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What is The Software Scorecard?

This report will be published at the beginning of
each month by the Software Investment Banking
team at ThinkEquity Partners. This is intended to
provide some insights and information about
companies in the software industry, big or small,
public or private, hopefully along with a bit of
humor and attitude. Please contact Jeff Becker at
jbecker@thinkequity.com in order to add or re-
move names from this distribution, or to provide
feedback.
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THINKEQUITY SOFTWARE SCORECARD

The Return of the IPO Market:

Rational Exuberance?
Jeff Becker

We have tried for as long as we could to resist weighing in with our thoughts on the IPO
market, but the time has come for us to add our two cents, since many of you know that we
are not shy about this subject. Last May, well before it was accepted that the IPO market
had returned, we wrote in the cover article that we believed there was an IPO market lurking
in the background for software companies, and that market would expand during 2004 as
the IPO “bar” was lowered from its artificially high levels at that time. We also wrote in early
2003 that there were many public and private software companies that were emerging out
from the dark days of the post-Bubble era (our “Deep Sea Creatures”) that had spent the
past few years building more solid, vibrant businesses, and that these companies would be
among the first to be able to crawl through the opening IPO window. If you've seen the
weather graphic on the top left of the front page of this publication each of the past several
months, you will have noticed that we've been forecasting fairly sunny days for the IPO mar-
ket. In fact, there have been 71 IPOs completed this year, including nine in the broad tech-
nology sector with no software IPOs priced yet. From these facts alone, we seem to have
been partially correct with our original predictions.

But the IPOs completed during the past 12 months have only been the beginning of the
story. Some, looking solely at the number of deals completed so far this year, may remark
that there is not yet any real IPO market, especially in the software sector. However, we
think this is far from the truth. Look at the following data points:

e In May 2004, 17 IPOs priced yielding $4 billion in proceeds. However, 55 IPOs filed
during the month for an intended $10 billion of proceeds. This followed April, which
had the largest such disparity this year with 13 IPOs pricing for $2.7 billion in pro-
ceeds, but with 67 IPOs filed for $20.8 billion.

e May became the 5" straight month in which the volume of new IPO filings exceeded
the volume of pricings. In other words, IPO backlog is continuing to increase.

e There were three software IPOs that filed during May: Hyland Software (content
management), Sybari Software (anti-virus/anti-spam security) and RightNow Tech-
nologies (online customer support software). All three companies recorded trailing
12 month revenue of between $38 million and $42 million, a far cry from the trailing
revenue of three software IPOs filed earlier this year: Blackboard ($92.5 million),
Blackbaud ($118 million) and Salesforce.com ($96 million).

We believe that these points show that the software sector is starting to get used to the idea
that the IPO market is on its way back, and that feeling has started to accelerate via the ex-
pansion of the IPO backlog over the past month or two. Not everyone is convinced yet,
however.

We have experienced a significant increase in the number of conversations we have been
brought into about the IPO market over the past couple of months, as well as an increase in

1



June 2004 The ThinkEquity Software Scorecard

)
-
D
-
e
-
Qv
an
>
—
-
@N
LL]
'
-
L
|_

the depth of these discussions. It's become very interesting, because as we get into this give and take, we can
quickly see that the software company executive or venture capitalist we are speaking with typically falls into one
of three camps: (1) still skeptical that a real IPO market exists for anyone other than a small handful of the largest
and highest profile companies; the rest are just suckers; (2) genuinely confused about what to make of the mar-
ket over the past few months and the data points we itemized above; and (3) schizophrenic about their IPO be-
liefs — they feel like the market is back and really want it to be back in order to help their own situation, but it's like
they are still traumatized by the past four years, can’t get fully over it and won'’t believe that a market is out there
for them. This last camp is the most intriguing. In some cases, these people are affiliated with companies that
should clearly be starting their preparations for an IPO in earnest, because they could hit the market early in
2005, or perhaps even in late 2004.

An IPO these days is an even more involved event than in the previous cycle, and in fact it is now a fairly in-
volved process that realistically takes more like four months (or more) from the time an organizational/kick-off
meeting is convened to the time of pricing. Throughout the mid-and late-1990's, the IPO process often times
moved like clockwork and was completed in about three months. Increased scrutiny by the SEC and greater
care to get everything right at the earlier stages of this cycle are mostly responsible for the extra month. What-
ever the reasons, the fact that the process is a bit longer and more complex (although still not yet what we would
consider onerous whatsoever) should mean that all later-stage private software companies who would ever con-
template going public should be closely evaluating this market and making the necessary preparations to move
quickly. We believe there are a lot of near-term data points that will enable us to make judgments with a great
deal more clarity about the openness of the IPO market for the next six to twelve months. We also believe that,
as a full-service investment bank solely focused on growth companies and on growth investors, ThinkEquity Part-
ners is extraordinarily well-suited to be a leading voice on the ability of a range of companies to access the IPO
market.

Our Views
In short, we still firmly believe that all signs point to a surprisingly open IPO market today, and a market that is
poised to open up more dramatically over the next couple of months. Here are some reasons why:

e In the technology and software markets thus far, we have seen mostly higher quality companies com-
plete or file for IPOs. This is a good sign and a good start, required for a market turnaround.

e As per my earlier thesis about Deep Sea Creatures, there should be a good supply of companies that
have learned the lessons of the past and that have built very solid businesses led by experienced man-
agement teams that are now realizing more historically high growth rates (i.e. — 30%- 50%+, not 100%-+)
now that the IT market and the economy as a whole has improved. In addition, the vast majority of soft-
ware companies that have filed to go public over the course of the year, including the past three that
were only +/- $40 million in trailing revenue, have been cash flow positive in at least the last quarter be-
fore filing. In most cases they had also achieved operating profitability. This metric, more than trying to
find some magic revenue mass, seems to have become the most important criteria for those on the fence
about whether or not they are ready. Our team has encountered a couple dozen companies during the
past few months that currently fit or should soon fit these descriptions, meaning that there is a solid sup-
ply of IPO-able companies should the IPO market sustain itself.

e Perhaps most importantly, the public buyside community is much more open to looking at these newer
IPO candidates than “conventional wisdom” is giving them credit for. The banking group here at
ThinkEquity stays in close contact with our institutional sales force on this subject, since they can provide
us with a finger on the pulse of that market. By and large, the buyside tells us that they are most con-
cerned with looking for new ideas and areas of innovation. They have become a little bit tired of the
same old stories and are looking for some fresh blood. While many of our Deep Sea Creatures have
provided tremendous returns over the past 12 months as they completed their turnarounds and as inves-
tors finally started paying attention again, many of those stories have been exposed and exploited al-
ready. The IPO market is where investors are already looking in order to find their next big ideas.

e Some larger-cap focused compatriots of ours, while agreeing with the point above, will counter by saying
that investors that are seeking out new ideas in the IPO markets are still afraid of smaller-cap stocks
since the Bubble burst, and that an IPO yielding a market cap of nearly half a billion dollars or more is the
only one that will make sense. Again, we use the facts of market performance over the past year or so to
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refute that argument. From June 30, 2003 through March 31, 2004, the Russell 2000 (a recognized
small-cap index) gained 31.7%, more than double that of the Dow, which during that same time rose only
15.3%. Yes, the smaller caps have given back a little more than the larger caps during the gas price in-
crease-induced volatility of the past couple of months, but the Russell 2000 is still up nearly 25% since
last June 30™. Clearly someone has been buying up these smaller cap/growth stocks. We believe that
investors are less partial about the market cap (up to a limit of reasonableness) and are more interested
in solid growth stories that have “legs”. And as we said, at this point in the market rebound, the IPO mar-
ket is where many investors know they have to look to find them.

e As we pointed out at the beginning of this piece, new IPO filings have been building over the past few
months, and this trend is very apparent in the software world as well. There are several deals that
could/should hit the markets during the first half of the summer (Salesforce.com, Blackboard, Taleo, Mo-
tive and others), and if these deals are reasonably well received, that should bode well for the next crop
that is already on file (Blackbaud, RightNow, Sybari and others). If this cycle of deals is able to get
priced and performs satisfactorily in the aftermarket, that should turn the spigot on nearly to full from that
point onward.

e As a result of the above, our first thesis about the openness of the IPO market will be proven or dis-
proved within a couple of months from now (so stay tuned to this channel). The next item to look for is
whether or not the “bar” has been lowered, as we have also said it has been falling during 2004 and
should continue to do so throughout the year. We've just seen a trend toward software companies filing
with lower trailing revenues (+/- $40mm) than where the “bar” was just last fall (+/- $80mm - $100mm
trailing revenues). We still believe that as all the participants in the IPO market (public investors, VC in-
vestors, company executives) get more comfortable with this market rebound that we will see an in-
crease in technology IPOs for companies with less than $40 million in trailing revenues (and even some
less than $30 million, especially if they have a recurring revenue model) and for IPOs raising less than
$50 million at market caps at pricing of less than $250 million.

While we do strongly believe in our aforementioned forecasts, let us say in full disclosure that some of the per-
formance of these future deals will surely be mixed. Plus, there may be some bumps along the way this year as
the market continues to try to figure out and get comfortable with larger issues such as the situation in Iraq, the
November elections and rising interest rates. Yet, as long as there are no huge surprises with these issues, the
fact is that the continued improvement in the overall economy should win the day and help to nudge the equity
market and the IPO market along.

So let us leave you with some of our own advice for how to think about the software IPO market in the next 12-18
months if you are one who could be affected by its outcome:

e Pay close attention to the pricings and filings in June, July and early August. They will provide the best
indication for how vigorous the IPO market will be in late 2004 and early 2005.

e Don’t assume that the IPO “bar” is too high for your company (or portfolio company) to reach. The bar is
lower than most think and will quickly go lower if near-term deals perform well. Keep talking to several
trusted advisors to get the best and most current outlook.

e Start being proactive about preparing for an IPO, especially related to cleaning up as many legal, ac-
counting and management issues in advance as you can. These are the issues that most often slow
down an IPO process, but ironically could have been most easily rectified with enough lead-time.

We thank you for your patience in indulging us in one of our most favorite topics to discuss. We recognize that
this is just one opinion, even if we think that we are completely right. Therefore, next month we will use the
“Thoughts from the Field” article to publish many of the responses we get to today’s thesis. Please feel free to
call or email Jeff Becker (jbecker@thinkequity.com, or (212) 944-5063) with any points you'd like to make,
whether they are in agreement or disagreement with us. We would really like to hear from you. And finally, as
always, please contact us if you want to discuss any particular company IPO situation with us directly for our
views.
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Thoughts from the Field

Each month, this section of the ThinkEquity Software Scorecard features an article or a Q&A session with a nota-
ble software company executive, investor or other industry participant who will provide his/her own take on the
thoughts from our previous month’s cover article (or on anything else that interests him/her). This month, we are
publishing a few of the responses we received from last month’s article about the evolution of Human Capital
Management Software and the current focus on transforming human capital into a competitive advantage.

Our first response is from Tim Clifford, President and CEO of Workscape, a leading provider
of a full range of online benefits and workforce management applications including em-
ployee self-service, manager self-service, compensation management, performance man-
agement and outsourced benefits administration, as well as an employee portal. Tim writes:

| was encouraged to read Eric Kasper's piece on Human Capital Management vendors from your May issue. In fact, we
couldn’t agree more with his observation that enterprises of all sizes are increasingly waking up to the realization that their
workforce is one of the most critical, yet perhaps one of the most unexploited sources of competitive advantage.

There’s no question that technology has been the prime catalyst for a transformation in the way HR services are delivered
to, and adopted by employees and managers, allowing HR administrators to trade the largely transactional and adminis-
trative work they have been burdened with in the past for more time to work on critical business-facing initiatives. Web-
based best-of-breed solutions, such as those provided by Workscape, have automated HR workflows, reduced costs and
improved data quality.

But it's not only the streamlining of operations through technology that has helped HR become a more strategic business
partner. More recently, with the economy in a downturn, HR has delivered organizational value by outsourcing an increas-
ing number of HR business processes, either wholly or in part. In many cases, outsourcing to the same trusted technol-
ogy vendors that have already demonstrated their HR domain expertise helps companies achieve additional efficiencies
and functionality, reduce headcount and cut costs. And based on statistics citing HR outsourcing as the fastest growing
segment of HR services, a market that is expected to hit $103 billion by 2007, it is clear that outsourcing is here to stay.

| also agree with the point that best-of-breed applications can be highly complementary to an installed ERP system. Indus-
try data and first-hand observations underscore that many enterprises who have deployed an HRMS system from one of
the leading ERP providers gain better results and increasingly deeper functionality by working with a best-of-breed provid-
ers such as Workscape for core workforce management functions like compensation planning or employee performance
management. This is largely because the best-of-breed vendors excel at delivering tools that are configurable to support
a customer’s existing business process and are highly intuitive and easy to use, ensuring high rates of adoption by the
most important user communities: employees and managers. Plus, the proliferation of merger and acquisition activity in
the HR vendor community is helping best-of-breed suite providers quickly gain additional functionality, a trend that makes
them even more formidable competitors to the large enterprise vendors.

For example, Workscape’s integration of its compensation management solution, OneForce/Compensation, with Perfor-
maworks’ employee performance management suite — a company and product set that we acquired earlier this year —
offers customers the opportunity to deploy a true pay-for-performance solution. Pay-for-performance strategies are
quickly gaining favor as more and more companies look to link compensation directly to business and employee perform-
ance. The result of this integration is a comprehensive performance management system that includes a stronger link to
upstream business goals and objectives, as well as a tighter connection to rewards, including merit pay, short-term vari-
able incentives such as bonus awards, and longer-term incentives such as stock grants. It's surprising to note that com-
pensation represents more than 60% of total corporate expenditures, yet most Global 2000 firms are still not properly re-
warding their highest-performing workers. As the economy continues to rebound and talent wars intensify, companies will
place “pay-for-performance” technologies such as ours - that successfully automate and link compensation planning with
employee performance - at the top of the HR priority list.
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Our next response is from Tod Loofbourrow, President and CEO of Authoria, a leading pro-
vider of strategic human capital management solutions, which combines compensation and
performance management with just-in-time knowledge and coaching for employees and
managers. Tod writes:

In his article, “HCM -- Humans Can Matter,” Eric Kasper provides a great overview of the Human Capital Management
(HCM) space and its history. As he points out, HCM has evolved beyond the simple automation of business tasks to the
more complex streamlining of traditional HR processes and increasing efficiencies in the broad management of human
capital. Eric briefly mentions a new generation of HCM solutions designed to solve broader challenges. At Authoria, we
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refer to this next generation as strategic Human Capital Management.

Strategic HCM solutions can help organizations transform their people into a competitive advantage by aligning managers
and employees with corporate goals: directly driving business value.

We recently spoke to more than 200 senior HR executives and asked them about their top “pain” points. Leading this list
was aligning employee goals and corporate goals, paying for performance, and developing top talent. But many of these
same executives have been worn down by their attempts to accomplish these important objectives. They need to know
how to execute on these priorities and make these initiatives successful. They ask, “How do you make people a competi-
tive advantage? How do you make sure you actually have programs that pay for performance and reward people for
achieving goals that move the enterprise forward?”

To be successful, organizations must provide strategic HCM solutions that deliver integrated compensation and perform-
ance management with just-in-time knowledge and coaching for both employees and managers.

Often overlooked, managers are the key to unlocking the potential of strategic HCM. Exceptional managers are the lynch-
pin of great corporate performance and must be aligned with corporate objectives. Engaging managers in the process is
the key to achieving this alignment. To ensure that managers are engaged, organizations must provide solutions that help
managers do their jobs more effectively and efficiently, all while ensuring corporate compliance.

In summary, strategic HCM solutions are exciting because they allow organizations to cascade goals and objectives from
the corporate level through to managers and individual employees. Compensation management aligned with individual
performance management creates true pay-for-performance -- a notion previously considered the unobtainable “Holy
Grail” in human capital management.

Our final response is from Jim Philip, President of Recruitmax, a leading global provider of
workforce management solutions, which allow companies to attract, hire, retain and manage
their workforces more efficiently. Jim writes:

| appreciate your recent comments about the Workforce Management software industry. As you mentioned in your article,
those of us that design and market workforce management applications have seen a marked increase in demand for our
products recently. | believe that this increase in demand is a result of a shift from a compliance-driven human resource
community to an emphasis on human resource management as a strategic differentiator for organizations.

As products and technologies get commoditized in this information-based economy, companies are beginning to realize
that the best way to differentiate themselves is through their people. Why do two companies with similar products and
marketing strategies often differ in their results? How do companies create long-term strategic advantages over their
competitors? At Recruitmax, we believe that it's all about the people.

As the economy begins to heat up and the demographic shifts continue with the retirement of the Baby Boomer genera-
tion, we expect to see even more emphasis on workforce management automation and best practices. The Bureau of
Labor Statistics forecasts a shortage of 10 million skilled workers by 2010. In order to stay competitive, companies will
have to change their hiring, retention and workforce management strategies to maintain an effective, stable workforce and
to keep their candidate pipeline sufficiently full for future growth.

Many companies spend as much of two-thirds of their overall costs on labor. While some organizations have tried to cut
labor costs to be competitive in their markets, the most progressive companies have embraced their labor forces and used
them as a strategic differentiator. These companies utilize best of breed technologies for attracting, hiring, training, moti-
vating and managing their people. Software applications are getting more and more sophisticated to help companies with
these tasks. As these solutions continue to evolve and communicate with one another, companies will have seamless
access to methods and data to manage their employees throughout the employee lifecycle. Companies that don’'t em-
brace these technologies before their competitors will quickly fall behind in their quest for market dominance.

Recruitmax, like many companies that provide workforce management software, designs its applications to help compa-
nies differentiate themselves through their people. We encourage companies to look beyond the resume to find the pas-
sion in their new hires. We provide the tools and applications to help companies succeed. The rest is up to the people!
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ThinkEquity Research Highlights — May 2004

Agile Software (AGIL) — May 26, 2004 — Yun Kim

AGIL reported another strong quarter and guided to a breakeven F1Q, reflecting continued improvement in its business
activity...We believe that there is enough evidence to support our thesis that the PLM market is improving today, perhaps
faster than any other enterprise software sector. With its strong product positioning, we believe AGIL is well positioned to
continue to improve its sales momentum. While the company gave a conservative F1Q revenue guidance, we believe that
its commitment to reach the breakeven point in its F1Q is a reflection of management's confidence in its expanding sales
pipeline and the visibility that this currently provides.

Open Text Corp. (OTEX) — May 6, 2004 — Nate Swanson

While the shortfall in revenues can be explained by the distraction of closing and restructuring (head-count reduction of
130) the IXOS acquisition, we are most concerned as to the company's R&D/engineering efforts. Having closed 3 acquisi-
tions in the last 2 quarters, we believe product integration (along with sales execution) should be receiving extra resources.
R&D as a percentage of revenue fell to just 13% in 3Q, as absolute R&D expenses increased just $600K from 2Q levels.

Opsware, Inc. (OPSW) — May 19, 2004 — Seihun Kong

Opsware develops server automation software that helps companies lower the cost and improve performance of their data
centers...Opsware is addressing a huge potential market. Booming demand for Intel servers running Linux and Windows,
and the push to “utility” computing are driving higher levels of complexity and expense in the data center. We estimate
data center automation is a $4-5b opportunity and is relatively untapped. In our opinion, Opsware has some of the most
advanced solutions on the market with proven scalability, dramatic ROI, and highly referenceable customers.

SAP AG (SAP) — May 13, 2004 — Yun Kim

At SAP’s Investor event held during its user group conference, the company focused on its partnership strategy to
accelerate its traction in new market opportunities, such as the retail industry, the banking industry, and the mid-market
segment...SAP revealed a strategic go-to-market alliance with IBM to accelerate adoption of its solutions in the retail
industry. This is in addition to the previously announced partnership with Accenture to jointly target the retail banking
industry. We believe that the company is leveraging its dominant partnership network to accelerate the adoption of its
products in new market opportunities, and we expect these partnerships to have a significant impact on increasing the
company's mindshare in these markets.

TIBCO Software Inc. (TIBX) — May 24, 2004 — Seihun Kong

We are upgrading TIBCO Software as we believe the company is executing extremely well in F2Q and is poised to post
very strong results. More importantly, we believe F2Q is another data point that shows the integration market continues to
show strength...Deal flow in 2Q looks very strong. We believe TIBCO continues to see very strong momentum with large
deals across multiple verticals. We believe the company has signed a number of large deals which indicates the strength of
this market.

Witness Systems (WITS) — June 3, 2004 — Yun Kim

Witness Systems targets perhaps the next big opportunity in the evolution of call centers - the growing need to manage
quality and performance of the call center. As the deployment of call center applications continues to increase, we believe
that the market demand will shift from deployment to management, and WITS is well positioned to benefit from this emerg-
ing trend. The company has built out a suite of tools to monitor, analyze, and improve call center agents’ interactions and
various management tools to increase the overall productivity of the call center. With a solid track record of sales execu-
tion and a conservative management team, we have confidence that the company can continue to maintain solid, steady
earnings growth momentum.

ThinkEquity Partners Senior Software Research Team
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Yun Kim Seihun Kong Nathan Swanson
Enterprise Applications Infrastructure Management Knowledge Infrastructure
Previous Experience Previous Experience Previous Experience
® Director, Equity Research, CIBC World Markets ® Analyst, Equity Research, Deutsche Bank @ Senior Analyst, Craig-Hallum Capital Group
® Consultant, Accenture (Supply-chain, SAP, and ® Associate Research Analyst, Robinson-Humphrey | ® Assistant Vice President in Equity Research,
eCommerce practices) Principal Financial Securities
Companies Covered Companies Covered Companies Covered
Agile Software (AGIL) Blue Coat Systems (BCSI) Business Objects (BOBJ)
BEA Systems (BEAS) Borland Software (BORL) Cognos, Inc. (COGN)
Chordiant Software (CHRD) Mercury Interactive (MERQ) FileNet Corp (FILE)
MatrixOne (MONE) Opsware (OPSW) Hyperion Solutions (HYSL)
Oracle (ORCL) Secure Computing (SCUR) Interwoven (IWOV)
PeopleSoft (PSFT) Symantec (SYMC) Open Text Corp (OTEX)
SAP (SAP) TIBCO Software (TIBX) Plumtree Software, Inc. (PLUM)
Siebel Systems (SEBL) Stellent, Inc. (STEL)
Witness Systems (WITS) (Additional coverage to launch soon) Vignette Corp (VIGN)
WebEx Communications (WEBX)

f you would like to be added to ThinkEquity's Software Research e-mail distribution list, please e-mail Eric Kasper at ekasper@thinkequity.com.
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News You May Have Missed — May 2004

CyberGuard (CGFW) — May 11, 2004

Today announced a new version of Global Command Center, the company’s next generation central manage-
ment solution. The latest release expands on the powerful network management program that began shipping in De-
cember 2003 and serves as the gateway for the Total Stream Protection (TSP) functionality announced in March.

Frontbridge Technologies (private) — May 14, 2004

Bowne & Co., a global leader in delivering high-value document-management solutions, announced today it has signed
an agreement with Sprint to provide network-based virus protection, spam filtering, 24x7 online reporting and additional
email services to help control the integrity of email to its 7,600 employees. Since implementing Sprint Email Protection
Services, Bowne & Co. has managed to prevent more than 14 million spam emails in less than three months. Sprint
has teamed with FrontBridge Technologies Inc., the enterprise market leader for email security and message
management, to deliver an innovative, email-protection service to organizations around the world.

LANDesk Software (private) — May 12, 2004

Today announced the launch of its new LANDesk® Inventory Manager product. Using LANDesk Inventory Man-
ager will enable businesses to more quickly determine what hardware and software they have in their environment, cut
software management and licensing costs, help ensure software compliance and respond to software audits. LANDesk
Inventory Manager’s advanced device discovery and inventory scanning can also help increase network security.

MAPICS (MAPX) — May 5, 2004

Announced it recently acquired the MAGIK! Product Lifecycle Management (“PLM") solution. This solution has
been well received by a number of MAPICS customers and is already integrated with MAPICS ERP for iSeries. The
acquisition of MAGIK! PLM complements MAPICS’ portfolio of comprehensive software and services designed to help
companies achieve world-class manufacturing success. Specific terms of the acquisition were not disclosed. However,
MAPICS is bringing key individuals from the organization over to develop, service and support the newly acquired solu-
tion, which will provide continuity and dedicated service to current and future customers.

Recruitmax (private) — May 18, 2004

Recruitmax, a global provider of workforce management software and services, today summarized its first quar-
ter achievements. In the first quarter of 2004, Recruitmax continued its track record of impressive growth by signing
contracts with twelve enterprise accounts, including Acxiom, CTG, JetBlue Airways and L.L. Bean. During this same
period, Recruitmax maintained its impressive track record of 100% retention of its current enterprise client base. With
sales up more than 100% over the same period in 2003, Recruitmax also experienced a significant increase in add-on
sales to existing customers.

SupportSoft (SPRT) — May 25, 2004

Today announced the release of 4 software products designed to span the spectrum of support automation so-
lutions for the real-time enterprise, from problem avoidance associated with a company's IT infrastructure, to knowl-
edge-enabled self-service for employees and customers, and intelligent assisted service via the phone or enhanced chat
-- all related to the resolution of desktop or mobile computing issues.

TradeCard (private) — May 17, 2004

New Generation Computing Inc. (NGC) and TradeCard, Inc. announced that they have formed a strategic alliance
creating an integrated solution which enables customers to link their physical and financial supply chains using
the same data for both processes. NGC offers physical supply chain software including a web-based strategic-
sourcing software package that enables sourcing executives and vendors to exchange information and manage the pro-
duction process in real time via the Internet. TradeCard automates the financial processes in the supply chain via a pa-
perless web-based platform to which buyers, sellers and their partners are connected for electronic management, settle-
ment and financing of their transactions. By linking the two, NGC and TradeCard enable companies to automate and
track accounts payable and receivable based on packing and procurement information already being captured in the
fulfillment process. This provides a fast way for CFOs and treasurers to gain more control over their working capital,
while helping operations to reduce paperwork and speed transactions.

Vocus (private) — April 27, 2004

Vocus, Inc., the global leader in on-demand software for public relations and government relations, continues its
rapid international expansion with the opening of an office in Scandinavia, based in Stockholm. The new Vocus
presence, Vocus Nordic, will serve customers headquartered in Scandinavia as well as provide local support for Vocus’
multinational customers in the region...“In the last year, Vocus has entered new markets with offices in Paris, Prague and
Madrid, and this office in Stockholm gives us an even larger international footprint.”
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The ThinkEquity Software Scorecard

Software M&A Deals Analysis

Date Date Transaction LT™M TV/

Announced Effective Acquiror Name Target Name Value (JMM) Sales ($MM) LTM Sales Consideration
05/25/04 06/01/04 Workstream Kadiri $12.5 NA NA  Stock
05/19/04 Pending Symantec Brightmail 370.0 26.0 14.2x Cash
04/29/04 Pending BMC Software Marimba 239.0 39.0 6.1x Cash
04/27/04 Pending Compuware Changepoint 100.0 30.0 3.3x Cash
04/27/04 04/27/04 Mobius Management Systems eManage (Records Mgmt Technology and Assets) ND NA NA NA
04/26/04 04/29/04 Cyberguard Webwasher AG 50.0 7.7 6.5x Cash & Stock
04/22/04 Pending Silver Lake Partners/Texas Pacific Group Sniffer Technologies (division of Network Associates) 275.0 200.0 1.4x Cash
04/22/04 Pending TIBCO Software Staffware plc 194.0 75.0 2.6 x Cash & Stock
04/20/04 Pending Siebel Systems Eontec Limited 100.0 15.0 6.7x Cash
04/19/04 Pending SurfControl plc Messagesoft 14.7 NA NA  Cash
04/13/04 Pending Pitney Bowes Group 1 Software 321.0 110.0 29x Cash
04/12/04 Pending Trinity Ventures SciQuest 25.3 6.8 3.7x Cash
04/02/04 05/03/04 Sybase XcelleNet 95.2 30.0 3.2x Cash
03/18/04 03/18/04 Tumbleweed Communications Corvigo 38.5 NA NA  Cash & Stock
03/15/04 04/12/04 SS&C Technologies OMR Systems and OMR Systems International 19.7 20.0 1.0x Cash
03/14/04 05/27/04 Bain Capital, Silver Lake Partners UGS PLM Solutions (division of EDS) 2,050.0 897.0 23 x Cash

and Warbura Pincus

03/11/04 Pending Hewlett Packard TruLogica ND NA NA  NA

03/09/04 Pending 1BM Trigo Technologies ND NA NA NA

03/03/04 Pending SERENA Software Merant plc 380.0 129.5 2.9x Cash & Stock
02/24/04 02/24/04 Open Solutions Maxxar Corporation 6.5 5.0 1.3x Cash
02/09/04 04/16/04 Juniper Networks NetScreen Technologies 3,826.4 275.3 13.9x Stock
02/04/04 04/02/04 Hewlett Packard Novadigm Inc. 117.5 58.4 2.0x Cash
02/04/04 02/16/04 Hewlett Packard Consera Software ND NA NA  Cash
02/02/04 03/16/04 Verity Cardiff Software 50.0 24.0 2.1x Cash
01/29/04 01/29/04 JDA Software Timera Retail Solutions 13.0 6.0 2.2x Cash
01/28/04 03/18/04 Quest Software Aelita 115.0 30.0 3.8x Cash & Stock
01/23/04 Pending Ariba Freemarkets 493.0 147.5 3.3x Cash & Stock
01/22/04 03/01/04 Vignette Corp Tower Technology Pty Ltd 125.0 40.0 3.1x Cash & Stock
01/21/04 01/21/04 Indus International Wishbone Systems 6.7 2.0 3.3x Cash
01/20/04 02/02/04 Siebel Systems, Inc. Ineto Services, Inc. 5.0 NA NA Cash
01/12/04 05/28/04 Stellent Optika 59.0 19.9 3.0x Cash & Stock
01/12/04 01/12/04 ScanSoft LocusDialog 13.0 NA NA  Stock
01/07/04 01/28/04 Veritas Ejascent 59.0 NA NA  Cash
12/30/03 12/30/03 Netegrity, Inc. Business Layers 425 7.5 5.6 x Cash & Stock
12/23/03 03/09/04 The Sage Group plc ACCPAC International 106.0 88.7 1.2x Cash
12/18/03 12/23/03 Red Hat Sistina Software 31.0 0.7 NM Stock
12/18/03 03/01/04 Citrix Expertcity 225.0 38.8 5.8 x Cash & Stock
12/17/03 02/27/04 VeriSign Guardent 135.0 35.0 3.9x Cash & Stock
12/15/03 03/29/04 CheckPoint Software Technologies Zone Labs 206.0 32.0 6.4 x Cash & Stock
12/15/03 02/02/04 BMC Software Magic Solutions (divison of Network Associates ) 47.0 64.0 0.7x Cash
12/09/03 02/12/04 SunGard Data Systems Inc Systems & Computer Technology Corp. 584.0 269.6 2.2x Cash
12/04/03 02/20/04 Opsware Tangram Enterprise Solutions 10.0 10.4 1.0x Stock
12/02/03 12/02/03 Altiris Wise Solutions 43.0 19.5 2.2x Cash & Stock
11/18/03 02/25/04 Chinadotcom Corp Pivotal Corp. 57.0 57.1 1.0x Cash & Stock
11/12/03 01/12/04 Cisco Systems Latitude Communications 80.0 36.6 2.2x Cash
11/04/03 01/13/04 Novell SuSE Linux 210.0 375 5.6 x Cash
10/29/03 11/17/03 Blue Coat Systems Ositis Software 7.1 NA NA  Cash & Stock
10/27/03 02/12/04 Symantec ON Technology 100.0 35.7 28x Cash
10/20/03 03/19/04 Click2learn Docent 55.7 28.9 1.9x Stock
10/22/03 03/17/04 SafeNet Rainbow Technologies 481.3 136.1 3.5x Stock
10/22/03 12/19/03 Macromedia eHelp 65.7 25.0 2.6 x Cash & Stock
10/21/03 02/19/04 Open Text IXOS Software 239.0 136.6 1.8x Cash & Stock
10/20/03 10/20/03 Symantec Corp SafeWeb 26.1 NA NA  Cash
10/15/03 10/15/04 Siebel Systems Motiva 2.9 NA NA  Cash
10/15/03 11/04/03 Siebel Systems UpShot 70.0 NA NA  Cash
10/14/03 12/19/03 EMC Corporation Documentum 1,700.0 274.7 6.2x Stock
10/13/03 10/20/03 webMethods The Mind Electric 8.0 NA NA  Cash
10/13/03 10/13/03 webMethods Dante Group 19.2 NA NA  Cash
10/13/03 10/13/03 webMethods DataChannel 5.3 NA NA  Cash
10/07/03 02/09/04 Melita International, Inc. Concerto Software, Inc. 145.2 104.9 1.4x Cash
10/06/03 11/17/03 NetScreen Technologies, Inc. Neoteris, Inc. 265.0 21.1 12.5x Cash & Stock
09/28/03 03/18/04 Versant Corp Poet Holdings Inc 26.4 7.2 3.7x Stock
09/25/03 09/30/03 Lawson Software, Inc. Closedloop Solutions, Inc. 4.2 1.8 2.3x Cash
09/24/03 10/15/03 Lawson Software, Inc. Apexion Technologies, Inc. 8.0 NA NA Cash
09/23/03 12/05/03 Symantec Corp PowerQuest Corp 150.0 NA NA  Cash
09/15/03 12/30/03 Pumatech Inc Synchrologic Inc 60.0 11.8 5.1x Stock
09/15/03 12/11/03 Vignette Corp Intraspect Software Inc 20.4 NA NA  Cash & Stock
09/12/03 09/29/03 Informatica Corp Striva Corp 62.0 20.0 3.1x Cash & Stock
09/09/03 11/17/03 Plato Learning Inc Lightspan Inc 108.7 51.6 2.1x Stock
09/04/03 Pending Chinadotcom Corp Ross Systems Inc 68.9 48.4 1.4x Cash & Stock
08/18/03 12/19/03 SSA Global Technologies, Inc. EXE Technologies, Inc. 10.8 NA NA Cash
08/11/03 12/08/03 Pervasive Software, Inc. Data Junction Corp. 52.7 14.0 3.8x Cash & Stock
08/06/03 11/18/03 Interwoven, Inc. Imanage, Inc. 171.0 42.7 4.0 x Cash & Stock
08/04/03 08/04/03 Novell , Inc. Ximian, Inc. 40.0 0.0 NA  Cash
08/04/03 09/12/03 Ascential Software Corp. Mercator Software, Inc. 97.6 107.5 0.9x Cash
07/24/03 09/02/03 Fidelity National Financial WebTone Technologies, Inc. ND NA NA NA

07/23/03 10/16/03 Hyperion Solutions Corporation Brio Software 142.0 101.7 1.4x Cash & Stock
07/18/03 12/11/03 Business Objects S.A. Crystal Decisions 820.0 270.0 3.0x Cash & Stock
07/16/03 09/19/03 Sage Group PLC Timberline Software 103.0 63.1 1.6x Cash
06/23/03 08/15/03 Geac Computer Corp Ltd Comshare 52.0 58.3 0.9x Cash
06/10/03 08/18/03 Mercury Interactive Corp. Kintana, Inc. 226.4 44.5 5.1x Cash & Stock
06/05/03 08/08/03 Battery Ventures Made2Manage Systems 30.0 30.1 1.0x Cash
06/05/03 09/30/03 Computer Assoc Intl Inc SilentRunner Inc 16.0 NA NA  Cash
06/03/03 06/03/03 Siebel Systems Inc BoldFish Inc ND NA NA NA

06/02/03 07/18/03 PeopleSoft, Inc. JD Edwards & Co 1,776.3 885.6 2.0x Stock
06/02/03 06/30/03 Interwoven, Inc. MediaBin 6.4 NA NA Cash

Median: $62.0 2.9x
Mean: $224.7 3.5x
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ses8lons with 28 CEOs from high growth, top-
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ThinkEquity Partners ThinkBIG Conference
Tuesday, June 22, 2004
The Drake Hotel
140 East Walton Place
Chicago, IL 60611
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dquazzo@thinkequity.com jbecker@thinkequity.com

ThinkEquity Partners

Senior Research Analysts

Steven Foland Wade Davis Yun Kim Seihun Kong Nathan Swanson
Managing Director & Managing Director & Enterprise Applications Infrastructure Management Knowledge Infrastructure
Head of West Coast Banking Head of M&A (212) 944-5065 (415) 249-2914 (612) 677-5755
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This report does not purport to be a complete statement of all material facts related to any company, industry, or security mentioned. The information provided, while not guaranteed as to accuracy or completeness, has been
obtained from sources believed to be reliable. The opinion expressed reflects our judgment at this time and are subject to change without notice and may or may not be updated. Past performance should not be taken as an
indication or guarantee of future performance, and no representation or warranty, express or implied, is made regarding future performance. This notice shall not constitute and offer or sell or the solicitation of an offer or buy or
sell, nor shall there be any sale of these securities in any state in which said offer, solicitation, or sale would be unlawful prior to registration or qualification under the securities laws of any such state. ThinkEquity Partners may
make markets, hold positions and effect transactions as principal or agent in the securities mentioned herein. ThinkEquity Partners, its officers, directors, analysts or employees may effect transactions in and have long or short
positions in the securities (or options or warrants with respect thereto). ThinkEquity Partners may perform or seek to perform investment banking services for the companies referenced herein. ThinkEquity has made affirmative
disclosures concerning each of the covered securities mentioned in this report, including analyst holdings (if any), rating definitions and overall ratings distributions. These disclosures can be found in the most recent complete
research report for each of the respective companies. Reports are available upon request. Recipients who are not market professionals or institutional clients of ThinkEquity Partners should seek the advice of their personal
financial advisor before making any investment decisions based on this report.
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