for experienced personnel have greater resources than we 
have. If we hire employees from competitors or other companies, their former employers have attempted and may 
in the future attempt to assert that these employees, or we, have breached their legal obligations, resulting in a 
diversion of our time and resources. In addition, prospective and existing employees often consider the value of the 
equity awards they receive in connection with their employment. As some of our employees' perception of our equity 
awards has declined, and may decline from time to time due to the lower price of our Class A common stock, if the 
Class A common stock continues to experience significant volatility, or volatility increases such that prospective 
employees believe there is limited upside to the value of our equity awards, it may adversely affect our ability to 
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recruit and retain key employees. If we fail to attract new personnel or fail to retain and motivate our current 
personnel, our business and future growth prospects could be harmed.

Changes in our management structure and in senior leadership could affect our business and 
financial results.

As of February 1, 2024, Robert Enslin (who had served alongside Daniel Dines as our Co-CEO since April 
2022) assumed the role of our sole CEO. Mr. Dines assumed the newly-created role of Chief Innovation Officer, and 
continued to serve as the Executive Chairman of the board of directors. Effective June 1, 2024, Mr. Enslin resigned, 
and Mr. Dines again assumed the role of sole CEO, which he had held prior to April 2022.

Such senior leadership transitions can be difficult to manage and may cause disruptions to our operations. 
This or other leadership transitions may also increase the likelihood of turnover amongst our employees and result 
in changes in our business strategy, which may create uncertainty, and negatively impact our ability to execute our 
business strategy quickly and effectively. Leadership transitions may also impact our relationships with our 
customers and other market participants, creating uncertainty among investors, employees, and others concerning 
our future direction and performance. Any significant disruption, uncertainty, or change in business strategy could 
adversely affect our business, financial condition, and operating results. Finally, our organizational structure is 
becoming more complex as we continue to scale our operational, financial, and management controls as well as our 
reporting systems and procedures. If we fail to manage our anticipated growth, company personnel transitions, and 
change in a manner that preserves the key aspects of our corporate culture, our employee retention may suffer, 
which could negatively affect our products, brand, and reputation.

A limited number of customers represent a substantial portion of our revenue and ARR. If we fail to 
retain these customers, our revenue and ARR could decline significantly.

We derive a substantial portion of our revenue and ARR from sales to our top 10% of customers. As a result, 
our revenue and ARR could fluctuate materially and could be materially and disproportionately impacted by the 
purchasing decisions of these customers or any other future large customer. Any of our largest customers may 
decide to purchase less than they have in the past, may alter their purchasing patterns at any time with limited 
notice, or may decide not to continue to purchase our platform and products at all, any of which could cause our 
revenue and ARR to decline and adversely affect our financial condition and results of operations. If we do not 
further diversify our customer base, we will continue to be susceptible to risks associated with customer 
concentration.

We rely on our channel partners, including our strategic alliances, to generate a substantial amount of 
our revenue, and if we fail to expand and manage our distribution channels or fulfill our future service 
obligations, our revenue could decline and our growth prospects could suffer.

Our success significantly depends upon maintaining and growing our relationships with a variety of channel 
partners, and we anticipate that we will continue to depend on these partners in order to grow our business. Our 
channel partners enable us to extend our local and global reach, in particular with smaller customers and in 
geographies where we have less direct sales presence. For fiscal years 2025, 2024, and 2023, we derived a 
substantial amount of our revenue from sales through channel partners, and we expect to continue to derive a 
substantial amount of our revenue from channel partners in future periods. Our agreements with our channel 
partners are generally non-exclusive and do not prohibit them from working with our competitors or offering 
competing products, and many of our channel partners may have more established relationships with our 
competitors. If our channel partners choose to place greater emphasis on products of their own or those offered by 
our competitors, do not effectively market and sell our products, or fail to meet the needs of our customers, then our 
ability to grow our business and sell our products may be adversely affected. In addition, the loss of one or more of 
our larger channel partners, who may cease marketing our products with limited or no notice, and our possible 
inability to replace them, could adversely affect our sales. Moreover, our ability to expand our distribution channels 
depends in part on our ability to educate our channel partners about our platform and products, which can be 
complex. Our failure to recruit additional channel partners, or any reduction or delay in their sales of our products or 
conflicts between channel sales and our direct sales and marketing activities may harm our business, financial 
condition, and results of operations. Even if we are successful, these relationships may not result in greater 
customer usage of our products or increased revenue. We also bear the risk that our channel partners will fail to 
comply with U.S. or international anti-corruption or anti-competition laws, in which case we might be fined or 
otherwise penalized as a result of the agency relationship with such partners.
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In addition, the financial health of our channel partners and our continuing relationships with them are 
important to our success. Some of these channel partners may be unable to withstand adverse changes in 
economic conditions, which could result in insolvency and/or the inability of such partners to obtain credit to finance 
purchases of our products and services, which could negatively impact our future financial performance. In addition, 
weakness in the end-user market could negatively affect the cash flows of our channel partners who could, in turn, 
delay paying their obligations to us, which would increase our credit risk exposure. Our business could be harmed if 
the financial condition of some of these channel partners substantially weakened and we were unable to timely 
secure replacement channel partners.

Further, we from time to time enter into strategic alliance arrangements wherein we sell our products and 
services to a partner. These strategic alliances may include investments we make to enable the partner to create or 
enhance their automation practice. If the strategic alliance partner is unable to successfully create or expand their 
automation practice, we may not realize the benefits we expect.

These strategic alliances may also include non-cancelable commitments we make to these third-party alliance 
partners whereby we plan to leverage the partner’s products or services in arrangements with third-party customers. 
Should we be unable to deploy the partner’s products or services in arrangements with third-party customers, it may 
materially and adversely impact our revenue, gross margin, profitability, and financial results in any given period. 
Further, these strategic alliances are a vector for potential growth and expansion for us and these alliances may not 
be successful and/or as profitable as we project.

If we and our channel partners fail to provide sufficient high-quality consulting, training, support, and 
maintenance resources to enable our customers to realize significant business value from our platform, we 
may see a decrease in customer adoption of our platform.

Our customers sometimes request consulting and training to assist them in integrating our platform into their 
business, and rely on our customer support personnel to resolve issues and realize the full benefits that our platform 
provides. As a result, an increase in the number of customers is likely to increase demand for consulting, training, 
support, and maintenance related to our products. Given that our customer base and products continue to grow, we 
will need to provide our customers with more consulting, training, support, and maintenance to enable them to 
realize significant business value from our platform. We rely on our ecosystem of partners that build, train, and 
certify skills on our technology, as well as deploy our technology on behalf of their customers. We have been 
increasing our channel partner and customer enablement through our UiPath Academy and other training initiatives 
designed to create an ecosystem of people that are skilled in the use and integration of our platform in business 
operations. However, if we and our channel partners are unable to provide sufficient high-quality consulting, training, 
integration, and maintenance resources, our customers may not effectively integrate our automation platform into 
their businesses or realize sufficient business value from our products to justify follow-on sales, which could impact 
our future financial performance. Additionally, if our channel partners fail to perform or if any of our channel partners 
suffer reputational or brand harm, our customers may choose to not rely on our channel partners for consulting, 
training, integration, and maintenance resources. Further, some of our customers are industry leaders, and our 
contracts with them receive significant public attention. If we or our channel partners encounter problems in helping 
these customers implement our platform or if there is negative publicity regarding these engagements (even if 
unrelated to our services or products) our reputation could be harmed and our future financial performance could be 
negatively impacted. Finally, the investments required to meet the increased demand for our consulting services 
could strain our ability to deliver our consulting engagements at desired levels of profitability, thereby impacting our 
overall profitability and financial results.

If we are not able to introduce and release new features or services successfully and to make 
enhancements to our platform or products, particularly with respect to developing AI technologies, our 
business and results of operations could be adversely affected.

Our ability to attract new customers and increase revenue from existing customers depends in part on our 
ability to enhance and improve our platform and to introduce new features and services. To grow our business and 
remain competitive, we must continue to enhance our platform with features that reflect the constantly evolving 
nature of automation and AI technology and our customers’ evolving needs. For instance, with the development of 
next-generation solutions that utilize new and advanced features, including AI and ML, we may be required to 
commit significant resources to developing new products, enhancements and developments. Other companies may 
incorporate AI into their products more quickly or more successfully than us, which could impair our ability to 
compete effectively and adversely affect our financial results. The success of new products, enhancements, and 
developments depends on several factors including, but not limited to: our anticipation of market changes and 
demands for product features, successful product design and timely release of new functionality, sufficient customer 
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demand, and cost effectiveness of our product development efforts. In addition, because our platform is designed to 
operate with a variety of third-party systems, applications, data, and devices, we will need to continuously modify 
and enhance our platform to keep pace with changes in such systems. We may not be successful in developing 
these modifications and enhancements. Furthermore, the addition of features and solutions to our platform will 
increase our research and development expenses. Any new features that we develop may not be introduced in a 
timely or cost-effective manner or may not achieve the market acceptance necessary to generate sufficient revenue 
to justify the related expenses. It is difficult to predict customer adoption of new features. Such uncertainty limits our 
ability to forecast our future results of operations and subjects us to a number of challenges, including our ability to 
plan for and model future growth. In addition, significant delays between announcement and general availability of 
new functionality could adversely affect our business. If we cannot address such uncertainties and successfully 
develop new features, enhance our software, or otherwise overcome technological challenges and competing 
technologies, our business and results of operations could be adversely affected.

We also offer professional services including consulting and training and must continually adapt to assist our 
customers in deploying our platform in accordance with their specific automation strategies. If we cannot introduce 
new services or enhance our existing services to keep pace with changes in our customers’ deployment strategies, 
we may not be able to attract new customers, retain existing customers, or expand customers' use of our software 
or secure renewal contracts, which are important for the future of our business.

We are subject to numerous risks associated with the evolving market for products with AI 
capabilities.

 The markets and use cases for products with AI capabilities have been rapidly evolving, are difficult to 
predict, and may impact demand for our products, our sales cycles, our ability to forecast results from sales of these 
products, and the preferences of our customers and potential customers. The significant investments we have made 
to develop products and software to address what we believe will be increasing demand for AI capabilities may be 
insufficient, and we face significant hurdles, including whether demand will materialize, whether third-party software 
providers will develop functionality that allows their software to utilize the AI capabilities of our products, and 
whether we will be successful in developing, pricing, and packaging products that can compete with offerings by 
established competitors. 

We have in the past invested and may in the future continue to invest in potentially disruptive technologies, 
through various vehicles such as equity or debt investments, joint ventures, or strategic partnerships. Such 
investments may not produce the expected results, may require more financial resources than anticipated, or may 
otherwise be unsuccessful, and the value of the investments may decline or be impaired, or our business may be 
adversely impacted.

Additionally, our use of AI technology in general may subject us to reputational, financial, legal, or regulatory 
risks. As we continue to incorporate AI technology into our products and services, any failures to address concerns 
relating to the responsible use of the evolving AI technology in our products and services may cause harm to our 
reputation or result in financial liability, and as such, may increase our costs to address or mitigate such risks and 
issues. AI technology may create ethical issues, generate defective algorithms, and present other risks that create 
challenges with respect to its adoption. In addition, evolving rules, regulations, and industry standards governing AI 
may require us to expend significant resources to modify, maintain, or align our business practices or products to 
comply with U.S. and non-U.S. rules and regulations, the nature of which cannot be determined at this time. Several 
jurisdictions around the globe, including the EU and certain U.S. states, have already proposed or enacted laws 
governing the development and use of AI, such as the EU's AI Act. We expect other jurisdictions will adopt similar 
laws.

The regulatory environment surrounding the impact of the implementation of AI on our products and services 
may adversely affect our ability to produce and export products, and as a result, may cause harm to our reputation 
and result in financial liability.

Risks associated with the use of AI (including ML and large language models) in our platforms may 
result in reputational harm or liability.

AI is enabled by or integrated into parts of our technology platform and may also be used directly or indirectly 
as part of our internal systems and processes. As such, AI remains a significant and growing element of our 
business and operations. As with many developing technologies, AI presents risks and challenges that could affect 
its further development, adoption, and use. AI algorithms and models may be flawed. Our AI-related efforts, 
particularly those related to generative and agentic AI, or the datasets that we use in training our systems, subject 
us to risks related to harmful or illegal content, accuracy, bias, intellectual property infringement or misappropriation, 

Table of Contents

28



defamation, data privacy, cybersecurity, sanctions, and export controls, among others. Third-party AI capabilities 
that can be integrated with our platform or used in our internal systems and processes, including generative AI, 
could also produce false or "hallucinatory" inferences about customer data, enterprises, other information, or subject 
matter. The use of generative AI processes at scale is relatively new, and may lead to challenges, concerns, and 
risks that are significant, or that we may not be able to predict, especially if our direct or indirect use of these 
technologies in our products and internal systems and processes were to become more important to us over time. If 
the recommendations, forecasts, or analyses that AI applications, including AI agents, assist in producing are 
deficient or inaccurate, we could be subject to competitive harm or potential legal liability, including under existing 
and future legislation or regulations, including in the U.S. and the EU. The rapid evolution of AI may also require us 
to expend additional resources to help ensure that AI is implemented appropriately in order to minimize unintended 
or harmful impact which may adversely affect our business, financial condition, and results of operations.

Some AI scenarios may present ethical issues, and the enablement or integration of AI into our platform or 
internal processes may subject us to new or heightened legal, regulatory, ethical, or other challenges, as this is an 
area of rapid development. We take into consideration these challenges when designing our technologies and 
implementing our business practices. For example, our platform includes data governance tools and other tools, 
which are intended to regulate and limit user access. In addition, we have developed internal responsible AI 
guidelines. However, we have no assurance that these tools or guidelines, nor their implementation, will be 
sufficient to protect us against evolving AI-related risks. As a result, if we face any claims or litigation relating to our 
use of AI, including its purported or real impact to, human rights, data privacy, employment, or other societal issues, 
we may experience brand or reputational harm, as well as regulatory or legal scrutiny, which could have a material 
adverse effect on our operations, and business outlook.

We offer free trials and a free tier of our platform to drive awareness of our products, and encourage 
use and adoption. If these marketing strategies fail to lead to customers purchasing paid licenses, our 
ability to grow our revenue will be adversely affected.

To encourage awareness, use, and adoption of our platform and products, we offer a community edition and 
enterprise trial version of our software, each of which provides free, online access to certain of our products. 
This “try-before-you-buy” strategy may not be successful in driving developer education regarding or leading 
customers to purchase our products. Many users of our free tier may not lead to others within their organization 
purchasing and deploying our platform and products. To the extent that users do not become, or we are unable to 
successfully attract, paying customers, we will not realize the intended benefits of these marketing strategies and 
our ability to grow our revenue will be adversely affected.

We target enterprise customers, and sales to these customers involve risks that may not be present 
or that are present to a lesser extent with sales to smaller entities.

Our enterprise sales force focuses on sales to large enterprise, organizational, and government agency 
customers. As of January 31, 2025, we had 2,292 customers with ARR of $100 thousand or more and 317 
customers with ARR of $1 million or more, which accounted for approximately 87% and 51% of our revenue, 
respectively, for the period then ended. As of January 31, 2024, we had 2,054 customers with ARR of $100 
thousand or more and 288 customers with ARR of $1 million or more, which accounted for approximately 86% and 
52% of our revenue, respectively, for the period then ended. See the section titled “Management’s Discussion and 
Analysis of Financial Condition and Results of Operations—Key Performance Metric” for a description of ARR. 
Sales to large customers involve risks that may not be present or that are present to a lesser extent with sales to 
smaller entities, such as longer sales cycles, more complex customer requirements (and higher contractual risk as a 
result), substantial upfront sales costs, less favorable terms, and less predictability in completing some of our sales. 
For example, enterprise customers may require considerable time to evaluate and test our solution and those of our 
competitors prior to making a purchase decision and placing an order. A number of factors influence the length and 
variability of our sales cycle, including the need to educate potential customers about the uses and benefits of our 
automation platform and products, the discretionary nature of purchasing and budget cycles, and the competitive 
nature of evaluation and purchasing approval processes. As a result, the length of our sales cycle, from 
identification of the opportunity to deal closure, may vary significantly from customer to customer, with sales to large 
enterprises typically taking longer to complete and requiring greater organizational resources. Moreover, large 
enterprise customers often begin to deploy our products on a limited basis, but nevertheless demand configuration, 
integration services, and pricing negotiations, which increase our upfront investment in the sales effort with no 
guarantee that these customers will deploy our products widely enough across their organization to justify our 
substantial upfront investment.
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Real or perceived errors, failures, or bugs in our platform and products could adversely affect our 
business, financial condition, results of operations, and growth prospects.

Our platform and products are complex and use novel technology. Undetected errors, failures, or bugs have 
occurred in our platform and products in the past and may occur in the future. Our platform and products are used 
throughout our customers’ business environments and with different operating systems, system management 
software, applications, devices, databases, servers, storage, middleware, custom and third-party applications and 
equipment, and networking configurations, which may cause errors or failures in the business environment into 
which our platform and products are deployed. This diversity of applications increases the likelihood of errors or 
failures in those business environments. Despite testing by us, real or perceived errors, failures, or bugs may not be 
found until our customers use our platform and products. Such failures or bugs can cause reputational damage, and 
in some cases can affect our revenue due to the impact of service level commitments that we offer to our 
customers.

Our platform and products also empower our customers to develop their own use cases for our automation 
platform and products. We cannot guarantee that these user-developed automations will be effective or that they do 
not include errors, failures, or bugs that then may be attributed, correctly or not, to our underlying technologies. For 
instance, our customers may use our products in a manner in which they were not intended and that could cause 
our platform or products to be implicated in any resulting errors or failures. Real or perceived errors, failures, or 
bugs in our platform and products could result in negative publicity, loss of or delay in market acceptance of our 
platform and products, regulatory investigations and enforcement actions, harm to our brand, weakening of our 
competitive position, claims by customers for losses sustained by them, or failure to meet the stated service level 
commitments in our customer agreements. In such an event, we may be required, or may choose, for customer 
relations or other reasons, to expend significant additional resources in order to help correct the problem. Any 
errors, failures, or bugs in our platform or products could also impair our ability to attract new customers, retain 
existing customers, or expand their use of our software, which would adversely affect our business, financial 
condition, and results of operations.

Incorrect or improper implementation or use of our platform and products could result in customer 
dissatisfaction and harm our business, financial condition, results of operations, and growth prospects.

Our automation platform and products and related services are designed to be deployed in a wide variety of 
technology environments, including in large-scale, complex technology environments across a wide range of use 
cases. We believe our future success will depend, at least in part, on our ability and the ability of our channel 
partners to support such deployments. Implementations of our platform may be technically complicated and it may 
not be easy to maximize the value of our platform without proper implementation and training. If our customers are 
unable to implement our platform successfully or in a timely manner, or if our customers perceive that the 
implementation of our platform is too complex or time-consuming, customer perceptions of us and our software may 
be impaired, our reputation and brand may suffer, and customers may choose not to renew their licenses or 
increase their purchases of our related services.

We regularly train our customers and channel partners in the proper use of, and the variety of benefits that 
can be derived from, our automation platform and products to maximize their potential. We and our channel 
partners often work with our customers to achieve successful implementations, particularly for large, complex 
deployments. Our failure or the failure of our channel partners to train customers on how to efficiently and effectively 
deploy and use our platform and products, or our failure or the failure of our channel partners to provide effective 
support or professional services to our customers, whether actual or perceived, may result in negative publicity or 
legal actions against us. Also, as we continue to expand our customer base, any actual or perceived failure by us or 
our channel partners to properly provide these services will likely result in lost opportunities for follow-on sales of 
our related services.

We rely upon third-party providers of cloud-based infrastructure to host our cloud-based products. 
Any disruption in the operations of these third-party providers, limitations on capacity, or interference with 
our use could adversely affect our business, financial condition, and results of operations.

Our continued growth depends in part on the ability of our existing and potential customers to continue to 
adopt and utilize our cloud-based products in conjunction with our platform. We outsource substantially all of the 
infrastructure relating to our cloud-based products to third-party hosting services. Customers of our cloud-based 
products expect to be able to access these products at any time, without material interruption or degradation of 
performance. Our cloud-based products depend on virtual cloud infrastructure hosted by third-party hosting 
services. UiPath protects these services by maintaining the configuration, architecture, features, and 
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interconnection specifications, as well as the information stored in these virtual data centers, which is transmitted by 
third-party internet service providers. Any disruption as a result of cyberattacks or similar issues, or any limitation on 
the capacity of our third-party hosting services, could impede our ability to onboard new customers or expand the 
usage of our existing customers, or otherwise adversely affect our business, which could adversely affect our 
financial condition and results of operations. Due to the fact that we rely on third-party providers of cloud-based 
infrastructure to host our cloud-based products, it may become increasingly difficult to maintain and improve their 
performance, especially during peak usage times and as our cloud capabilities become more complex and our user 
traffic increases, because we do not control the infrastructure supporting these services. In addition, any incident 
affecting our third-party hosting services’ infrastructure that may be caused by cyberattacks, natural disasters, fire, 
flood, severe storm, earthquake, power loss, telecommunications failures, outbreaks of contagious diseases, 
military actions, terrorist or other attacks, and other similar events beyond our control could negatively affect our 
cloud-based products. If our cloud-based products are unavailable, or if our users are unable to access our cloud-
based products within a reasonable amount of time or at all, we may experience a loss of customers, loss or delay 
of market acceptance of our platform and products, delays in payment to us by customers, harm to our reputation 
and brand, legal claims against us, and the diversion of our resources. We may also incur significant costs for using 
alternative equipment or taking other actions in preparation for, or in reaction to, events that damage the third-party 
hosting services we use.

In the event that our service agreements with our third-party hosting services are terminated, or there is a 
lapse of service, elimination of services or features that we utilize, interruption of internet service provider 
connectivity, or damage to such facilities, we could experience interruptions in access to our cloud-based products 
as well as significant delays and additional expense in arranging or creating new facilities and services, and/or re-
architecting our cloud-based products for deployment on a different cloud infrastructure service provider, which 
could adversely affect our business, financial condition, and results of operations.

Delays or difficulties associated with the design, implementation, or post-implementation use of our 
new enterprise resource planning system could adversely impact our business, financial condition, and 
results of operations.

We rely on information systems, particularly ERP technology, to manage our business, summarize our 
operating and financial results, and provide timely information to our management. We are currently engaged in a 
multi-year implementation of a new ERP system. This implementation is a complex project with broad scope, in 
which we have invested and will continue to invest significant financial and human capital. Despite our efforts, we 
may experience delays, unexpected costs, or other difficulties as the implementation process continues. Further, 
although we plan to run our existing technology in parallel with the new ERP system for a period of time and to 
conduct extensive testing to ensure that the new ERP system is operating as intended, post-implementation 
disruptions to or difficulties in use of the new ERP could require us to incur additional costs, or could impair, among 
other things, our ability to record sales, process transactions, collect receivables, and produce timely and accurate 
historical and forecasted financial information, which could adversely impact our business, financial condition, and 
results of operations. Additionally, if the new ERP system does not ultimately operate as intended, the effectiveness 
of our internal control over financial reporting could be harmed.

Seasonality may cause fluctuations in our sales and results of operations.

Historically, we have experienced seasonality in new and renewal customer bookings, as typically we enter 
into a higher percentage of license agreements with new customers and renewals with existing customers in the 
fourth quarter of our fiscal year. We believe that this seasonality results from the procurement, budgeting, and 
deployment cycles of many of our customers, particularly our enterprise customers. While we believe that this 
seasonality has affected and will continue to affect our quarterly or annual results, we expect that this seasonality 
will become more pronounced as we continue to target larger enterprise customers and as our rapid growth begins 
to slow. Seasonal fluctuations in our sales means that our revenue may not be consistent from period to period. 
Accordingly, our quarterly or annual results should not be expected to be predictive of any future period.

Our key performance metric, ARR, and certain other operational data in this report are subject to 
assumptions and limitations and may not provide an accurate indication of our future or expected results.

ARR is based on numerous assumptions and limitations, is calculated using our internal data that has not 
been independently verified by third parties, and may not provide an accurate indication of our future or expected 
results. We define ARR as annualized invoiced amounts per solution SKU from subscription licenses and 
maintenance and support obligations assuming no increases or reductions in customers' subscriptions. ARR does 
not include the costs we may incur to obtain such subscription licenses or provide such maintenance and support. 
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ARR also does not reflect nonrecurring rebates payable to partners (upon establishing sufficient history of their 
nonrecurring nature), the impact of nonrecurring incentives (such as one-time discounts provided under sales 
promotional programs), and any actual or anticipated reductions in invoiced value due to contract non-renewals or 
service cancellations other than for certain reserves (for example, those for credit losses or disputed amounts). As a 
result, ARR and our other operational data may not reflect our actual performance, and investors should consider 
these metrics in light of the assumptions used in calculating such metrics and limitations as a result thereof. In 
addition, investors should not place undue reliance on these metrics as an indicator of our future or expected 
results. Moreover, these metrics may differ from similarly titled metrics presented by other companies and may not 
be comparable to such other metrics. See the sections titled “Management’s Discussion and Analysis of Financial 
Condition and Results of Operations—Key Performance Metric” for additional information regarding our ARR.

We may require additional capital to support the growth of our business, and this capital may not be 
available on acceptable terms, if at all.

We have funded our operations since inception primarily through customer payments and net proceeds from 
sales of equity securities. We cannot be certain whether our operations will consistently generate sufficient cash to 
fully fund our ongoing operations, our planned investments, or the growth of our business. Following our IPO, we 
focused on growing our business to take advantage of our market opportunities. While growth remains important, 
we are also focused on the path to profitability. Any future investments we make to drive growth may require us to 
engage in equity or debt financings to secure additional funds. Financing may not be available on terms favorable to 
us, if at all. The effects of the disruptions to and volatility in the credit and financial markets in the U.S. and 
worldwide from geopolitical and macroeconomic events could limit our access to financing and increase our costs of 
borrowing. 

If adequate funds are not available on acceptable terms, we may be unable to invest in future growth 
opportunities, which could harm our business, financial condition, and results of operations. If we incur debt, the 
debt holders would have rights senior to holders of Class A common stock to make claims on our assets, and the 
terms of any future debt could restrict our operations, including the ability to pay dividends on our Class A common 
stock. Furthermore, if we issue additional equity securities, stockholders will experience dilution, and the new equity 
securities could have rights senior to those of our Class A common stock. Because our decision to issue securities 
in the future will depend on numerous considerations, including factors beyond our control, we cannot predict or 
estimate the amount, timing, or nature of any future issuances of debt or equity securities. As a result, our 
stockholders bear the risk of future issuances of debt or equity securities reducing the value of our Class A common 
stock and diluting their interests.

If we fail to maintain and enhance our brand, our ability to expand our customer base will be impaired 
and our business, financial condition, and results of operations may suffer.

We believe that maintenance and enhancement of UiPath brand is important to support the marketing and 
sale of our existing and future products to new customers and expand sales of our platform and products to existing 
customers. We also believe that the importance of brand recognition will increase as competition in our market 
increases. Successful maintenance and enhancement of our brand will depend largely on the effectiveness of our 
marketing efforts, our ability to provide reliable products that continue to meet the needs of our customers at 
competitive prices, our ability to maintain our customers’ trust, our ability to show that our products improve 
efficiency for our customers while improving engagement and satisfaction of their employees, our ability to continue 
to develop new functionality and use cases, our ability to successfully differentiate our products and platform 
capabilities from competitive products, and our ability to adequately obtain and protect our trademarks and trade 
names. Our brand promotion activities may not generate customer awareness or yield increased revenue, and even 
if they do, any increased revenue may not offset the expenses we incur in building our brand.

Our ability to maintain and enhance our brand may also be subject to factors that are outside of our control. 
For instance, media stories regarding the potential effects on employment of automation and AI technologies that 
replace traditional, human-driven systems are commonplace. Unfavorable publicity regarding the impact automation 
may have on unemployment levels could harm our brand and reputation, even if unrelated to our products. Such 
negative publicity could also reduce the potential demand and size of the market for our products and decrease our 
revenue.

Additionally, we may not be able to protect all of our registered or unregistered trademarks or trade names 
relevant to our brand, and our rights may be challenged, infringed, circumvented, declared generic, lapsed, or 
determined to be infringing on or dilutive of other marks. If we are unable to protect our rights in these trademarks 
and trade names, third parties may file for registration of trademarks similar or identical to our trademarks, thereby 
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impeding our ability to build brand identity and possibly leading to market confusion. If we fail to successfully 
promote and maintain our brand, our business, financial condition, and results of operations may suffer.

If we cannot maintain our corporate culture as we grow, our success and our business and 
competitive position may be harmed.

We believe our culture has been a key contributor to our success to date and that the critical nature of the 
technology that we develop promotes a sense of greater purpose and fulfillment in our employees. We have 
developed a culture in which our employees adhere to our core tenets of being humble, bold, immersed, and fast. 
As we continue to hire more employees to keep pace with our growth, it may become more difficult for us to find 
employees that exhibit these values or to instill them in our new employees. Any failure to preserve our culture could 
negatively affect our ability to retain and recruit personnel, which is critical to our growth, and our ability to effectively 
focus on and pursue our corporate objectives. As we grow and develop our corporate infrastructure, we may find it 
difficult to maintain these important aspects of our culture. If we fail to maintain our company culture, our business 
and competitive position may be harmed.

Indemnity provisions in various agreements to which we are party potentially expose us to substantial 
liability for infringement, misappropriation, or other violation of intellectual property rights, data protection, 
and other losses.

Our agreements with our customers and other third parties may include indemnification provisions under 
which we agree to indemnify or otherwise be liable to them for losses suffered or incurred as a result of claims of 
infringement, misappropriation, or other violation of intellectual property rights, data protection, damages caused by 
us to property or persons, or other liabilities relating to or arising from our software, services, or platform, our acts or 
omissions under such agreements, or other contractual obligations. Some of these indemnity agreements provide 
for uncapped liability and some indemnity provisions survive termination or expiration of the applicable agreement. 
Large indemnity payments could harm our business, financial condition, and results of operations. Although we 
attempt to contractually limit our liability with respect to such indemnity obligations, we are not always successful 
and may still incur substantial liability related to them, and we may be required to cease use of certain functions of 
our platform or products as a result of any such claims. Any dispute with a customer or other third-party with respect 
to such obligations could have adverse effects on our relationship with such customer or other third-party and other 
existing or prospective customers, reduce demand for our products and services, and adversely affect our business, 
financial condition, and results of operations. In addition, although we carry general liability and cybersecurity 
insurance, our insurance may not be adequate to indemnify us for all liability that may be imposed or otherwise 
protect us from liabilities or damages with respect to claims alleging compromises of customer data, and any such 
coverage may not continue to be available to us on acceptable terms or at all.

We have in the past engaged, and may in the future engage, in acquisition and investment activities, 
which could divert the attention of management, disrupt our business, dilute stockholder value, and 
adversely affect our results of operations and financial condition.

As part of our business strategy, we continually evaluate opportunities to acquire or invest in businesses, 
products, or technologies that we believe could complement or expand our products and solutions, enhance our 
technical capabilities, or otherwise offer growth opportunities. For example, in July 2022, we acquired Re:infer, an 
NLP company for unstructured documents and communications. In March 2025, we acquired Peak AI Limited, a 
U.K.-based software company offering an AI platform that provides pricing and inventory intelligence to customers in 
manufacturing and retail. In the future, we may be unable to identify suitable acquisition candidates and, even if we 
do, we may not be able to complete desired acquisitions on favorable terms, if at all. If we are unable to complete 
acquisitions, we may not be able to strengthen our competitive position or achieve our goals. Future acquisitions 
and investments may result in unforeseen operating difficulties and expenditures, including disruption of our 
ongoing operations, diversion of management attention, and increased expenses and liabilities. An acquisition may 
also negatively affect our financial results because it may:

• require us to incur charges or assume substantial debt;

• cause adverse tax consequences or unfavorable accounting treatment;

• expose us to claims and disputes by third parties, including intellectual property and privacy claims and 
disputes;

• not generate sufficient financial return to offset additional costs and expenses related to the acquisition;
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