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Certain statements in this presentation relate to future results that are forward-
looking statements as defined in the Private Securities Litigation Reform Act of 
1995. This presentation contains statements involving risks and uncertainties,1995. This presentation contains statements involving risks and uncertainties, 
including statements relating to Limelight Network’s market opportunity and 
future business prospects. Actual results may differ materially and reported 
results should not be considered as an indication of future performance. 
Factors that could cause actual results to differ are included in LimelightFactors that could cause actual results to differ are included in Limelight 
Network’s Annual Report on Form 10K and Forms 10Q.



Our VisionOur Vision

Transforming the digital experienceTransforming the digital experience
to advance the way we live, work and play.



Building Global ‘Broadcast Quantity’ IP Network

Nearly 11,000 servers
68 POPs,26regions
4 PB f CDN

900+ direct network 
connections
Direct delivery of 85% of all

Massively Provisioned Directly Connected Global Network

Global optical network
2.0Tbps egress 
capacity on 8/1
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4.5PBof CDN content Direct delivery of 85% of all 
objects

capacity on 8/1
3 new EU sites in August



Enhancing Customer Experience by Addressing ‘Four 
Di i f D li ’ B h 1 t G CDNDimensions of Delivery’ Better than 1st-Gen. CDNs

NowThen

Object Size 5 GB
Static Objects, Low-res Video

36 GB
High-Definition Video

Library Size
Select titles or new 

releases
Available online

Entire catalog
available online

Audience Size 114 M Online Video Users 
133.5 M Broadband Internet Users      

183 MOnline Video Users 
200.2 MBroadband Internet Users      

Only popular items are delivered Relevance: Find any content you want
Popularity

Buffering
User

E i
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Buffering...Experience



Strategy Has Yielded A High-Growth Business
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With a Diversified and Growing Customer Baseg
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Mindshare and Market Share in Core Areas of Traffic Growth

Video, News and Entertainment Digital Music / Social Media

Video Digital Music / Social MediaVideoVideo

Games / Rich Media Applications Software Delivery
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Strategically Positioned as Neutral Enabling Platformg y g
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Strong Traffic Growth as ResultStrong Traffic Growth as Result
Also announced record  traffic
levels in Sept. & Oct. at 
www.dminnovationforum.com.
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Customer Adds and ARPC – Shifting to Quality and 
ARPC F i Q3ARPC Focus in Q3…
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Customers AARPC



Customer Concentration
2Q082Q08

53%38%
Top 1-20

Remaining 
Customers

9%
Top 21-40

%
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Generally steady.  Contracted min. revenue up from 51% to 55% from Jan-June.



Margin Trendsg
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Cash Margin Depreciation Gross Margin



Target Operating Model 
Year 

Ended
Dec. 31, 2007

Quarter
Ended

Jun. 30, 2008

Target
Model

2008
Bonus Target
Dec. 31, 2008

36%
57%

$29.9      

40%
54%

Gross Margin
Cash Gross Margin

$106.2Revenue  ($MM)

50 +%34%
56%

$128.0      

4%

26%

4%R&D

20%S&M

5 – 10%

10 – 15%

5%

25%

-10%3% Op. Margin

17%13%G&A

20+%

10 – 15%

-8%

12%

11%23%Adj. EBITDA Margin 40+%15%

NOTE C t t d ith t t k b d ti
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NOTE: Costs are represented without stock-based compensation
and without litigation expenses.
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Path To Target Modelg
Leverage in G&A and Sales & Marketing

Sell/Get paid for services we are already providing

Expand customer base to “fill more valleys”

Run network at higher level of utilizationRun network at higher level of utilization

Enter higher margin market segments

Build/partner/launch value-added services in adjacent 
areas of stack

15

areas of stack



CDN: A High-Growth Market

Total CDN Revenues, 2006-2010 ($000)

CDN: A High Growth Market
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Online Video Advertising – Believe Will Grow Even
in Economic Slow-Down
Forrester predicts 72% CAGR through 2012

$7.1B in 2012
= 2% of total advertising spend
= 12% of total interactive marketing spend
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Typical Contract StructureTypical Contract Structure
Average term – 1 year

Average size ~$93,000 (see ARPC chart)

Payment terms – Minimums invoiced at beginning of month along 
with volume over minimums from prior months

Pricing based upon:
95/5 b d idth k 40% f t t95/5 bandwidth peak – approx. 40% of contracts
Total data transferred within month – other approx. 60%

Same unit cost for volumes over minimum so negotiating incentiveSame unit cost for volumes over minimum so negotiating incentive 
is to buy down the unit cost up front by committing to larger 
volumes

18

DSOs running ~65 days, on an LTM basis



Barriers to EntryBarriers to Entry

Capital Connectivity

Superior Network Superior Network 
ff

Complexity
Customers

“Backroom “Backroom 
NetworkNetworkAttractive PeeringAttractive Peering

PerformancePerformance

S lS l M iM iNetwork Network 
Effect”Effect”

Attractive Peering Attractive Peering 
PartnerPartner

Scale Scale –– Massive Massive 
Traffic VolumeTraffic Volume

Proprietary
Software and IP Global Network

Backbone
Time

Talent

19

19



Questions
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