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Is your restaurant financial system
helping you remain adaptable?

The National Restaurant Association partnered with Sage Intacct
to conduct a survey in January 2020 to uncover restaurant finance
professionals' top industry challenges and the essential
capabilities to remain competitive in an ever-changing market.

Top-of-mind challenges for restaurants

2 3

Resource intensive and Expanding the finance
role into strategy and

operational business

time-consuming
manual processes

L
88%
Hiring and retaining

labor to meet dynamic
needs

find that the responsibilities
of restaurant CFOs and other
finance professionals have
increased

4

75% of restaurants see
off-premises sales currently
or in the next year having a
moderate to major impact on
their financial management

And the market is changing...

46% of restaurants
consider one of the
biggest opportunities for
brand growth to be
expansion of locations

46% 75%

Even full service restaurants
are seeing the potential in
off-premises, with 50% listing
off-premises as a big
opportunity

RESTAURANT '

50%

Restaurants need to equip themselves with essential
capabilities in their financial software.

NEARLY | / 3

of restaurants using an
industry-specific
accounting software say
they are highly likely to
seek a new platformin
the next year

ANOTHER 1 /2

are moderately likely
to seek new software
in the next year

Restaurants using
industry-specific
accounting software

Your accounting and financial software should enable you to
steer your business in ever-changing market conditions.

Yet, over 85% of organizations on restaurant-specific accounting software find the
software falls short in meeting long-term needs.

Top 5 desired features in accounting
and financial software

L

Process and
data automation

3

Real-time
reporting

2

5

Better
multi-entity

4 support

Quicker, easier
reporting

Better integration
between other
systems to share
data

Sage Intacct’s modern cloud
financial management platform...

@ Automates and streamlines processes
across entities to increase efficiency 25-50%

Integrates with best-in-class systems suited
for your ecosystem through its open API

Analyzes real-time performance by drivers

Empowers with easy-to-use custom report
writers and dashboards

0—© 0 ©

Continuously consolidates multiple entities

Now | love Sage Intacct and am probably one of its biggest fans. The

beauty is its flexibility to fit any business’ custom needs and provide
automation that lets accounting departments thrive.”

tendergreens

Sean Skuro
Controller, Tender Greens
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D & { We really wanted a platform that would grow with us, was
user-friendly, and would deliver regular updates that we didn't have

to wait for or pay extra for... Sage Intacct has helped streamline our
business by allowing us to create twice as many reports in less
than half the time we needed in the past.”

Pam Bakker
Controller, Laird Management
(Burger King franchisee)

Creates twice as many
reports in less than half
the time previously
needed

d € We're seeing massive savings due to the automation we've
accomplished with Sage Intacct. And rather than crunching
numbers all day, we are seen as strategic business advisors to our
client location units.”

CREATIVE|DINING SERVICES

Complete Hospitality Management

Jeff Banaszack
CFO, Creative Dining Services

Improved cash flow by

$760,000

Sage Intacct is the leading accounting and financial
management software. Born in the cloud and designed to let
you focus on delivering customer satisfaction, driving
revenue, and reducing operational costs.

Visit

G

Lead . .
m “AICPA Business Solutions

Preferred Provider of Financial Applications

Intacct
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5 Steps to Navigate the New ASC 606 & IFRS 15
Revenue Recognition Standard
A Guide for SaaS & Software Companies

« Revenue should be
recognized when a
performance

5 Py obligation is met

Recognize « Each performance

Revenue obligation can be
considered achieved
using different
treatments

sage Intacct

 Transaction price should be
4 allocated according to
—— performance obligations
Allocate $I8ls
Transaction
Price

« Changes to the transaction price
after contract inception must use
the same basis

3 » The transaction price is the amount of

A ] consideration the vendor is entitled to
etermine
— « Variable amounts must be estimated

Transaction

Biflee by the vendor

« Distinct goods and services should be separated

« Each deliverable is treated as a separate
Separate performance obligation

Performance

» Vendors can use significant judgement on
Obligations g 1190

salesforce defining the treatment of performance obligations

« A contract can be verbal, written, or implied

1

=) « The contract identifies the rights of the
O vendor and the customer

the Contract « The contract creates enforceable rights
between the vendor and the customer

One revenue lifecycle through automation, control, and integration

Don't get left behind. Your best choice for
Sage Intacct delivers: cloud financial management solutions
— but don't take our word for it.

Best-in-class billing automation for
Saa$S and subscription companies

One revenue lifecycle with
Salesforce.com

Real-time SaaS metrics . ematonat platinum
@ ucon suspessoers  Rmimants salesforce R
Cloud financials bring improved

ROl and lower TCO

www.intacct.com 877.437.7765

| ﬂtaCCt © 2017 Sage Intacct, Inc. All rights reserved. The Sage Intacct logo is a trademark of the Sage Intacct
Corporation. All other trademarks are the property of their respective owners.
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Overcoming Financial Growing Pains in
Professional Services Organizations

5 PROVEN STRATEGIES

Increase Productivity
4 with Automation

° With Sage Intacct, our finance team now has much
more time to analyze data, as opposed to worrying

about data entry and processing spreadsheets.

TANDEM HR . 5 O O
SAM KASHY
Director of Business Development person-hours
Tandem HR saved annually

Accelerate Global
Consolidation

One of the most powerful features of Sage Intacct is Q

its global financial consolidations. We have three
entities with three currencies. The consolidation

. rogarma

process before Sage Intacct was a very, very painful prOjarms
process that took approximately 30-40 hours a
19 month. Now, our consolidation process is as close to
a one-button consolidation as you can get.

hours per month saved by
streamlining global
consolidation CRAIG STACK
CFO
ProKarma
Gain Visibility into Y,

4 Project Profitability

Q As our leaders have learned Sage Intacct’s powerful
capabilities, they've started using more and more reports
and are employing an increasingly data-driven approach

Cam > for every business decision. Now everybody sees the
same data, and we have much better information with
which to collaborate and make decisions.

25%

time saved per month

MIKE MUNSON
Controller
Cameo Global

\_ Streamline Processes
and Integrate IT Systems )

We love Sage Intacct's ease-of-use, robust reporting Q
\l/ capabilities, and its tight integration with Salesforce.
Q It also offers flexible APIs to connect with other /)‘6’“
business systems and the ability to grow with us over TENZING"

!I O time as we automate more and more processes.

hours of data entry cut

each month through _ JODIE WATTS
integration Director of Flnar?ce
Tenzing

Future-proof Your Investment W,
( with a Scalable Solution

a System One is continuing to grow through
acquisitions and internal growth. We are happy i

to partner with Sage Intacct because we know

S}I'SEEIT‘I one that Sage Intacct will be able to grow with us. :‘
TIM KELLY 4 acquisitions completed
Vice President of Finance with Sage Intacct as a
System One trusted partner

Achieve scale through automation, control, and integration

Best-in-class, project-centric Yogr best choice for )
cloud financial management cloud financial management solutions

solutions: —but don't take our word for it.

Automated project accounting

Full picture of project profitability

Track operational and financial data @ e salesforce

of Accountants®

in one place

Self-service dashboards for
everyone

www.intacct.com 877.437.7765 info@intacct.com

| © 2019 Sage Intacct, Inc. All rights reserved. The Sage Intacct logo is a trademark of the Sage
ntaCCt Intacct Corporation. All other trademarks are the property of their respective owners.
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“Close the Books" Survey

We asked small to mid-size businesses across a variety of industries and
accounting solutions what they would change about their close. The most
common themes were to make it faster and easier. Recurring

suggestions included more automation, integration, and better reporting.
Read on to find out how your close compares and grade your close with the

“Close the Books" report card.

Download the eBook

2 Il D~ I"‘,M

i}
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People

Small close
teams are typical

Best practice:
Close in aweek or less

5% | 9%
20+ days 1days 26%

closeinless
than 1week

79%

of accounting teams
close the books with
less than 5 people.

29%

m 16-19 days
El &2 4| 40%
e

6-15 days

lorless 2-5 6-10 1120 21-30 31+

Number of People Involved in the Close

Process

Slightly less than half Most have a small

. f .
close the books with Eﬁgr?:;soen tities One-third added
@ 5 or fewer imports one or more

m entities last year
48% 35%
71%

added
entities
have 5 or fewer
business
entities

do 5 or fewer
imports

IIIE —

S5orless 6-10 1120 21-50 51-100 107+ 1-5 6-10  11-25

65%

no new
E entities
25+

Number of Manual Imports & Exports Used to Close Number of Business Entities Number of Business Entities

Technology

Cloud is at the

tipping point High availability and

reporting are the leading
reasons to move to cloud

I o
55

Increased security - m

7%

not sure

40% High availability

on-premise

Better reporting

Lower cost

47% Too many entities

cloud

Solution Deployment Model

There is a correlation between hours spent on closing the books and
some accounting solutions used by the respondents. Respondents on
modern cloud solutions tended to be more satisfied with reporting
and automation than those on legacy or

on-premise solutions.

4 { Ifyou're making sure your entries are

booked every day, you could argue that

your books are closed every day, allowing

you to have continuous, consolidated
reports that are always live."

Len Weedman
Trian Partners

ook for a\temat\ve

soluions:

i
)

& ¢ I've worked with several different
accounting and ERP systems over the years —
including QuickBooks and Microsoft Great
Plains — but none of them come close to

offering the user-friendly capabilities and @
granular visibility we have with Sage Intacct.
In the time we've been on the system, we've

sped processes, increased data accuracy, and
improved reporting without increasing our
accounting staff. As a result of all the
business value Sage Intacct delivers, we

& { Sage Intacct was the
perfect fit for us. It supports
our multi-entity environment,
gives us a single chart of

accounts. makes estimate that the software pays for itself in
0 consolidations and monthly under three months each year.”
reporting simple, and gives us

full visibility into all our shows - Jay Jackson, CFO, CareATC

across various cable networks.”

- Mark Bellich, RIVR, CFO

To see why our customers love our
financial management solution,
join our Coffee Break Demo.

Register Now

The first and last financial management
solution your business will ever need.

"‘\ . . International platinum
& AICPA  Business Solutions Federation (5 1](<W ISV partner
Preferred Provider of Financial Applications of Accountants

sageintacct.com | I’]taCCt

© 2018 Sage Intacct, Inc. All rights reserved.
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Getting Religious About the Cloud

Cloud computing, which is loosely defined as utilizing software applications over the
Internet, is taking hold in churches and other religious institutions.

A recent survey by Sage Intacct shows forward-thinking faith-based congregations that

deploy cloud solutions for financial management are also more apt to utilize modern
approaches to engage a younger generation of churchgoers in worship while increasing
attendance and giving.

OO Q

<

Large Faith-based Congregations Small/Medium Faith-based Congregations
1,000+ weekly attendees 1,000 or fewer weekly attendees

Use of Cloud Technology

Although large faith-based congregations are leading the way in the \
adoption of cloud technologies, an increasing number of small
congregations are also realizing the benefits of the cloud.

80% 55%

of large congregations of small congregations
utilize cloud utilize cloud
technology technology

/ Tithes and Offerings

Congregations using cloud technology to support online giving
were much more likely to experience an increase in giving.

Almost double the
number of small
congregations
experiencing an
increase in giving

Almost double the
number of large
congregations
experiencing an
increase in giving

Why Faith-based Congregations Utilize the Cloud

According to survey respondents, investing in
cloud technologies can have far-reaching benefits
for faith-based congregations.

Cost Savings Access Ease Security Multisite
Predictable, Anytime, Simple to support, Tighter security Everyone
low monthly fees anywhere access manage and use than most can connect to

congregations could the same system
implement on their own

\ Tools for Engagement \

Faith-based congregations using cloud technology,
regardless of size, are significantly more likely to utilize
modern technologies for engaging worshipers.

53%

of large congregations
with the cloud

27%

of small
congregations
Live Event Streaming with the cloud
Congregations that use

32%

without the cloud

16%

cloud technology are also
9 without the cloud

more likely to stream
events online.

50% 65% 46%

without the of large congregations Congregati0|.1s of small congregations
cloud il e cleoue That Have Online with the cloud
Forums or Blog

30%

without the
cloud

49 19%

of large congregations of small congregations
with the cloud with the cloud

Smartphone Apps
During Worship
Nearly half of all large
congregations utilizing
cloud also use an app
during worship

23% 9%

of large of small
congregations congregations
without the cloud without the cloud

sageintacct.com 8774377765 Intacct

© 2018 Sage Intacct, Inc. All rights reserved.
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Steps to Prove Out and Scale
Your Subscription Model

THE PROBLEM | Order-Centric Financials Don't

Fragmented Can't track
customer performance
lifecycle obligations over

customer’s lifetime

THE SOLUTION | 5 Steps You Can Take to Automate

L

Integrate
systems for
quote-to-cash

2

Establish
contract-based
billing

3

revenue
management

Build end-to-end

4

Scale In a Subscription World

Doesn't handle Lack separate

complex tracking schedules for
and forecasting of billing and
revenue streams revenue

/

Reduction in quote-to-cash
processing time

Increase in
cash flow

Reduction of the
financial close

Create real-time
SaaS and GAAP
dashboards

Reduction of gross
revenue churn

5

Forecast
the Future

Increase of revenue
per transaction

THE RESULT | SaaS Metrics Dashboards

CMRR per Customer
$5,248  Ap
this year

+$104 vs. prior year

CMRR

$225K

Revenue Churn

2.66%

Customer Churn

2.27%

+0.05 vs. prior month

2

CAC

$29,833

Payback in Months

g

prior quarter

-$5,366 vs. prior period

ok - SaaS Metrics

$10,418 4 $2,708K

267% b 3.85%

$34,041

CMRR Waterfall

+$163,966 vs. prior

+0.51 vs. prior mor

+8 vs. prio

¥ 246

A $2,708K A $83386 A

year +$1,967,597 vs. prior year +$21,678 vs. prior

4

nth

year

*

+0.48 vs. prior month

\ 4

-$3,203 vs. prior

Revenue Renewal

102.58%

this mon
nth

Customer Renewal

97.73%

0.05 vs. prior mor

New Customers

oo

Avg New CMRR / Customer

A $1,939

+26 vs. prior year

4

r period year

A $32505K 4 317874 A

9733% 4 10085%

*

$13,820 28

4

T szae T szae

T szae T scae

New Customers Trend

CMRR Watertall " =
v ke T soqes T scqea
50252 Sa1TETASE 4854 $(832333) 3370878832
§1,120,000
$560.000
- o [
Sagoring CMRR New CRR ase on cn - T =z 5 = o
CAC Trend Customer Churn Trend g
CAC Trend . Customer C 1 Trend ~
i T scaon v ontomen T szaen
$300.000 15
$240,000 812
$180,000 0e
$120.000 0.8
$80.01 303
S0
Month Ending 0- 2017 g O 1 17 ndi o3 Month Ending 10/31/2017  Month Ending 11/30/2017 Mont nding 3172 nth Ending 1017 onith Es 08/31/2017 Month Ending 00/30:201 Month E: 10/21/2017 Month Ending 11/30/2017 Month Ending 12/31/2017
CMRR . = Customer Count » =
g B ¥ soqen v 0 0M T szaue
Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending Month Ending  Month Ending Month Ending Month Ending Month Ending Month Ending
17302017 103172017 09/30/72017 08/312017 07312017 06/30/2017 1113022017 107312017 097302017 0813122017 071312017 06/3012017
Actual Actual Actual al Actual Actual Actual Actual Actual Actual Actual Actual
CMRR Beginning Period 52,265,898 96 $2,179,893.21 51,854,550 49 $1,787,189.29 1,717,637 .82 51,447 42492 Customers at the beginning of the period '32.00 28.00 208.00 05 00 202.00 185.00
New CMRR. 84,000.00 51.666.66 295.499.99 3833333 39,166.66 24729164 New Customers 6.00 400 21.00 3.00 3.00 18.00
Net Expansion 346935 34 339.09 3934273 29,027 .87 30384 81 30.317.10 Customer Loss 0.00 0.00 1.00 0.00 0.00 1.00
CMRR Churn 0.0 12.500.00 0.00 0.00 7.39584 Customer Count End of Period 238.00 32.00 28.00 208.00 205.00 02.00
Ending CMRR $2,384,592.53 $2,265,895.96 $2,179.893.21 $1,854,550.49 1,787,189.29 §1,717,637 .82

Learn how Sage Intacct can help
your organization automate your
subscription billing process.

Read eBook

Manage the entire quote-to-financial forecast to prove

out and scale your comm

Become a business
model architect:

Best-in-class billing automation for
SaaS and subscription companies

One revenue lifecycle with
Salesforce.com

Real-time SaaS metrics

Cloud financials bring improved
ROl and lower TCO

sageintacct.com 8774377765

ercial model with Sage Intacct.

Your best choice for
cloud financial management solutions
- but don't take our word for it.

International
Federation
of Accountants®

@

%
@ AICPA" Business Solutions
Prefered Provider of Financial Appicatons

platinum
(LSS ISV partner

Intacct

© 2018 Sage Intacct, Inc. All rights reserved.
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Cybersecurity Firms - Roadmap to Growth

< i N @

2017 global
cybersecurity market

S170B 35x 26%

Cybersecurity firms
equity funding in Q2 2017

$1.6B

Cybersecurity
funding up

Market growth over
last 13 years

This puts pressure on cybersecurity firms to grow and on their finance
teams to manage the cash-flow and metrics to fuel that growth.

® ®

As companies The processes you
compete, you need automate to drive
metrics, but the these metrics
= metrics change change as you
over time. evolve.

Public
Companies

Segment & Exploratory Analysis XBRL Reporting

Deferred Revenue Compliance
5 YoY, MoM Customers & Governance :2:
.' Revenue Growth 8
. EBITDA g
L
=
N Forecasted Sales & Quota (o]
= Expenses
Growth Stage
Companies Cohort Analysis Financial Planning
Up-sell, Cross-sell & Down-sell Closing
x Gross Margin Customer Success
L ]
N COGS Professional
Servi
s Net Churn ervices
o sl Revenu.e. %
v o Recognition ]
g Customer Lifetime Value .;.;
:' Average Revenue per Account §
v Invoicing 9
; 8
o CLTV/CAC Ratio §
Early Stage
Companies Customer Acquisition Cost Quote to Cash
Customer Count Financial Reporting
Gross Churn SaaS Metrics
Monthly & Annual Recurring Billing
Revenue Expenses
Order Entry
v
>
Super . .‘3
Early Stage Bookings A/P, A/R i
Companies Website Visits, Leads & Payroll c%
Conversions CRM
Customer Engagement
Qualitative Feedback

~$100 - 250M Mid-Market
> Mature firm going through a

~$25-50M SMB

> Need order entry and rev rec

~$1-10M Emerging

3 Trgnsition > Need to solve billing or metrics
Points private equity buy-out

> Need A/P or A/R automation > Need Salesforce.com integration

> Preparing for an IPO

Achieve scale through automation, control, and integration

Your best choice for
cloud financial management solutions
— but don't take our word for it.

Best-in-class cloud financial
management solutions
provider:

Automated subscription billing

Full-picture of invoicing, cash, and
collections

%
‘é\ AICPA  Business Solutions
Prefeted Provider of iancial Applicatons

International platinum
Federation LIS I ISV partner
of Accountants®

Track operational and financial data
in one place

Self-service dashboards for
everyone

Intacct

© 2018 Sage Intacct, Inc. All rights reserved.

www.sageintacct.com/saas 877.437.7765
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Quote-to-Cash Process across
Sales and Finance for SaaS Organizations

Create in gsalesforce) With @ seamless hand-off to |I’1taCCt
With the Contract being the

Create
Account & Opportunity
Contract
new unit of accounting, you I
can now handle:
v Renewals |
« Upgrades
« Downgrades

v Swaps I

Seamless hand-off to Sage Intacct

PIPELINE REVENUE

« Monthly and Annual
Recurring Revenue

¢ Returns

« Cancellations

« Cost Per Acquisition

BOOKINGS
« Total Contract Value

« Churn and Renewal Rates

Average Customer Lifetime Value

Revenue
@_ Schedule
Earned
Revenue
BILLINGS
« Day Sales
Outstanding
Revenue
Recognition
©™
REVENUE
 Average Revenue Per User
CASH
» Revenue Backlog
« Cash Flow
« Cash Conversion Cycle

Critical SaaS Metrics Throughout Revenue Lifecycle

Track to Your Model with Real-Time SaaS Metrics

Digital Board Book - SaaS Metrics B vcear & £ (&
CMRR per Customer CMRR Annualized CMRR New CMRR
$5,327 $280K $3,301K $124 943
this year this year this year this year
+1,002 vs. prior year +234,650 vs. prior year +$2,649,009 vs. prior year +§70,568 vs. prior year
Customer Churn Revenue Churn Customer Renewal Revenue Renewal
0.05 1.42% 97.83% 101.43% <
this month this month this month this month
-0.04 vs. prior maonth -1.08 vs. priu' month +0.04 vs. prin' month -1.00 vs. L‘.riu' month
CAC Payback in Months New Customers Avg New CMRR / Customer
$49,569 4.8 19 $5,815
priﬂr month priﬁr month this quar:er this year
2,219 vs. prior period +16 vs. prior quarter +537 vs. prior year
ot St T
$7.000
05/31/2016
$5.600 06/30/2016
$4.200 07/31/2016
$2.800 08/31/2016

09/30/2016
$1.400

10/31/2016
20
05/31/2016 0B/30/2016 o7i31j2018 08/31/2016 02/30/2016 10/31/2018 80 510 520 230 240 550

Achieve scale through automation, control, and integration

Best-in-class cloud financial ) YO‘%l‘ best choice for )
management solutions cloud financial-management solutions

provider: —but don't take our word for it.

Automated subscription billing

Full-picture of invoicing, cash, and
collections

Q o 0 (‘\ AICPA  Business Solutions L’ét:;?:ttiifg‘al salesforce
Track operational and financial data e ants®

in one place

Self-service dashboards for
everyone

www.intacct.com 877.437.7765

| © 2019 Sage Intacct, Inc. All rights reserved. The Sage Intacct logo is a trademark of the Sage
ntaCCt Intacct Corporation. All other trademarks are the property of their respective owners.
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The Transition from Perpetual License to Subscription Billing
For Software Companies

Reasons to Make the Change from
Perpetual License to Subscription Billing

il

1

Smooth out revenues from
lumpy end of quarter deals

2

Able to sign longer term
contracts to have more

3

Move your customer's
expenses from CapEx to

4

Offer multiple pricing
models and options to your

to consistent monthly predictable revenue OpEx, making their customers
subscriptions budgeting easier
Impacts of the Change from Perpetual
License to Subscription Billing
Revenue Recognition Close Process P&L Management

A change from up-front to ratable
revenue recognition may adjust
revenue significantly during the
transition period

Be prepared to manage the
close process during the
transition to ensure timely
and accurate reporting

P&L management will be
affected by the adjustments in
timing between revenue and
expenses under the SaaS
business model

Cash Management
Treasury managers will need to
prepare for the new
misalignment of inflows and
outflows, cash controls, and
other risks related to liquidity.

Guidance and Forecasting

The finance team must be prepared to provide guidance
to investors both during and after the transaction
around subscription adoption and achievement of SaaS
milestones compared to the forecasting that was done
with the on-premise products.

SUBSCRIPTION BILLING

Consolidated SaaS and GAAP Dashboard

Digital Board Book - SaaS Metrics
CMRR per Customer CMRR

$5,327

this year this year

+1,002 vs. prior year

Customer Churn

0.05

this month this month

-10.04 vs. prior month

CAC
$49,569 4.8
prior month prior month
2,219 vs. prior period
CMRR Trend

1011212016 05:54
§7.000
5,600
§4,200
2,800

$1.400

£0

05/31/2016 0B/30/2016 07/312016 08/31/2016

$280K

Revenue Churn

1.42%

Payback in Months

& Your 4 358
Annualized CMRR New CMRR
$3,301K $124,943
this year this year

+234,650 vs. prior year +52,649,009 vs. prior year +$70,568 vs. prior year

Revenue Renewal

101.43%

this month

Customer Renewal

97.83%

this month

4

-1.00 vs. prior month
Avg New CMRR / Customer

$5,815

this year

-1.08 vs. prior month +0.04 vs. prior month

New Customers

19

this quarter

+16 vs. prior quarter +537 vs. prior year

Customer Trend
101272016 0534

05/31/2016
06/30/2016
07/31/2016
08/31/2016

09/30/2016

10/31/2018

08/30/2018 103172018 S0 850

Achieve scale through automation, control, and integration

Best-in-class cloud financial
management solutions
provider:

Automated subscription billing

Native Salesforce.com CPQ
integration

Full-picture of invoicing, cash, and
collections

Your best choice for SaaS cloud
financial management solutions
—but don't take our word for it.

International
Federatio

@ ;

Q@
& AICPA Business Solutions e n
Preferred Providerof Financial Applcations of Accountants®

salesforce

Track operational and financial data

in one place

Self-service dashboards for everyone

www.sageintacct.com/saas

Intacct

© 2019 Sage Intacct, Inc. All rights reserved.

877.437.7765
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