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Item 2.02  Results of Operations and Financial Condition.

On November 6, 2017, GoDaddy Inc. hosted a conference call to discuss its financial results for the quarter ended September 30, 2017. The press release issued November 6, 2017 was furnished as Exhibit 99.1 to the Current Report
on Form 8-K filed on November 7, 2017. The purpose of this Current Report on Form 8-K/A is to furnish the transcript from the earnings call and investor presentation.

A copy of the transcript from the earnings call and the investor presentation are furnished as Exhibits 99.2 and 99.3, respectively. The information shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange
Act of 1934, as amended, (the Exchange Act), or incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act, except as shall be expressly set forth by specific reference in such a filing.

GoDaddy Inc. refers to non-GAAP financial information in both the press release and conference call. A reconciliation of these non-GAAP financial measures to the comparable GAAP financial measures is contained in the press
release furnished as Exhibit 99.1 to the Current Report on Form 8-K filed on November 7, 2017.
Item 9.01 Financial Statements and Exhibits
(d) Exhibits
Exhibit Number Exhibit Description

99.2 Transcript of Earnings Conference Call on November 6. 2017
99.3 Investor Presentation of GoDaddy Inc. dated November 6. 2017
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MANAGEMENT DISCUSSION SECTION

Operator: Good afterncon. My name is Cheryl and | will be your conference operator today. At this time, | would
like to welcome everyone to the GoDaddy Q3 2017 Earnings Conference Call. All lines have been placed on mute
to prevent any background noise. After the speakers' remarks, there will be a question-and-answer session
[Operator Instructions] Thank you.

Marta Nichals, VP of Investor Relations, you may bagin your conference.

Marta K. Nichols

Investor Rel

Vice Pre ations. GoDaddy, hc.
Good afternoon and thank you for joining us for GoDaddy's Third Quarter 2017 Earnings Call. With me today are
Blake Irving, CEO; Scott Wagner, President, COO and Incoming CEC; and Ray Winborme, CFO. We'll share

some prepared remarks and then we'll open the call up for your questions.

On today's call, we'll be referencing both GAAP and non-GAAP financial results and operating metrics such as
total bookings, unlevered free cash flow, net debt and ARPU. A discussion of why we use non-GAAP financial
measures and reconciliations of our non-GAAP financial measures to their GAAP equivalents may be found in the
presentation posted to our Investor Relations website at investors godaddy.net or on our Form 8-K which will be
filed with the SEC with today's earnings release.

The matters we'll be discussing today include forward-looking statements which include those related to our future
financial resulis, new product introductions and innovations, our ability to integrate recent or potential future
acquisitions and achieve desired synergies, including our recent acquisition of HEG. These forward-looking
statements are subject to risks and uncertainties that are discussed in detail in our documents filed with the SEC.

Actual results may differ materially from those contained in the forward-looking statements. Any forward-locking
statemenis that we make on this call are based on assumptions as of today, November 6, 2017, and we
undertake no obligation to update these statements as a result of new information or future events. Unless
otherwise stated when we refer to organic measures, we're referring to those measures excluding the impact of
HEG.

I'll now turn the call over to Blake.

Blake Irving

Chief Executive Officer & Director, GoDaddy, nc.

Thanks, Marta. And thanks, everyone, for joining us today. We continued to deliver steady growth in the third
quarter across all measures including bookings, revenue, customers and ARPLU.

And we're making continued progress on our 2017 product and strategic initiatives — including; one, growing
penetration of GoCentral and continued rapid development of new features; two, growing adoption of our new
telephony offering, SmartLine; three, our HEG integration and international expansion; and four, the early release
of our new Pro Managed WordPress offering.
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I'd like to share some quick details on our newest Pro WordPress offering for professional web developers. And
then Scott and Ray will update you on other initiatives and our results.

Today, over 50% of small business websites globally are still built by professional web developers. WordPress is
the most widely used content management system employed by professional web developers today. And we're
the world's largest WordPress host with millions of WordPress sites around the world hosted by GoDaddy.

The early release of our new WordPress testing platform bundles together high performance and highly reliable
hosting with end-to-end security and the essential tools necessary to efficiently manage multiple clients and sites.
It includes a new WordPress-centric 24/7 expert customer support service and was built on a modern open stack
platform that employs a containerized isolated environment for every site using the latest technologies for
enhanced periormance, scalability and security. We've built in multiple layers of caching, containerized resource
scaling and built-in redundancy as well as SSL on every domain and Sucuri's site monitoring, backup and firewall,
all important features for pros.

MNow on a completely different thread, as you all know, I'm retiring at the end of this year. So | wanted to take a
minute to say how proud | am of the GoDaddy team and all we've accomplished together over the last five years.

We recruited an exceptional crew, shifted the brand perception and evolved from a domain-centric company to a
full-scale global technology partner for small businesses. We've been successful at providing best-in-class
products and consultative empathetic care to help our customers and their ventures become successful across
the globe.

The CEQ transition to Scott is going very smoothly. And everyone here is fired up about our future. And, look,
hey, | am thrilled and humbled to have been a part of GoDaddy's transformation and growth. And I'm excited to
watch the company continue to thrive under Scott's leadership.

And | also want to thank all of you, our analysts and investors, for your engagement and suppart since our IPO
several years ago. We've always appreciated and welcomed your questions, your insight and your sponsarship.

So with that, I'm going to turn the call over to Scott. Scott.

Scott W. Wagner

Presigent & Ghief Operating Officer, GoDaddy, Inc.

Hey, thanks, Blake. And thank you for your leadership over the last five years. Your contributions to our culture,
business and public standing had made a lasting impact. | personally look forward to your continued engagement
on our board. And | really appreciate our time and partnership together.

MNow, I'd like to share a perspective on where GoDaddy is today and a couple of thoughts on our future
opportunities. The GoDaddy of today has several compelling attributes.

First, what we do for our customers is both valuable and important to them. GoDaddy enables our customers,
small businesses, organizations, personal ventures to take an idea and to turn that idea into an effective online
presence and beyond.

GoDaddy remains the marketplace for domain names with approximately 73 million names under management.
We've put a lot of effort into broadening our product portfolic beyond domains over the last five years, developing
successful extensions into adjacent categories like website building and productivity with intriguing opportunities
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we're pursuing now in security and voice. These extensions have created a broader value proposition for our
customers and have enabled us to grow ARPU from $93 at the end of 2012 to $134 today with consistent mid
single digit ARPU growth during our time as a public company.

Second, the customer need that we satisfy is a global one. And we've proven, in a fairly fragmented and
competitive environment, that we can build a large-scale international business. Five years ago, at the end of
2012; we had 10 million customers, about 2 million of which were international, and just under $200 million of
revenue outside the United States.

Today, we have more than 7 million international customers and an annual run rate of nearly $800 million of
international revenue, almost four times where we were just five years ago. That huge growth was accomplished
by developing a scaled localization process for both our website and our products and extending our go-to-market
playbook of attractive LTV to CAC marketing and customer care around the world.

Third, we've grown our product and geographic footprint while also investing in distinguishing capabilities like our
tech platform and consultative care model. The single tech platform we've built has accelerated our development
process, letting us introduce products and features quickly and globally while allowing these products to work
better together. Our customer care is unique and allows us to deliver both support and customer-criented
solutions that translate into loyalty, high retention, referrals and trade up into other services.

Finally, for the investors in our audience. We have a predictable business model with attractive lifetime value to
acquisition unit economics and a demonstrated track record of growing both revenue and margins. Since 2012,
revenue has grown from about $900 million to what we expect will be over $2.2 billion this year, with 2017
unlevered free cash flow expected to be about $485 million, again, multiples of what the company generated just
five years ago.

So just to summarize those four points. We proved what we do is valuable to customers and addresses a truly
global need. And we've developed a tech platform, care and other capabilities that are truly distinctive versus
competitors, all while delivering meaningful growth in top line and cash flow.

Now, this is great and we're all proud of it. But it's also history. It's particularly exciting for me to look forward to
the opportunities ahead of us. There are some things we'll do in the next several years that build on our past
successes, while a couple of other things will be new and are a natural evolution of the company and our strategy.

First, product innovation and expansion will remain a critical block of our strategy, both in anchor categories
including naming, web presence and productivity and extending into additional categories like security, voice and
others where we think we can add distinctive value to our customers.

GoCentral's a great example of our innovation here. We've continued to rapidly iterate on features while
maintaining the core tenets of simplicity, ease of use and mobility. Today, we're seeing good adoption rates,
increasing conversion from free to paid, positive customer feedback and rising net promoter scores, all while
continuing to rapidly add new features. We have a lot of new functionality coming to market very soon to light up a
wide range of vertical solutions and to get deeper into the transactional relationships of our customers and their
customers.

Beyond GoCentral, our category extension efforts into security and voice continue to hold promise. And we'll
provide more color on those as we move into 2018. Success for our product efforts will be measured by being
best-in-class in key categories.
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Second, as | mentioned earlier, international markets continue to be a major opportunity for us, We're in a good
position to grow the business outside the United States at attractive economics and believe international has the
potential to be larger than our United States business over time.

Cur HEG acquisition has added to our breadth in Europe and the combination is going really well. We're hitting
our operational and financial milestones, as you can see in the solid Q3 results. Looking forward, we'll build on
these successes, both broadening and deepening our product portiolio and growing internationally, both
organically and judiciously using our balance sheet and strong free cash flow over time

Now, what will be newer for us going forward are a couple of key initiatives. First, we'll focus on developing a
deeper engagement with our existing customers. And second, evaluating the opportunity to make greater use of
public cloud.

First, our customers. Qur 17 million plus customers are the North Star at GoDaddy and are our most precious
asset and relationship. Our data clearly shows that when we get our engagement with customers right, we not
only help with an immediate need but we also create loyalty and develop a deeper relationship.

There are many opportunities for us to create great end-to-end experiences from our customers, from
merchandising and purchase flows to use of in-product application discovery to wrapping our products together in
bundled subseriptions and much more. This will be a big focus of mine. And | expect it to mean both better results
for our customers and, ultimately, continued ARPU growth for GoDaddy.

Second, on our approach to the public cloud. GoDaddy today has a sophisticated global, private infrastructure
running a large chunk of the world's DNS, and millions of active websites and other cloud applications.

Our customers value us for the experiences we provide, not necessarily for just the infrastructure itseli. So there's
a conceptual opportunity here for us to invest in the public cloud; to increase speed, performance of our global
products which our customers value and possibly provide better long-term economics for us.

If | take a step back, GoDaddy today is a great business with a terrific team and many great opportunities ahead,

both to distinctively serve our customers in the marketplace and to consistently deliver results. I'm looking forward
to the next wave of GoDaddy's evolution and to constructing a unique category-creating cloud software company

that enables ideas to start, grow and thrive online all around the world.

I'm going to turn it over fo Ray now to cover our financial picture. Ray.

Raymond E. Winborne

Chief Financial Officer, GoDaddy, Inc.

Thanks, Scott. Ill cover three points on the financials today. First, we're executing well, delivering strong growth
on the top line with another solid quarter of growth in customers and ARPU.

Second, we're getting margin expansion through operating leverage, even as we continue to invest in the product
roadmap. And third, the highly cash generative nature of this business positions us well to pursue value-creating
opportunities in the future,
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On my first point, consolidated revenue grew 23% to $582 million, coming in at the top of our guidance this
quarter. On an organic basis, revenue was up 12% year-over-year, while HEG contributed $53 million in the
quarter, in line with our guidance.

Looking at our two revenue drivers, customers grew nearly 18% to 17.1 million customers. And ARPU came in at
$134, up 5% year-over-year. On an organic basis, we've continued to see nice balanced growth, with both
customers and ARPU up mid single digils compared to prior year. Finally, our total bookings were $668 million for
the quarter, growing 25% year-over-year.

Let me touch briefly on our three product revenue lines. Domains revenue grew approximately 15% year-over-
year in Q3. The majority of the growth was organic driven by international and strong renewals with the remainder
attributable to the addition of HEG. We continue to lock for organic growth in our Domains business to move
toward our customer growth rate over the medium to long term.

Hosting and Presence revenue increased over 30% versus Q3 a year ago, with the majority of incremental
revenue coming from HEG. Our expected longer-term growth rate remains roughly one to two times our customer
growth rate. Business Applications revenue grew 38% in Q3 driven by our growing product suite and customer
base along with a small contribution from the addition of HEG.

Turning to international, revenue came in at nearly $200 million in Q3 growing 51% year-over-year. Beyond the
addition of HEG, GoDaddy's organic business continued to grow at a double-digit clip.

As Scott mentfioned, we've built a scaled international business that now represents over 1/3rd of total revenue
and approaching an $800 million annual run rate. We're in over 50 markets around the world with leading
positions in many key markets, positioning us well for continued strong growth in this business.

Staying with international for a minute. It was almost a year ago that we announced the acquisition of HEG, a
highly complementary business that dramatically strengthened our position in Europe. We're now seven months
post close and the opportunity for value creation is even stronger than we envisioned.

Local leadership is running the day-to-day business of the combined operations in EMEA and making decisions to
drive long-term growth. The integration teams are collaborating well and executing on our roadmaps. We continue
to focus on optimizing pricing and returns on marketing dollars, enhancing the merchandising experience and
building an integrated European customer care operation.

We've also introduced more GoDaddy products to HEG customers, continuing the execution against a roadmap
that takes us through next year and we're learning together. Despite the similarity of these businesses, we're
finding lots of apportunity in the different ways we've each optimized the customer experience or business
outcomes that will benefit our global business going forward.

Turning to my second point on cash generation. Unlevered free cash flow grew 44% in Q3 to $137 million,
demonstrating an inherent leverage in the operaling model with terrific flow-through from the incremental revenue
growth.

Looking at the P&L, gross margin ticked up sequentially. And for modeling purposes, we'd recommend holding it
in the 65% range going forward.
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A couple of other items to note in the quarter. First, G&A includes $4 million associated with HEG integration cost.
And second, we closed on the sale of PlusServer this quarter. This resulted in a net gain on disposal primarily due
to FX movements and recognition of a loss on debt extinguishment related to the early retirement of the
associated bridge loan.

To my third overall point, we finished Q3 with approximately $552 million in cash and short-term investments and
net debt of $1.9 billion or about 3.3 times leverage on a pro forma frailing 12-month basis. When we announced
the HEG deal a year ago. we expected to be at the middle of our targeted range of 2 to 4 times by the end of
2017 and we're clearly on track to get there.

Qur long-term focus remains on driving strong and consistent cash flow. As our cash flow and balance sheet
capacity expands, you'll continue to see us be thoughtiul stewards of capital with the ultimate goal of prudently
driving attractive growth in levered free cash flow per share for our investors,

So let's discuss our outlook for Q4 and the full year. For revenue, we're tightening our full-year range and raising
the midpoint. For Q4, we expect revenue in the range of $591 million to $598 million implying full-year revenue
growth of 20% at the midpoint. Given our strong performance, we're raising our expected unlevered free cash flow
outlook for the year to approximately $485 million implying 36% year-over-year growth.

Looking forward into 2018, we expect revenue growth in the range of 13% to 15% for the full year with low double
digit growth once we lap the HEG acquisition in Q2. And we remain confident we can generate unlevered free
cash flow of over $600 million next year. Consistent with past practice, our cash flow outlook excludes expected
acquisition and integration costs.

So to wrap up. we're continuing to deliver on our strategy and financial expectations. And we see very big global
opportunity to keep growing the business for many years to come.

Now 'l turn the call back to Blake.

Blake Irving

Thanks, Ray. And not to get wistful on anybody, but | got to tell you it's been my privilege to be a part of
GoDaddy's success over these past five years. Leading this incredible group of people and being part of this team

has been the experience of a lifetime and | thank all of you for it.

To you, investors, analysts, we thank you as always for your time. And we're ready to open the call up to your
questions. Operator.
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QUESTION AND ANSWER SECTION

Operator: [Operator Instructions] Our first question comes from the line of Sam Kemp of Piper Jafiray. Your line
is open.

Samuel James I'r(fmp é:;i

Anatys

Great. Thanks, guys, and congrats on the solid quarter. So congrats to you and the whole company. Scott, ['ve
got two kind of strategic-oriented questions. One is around acquisitions. When you look around the world at other
geographies that you'd like to move into, do you see other HEG-style acquisitions as being part of that core
strategy? And then the second is you talked about moving over to the public cloud. That's obviously a space that's
seeing a huge expansion of associated services, most of which small businesses aren't really adept enough to
adopt on their own. Do you see this as also an opportunity to expand your product partnerships to bring some of
those toals into a reasonable space for a small business? Thanks.

Scott W. Wagner _ ;j_‘t

& Chief Operating Off

Thanks, Sam. So first to other acquisitions like HEG around the world. There are other opportunities that
conceptually would look like HEG. But our focus right now is continuing to execute against that. We're making
great progress right now both operationally and financially. And that's our priority over the next couple of quarters.
Assuming we keep ticking along and it goes well; yeah, | think there's more opportunities for us around the world
particularly if you have a three- to five-year outlook.

To your second question on public cloud. Over the last five years, as we all know, there's just been an enormous
expansion of capability in the public cloud. You have three companies who have poured billions of dollars into
capital to build the global infrastructure around it. And we're a global SaaS application company. And certainly for
us, we think there's an opportunity. And the primary opportunity is to use public cloud for speed of deployment
and application performance of our products, particularly internationally and drive consistency in our operating
model. And | think what that actually translates into is, yeah, further help to SMBs because really we're their
gateway towards cloud software products and being able to do that around the world with great and consistent
pertormance.

Samuel James Kemp

Analyst,

Great, thanks.

Operator: Your next question comes from the line of Matt Pfau of William Blair. Your line is open.

Matthew Charles Pfau @
Anatyst, Wilkam Biair & Co. LLG 2,
Hey, guys. Thanks for taking my questions. | wanted to touch on GoCentral and the success you're seeing there.
Just interested to hear. Are the customers that you're seeing new to the GoDaddy franchise and as such
GoCentral's sort of acting as an on-ramp? Or is it more of cross-selling to some of your existing customer base?
And then | guess in terms of the improved conversion, what has been the primary driver of that?
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Scott W. Wagner A
Presigent & Chisf Qperating Off aody, Inc.

Hey, Matt. It's Scott. So first, we're seeing GoGentral customers both coming from the existing base and new. So
the answer is both and that's probably the best answer for everybody on the phone, which is people who have
been with us for a while are adopting GoCentral, love it. Their publishing metrics are great as are the NPS. And
we're bringing new people into the franchise. In terms of conversion metrics, it's good solid free-to-paid
conversion metrics. | think we had highlighted some of those on the last call. And we're just seeing good
performance out of them. And it's a combination of just product quality and better merchandising outreach and

Matthew Charles Pfau @
Anatyst, Wi i

Got it. And then in terms of the ARPU increase that you saw in the quarter, did cross-selling the HEG customers
contribute to that or was that just more of penetrating, | guess, the core of GoDaddy customers? And then in
terms of producis that's driving that increased ARPL, anything in particular that sort of stood out in the quarter in
terms of improving ARPU?

Scott W, Wagner _ j_‘\

President & Chief Operating Officer, G

Not really, Matt. If you look at ARPU at just the aggregate level, you see that it was up 5% and change on a year-
over-year basis in terms of growth rate. And that's really what we've been doing consistently as a public company
for the last two years plus. And really it's a combination of sort of the product expansion within our base and
evolution of the product portfolio and attach. And there's really no one single thing to highlight but just a consistent
execution of our strategy.

Matthew Charles Pfau Q

Anaiyst, Wiliam Bla & Co. LLC

Got it. Thanks for taking my questions, guys.

Ronald V. Josey (..:}
Angdyst, IMP Secunities LLC 5
Great. Thanks for taking the question. Just a real quick follow-up, Scott, on just the public cloud transition. Can
you talk about just ultimately how you envision this transition using the public cloud provider and specifically the
operating expense associated with it just because the cost will come in on your income statement, but you should
benefit CapEx? So any insights there would be helpful around timing and impacts to the model. And then | heard
a few times talking about enhancing the merchandise experience, which clearly talks about e-commerce and the
storage solution potentially around GoCentral. So any other insights here maybe around timing would be helpful.
Thank you.

Scott W. Wagner A

Prasident & Chisf Opsrating

oDaddy, Inc.
Yeah. Thanks, Ron. So first on public cloud. As you know and everybody else on the phone does too, look, these

are multi-year journeys. And other pecple who are scaled global and Internet SaaS providers who are either in the
middle of or towards the end or even beginning see this as a five-year evolution. And so we're in the early stages
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of engaging with the big three cloud providers and are looking not only at the engineering and technical
capabilities but also the strategic relationships we either have or could have with each one of these providers and
are at the very early stages of figuring out what the right path for us is.

Now you asked a bunch of questions around the economics and had a couple of statements in there about OpEx
and CapEx and how that transition could play out. And we'll give you highlights in that really more as we get into
2018 and really firm up what exactly we're doing. The punch line and takeaways. | think, for everybody is we're
looking at this hard. And the main goal and effort is to continue to facilitate global expansion of our product
portfolio with one platform. And as we get more insight into the specific economics, we'll give you some insight.

Raymond E. Winbome ,&
Chief Financial Officer, GoDaady, inc. \
Hey, Ron. It's Ray. The only thing I'd tack onto that is the guidance that we put out there on unlevered free cash
flow cbviously contemplates what we'll do in the short term with respect to cloud.

Scott W. Wagne! o A

Prasidant & Chiaf Ope

I y, Inc.

And then your second question was on e-commerce capabilities. GoCentral, we'll continue to evolve feature and
functionality set within GoCentral to get deeper into not just a couple of verticals but really the hundreds of
verticals that are indicative of the small business economy around the world. And if you look at small businesses
and organizations, the vast majority of them are service businesses. And so what that means is your time is
particularly critical and your time is driven for the most part by your bookings, appointment and calendarization.
And so for us, when we think about the next step of GoCentral and e-commerce, it's really driving towards service
commerce and all the capabilities to be terrific at deep service commerce for hundreds of verticals, not only here
in the U.S. but around the world

Ronald V. Josey f’}

Analyst, JMP Securities LLC L=

Great. Thank you.

Operator: Your next question comes from the line of Lloyd Walmsley of Deutsche Bank. Your line is open.

Matt Diamond (':2

Analyst, Deufsche Bank Securdi

Hey, guys. This is actually Matt Diamond on Lloyd's behalf. Congrats again on the solid trend. I'm just curious
about the spending outlook for 2018. We talked about the revenue growth and the free cash flow growth. But any
preliminary color you could give on OpEx for next year? Should it more or less approximate revenue growth or is
there some dynamics that | may be not appreciating there?

Raymond E. Winbomne ;ﬁe‘

Chigf Financial Officer, GoDa

No, Matt, no change. It's Ray. No change in the growth algorithm. Obviously, we don't communicate with the
Street on an adjusted EBITDA basis since last year. But we still run the business that way. And so that 18% to
20% growth on that operating standpoint is still where we're targeting. And | think that fits nicely into the model.
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Matt Diamond Q
Analyst, Deutsche Bank Securties, Ing.

Okay, great. And just a housekeeping one from me. | know we raised HEG guidance last quarter. And | can
appreciate that it's tough to parse out organic revenues against HEG revenues. But any sort of rough ballpark

Raymond E. Winbome A
Chief Financial Officer, GoDaddy, inc. ¥
Yeah. | think the same guidance | gave you guys last quarter, Matt, which is if you take a rough cut of the HEG
revenue, it's 30% Domain, 60% Hosting and Presence and 10% Biz Apps. If you apply that against the $52
million, $53 million of revenue, you can get a good sense of how it hit the revenue line items and what it
contributed.

Matt Diamond Q
Anglyst, Deutsche Bank Securities, nc.

Okay, great. Thanks so much.

Operator: Your next question comes from the line of Sterling Auty of JPMorgan. Please go ahead. Your ling is
open.

Ugam Kamat
.fr.?.}-s.r. JPiangan | Lt @

Hi, guys. Thanks for taking my question. This is Ugam Kamat on for Sterling Auty. You have mentioned about
prioritizing GoCentral. But just wanted to understand, how are you pricritizing the allocation of resources to
Website Builder 7 versus GoCentral? And are you incentivizing customers to convert from the Website Builder 7
to GoGentral? And then | have a follow-up.

Scott W, Wagner A
Prasidant & Chief Oparating Officer, GoDadkdy, Ine.

Thanks, Ugam. GoCentral is the go-forward platform for us from a DIY perspective. And so0 our resources,
attention and effort is going against continuing to develop GoCentral.

In terms of the conversion of customers, we're creating ways through our care center that our customers can
move, And we're interacting with them to help customers to get to the right solution. But it's a bit of a balance
between — if somebody has a great site and presence that they love; great, well, they can stay. And obviously,
we're going to work towards helping our customers get to a great solution and one that works for them. But in
terms of going forward, new builds, new efforts, GoCentral absolutely is the definitive platform for us.

Ugam Kamat Q
Anatyst, JPMorgan India Pt Lid

All right, thanks. And on the retention rate, can you provide us any particular trend on how it has trended following
your completion of acquisition with HEG?

Scott W. Wagner A

Prasident & Chief Operating Officer, GoDaddy, Inc.
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When you're saying retention rate, I'm assuming you're asking about customer retention rate. And our customer
retention continues to be strong, terrific, same trajectory as it's been for honestly the last 5 and 10-plus years. No
change whatsoever in the fundamentals of our customer retention, both us and HEG.

Raymond E. Winb A
-.','.‘.aymnn cer, plisadheg i, A\ﬁ_‘%d

Yeah. And, Ugam, with HEG, as we highlighted before; their retention metrics are actually a little better than ours.

Ugam Kamat
All right. That was helpful. Thank you so much.

Operator: Your next question comes from the line of Deepak Mathivanan of Barclays. Please go ahead. Your
line is open.

Deepak Mathivanan )

Analyst, Barclays Capital, Inc o4

Hey, guys. Two questions for me. So first, from a product standpoint in 2017; the new website editor and the
security offerings are kind of the key launches during this year. What should we expect for 20187 If you don't want
to be more specific, perhaps you can falk about what areas you're likely to explore to drive ARPU growth higher.

And then the color on international was helpful. But then it's been a couple of years since you expanded into new
markets in Asia-Pacific. Can you talk about the recent trends there, perhaps in terms of the size of the region from
a customers or a booking standpoint? What are some of the products that's seeing continued success there?
Thanks, guys.

Scoft W. Wagner ‘ﬁa‘

Fresivent & Chief Operating oDaddy, inc.

Thanks, Deepak. So first, products in 2018. As you know, certainly for the last two years, but even really the last
five; our continued ARPU success, in the mid single digits has been a combination of several product categories,
not specifically one in particular. You brought up two really important things that we've been talking about in 2017,
one, GoCentral and presence and two, security.

In terms of the milestones going forward. On GoCentral, I'd highlight two we just mentioned; service commerce
and all the capabilities around service commerce, and then second, wrapping GoCentral info a deep vertical
execution across hundreds of verticals. And so you're going to continue to see feature-set evolution across both
of those areas. And what it'll mean is there'll just be increased depth of capability, not just on a website but also
extending that website into other functionality that'l make an idea relevant whether you're a tax attorney or a
nonprofit or an organization and just satisfying those needs. So couple of product capabilities that are going to be
coming really in the next couple of quarters that again should translate into retention, resonance, activation, just
all the goodness of activity that translates into good business.

And on security, security is a terrific add-on that you're seeing both success on a standalone basis but also us
wrapping security capabilities whether it's CON or WAF or malware, backup and scanning into our other products.
And we're having some toehold success there. And that's really one of the things we're going to be rolling out
throughout all of next year. So those are maybe two things. And then your trends in APAC. We continue to have
good growth. | think we feel good in APAC, both customer growth and the trajectory of some of our products. And
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our focus going into next year is going to be around localized marketing in a broader footprint across APAC, just
continuing to lean into countries that we're seeing good growth in because we do see that the core business
model and go-to-market that we have is also working in Asia.

Operator: Your next question comes from the line of Jason Helfstein of Oppenheimer. Your line is open.

Jason Helfstein i‘:}

Angyst, Oppenieim

& Lo Inc.

Thanks. Can you elaborate a bit more on the comment about greater engagement with customers? s it kind of
manual engagement through the call center or is it getting in front of the customers more often with e-mails or
new products announcements, features, et cetera? So just elaborate a bit more. And is there a way to think about
from a — deferred revenues jumped up in the quarter, how much was that due to HEG? And are there kind of
some perhaps timing issues? And how do we think about deferred revenues over the next few quarters until we

Scott W, Wagner A
Prasident & C g ﬂ

af Operating Offcer, GoDaddy, inc.

Yeah. Thanks, Jason. So on customer engagement - thanks for the question, by the way. Yeah, again, today we
have 17 million plus customers, many of whom have a lifespan longer than a decade with us. And as | know you
appreciate it and probably many on the phone do too, perhaps our biggest strategic opportunity as a company is
to do more with our base of customers. And over the last five years, we've thrown our shoulder against our
product portfolio, adding capabilities to individual applications that we can do for our customers.

Today and really over the last year, we found that a lot of the gaps in adoption of these new products is our
customers actually aren't either, a, discovering them or, b, just aren't even aware of the capability we have. And
so0 what that means is we're at a nice stage in our evolution where there's an opportunity to put time and
investment into how our customers engage with us across all our touch points — meaning our website, both
logged-in and non-logged-in state, care, help, chat, all those different touch points — and wrapping them in an
end-to-end experience that, if we do it right, are going to be ways that our customers discover, Iry and use more
of our products.

Now | realize I'm answering this at a pretty high level. But it's something where each of these touch points over
the last five years have been kind of spread throughout the company. And we've been operating them all, many in
really the same way that we have for a long, long time. And if we take a step back and look at how our customers
engage with us, they don't care as much about a specific product application as much as their idea and how it
evolves. And if we think about that experience backwards, there’s ways that hopefully we can create good
engagement with people. And ultimately, itll drive more product adoption, better satisfaction, usage and success
of their idea over time. And I'm going fo hand — Bay's going to take the second question on deferred.

: A
Raymond E. Wlnbom_e e A

Chief Financial Officer, Gola

Hey, Jason. It's Ray. So generally, we have counseled folks to model this from a bookings perspective,
percentage of bookings and revenue as you've seen over the past few quarters. Obviously, HEG's creating a little
bit of noise in those growth rates. Glad to take it offline with you and help you with the model.

Jason Helfstein ()
Anatyst, Gippenheimer & Co., Inc. A
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And just, Scott, let me just follow up — just back on the first question. Are you thinking about this in context of
potentially slower customer growth at some point? So not next year; but at some point, the customer growth will
slow. And the point is that do you think that there is more meaningful upside on the upsell?

Scott W. Wagner A

President & Chief Qperating Offices

iy, I,

Mo, Jason, that's not the signal. The takeaway is, oh, we're going to really think about and create a great end-to-
end experience across these 17 million customers. So it's not a substitution of, it's an and.

Jason Helfstein (:2

Ansilyst, Oppenheimer & Co., Inc.

Okay, thank you.

Scott W. Wagner A
Fresident & C g Off g A\
Yeah.

Operator: Your next question comes from the line of Jonathan Kees of Summit Redstone. Please go ahead.
Your line is open.

Jonathan Allan
Analyst, Summit Redsiona Pariners LLC

Great. Thanks for taking my questions. | wanted to just focus on the integration and progress with the HEG
integration. Last quarter, you had mentioned that the bookings with HEG was a little bit below the company as a
whole and you're working on customer care and improving that investment, improving the bookings order rate
there. Just curious how that's doing and also in terms of the take rate with the Business Applications and even the
attach rate with Domains. Obviously, they're heavy on the Hosting and Presence. And you talked about selling
them, pushing the other products with them to increase ARPU. So wondering how their ARPU is doing relative to
the company whole. And then anything else like with the backend office assistant infrastructure, if that's already
been consolidated or are you running on a more optimized network? Thank you.

m

ol

Scott W. Wagner A

esivent & Chief Operating Officer; Gs

Hey, Jonathan. It's Scott. When we think about the HEG integration, we're really happy with where we are. And |
think I'd go back to three points that we're working on. The first is creating a global product portfolio and layering
that across Europe both underneath the GoDaddy brand and a couple of heritage brands within HEG. The second
is creating a single both infrastructure and platform that goes from our tech infrastructure to our platform
capabilities to customer care. We're well underway across all those three things. And finally, what we're now able
to do is increase our go-to-market effort across Europe primarily under the GoDaddy brand. And we're seeing
good traction operationally across each of those three things. And if you're looking at the financial results, we're
right on track with where we want to be.

Jonathan Allan Kees (:2

Analyst, Summit R Partners LLC

Okay, great. Thanks for that color. Good luck.
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Operator: Your next question comes from Brian Essex of Morgan Stanley. Your ling is apen.

Brian L. Essex Q
Anatyst, Morgan Stanley & Ce. LLC

Hi. Good afternoon and thank you for taking the question. Congrats on the quarter. Scott, a question for you just
on that last comment that you had around how you're approaching Europe under the GoDaddy brand. What about
the legacy HEG brands, 123 Reg? | know you were going to kind of lean on some of the brand equity that HEG
had in Europe. But has that changed at all? And maybe how do we think about Europe and the rest of the
emerging markets that you had pretty good international growth this quarter?

Scott W, Wagner A

President & Chief Operating Off iy, fnc.

Yeah, thanks, Brian. We're happy again with Europe overall, both GoDaddy and HEG. Specifically in Europe,
GoDaddy is and will be our primary brand in terms of incremental marketing spend and effort. Now HEG has a
portfolio of brands and there are a couple — and you mentioned 123 Reg in the UK and Domain Factory in
Germany, which have terrific execution and a nice position in the market. And what we'll do is use those as
complementary brands maybe with a little extra emphasis on a product or two or a go-to-market effort or two but
won't be incremental. And so we're happy with the position and the thinking around how we can use those
heritage brands in a complementary way, again, around GoDaddy to have a nice position in the UK and Germany
for the next several years ahead. And when we think about expanding into other markets, our primary effort will

Brian L. Essex .
Angiys, Mon iy & Co. LL

Got it. And maybe to follow up with Ray. | think you initially indicated, | think, a $20 million synergy target with the
combination of HEG. Where do we stand with regard to your synergy targets? Have you uncovered additional,
maybe, asset rationalization? And what can we expect going forward incremental to any kind of margin accretion
from the combination of the business?

Raymond E. Winbome A

Chief Financial Off .

Hey, Brian. It's Ray. Well on track to achieve the $20 million plus synergies by the end of next year. We have
uncovered new synergies as we've gone through particularly infrastructure. But still on track to deliver at our

Q

Operator: Your next question comes from line of Brent Thill of Jefferies. Please go ahead. Your line is open.

Brent Thill Q
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Thanks. Just a question on the organic growth at 12%. | think for the last couple of years, you've been between
the pretty tight range of 12% to 15%. | realize you had a tough comp last 3Q. But anything organically that you're
seeing that may be different than you've seen historically or pretty much in line?

Mo, Brent. It's Ray. | haven't seen anything that would change the trajectory there. It's been solid all year. We've
continually updated the guidance to reflect that. So nothing to point out there.

Brent Thil (:“‘*
Analyst, Jefferies LLC -32
Okay. And for Scott, there's been a lot of focus on the online store. | don't know if you have a sense of kind of
penetration and where you could be. And why is this constrained to just the services commerce versus a broader
commerce opportunity for the customer you're serving?

Raymond E. Winborne
Chigf Officer, Ge Ine.

ficer,

Scott W. Wagner A

fent & Chisd Oparating Officer, GoDaddy, inc.

Yeah. Thanks, Brent. Well, | think you've got to do something first. And our first effort is around having a fantastic
execution of service commerce. Now we do have, as part of GoCentral, a online, again, store for the sales of
physical goods and inventory. That is a great entry-level service that is terrific and works well. | think our primary
focus right now is wrapping service commerce around that footprint and focused on being able to do that around
the world.

Now, when you ask about commerce and particularly physical inventory: it's such a local execution country by
country. And that has a whole set of capabilities required to do that locally around the world. Again, we do think
GoCentral, one of its advantages is the global nature of our execution. Over half of our signups, incremental
signups are coming from outside the United States in GoCentral. But again, you're — getting our first step or next
step in the evolution around service commerce, integration of service commerce, possibly with product
capabilities but make sure that that solution works great not only here in the United States but also more around
the world.

L Q

Thank you.

Operator: Your next question comes from the line of Mark May of Citi, Please go ahead. Your line is open.

bal Markels, Inc. Q

Thanks for taking my questions. Hopefully, they haven't been addressed. Can you shed some light on what the
main driver of — you had some nice gross margin improvement in the quarter — what the main driver of that was?
And then | think that you helped us with the HEG revenue contribution in the quarter. But can you comment on

Mark A. May

Anai

Raymond E. Winborni A

Chief Financial Officer, i, .
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Hey, Mark. It's Ray. So as far as gross margin, you've seen that tick up the last few quarters. Nothing unusual to
highlight this quarter. | think as you'll continue to see the shift from Domains to the higher-margin software
products, you'll see that float up. But as | noted in my remarks, we're still recommending folks to guide or to model
at that 65% range. Again, we just don't want to box ourselves in there. We want the flexibility to be able to invest
there and not to affect our build/buy/partner on products or pricing actions we may take or even, to Scott's point
about cloud, how infrastructure deployment might affect that gross margin.

As far as HEG organic growth, that business is continuing to perform well. Again, you could see our overall
margins and revenue growth rate. That was at the top of our guidance. So we're managing those businesses
together. So the customers are going to whichever brand that they're being driven to by the marketing.

Mark A. M
f-.-‘;a iyﬁ:c.' Markets, inc. Q

My recollection is that HEG generally has a little bit slower growth profile than the legacy GoDaddy business. If
that's true, it looks like GoDaddy organic grew about 12% this quarter. And you're guiding to, as you anniversary
the HEG deal, to be growing in the low double digits next year. Am | reading into your assumption there is that
you'll gither see an improvement in the HEG revenue growth, or are you expecting an improvement kind of in
more of the legacy business?

Raymond E. Winbome
Chief Financial Officer, GoDaddy, inc. A
We're guiding those together, Mark. So it's — 12% was the GoDaddy rough justice in Q3. When you look at the
double digit that we're projecting or targeting for next year, that's the combined growth rate. We're not looking at
these separately.

Mark A. May ( }
Analyst, Citigroup Giobel Markets, fnc.

Okay, thanks.

Operator: Your next question comes from the line of Aaron Kessler of Raymond James. Please go ahead.

Aaron M. Kessler @
Analyst, Raymond James & Associates, fnc. =3
Hey, guys. Thanks for the question. Just a couple of things. First on the premium solutions, the growth drivers,
how would you kind of rank order key growth driver there between kind of Office 365, some of your marksting
solutions and other? And then maybe just on the GoCentral, | know it's kind of still early. How would you
potentially rank kind of which inning development you're in? And then when we think of vertical sclutions, how
many do you think you can launch per year? Thank you.

Scott W. Wagner }[}‘

President & Chisf Operating Officer, GoDaddy,

Well, in terms of premium solutions, | think you're looking at Business Applications or at least I'm interpreting that,
Aaron. And the vast majority of our revenue still in that Business Applications category is productivity, both Office
365 and GoDaddy's proprietary e-mail solution of Workspace. And that's a nice balance between the two. Those
both continue to grow nicely.
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Now to your second question on GoCentral. How many verticals can we expect per year? Well, what's nice about
GoCentral is the onboarding process for GoCentral is really Al- and initiative-driven or idea-driven, where the very
first thing you do is type in what the idea for the site is about. And that already has the capability for hundreds of
verticals.

Now when | say put a little more effort into it, there's 20 verticals that are the first wave that are verticals you
would expect. In some ways, you could just follow the small business economy for those 20 verticals thatll be
rolling out early next year with a much deeper set of both content and features. And after those roll, there'll be
again 10 dozens of verticals to roll beyond that. But it's not a specific — we're not going one or two verticals. It's a
horizontal capability merchandised vertically.

Aaron M. Kessler @

Analyst, Raymond James & Associales, inc.

Great. And maybe just quickly if you can comment on how acquisitive you'll look to be in the Business Apps going
forward and what you're seeing in terms of valuations there.

Scott W. Wagner A

President & Chief aoidy, inc.

rating
Well, the nice thing about our business and where we are is, first and foremost — back to the customer comment
or Jason's customer comment — we've got 17 million customers who have ideas, businesses at some stage of
development and locking to develop those ideas online. And our opportunity as a consistent platform and with a
great delivery model is as those ideas develop, we can add more and more things over time. We've taken a nice
couple of steps over the last few years and we've had some success. And | think that's reflective of the customer
permission we have to develop more things with and for our customers over time.

In terms of specific categories, we'll continue to go through the build/buy/partner analysis and discipline with the
goal of having a great, distinctive solution if we're going into a category. Our bar for ourselves is higher than just
doing something. If we do anything in a category, we should be good, if not great. And so that'll drive — with a
focus on great. And thatll drive the build/buy/partner decision to be distinctive in the categories in which we
compete.

Aaron_ M. Kessler

Analyst, Rayn mes & Associales, Inc,

)

\

Great. Thank you.

Operator: Your next question comes from the line of Sameet Sinha of B. Riley FBR. Your line is open. Please
go ahead.

Sameet Sinha Q
Analyst, B. Riley FBR, Inc. e

Yes. Thank you very much. A couple of questions here and | apologize if these have been asked before. But the
free cash flow growth, long-term growth that you've always highlighted, about 15% to 20%; what sort of ARPU
and customer growth does that imply?

And the second question is on GoCentral and the legacy platform. Balancing both of them, can you talk about the
incremental cost of managing both of them? And is there a risk that potentially in the future GoGentral picks up,
you'll divert more resources, which could have an impact on your existing customer base who's on the legacy
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platiorm? And a kind of derivative question is, is there a easy way to port all the old sites into the new one, maybe

Scott W. Wagner A

Prasident & Chief Operating Officer, G

y, Inc.

It's Scott. In terms of the free cash flow growth algorithm, customers and ARPU; | think hitting that free cash flow
target is a consistent execution of what we've been doing. So no real change in terms of customer and ARPU
growth. In terms of your cost to manage GoCentral, | think we addressed it earlier. And the big point is don't worry
about it. GoCentral is a absolutely scaled international platform and the adoption and focus of everything we're

Sameet Sinha Q

Analyst, B. Rilay FBR, inc.

Okay. Thank you.

Operator: Your next question comes from the line of Naved Khan of SunTrust. Please go ahead. Your line is
open.

Naved Khan Q
Analyst, SunTrust Robinson Hump! .

Yeah. Thank you very much. | just wanted to go back to your previous comment about maybe the opportunity to
do mare with the existing base of 17 million. And if | Iook at the — or you were 1o look at your product offering, do
you see some cbvious holes there? Do you see any opportunity for maybe filling those through M&A? Any color
would be helpful.

Scott W. Wagner !!j\

President & Chief Operating Offices

Well, as of right now, Naved, we've leaned into several categories. Presence with GoCentral, certainly security
and voice. And we're focused on building those up and are obviously evaluating some new categories as we have
been doing for the last five years. And | don't have anything specific to tell you other than we're looking at other
categories where we can have an awesome solution that is great and distinctive for our customers and can be
good economics for us.

Naved Khan
Anglys Trust Robinson Q

Ckay, thanks. And then a quick follow-up. | think previously you have talked about bringing WordPress,
GoCentral, Office 365 to the HEG brands. Is that a 2018 target or is that currently happening in this current year
as well?

Scott W. Wagner A

President & Chief Operating Officer, GoDa

It's happening as we speak and is part of - it's underlying when both Ray and | say we're hitting our operational

Naved Kh
I-EY.: Sun aﬂRca:-\s:--.‘ Humphrey, inc. Q
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Okay. Thank you.

Operator: Your next question comes from the line of Mark Mahaney of RBC Capital Markets. Please go ahead.
Your line is open.

Zachary Schwartzman Q
Anglys!, RBC Warkels LLC

Hey. It's Zachary Schwartzman on for Mark. Thanks for taking the question. This is related to some of the
Business App questions you've had. How do you see that shifting over time in terms of revenue mix? How much
do you feel that Business Applications can grow to as a percentage of the total revenue over the next couple of
years? And another guestion on the debt ratio. Can you remind us your target leverage ratio and how do you think
about using free cash flow to pay down debt versus keeping it as dry powder for potential acquisitions and/or
other investments? Thanks.

Raymond E. Winbome A

Chief Financial Officer. GoDad

Hey, Mark. It's Ray. I'll start with your second question around free cash flow. Our targeted range for leverage is
still 2 to 4 times. And as | said in my call comment, remarks; we expect to be there by the end of the year. As far
as paying down debt, we've got a very attractive debt structure today with effectively a 3% effective rate. That's
50-50, floating versus fixed. So | think what we would intend to do is hold the cash for now so that we've got
excess capacity and flexibility there.

Scott W. Wagner A

Yeah. And Zach, it's Scott. In Business Apps, obviously, the growth's been terrific over the last several years. And
we've told everybody to think about that growth rate as being three to four times the rate of our customers. And |

Zachary Schwartzman Q

Analyst, REC Capital Markats LLC

Great. Thank you.
Operator: There are no further questions at this time. | will turn the call back over to the presenters.

Scott W. Wagner

President & Chief Operaling Officer, GoDaddy, Inc.

Great. Hey, everybody. Thanks so much for joining us. Appreciate it. And we'll talk to everybody in a quarter.

Operator: This concludes today’s conference call. You may now disconnect.

FACTSET:callstreet 21

1-877-FACTSET www.callstreet.com Copyright @ 2001-2017 FactSet CallStreet, LLC




GoDaddy, Inc. @opy) @l Corrected Transcript
Q3 2017 Earnings Call 08-Now-2017

Distiaimer

Thit information herein is based on sources we bafieve o be rofiabie bul is not guanartecd by us and does not purpod to be & complete or errur ot statement or summary of the avaiabie dala.
As such, we do nol wamant, endorse or guaranea the: completeness, accuracy, inlegrity, or imefiness of the information. You must evaluate, and bear all isks associated with, the use of any
informaticn provided hereunder, incuding amy refiance on the accuracy, completeness, safity orusefuiness of such information. This infomaticn is ot intended to be used as the pimary basis
of investment decisions. It shauld not be constued as advice designed to meet the particular imvestment needs of any investor. This report is published solefy for information purpeses, and i
not to be construed as financial or other advice or as an offer o seff or the solicitation of an offer %o buy any security in any state where such an offer or solicitaticn would be iliegal. Amy
infermation expeessed heredn on this date ks subject to change without notice. Any opinions or assertions contained in this information do not represent the opinicns of bedafs of FactSet
CallSireet, LLC. FactSet CallStreet, LLE, or one or more o Its emgioyees, Including the witer of this report, may have & position in any of the securities discussed hereln.

THE INFORMATION PROVIDED TO YOU HEREUNDER 1S PROVIDED “AS IS" AND TO THE MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, FactSet CalSheel, LLC AND ITS
LICENSORS, BUSINESS ASSOCIATES AND SUPPLIERS DISCLAIM ALL WARRANTIES WITH RESPECT TO THE SAME, EXPRESS, IMPLIED AND STATUTORY , INCLUDING WITHOUT
LIMITATION ANY IMPLIED WARRANTIES OF MERCHANTABILITY, FITHESS FOR A PARTICULAR PURPOSE, ACCURACY. COMPLETENESS, AND NON-INFRINGEMENT. TO THE
MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, NEITHER FACTSET CALLSTREET, LLC NOR ITS OFFICERS, MEMBERS, DIRECTORS, PARTNERS, AFFILIATES, BUSINESS
ASSOCIATES, LICENSORS OR SUPPLIERS WILL BE LIABLE FOR ANY INDIRECT, INCIDENTAL, SPECIAL. CONSEQUENTIAL OR PUNITIVE DAMAGES, INCLUDING WITHOUT
UMTATION DAMAGES FOR LOST PROFITS OR REVENUES, GOODWILL, WORK STOPPAGE, SECURITY BREACHES, VIRUSES, COMPUTER FAILURE OR MALFUNCTION, USE.
DATA OR OTHER INTANGIBLE LOSSES OR COMMERCIAL DAMAGES, EVEN IF ANY OF SUCH PARTIES IS ADVISED OF THE POSSIBILITY OF SUCH LOSSES, ARISING UNDER OR
IN CONNECTION WITH THE BNFORMATION PROVIDED HEREIN OR ANY OTHER SUBJECT MATTER MEREOF.

The canterts and appearance of this report are Capyrighted FartSet CalStreet, LLC 2017 CaSitract and FactSet CalStret, LLC are rademarks and servioa marks of FactSet CallSirest, LLE.
Al cther rademarks etk ek of thet respective companies. All ights resenved.

FACTSET:callstreet 22

1-877-FACTSET www.callstreet.com Copyright @ 2001-2017 FactSet CallStreet, LLC










GoDaddy
Forward-Looking Statements

This presentation contains forward-looking statements which are subject to the safe harbor provisions of the Private Securities Litigation Reform Act of 1995. These statements
are based on estimates and information available to us at the time of this press release and are not guarantees of future performance. Statements in this release involve risks,
uncertainties and assumptions. If the risks or uncertainties materialize or the assumptions prove incorrect, our results may differ materially from those expressed or implied by
such forward-looking statements. All statements other than statements of historical fact could be deemed forward-looking statements, including, but not limited to: launches of
new or expansion of existing products or services, any projections of product or service availability, technology developments and ir tion, customer growth, or other future
events; any statements about historical resulls that may suggest future trends for our business; any statements regarding our plans, strategies or objectives with respect to future
operations, including international expansion plans; any statements regarding integration of recent or planned acquisitions, any statements regarding our future financial results;
statements concerning GoDaddy'’s ability to integrate its acquisition of HEG, and the projected impact of the acquisition on GoDaddy's business and results of operations; and
any statements of assumptions underlying any of the foregoing.

Actual results could differ materially from our current expectations as a result of many factors, including, but not limited to: the unpredictable nature of our rapidly evolving market;
fluctuations in our financial and operating results; our rate of growth; interruptions or delays in our service or our web hosting; breaches of our security measures; the impact of
any previous or future acquisitions; our ability to continue to release, and gain customer acceptance of, our existing and future products and services; our ability to manage our
growth; our ability to hire, retain and motivate employees; the effects of competition; technological, regulatory and legal developments; intellectual property litigation; and
developments in the economy, financial markets and credit markets.

Additional risks and uncertainties that could affect GoDaddy's financial results are included in the other filings we make with the SEC from time to time, including under the
captions "Risk Factors” and "Management's Discussion and Analysis of Financial Condition and Results of Operations” in the GoDaddy's Annual Report on Form 10-K for the
year ended December 31, 2016 and the risk factors described in the Company’s Current Report on Form 8-K filed May 3, 2017, which are available on GoDaddy's website at
https:/linvestors.godaddy.net and on the SEC's website at www.sec.qov. Risks related to HEG include retention of customers and, GoDaddy's ability to integrate. Additional
information will also be set forth in other filings that GoDaddy makes with the SEC from time to time. All forward-looking statements in this press release are based on
information available to GoDaddy as of the date hereof. GoDaddy does not assume any obligation to update the forward-looking statements provided to reflect events that occur
or circumstances that exist after the date on which they were made.

Non-GAAP Financial Measures

In addition to financial measures prepared in accordance with generally accepted accounting principles in the United States ("GAAP"), this presentation includes certain non-
GAAP financial measures and other operating metrics. We believe that these non-GAAP financial measures and other operating metrics are useful as a supplement in evaluating
our ongoing operational performance and enhancing an overall understanding of our past financial performance. The non-GAAP financial measures included in this presentation
should not be considered in isolation from, or as a substitute for, financial information prepared in accordance with GAAP. A reconciliation between each non-GAAP financial
measure and its nearest GAAP equivalent is included on slides 15-17 of this presentation.




GoDaddy

Our vision is to
radically shift the
global economy
toward life-fulfilling
independent

ventures.




GoDaddy
Q32017 Top Line

Customers
Millions

Q3 2016 Q3 2017

fConsolidated ARPU includes four quarters of GoDaddy revenue and two.
#0317 YOY organic revanue growth was ~12% and includes an <

ARPU
$

Q3 2016 Q3 2017
quarters of HEG revenue.
$75M purchas: i refated to HEG.

Undess otherwise noted, ol numbers are as of September 30, 2017,

Revenue
$ Millions

$582
S$53 HEG

$529
GoDaddy

Q3 2016 Q3 2017¢

YoY growth 24% measured
in constant currency.

Bookings

$ Millions

Q3 2016 Q3 2017

YoY growth 25% measured
in constant currency.




GoDaddy

Pro Managed
WordPress

Features

+ High-performance and highly-reliable
hosting

+ End-to-end security

+ Essential tools to efficiently manage
multiple clients and sites

+ SSL on every domain
+ Sucuri site monitoring, backup and firewall

+ WordPress-centric 24/7 expert customer
support service

Technology
+ Modern open stack platform

» Containerized, isolated environment for
every site

+ Latest technologies for enhanced
performance, scalability and security

+ Multiple layers of caching
+ Built in redundancy

Undess otherwise noted, all numbers are as of September 30, 2017,

Powered by the latest,
most advanced technologies.

Pro Managed WordPress features
rewards and tools designed
specifically for Web Pros.

Plans include

advanced
hosting features o
differentiated 4
by number of g eecooen
sites.
lo; L a

NEW! Pro Managed WordPress Hosting

Redesigned to change

minds and impress
skeptics.

An advanced hosting platorm with powertd

management 1ools.

Powerful management tools

Manage multiple sies and chents




GoDaddy
Accomplishments & Future

Our Accomplishments

Strong value proposition for our customers.

Scaled international business with growth
and attractive LTV/CAC addressing global
needs.

Tech platform and care with genuine
distinction.

Meaningful top-line and cash flow growth.

Our Future

Product and tech innovation in anchor and
expanding categories.

International opportunity still large.
Deeper customer engagement.

Greater use of the public cloud.




GoDaddy
GoCentral

Strong Momentum

» Continued solid adoption rates

» Increasing conversion from free
to paid

* Rising Net Promoter scores

» Positive customer feedback

Rapid Product Iteration

» Simplicity and ease of use
remains core

» Better imagery for hundreds of
verticals

» Lighting up new verticals

» Benchmark studies show
GoCentral fastest and most
performant

» Enabling new SMB use cases
soon

Build a better website...

Build, customize,
or update your fully
mobile-responsive
site on-the-go
entirely froma
phone or tablet.

Integrated
Marketing & =8
eCommerce Ja




GoDaddy
Exceptional Unlevered Free Cash Flow (uFCF)

uFCF Trailing Twelve Month uFCF

$ Millions $ Millions

Q3 2016 Q3 2017 Q3 2015 Q4 2015 Q12016 Q2 2016 Q3 2016 Q4 2016 Q12017 Q2 2017 Q3 2017
== yFCF  * * * *% of Revenue

Uniess otherwise noled, all numbers are as of Seplember 30, 2017.




GoDaddy
Domains Outgrowing
Industry

Revenue
$ Millions

Q3 2016 Q3 2017

\Undess otherwise noted, all numbers are as of September 30, 2017.

Better

and differentiated
search across the
desktop and mobile
devices.

Continued
strong renewals.

Broader

domain secondary
market bringing
liquidity to a growing
aftermarket.

More
inventory with
hundreds of TLDs.

s [N

anaroundiown.co Add thes: $11.99

0 Get3ondSave72%
seae ST7.00* m
artaroundiown org
artaroundiown info
artaroundiown biz




GoDaddy

Faster Growth in Build, customize, or update your fully mobile-

: responsive site on-the-go entirely froma .
Hosting & Presence Chone or tablet. 5 m—
Revenue
$ Millions

Integrated
Marketing &
eCommerce

GoCentral

Easy and elegant
site-building

Q3 2016 Q3 2017

Undess otherwise noted, all numbers are as of September 30, 2017,




GoDaddy
Strong Growth in
Business Apps

Revenue
$ Millions

Q3 2016 Q3 2017

Undess otherwise noted, all numbers are as of September 30, 2017,

Email

Marketing
Integrated with
GoCentral.

Microsoft
Office 365
Continued strong

adoption bundled
with domains.

— Renewals

\ _/ remain strong.

Micrasat® Office 345 from GoDoddy

The Office you know - only
way better.
Simple set up, expert 24/7 support and more.

More than 10 employess? Find o

- - -

 oopoEn
Business Premium

A% the OfE 1007 pASS STas Mar's 28 profesyonsl &

f"\




GoDaddy

Bold Expansion 50+ Markets and 100+ Countries
Globally

International Revenue
$ Millions

Q3 2016 Q3 2017

YoY growth 52% measured
in constant currency.

Undess otherwise noted, all numbers are as of Seplember 30, 2017,




GoDaddy

GoDaddy’s Global Leadership

17M customers
73M domains
7K employees

Undess otherwise noted, all numbers are as of Seplember 30, 2017 and include HEG.

Expect $20M in annualized from HEG integration
synergies in 2018.

Executing on multiple cost opportunities with HEG
integration.

Integrated European Customer Care operation with
A+ support and consultative sales underway.

GoDaddy EMEA focus on optimized pricing and returns on
marketing dollars.

Continued roll-out of GoDaddy products to HEG
customers.




GoDaddy
Q4 & Full Year 2017 Outlook

Revenue

Unlevered Free Cash Flow

Q4 2017

$591M-$596M
~22% growth

Full Year 2017

$2,221M-$2,226M
~20% growth

$485M
36% growth




GoDaddy
Non-GAAP Reconciliation: Bookings & uFCF

Three Months Ended Sept 30 Nine Months Ended Sept 30
Reconciliation of Bookings ($M) 2016 2017 2016 2017
Total revenue $472.1 $582.2 $1,362.0 $1,629.7
Change in deferred revenue 27.3 44.5 158.3 204.3
Net refunds 354 434 108.8 1251
Other (0.5) (2.1) 16 1.2
Total Bookings $534.3 $668.0 $1,630.7 $1,960.3

Three Months Ended Sept 30 Nine Months Ended Sept 30
Reconciliation of Unlevered Free Cash Flow (5M) 2016 2017 2016 2017
Net cash provided by operating activities $99.7 $1314 $297 .4 $371.3
Impact of discontinued operations — (0.5) — {3:5)
Cash paid for interest 1.7 24.6 35.0 59.3
Cash paid for acquisition and sponsor-related costs 0.4 54 0.8 294
Capital expenditures (16.2) (23.7) (42.8) (60.2)
Cash paid for tax-related distributions — — (10.3) (10.0)

Unlevered Free Cash Flow $95.6 $137.2 $280.1 $386.3




GoDaddy
Non-GAAP Reconciliation: Net Debt

September 30, 2017

Reconciliation of Net Debt (in millions) Actual

Current portion of long-term debt $16.1
Long-term debt 24158
Unamortized original issue discount on long-term debt 34.0
Unamortized debt issuance costs 22.7
Total debt $2,488.6
Less: Cash and cash equivalents (536.9)
Less: Short-term investments (16.4)

Net Debt $1,935.3




GoDaddy
Non-GAAP Reconciliation: Trailing Twelve Months & uFCF

Reconciliation of
uFCF (SM)

Net cash provided by
operating activities

Q3-15 Q4-15 Q1-16  Q2-16 Q3-16 Q4-16 Q1-17 Q2-17 Q3-17

$223.8 $259.2 $2924  $337.5 $358.5 $386.5 $407.8 $428.7 $460.4

Impact of discontinued

operations = = i = = = = (3.0) (3:3)
Cash paid for interest 68.3 59.1 50.1 47.0 46.8 465 437 57.9 70.8
Caslpeid for acauiiton 31.7 31.9 31.6 2.0 20 35 87 271 32.1
and sponsor-related costs

Capital expenditures (60.8)  (558)  (59.6)  (59.4) (643)  (61.5)  (69.3)  (71.4) (78.9)
€ty poic fon tax-related - (0.3) 49)  (106) (106)  (183)  (20.7)  (180)  (18.0)

distributions

Unlevered Free Cash Flow $263.0 $294.1 $309.6 $316.5 $332.4 $356.7 $370.2 $421.3 $462.9
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