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Safe Harbor and IP Statement
This presentation contains forward-looking statements or information (forward-looking statements) within the meaning of the Private Securities Litigation Reform Act of 1995, Section 21E of the U.S. Securities 
Exchange Act of 1934, as amended (the Exchange Act), Section 27A of the U.S. Securities Act of 1933, as amended, and other applicable securities laws of the United States and Canada, and is subject to the safe 
harbors created by those provisions. All statements other than statements of historical facts are statements that could be deemed forward-looking statements. Certain statements in this presentation, including 
statements about Open Text Corporation (“OpenText” or “the Company”) on growth, profitability and future of Information Management, including returning to growth, strategic capital allocation, delivering sustained 
margin and free cash flow growth, reinvestment in out-performing products, and generating returns for investors; expected future performance, including competitive position of and innovation to certain products and 
ability to build long-term shareholder value; customer benefits from products; A-EBITDA expansion; executing the Company’s capital allocation strategy, including expected return to shareholders; execution of 
Business Optimization Plan and other savings initiatives, including timing, costs, savings, associated benefits thereof and potential adjustments of amounts thereto; projected outlook, estimates and business model; 
portfolio shaping opportunities and divestiture of non-core assets, associated strategy, benefits from and timing of such transaction and use of proceeds therefrom; appointment of permanent CEO and timing thereof; 
future total and cloud revenues, operating expenses, margins, RPO, cRPO, free cash flows, earnings, interest expense and capital expenditures; net leverage and savings estimates and timing thereof; market share of 
our products; innovation road map; estimated annualized dividend; expected size and timing of the share repurchase plan, including execution thereof; future tax rates; renewal rates; new platform and product 
offerings, including reinvestment therein and associated benefits to customers; internal automation and AI leverage, including our AI strategy, vision and growth; projected financial information; and other matters, which 
may contain words such as “anticipates”, “expects”, “intends”, “plans”, “believes”, “seeks”, “estimates”, “may”, “could”, “would”, “might”, “will” and variations of these words or similar expressions are intended to identify 
forward-looking statements or information under applicable securities laws (forward-looking statements). In addition, any statements or information that refer to expectations, beliefs, plans, projections, objectives, 
performance or other characterizations of future events or circumstances, including any underlying assumptions, are forward-looking statements, and are based on our current expectations, forecasts and projections 
about the operating environment, economies and markets in which we operate. 

Forward-looking statements reflect our current estimates, beliefs and assumptions, which are based on management's perception of historic trends, current conditions and expected future developments, as well as 
other factors it believes are appropriate in the circumstances, such as certain assumptions about the economy, as well as market, financial and operational assumptions. Management's estimates, beliefs and 
assumptions, including statements regarding future outlook, estimates and business models, are inherently subject to significant business, economic, competitive and other uncertainties and contingencies regarding 
future events and, as such, are subject to change and are not considered guidance. We can give no assurance that such estimates, beliefs and assumptions will prove to be correct. Future declarations of dividends are 
also subject to the final determination and discretion of the Board of Directors, and an annualized dividend has not been approved or declared by the Board. Forward-looking statements involve known and unknown 
risks and uncertainties such as those relating to: all statements regarding the expected future financial position, results of operations, revenues, expenses, margins, cash flows, dividends, share buybacks, financing 
plans, business strategy, budgets, capital expenditures, competitive positions, growth opportunities, plans and objectives of management, including any anticipated synergy benefits; incurring unanticipated costs, 
delays or difficulties; and our ability to develop, protect and maintain our intellectual property and proprietary technology and to operate without infringing on the proprietary rights of others. We rely on a combination of 
copyright, patent, trademark and trade secret laws, non-disclosure agreements and other contractual provisions to establish and maintain our proprietary rights, which are important to our success. From time to time, 
we may also enforce our intellectual property rights through litigation in line with our strategic and business objectives. The actual results that OpenText achieves may differ materially from any forward-looking 
statements. For additional information with respect to risks and other factors which could occur, see the Company's Annual Report on Form 10-K, Quarterly Reports on Form 10-Q and other securities filings with the 
Securities and Exchange Commission (SEC) and other securities regulators. Readers are cautioned not to place undue reliance upon any such forward-looking statements, which speak only as of the date made. 
Unless otherwise required by applicable securities laws, the Company disclaims any intention or obligation to update or revise any forward-looking statements, whether as a result of new information, future events or 
otherwise. 

Further, readers should note that we may announce information using our website, press releases, securities law filings, public conference calls, webcasts and the social media channels identified on the Investors 
section of our website (https://investors.opentext.com). Such social media channels may include the Company's or our executive's blog, X, formerly known as Twitter, account or LinkedIn account. The information 
posted through such channels may be material. Accordingly, readers should monitor such channels in addition to our other forms of communication.  In addition, certain non-GAAP forward-looking measures have not 
been reconciled to their corresponding GAAP measure due to the high variability and difficulty in making accurate forecasts and projections of such information.

Items in tables throughout this presentation may not add due to rounding. Percentages presented are calculated based on the underlying amounts. References to analyst or consensus information is being provided for 
informational purposes only and does not, nor should be considered to be an, endorsement of any analyst report or analyst estimates and the Company is not responsible for such analyst reports or estimates or the 
consensus information which is derived from such reports or estimates.
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Investor Track Agenda

Time Event

7:30 – 8:40 Private Analyst & Investor Breakfast​

9:00 - 12:00 Business Focus Keynote

12:00 - 12:30 Break & Lunch​

12:30 – 2:05

Greetings and Disclaimer​ Greg Secord, VP Global Head of Investor Relations​

Welcome and Agenda James McGourlay, Interim Chief Executive Officer​

My First Month Steve Rai, EVP, Chief Financial Officer​

Strategy & AI, Aviator Tom Jenkins, Executive Chair & Chief Strategy Officer​

Sovereign Data and AI Shannon Bell, EVP, Chief Digital Officer, Chief Information Officer​

Accelerating Growth in F’26 Todd Cione, President, Worldwide Sales​

Wrap-up and Q&A

2:05 – 2:30 Break​

2:30 – 3:00 Investor Demo Tour in Expo Hall

3:00 – 5:30 Explore our Expo Hall

5:30 - 7:30
Private Analyst & Investor Dinner with

Steve Rai, EVP, Chief Financial Officer​
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Welcome and Agenda
James McGourlay
OpenText Interim Chief Executive Officer
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2000+ Attendees = Connect & Collaborate

100+ Sessions = Robust Learning

50+ Customer Speakers = Industry Experts

Experiential expo = Engage & Play

November 17-20 | Nashville
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Top Take-Aways from OpenText World

Strong data leads to strong AI outcomes: get AI ready to benefit 

from the convergence 

Contextual data fuels more accurate AI: the future of agentic AI 

depends on this orchestration 

Customers have choice with OpenText (cloud, on-prem, hybrid): 

control where your data resides and control how AI uses it 

1

2

3
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My First Month
Steve Rai
OpenText EVP, CFO
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My First Month – Observations & Priorities

My Background

• Over 30 years of finance 

expertise in technology

• Previous positions at 

BlackBerry, PMC-Sierra, PWC

• Guided major corporate 

transformations and portfolio 

shaping: BlackBerry

What I’ve Observed So Far

• Tremendous global customer 

base, world class expertise 

and technology to support 

Agentic AI

• Capital flexibility to continue 

investing for growth

• Better investor communication 

needed to understand/follow 

business evolution 

Strategic Priorities

• Focus on growing our core 

business including faster 

cloud migration

• Portfolio shaping

• Business Optimization
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Accelerating Growth in Our Core Businesses

• Core Business (~75% of total revenue) is growing at ~2x our total growth rates

• Content (~40% of total revenue) is our strongest business, leading our growth in the Cloud

1. ITOM or IT Operations Management also known as Observability and Service Management (OSM).

2. ADM or Application Automation also known as DevOps. ADM included our AMC business prior to the divestiture on May 1, 2024.

3. % Growth Y/Y excludes the impact of AMC Divestiture which was completed on May 1, 2024.

Total Revenue Cloud Revenue

F’25 

(US$M)

F'25 % of Total 

Revenue

F'25 

% Growth Y/Y

Q1 F'26 

% Growth Y/Y

F’25 

(US$M)

F'25 % of Cloud 

Revenue

F'25

% Growth Y/Y

Q1 F'26 

% Growth Y/Y

Content $2,136 41% 4% 3% $481 26% 17% 21%

Business Network $633 12% -1% 2% $595 32% -1% 3%

ITOM(1) $453 9% -13% -6% $21 1% 25% 58%

Cybersecurity

(Enterprise)
$692 13% -5% 6% $84 4% -3% -1%

Core Business $3,914 76% -0.9% 2.5% $1,181 64% 5.7% 10.6%

Human

Transaction

Type of 

content

Business 

Unit

Machine

Security

Cybersecurity

(SMB + Consumer)
$543 11% -13% -5% $494 27% -4% -5%

ADM(2) (3) $476 9% -3% 3% $106 6% 11% 25%

Analytics $235 5% -10% -1% $75 4% -20% -15%

Non-Core Business $1,254 24% -9.1% -1.4% $675 36% -4.0% -1.6%

Total(3) $5,168 100% -3.0% 1.5% $1,856 100% 2.0% 6.0%
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Core ARR Total RPO

Core Cloud Other Core

Total Revenue Over Time

1. Annual Recurring Revenues (ARR) is defined as the sum of cloud services and subscriptions revenues and customer support revenues.

Cloud Driving the Business Model – Illustrative Migration Path
Core Product Categories Only

ARR(1) & Total RPO

$

Continued cloud 
expansion as it exceeds 
50% total revenue

Time Time

$

RPO expansion as multi year cloud 
grows faster vs. mostly annual CS
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Non Core ARR Core ARR Total RPO
Core Cloud Other Core Non Core

Total Revenue Over Time

1. Annual Recurring Revenues (ARR) is defined as the sum of cloud services and subscriptions revenues and customer support revenues.

ARR(1) & Total RPO

$

Continued cloud 
expansion as it exceeds 
50% total revenue

Time Time

$

RPO expansion as multi year cloud 
grows faster vs. mostly annual CS

Cloud Driving the Business Model – Illustrative Migration Path
Core and Non-Core Product Categories
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Core ARR Total RPO

Core Cloud Other Core

Total Revenue Over Time

1. Annual Recurring Revenues (ARR) is defined as the sum of cloud services and subscriptions revenues and customer support revenues.

Cloud Driving the Business Model – Illustrative Migration Path
Core Product Categories Only

ARR(1) & Total RPO

$

Continued cloud 
expansion as it exceeds 
50% total revenue

Time Time

$

RPO expansion as multi year cloud 
grows faster vs. mostly annual CS
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Cloud Driving the Business Model

Focus on the Core Product Categories1

2

3

Cloud to drive Core ARR and RPO Growth

Grow A-EBITDA Dollars per Share
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Strategy and AI
P. Thomas (Tom) Jenkins
OpenText Executive Chair & Chief Strategy Officer
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Public LLMs are trained on 

open internet >> not enough 

for enterprise-grade, 

regulated insights

~90%
of the world’s information expected to live inside

organizations(1)

(emails, documents, records, workflows, transactions, communications)

Hyperscalers don’t always solve for

data sovereignty, privacy, or

industry specificity

Enterprises want to own 

and govern their content

>> compliance, security,

competitive advantage

AgenticAI only delivers 

value when powered by 

trusted, proprietary 

enterprise data

Source: IDC

Why Do Enterprises Need To Look At Their Own Data?
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ACTION ANYTHING
Generative Al Large Language 

Models (LLM)

Chat GPT

ASK ONE THING
Agentic AI Small Language 

Models (SLM)

Productivity

SOLVE ANYTHING
Frontier Models/Quantum 

Computing

Super Intelligence

DATA GUIDES ACTION

Connected, real-time data enables 

trusted decisions

DATA FUELS CREATION 

Quality & clean data drives useful 

outputs 

DATA DEFINES ALIGNMENT

Governance & integrity of data 

shape outcomes

Parameters

SOLVE ANYTHING
AGI – Super Intelligence

Frontier Models

Quantum Computing

ASK ONE THING
Agentic AI 

Small Language Models 

(SLM)

ACTION ANYTHING
ChatGPT

Generative AI 

Large Language Models (LLM)

Solve

Discuss

Task

1 million 1 billion 1 trillion

A
I

DATA

OpenText Provides Information to Train Agentic AI
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For an organization that is training agentic AI, a 

subset of very context specific data is required.

The data is usually broken down into three types of 

content:

• Human generated (Content Server)

• Machine generated (ITOM)

• Transactional (Business Networks)

• Cybersecurity (both at the server and at the 

edge device) ensures the integrity of the 

content

This data is normally located behind the firewall 

and NOT on a cloud.

Training Agentic AI
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MIT Study: Productivity Gains From AI Slow to Be Realized

Observations:

• Over reliance on publicly trained LLMs that have limited 
context in actual business applications.

• Lack of specific training data for the particular business 
and/or the application.

• Lack of data connectors and workflow integration to 
effect real life transformations.

• Early agentic AI produces too many “confident mistakes” 
where the AI provides a convincing and confident 
answer that is completely wrong.

• Only 5% of the agentic AI studied achieved or exceeded 
the objectives.

• Integration with Business content and processes 
required for success.

Source: MIT study released in July 2025
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Secure Information Management for AI

Data AI

Multi-

Cloud

Multi-

Model

Multi-

App
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Aviator is a "Swiss Army knife" for AI

On-Premise

Private Cloud

Hyper Scaler

SLM (Small Language Model)

LLM (Large Language Model)

Super Intelligence (Frontier)

ERP

CRM

HR/FIN/LEGAL

FLEXIBLEFEATURE

Multi-Cloud

Multi-Model

Multi-App
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Comprehensive Guide: Enterprise Artificial Intelligence
Building Trusted Al with Secure Data

• Serves as a comprehensive guide for 

organizations navigating the transformative era 

of Generative AI. 

• Explores how enterprises can responsibly 

integrate AI by prioritizing trust, governance, 

and security.

• Hyperscale infrastructure and agentic AI 

redefine operations, shifting from complex 

systems to effective data governance.

2005 2025

Download 

Here
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Sovereign Data and AI
Shannon Bell
OpenText EVP, CDO and CIO
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Sovereignty is a Global Challenge
Data protection is critical in an 

AI World. Data is a valuable 

asset amid geopolitical 

instability.

Protecting private data and AI is 

not just a government problem, 

it is a problem for regulated 

industries.

The future of sovereignty is 

hybrid – leveraging efficiency of 

public cloud while protecting 

enterprise differentiation.
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Organizations Require Sovereign Data and AI
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Public Sector

$37B

$169B

2023 2028

36%

CAGR

Half of multi-national companies projected 

to have digital sovereignty strategies by 

2029, up from under 10% in 2025.(1)

Global Market for Sovereign Cloud1

1. Source: Gartner

Global Market Opportunity for Sovereign Data and AI
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OpenText is Uniquely Positioned to Lead in Sovereign Data and AI

Vendors that offer flexible deployment models, including the ability to work in private/sovereign and 

public/non-sovereign zones have an advantage in what will continue to be a hybrid world.  
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Accelerating Growth in F’2026
Todd Cione
OpenText President, Worldwide Sales
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$5 billion 
F’25 Total Revenue

-10% y/y growth

$2 billion 
F’25 Cloud Revenue

+2% y/y growth

Portfolio 

Shaping

OpenText Envisioned

ITOM
Machine-generated 

content

Accelerating Our Core Businesses

(“shrink to grow”)

OpenText Now



29OpenText ©2025. All rights reserved.

CustomersWinning Advantages Key Growth Priorities

Content Management

• Trusted Info. Governance 

– wide installed base 

permissions-based, on-

premise and cloud

• Strategic partnership 

with SAP - structured & 

unstructured data to win in 

archiving, HR, and vendor 

invoice management 

• Industry focus - insurance 

solutions w/ Guidewire, 

public sector FedRAMP IL5 

cert., single source of truth 

in banking, insurance (i.e., 

Fiserv partnership) 

• Content Aviator on all 

platforms

• AI in Context – role-based 

Aviators for processes such 

as claims management, 

compliance checks, 

document generation, etc. 

• Upgrade to cloud – tooling 

to enable content migration 

that makes data more AI-

ready with configuration 

automation (powered by AI)

• AI Data Sovereignty – meet 

customers for regionally 

specific requirements 

• Version currency – getting 

customers onto latest version 

of software for better 

experience and stickiness

$2.1B Revenue
F25 Baseline

~7,000

Customers

Top 3 

Innovations

Content Aviator 

SAP Integrations 

Guidewire

Top Competitors

Hyland, Box
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Winning Advantage CustomersKey Growth Priorities

IT Operations Management (ITOM)

• AI-Powered Service 

Management (ESM) – 

modules for IT, HR, and 

Customer Support with AI-

led service management 

with content management

• Universal Discovery – 

industry leading 

observability for IT, IoT, 3rd 

party discovery; combines 

asset, change, and incident 

management to drive 

strong security posture 

• Incident Prevention – 

Applied AI and Aviator 

agents to discover and act 

on unplanned changes and 

potential vulnerabilities  

• IT Service Management – 

helping customers adopt AI 

to overcome data quality 

legacy integration, security 

risks, adoption challenges; 

build a ticketless enterprise

• Total Cost of Ownership  

– simplified service 

experience with unified 

knowledge base and ticket 

management across all 

corporate functions

• Total Asset Visibility – 

focus on helping customers 

surface right data securely 

across applications, 

infrastructure, and networks 

$453M Revenue
F25 Baseline

~2,000 

Customers

Top 3 

Innovations

Discovery

 SaaS Platform   

OTSM Aviator 

Top Competitors

ServiceNow,  

BMC
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Winning Advantage CustomersKey Growth Priorities

Business Network 

• Deep and mature 

customer installed base – 

represents many of the 

Global Supply Chain 50, 

high dependency on B2B 

integrations for daily 

commerce with supplier

• Global e-Invoicing  

solution – covers 50+ 

countries to provide 

advanced capabilities to 

meet country-regulatory 

requirements 

• From maps to apps –

create agentic framework 

to automate mapping 

across 80% of use cases

• Migration strategy and   

AI-enabled tooling – for 

customers to move to 

modern Trading Grid 

platform with AI automating 

configurations and more 

• Product-led growth – 

Trading Grid Command 

Center as the foundation 

data platform for managing 

AI-powered supply chain 

insights and orchestration   

• Value-add AI Agents – 

anomaly detection, 

predictive analytics for 

asset failure, autonomous 

operations, self-healing, IoT 

$633M Revenue
F25 Baseline

~700 

Customers

Top 3 

Innovations

TG Aviator

Command Center

IOT / GPAS

Top Competitors

IBM Sterling,  

SPS Commerce 
Cardinal 

Health
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Winning Advantage CustomersKey Growth Priorities

Cybersecurity Enterprise

• Best-in-Class Solutions – 

industry leading 

capabilities in application 

security, threat detection 

and response, data 

security and encryption

• Open Architecture – 

interoperability with a wide 

array of security tools used 

in the NOC and SOC to 

provide seamless user 

experience for customers 

• Alliances Partnerships – 

joint differentiated solutions 

to win in the market, 

partnership with Microsoft,  

Fiserv, Google, Accenture, 

Cap Gemini, etc. 

• New Markets – bring our 

cloud cybersecurity 

portfolio more fully to ANZ, 

Middle East, Japan, 

Singapore, India, etc.

• Collaboration with MSPs 

– bring new offerings with 

ecosystem of partners to 

market to drive vertical 

relevance (i.e., data 

protection for retail, 

financial services, etc. ) 

• Get AI Ready – resurgence 

of customer demand for 

data privacy and protection, 

advanced data encryption, 

and identity access 

management

$692M Revenue
F25 Baseline

~500 

Customers

Top 3 

Innovations

AppSec Aviator

Threat Detection

IAM SaaS 

Top Competitors

Splunk / Cisco, 

IBM, Okta
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Scaled Go-to-Market

How we segment How we sell

• Strategic: Global Account Executive 

sellers manage top ~100 accounts 

cross-BUs w/ industry specialization

• Strategic & Enterprise: Field Account 

Executive “specialists” sellers by BU

• Corporate: Inside Account Executive 

sellers & partners Mid-Market focused

• SMB & Home: Volume business 

transacted eCommerce, B2C, VAR, 

RMM and MSP partners

• Partners ecosystem augmenting 

sellers cross-segments to scale & 

boost value

• Rigorous global enablement to 

measure & build consistent seller 

capability & execution

• Sales operations to simplify & 

modernize contracting, process, 

planning & tools

Strategic 

Accounts

Home Accounts

Consumer | Prosumer

Where we sell

• Global Coverage: Globally 

deployed field selling & solution 

consulting team across 41 countries

• Ecosystem: Partner & distribution 

ecosystem globally managed

• Specialization: localized in geo by 

industry and business unit (BU)

Enterprise                   

Accounts

G10k ($1B+ Revenue)

Corporate Accounts

Mid-Market ($300M-$1B)

SMB Accounts

Companies with 250-2500 Employees



34OpenText ©2025. All rights reserved.

Q&A
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