


Corporate Overview 

DigitalOcean simplifies cloud computing so businesses can spend 

more time creating software that changes the world. With its mission­

critical infrastructure and fully managed offerings, DigitalOcean helps 

developers at startups and small and medium-sized businesses 

(SMBs) rapidly build, deploy and scale, whether creating a digital 

presence or building digital products. DigitalOcean combines the 

power of simplicity, security, community and customer support so 

customers can spend less time managing their infrastructure and more 

time building innovative applications that drive business growth. 

Why invest 

$659M* 
ARR 2022 Revenue Growth 

13% 
Customers Spending >$50/mo 2022 Free Cash Flow Margin 

*Reported metrics as of Q4 2022



To our Investors, 

I am pleased to report a successful 2022 for DigitalOcean, a year filled with important 

accomplishments as well as some challenges amid a rapidly evolving macroeconomic and geopolitical 

landscape. Overall, we delivered 34% revenue growth, Adjusted EBITDA of $198 million, representing 

a 34% margin, and we grew free cash flow by 217% to $78 million, equating to a 13% free cash flow 

margin. We made the largest acquisition in our history with the $350 million Cloudways acquisition, 

expanding our product suite and enabling us to serve a significantly larger share of the $98 billion 

annual cloud market for small and medium sized businesses (SMBs). Finally, we returned $600 million 

of capital back to our shareholders through a buyback program, demonstrating our commitment to 

balancing the need to invest in growth initiatives with our commitment to provide a superior return 

to shareholders. 

Foundational to these results was a 200 basis point improvement in net dollar retention (NOR), from 

113% to 115%, coupled with a 25% increase in average revenue per customer (ARPU), from $59.96 to 

$75.19. Both of these improvements were driven by broadening our product capabilities and growing 

and nurturing our customer base through highly-targeted and data-driven go-to-market initiatives. 

Since going public, we've provided examples of the journey many customers take on our platform. At 

our February 2023 earnings call, we laid out more detail on that customer journey. The vast majority 

of our customers start as Learners, spending less than $50 per month on our platform as they 

innovate and experiment with their businesses. From this deep pool of Learners, we see a steady 

stream of companies grow their businesses and their spend with DigitalOcean, graduating to become 

Builders and Scalers. 

Builders are customers spending between $50 and $500 per month, and these totaled 129,000 at the 

end of 2022, up from 89,000 at the end of 2021, and they have been on our platform on average for 

roughly four years. 

Scalers are customers spending more than $500 per month, and these totaled 15,000 at the end of 

2022, up from 11,000 at the end of 2021, and they have been on our platform on average for nearly 

six years. 

Collectively, these Builders and Scalers are the SMBs that are gaining traction and seeing success in 

their own businesses, and are most likely to continue to scale on our platform and purchase 

additional products and services from us. Our principal focus is nurturing and growing these larger 

and growing customers, which represented 86% of our total revenue at the end of 2022. We will 

continue to focus our go-to-market and product initiatives at attracting, retaining and expanding 

business from these Builders and Scalers. 

Despite the increasing uncertainty that we experienced during the past year, we took a number of 

strategic actions to help propel the business for long-term growth. 

Beginning with our product initiatives, we launched DigitalOcean Functions, a fast, scalable and cost­

effective serverless computing solution to help our customers build and run applications without 

having to manage servers. Additionally, to continue to feed our efficient customer acquisition engine, 

we acquired two content providers with rich educational content, CSS-Tricks and JournalDev. 



From a customer reach perspective, we expanded our data center footprint and opened a new data 

center in Sydney, Australia to expand our global infrastructure capabilities to better serve customers 

around the world. 

Importantly, in September we closed the acquisition of Cloudways, a leading managed cloud hosting 

and software as a service (Saas} provider for SMBs. Cloudways enhances our capabilities by 

providing managed hosting capabilities, so customers now have the choice to "do it themselves" or 

have a highly managed experience to execute their strategies in the cloud. Cloudways expands our 

addressable market across the more than 100 million global SMBs that may be looking for a cloud 

solution. Through the acquisition, we have started to obtain valuable customer insights through the 

deeper relationships that managed service providers enjoy with end customers about the 

opportunities and challenges businesses are facing as they grow. 

Despite these growth initiatives, we did see customer usage decrease as we progressed through the 

year. Our consumption based model allows us to see changes in customer behavior very quickly as 

customers pay for what they use on our platform, not for an annual or multi-year commitment. In 

response to the softer growth environment we were seeing, we took quick action to better align our 

cost footprint to the revised growth expectations. Importantly, this enables us to deliver a compelling 

and balanced growth and profitability profile regardless of the economic climate. 

As a result, while we had been targeting 2024 as the year we would deliver a 20%-plus free cash flow 

margin, we are now expecting to achieve this important milestone for 2023. We believe this is 

prudent, given the ongoing headwinds to growth in 2023, and achieving this long-term profitability 

target enables us to generate attractive returns on our investors' capital regardless of the revenue 

growth rate. 

In 2023, we will continue to prioritize investing in the business across product and go-to-market 

initiatives. Product investments will be focused on improving our storage offering to meet the needs 

of scaling SMBs, introducing new Droplets with premium dedicated performance and launching a 

security-optimized offering. We will also continue to invest in enhancing our sales capabilities across 

all global regions. Our strong balance sheet allows us to make these important investments while also 

returning capital to shareholders through an approved $500 million buyback program. We expect to 

continue a regular buyback program each year as part of our capital allocation strategy, which will 

help drive attractive shareholder returns. 

Our ultimate goal in 2023 - as it is each year - is to focus on best serving the critical needs for our 

customers while also delivering compelling returns and creating durable value for shareholders. 

The progress we made building our business in 2022 would not have been possible without the 

dedication and hard work of our employees. We are proud of the culture that we have built at 

DigitalOcean. We will continue to develop and invest in our employees to help position the company 

for enduring success. 

We are grateful for your continued support as we build DigitalOcean to serve a limitless opportunity 

to help startups and SMBs test their ideas, build their businesses and realize their dreams. 

Yancey Spruill, CEO 














































































































































































































































