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ICONIQ: Uncommon Care

ICONIQ

Supporting founders through pivotal milestones and
various stages of growth

Executive
Hiring

Talent and Leadership Advisory

Guidance to attract and unlock the
power of talent through advisory,
connections and research

“ICONIQ delivered the best
reference check I've ever seen,
overnight.”

| Eleven
Labs

Mati Staniszewski
Co-founder and CEO

Product and
Go-to-Market Strategy

Technical Advisory and Go-to-Market Boards

Strategic advisory from industry
leaders with hands-on experience
in technology, digital innovation,
go-to-market, and more

“It has been so valuable to lean into
ICONIQ’s expertise, network, and
advice. Whatyou do is a total game
changer.”

¢ PIGMENT

A" Eléonore Crespo
Co-founderand CEO

Revenue
Acceleration

Portfolio Operations
Digital and Growth Advisory Boards
Strategic and commercial

connections across industries to
support global expansion goals

“The customer introductions have
been incredibly valuable. ICONIQ's
relationships are truly deeper.”

@S]ERRA

Bret Taylor
Co-founder and CEO

Category Leadership +
Operational Optimization

Analytics and Insights

Data-driven insights to support
decision making across business
operations and strategy

“Working with ICONIQ has been a
dream partnership, they’ve gone
above and beyond at every step.”

WRITER

May Habib
Co-founder and CEO

This slide contains a statement made by certain founders, executives, employees or owners (“Portfolio Company Personnel”) of an ICONIQ portfolio company and may be deemed to be an endorsement or testimonial. Such Portfolio Company Personnel are
not ICONIQ personnel but are ICONIQ advisory clients and/or ICONIQ fund investors. An ICONIQ fund’s investment in the portfolio company in which Portfolio Company Personnel may be employed by or hold an equity interest in creates a conflict of
interest, because it incentivizes Portfolio Company Personnel to present ICONIQ in a favorable light. Portfolio Company Personnel have not been directly or indirectly compensated for making the statements provided. Trademarks are the property of their

respective owners.
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About the
research

ICONIQ | Growth

Executive hiring is the final frontier within the modern organization that is yet to benefit from
the proliferation of data. Despite having data to guide nearly every other business decision —
and despite the criticality of executive hiring decisions — CEOs and Founders have heretofore
been forced to rely on anecdotal guidance.

In the Leadership Analytics series

Determined to help de-risk hiring decisions by empowering CEOs and Founders with data, we
are studying every leadership hire between Founding and IPO at dozens of SaaS companies. We
segment each hiring decision by growth stage in order to deliver hyper-relevant insights. To date,
we have collected 50,000+ datapoints on over 1,400 leaders to examine key profile characteristics
and understand how these impacted a functional leader’s longevity.

The result is a series of first-of-their-kind playbooks that help guide decision-making across the
entire private company lifecycle — whether you are making your first leadership hire or evaluating
the skillsets needed to adeptly enter the public markets.

In this report

We hope this analysis, which examines the backgrounds of Product executives at Application
and Infrastructure SaaS companies from $50M ARR to IPO, serves as a north star as you build
and scale your product organization.
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Chapter s in b 4  The future of engineering
* DevOps maturity

The Serles The State of Engineering . Developer expetience

* Impact of Al

ICON 1Q Gr OWth’S Product Leadershi » Hiring your next Head of Product from $0-$50M ARR
Engineering Series roduct Leadersiip * Hiring your next Head of Product from $50M ARR to IPO *
provides detailed answers . . . * Hiring your next Head of Engineering from $0-$50M ARR

to key questions across the Engineering Leadership . Hiring your next Head of Engineering from $50M ARR to IPO
following operating and

executive hiring topics Bu11d1ng Engineering * Org structure and make-up of engineering teams

utilizing proprietary data'  and Product Teams * Typical headcount ratios
and industry perspectives  Diversity in engineering
from 200+ B2B SaaS
leaders and 100+ Compensation & « Compensation for engineering and product teams
engineers at SaaS Incentives * Performance evaluation
companies.
* Developer productivity : . . .

. . . . . : The Engineering Engineering

Y Focus of this report Engineering Operations Capacity allocation Reporting Guide Board Slides

* Tooling and DevOps
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The Dataset

We studied every *Head of Product hired at these 69 B2B SaaS companies from the day they
were founded to the day they went public, capturing the entire private company lifecycle':

ICONIQ Growth
Portfolio Companies** Other Companies®
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1) Data sources for this analysis included LinkedIn profiles, company websites, press releases, articles, and others.

2) Includes filly realized investments.

3) Includes companies that have been de-listed. Please see firll list of ICONIQ Growth Portfolio companies at the

end of the presentation.
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*We defined “Head of Product” as the senior-
most executive responsible for the entire
product organization and strategy, agnostic
of title. This includes C/2ic/ Product
Officer, S'VP Product, Director of
Product. Iead of Product and others,
depending on organizational structure and
product responsibility at each company.

Throughout this analysis, we use “Head of
Product” as a catchall term.

Company Inclusion Criteria:
* SaaS business model
Went public after 2015 via IPO or Direct Listing
» Raised venture capital prior to going public

Trademarks are the property of their respective owners. None of the
companies illustrated have endorsed or recommended the services of
ICONIQ. Not all companies on this page are ICONIQ Growth portfolio
companies. For a complete list of ICONIQ Growth portfolio companies, please
see the appendix. Insights are from some but not all ICONIQ Growth portfolio
companies as well as companies not part of ICONIQ Growth's portfolio.



Executive Summary

Hiring Overview Head of Product Operational Trends

Stage trends
From foundin g to After reaching $50M ARR, most externally hired Heads of Product have previously led product organizations. Specifically, most Heads
. of Product at this stage have led product functions at companies of comparable or larger size, which resulted in better tenure outcomes®?
IP O, companies (3.6 years) relative to those with prior Head of Product experience at <§50M ARR companies (2.6 years). However, leaders with prior

icallv have 1-2 experience as a product SVP/VP at a public company tend to have longer tenures (3.9 years) than those with prior Head of Product P.11-17
typ y experience. Prior public company SVPs/VPs in this report typically spent six years at a single public technology company and have
Heads of Product. demonstrated end-to-end ownership of large-scale product portfolios. Although many hires have public company experience, most
Heads of Product at IPO have not take taken a company public before, indicating that such experience is not a prerequisite for the role.
Sector-specific trends
Amo ng the 41% of Application Companies?
. At $50M+ ARR Application companies, 55% of Heads of Product have prior applied software engineering experience. While having
companies that have applied software engineering experience is slightly more common, individuals with or without this experience have similar tenure
tWO, they often outcomes. Technical and nqn—technical hires have Comparab‘le years O.f total prior experience, with 14.5 years and 13.5 years, D183
. . . respectively. CEOs should hire leaders with 13+ years of experience in either pure product roles or a blend of product and software
transition to their engineering, however, technical hires should ultimately still skew product. Additionally, sector affinity is not critical as hires with an
second Head Of application background have comparable tenure outcomes relative to those with infrastructure or consumer-oriented backgrounds.
Product after Infrastructure Companies?

. At this growth stage, infrastructure companies should prioritize a Head of Product with some degree of prior experience in software
reaChlIlg $50M ARR. engineering organizations, as 81% of leaders have this qualification. Among hires with technical backgrounds, those with prior senior-
level roles? in engineering organizations exhibit slightly greater longevity compared to hires with junior-level software engineering D. 24-29
experience. Despite the prevalence of software engineering experience, hires tend to still have 3x more years of prior product experience
(median of 11 years) than software engineering experience (median of 4 years). Furthermore, Infrastructure companies predominantly
hire leaders with an infrastructure background who have some degree of familiarity within the same sub-sector.

ICON [Q Growth Private & Strictly Confidential 7



Head of Product Hiring Overview

Companies typically have 1-2 Heads of Product from founding to IPO. Companies that have two often transition to their second Head of
Product after $50M ARR.

Number of Heads of Product!? from Founding to [PO?

N-size = 69 companies
Median number of Heads of Product
from founding to IPO
: 2.0
°
2 41% For companies with 2 Heads of Product (41% of total),
ARR stage in which companies transition to their
2nd Head of Product
3 209 <$20M 18%
(0}
$20M-$50M 14%
$50M-$100M 14%
4+ 10% $100M+ 54%

ICON [Q Growth Private & Strictly Confidential



Tenure Outcomes (Years)

Heads of Product hired between $50M ARR to IPO have a median tenure of 3.6 years and have less tenure variability relative to hires

made from $0-$50M ARR.

Tenure Outcomes (years)! of Externally Hired Heads of Product?

Key

1 $0-$50M ARR Hires

75 percentile

Median

254 percentile

5.8

3.0

1.5

Part I: Explore this report here

ICON [Q | Growth Private & Strictly Confidential

$50M ARR-IPO Hires

3.0

4.4

2.5

Part II: Focus of this report


https://iconiqcapital.com/growth/reports/engineering-series-2024/product-leadership-0-to-50

Titling

Companies increasingly use more senior titles as they scale past $50M+ ARR, with a third using the “Chief Product Officer” title.

Chief Product Officer

SVP Product 10%

VP Product

(Sr.) Director Product 12%
Head of Product 10%

First Heads of Product!

N-size? 41

1)  Includes only first Heads of Product externally hired before $50M ARR.
2)  N-sizes may include more than one hire from a company.

ICONIQ | Growth

Titles by Stage

External hires only

7%
11%

9%

11% 6 3%
$0-$50M ARR Hires $50M ARR-IPO Hires

55 36

Private & Strictly Confidential
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$50M+ ARR Companies: Stage Trends

$50M+ ARR Companies!

Head of Product Operational Trends

Tenure Impact?

Application & Infrastructure

r:naplan (i aeeTio Avalara

ACOMMERCE 1 B blend

Carbon Black. CLounﬁzs' &ROWDSTRIKE
- &
) DigitalOcean Docug%n,g <3 Dropbox

fastly = @freshworks  Agb GitLab
(H)HashiCorp  JY) MARQETA Medallia

) MuleSoft NUTANIS PagerDuty

@ pLuraLsicHT  PROCORE # SendGrid

-|" slack >:o:< snowflake &) SQUARESPACE

talend Otenable Otoast
[Ui]path yext

Trademarks are the property of their respective owners. None of the companies illustrated
have endorsed or recommended the services of ICONIQ. Not all companies on this page
are ICONIQ Growth portfolio companies. For a complete list of ICONIQ Growth portfolio
companies, please see the appendix. Insights are from some but not all ICONIQ Growth
portfolio companies as well as companies not part of ICONIQ Growth's portfolio.
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Stage trends
Prior Head of Product Experience

Prior Head of Product experience by company revenue scale

Product Ownership & Longevity at a Public Company

Ownership over a specific product, team, and/or revenue target for a product

IPO Experience®
Has gone through an IPO process as the Head of Product or direct report of the Head of Product

00O

ONOR®)

P.12-13

1



Leadership | Prior Head of Product Experience

After $50M ARR, a slight majority of external hires have prior Head of Product experience. Among those with such experience, the
majority have led product organizations at companies of similar size or larger.

Prior Head of Product Experience

Head of Product

] >$50M ARR! Private Co.
Experience )
19% <$50M ARR! Private Co.
No Head of Product SVP/VP Product or below at
. 42% Public or Private Co.
Experience

N-size =36

1) Prior company ARR data estimated using proxy metrics (e.g., per headcount, PIC) if actual figures unavailable.

ICONIQ | Growth

Private & Strictly Confidential

2/3 of hires with prior Head of Product
experience came from companies of
similar or larger scale.
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Leadership | Prior Head of Product Experience by Tenure Outcomes

Hires with prior Head of Product experience at companies of similar size or larger have better tenure outcomes relative to those who have
Head of Product experience at <§50M ARR companies.

Prior Head of Product Experience by Tenure Qutcomes (years)

[ | <2.5years 2.5-3.5years 3.5-4.5years 4.5+years Median (years) N-size
All $50M+ ARR Heads of Product 25% 25% - 3.6 36
From page 12

PublicCo.  17% 33% _ 37 6
Head of Product

Experience
<$50M ARR Private Co. 43% I 29% - 2.6 7

Hires with prior Head of Product experience at <$50M ARR
companies are 2x more likely to depart within 2.5 years relative
those with Head of Product experience at larger companies.

ICON |Q | Growth Private & Strictly Confidential



Leadership | Most Senior Prior Role by Tenure Outcomes

While prioritizing prior Head of Product experience at large-scale companies can lead to longevity, hires with public company product
SVP/VP experience yielded slightly better tenure outcomes.

Prior Experience by Tenure Outcomes (years)

[ | <2.5years 2.5-3.5years 3.5-4.5years 4.5+ years Median (years) N-size!
All $50M+ ARR Heads of Product 25% -- 3.6 36
From page 12

Head of Product
. »§50M ARR PrivateCo.  25% -_ 36 5
Experience
<§50M ARR Private Co. - -- 2.6 7
No Head of Product| = == SEoottoitiSuiiucoununinsseens _ _ _ __ _ .

*See next page for further details on these hires.

EXP crience Public Co. Product Director 75% 1.8 7

1) All hires are featured in the top bar chart, yet those who have no Head of Product experience and who worked in private companies are not broken out separately due to a small n-size.

ICON |Q | Growth Private & Strictly Confidential



Leadership | Prior Public Company SVP/VP Experience

Hires with prior public company product SVP/VP experience spent approximately 6 years at the company and owned single or multiple
products. While they’ve not managed an entire company product portfolio, they've overseen sizeable products within large-scale enterprises.

Hires with Prior Public Co. Product SVP/VP Experience

Prior page: Longest Prior Product Stint at a
*Public Co. Product SVP/VP Single Public Technology Company

L 33% 4% | 22% |
_____________ salesforce Data.com, Search
9+ years 22%

Product Ownership Examples'~

=. Microsoft Dynamics 365 Engagement

6-9years 45% GO g Ie Search, Identity & Privacy
"‘ Adobe Experience Design & Web
All public company SVP/VPs transitioned directly from this role
3-6years 33%, into their Head of Product role at the companies in this study.

Product leaders owned a wide range of products in terms of
annual revenue spanning up to $1B+.

Median Prior Stint at Public Company = 6 years
Trademarks are the property of their respective owners. None of the companies illustrated

A vera ge Pl‘lb Ya S Z-IH tar PU b / I'C CO Joul p a1 y = 7 ,Vf’ 2] KSJ above have endorsed or recommended the services of ICONIQ.

N-size =9

ICON |Q | Growth Private & Strictly Confidential 15



Leadership | Prior IPO Experience

91% of Heads of Product who took a company public were not involved in an IPO process before, suggesting that this is not a necessary

qualification.

ICONIQ | Growth

Heads of Product at IPO with Prior IPO Experience!

0)
6% .0

SVP/VP ‘-

N-size = 66°

Private & Strictly Confidential

@ ICONIQ Growth Cross-Functional Insight

Among the following functions, it was uncommon for functional leaders
to possess experience in leading a company through an IPO, with
product leaders being the least likely to have such experience.

% of Hires with Prior IPO Experience by Function

31%
21%

9()/0 130/0
[
Product Sales Marketing Finance

Check out our Executive Leadership Series
and other research here
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$50M+ ARR Companies: Hiring for Success

Summary Head of Product Operational Trends Tenure Impact

. . . Less More
When considering prior Stage trends
leadership roles, we believe there Prior Head of Product Experience °0
are twop rofiles a CEO should aim Prior Head of Product experience by company revenue scale
to target:

_ Product Ownership & Longevity at a Public Company

1. Prior Head of Product 000

experience at public
companies or $50M+ ARR
private companies

2. Prior public company
SVP/VP product experience
who spent 6 years at the
company and owned at least
one product

While public company
experience is common, 91% of
Heads of Product at IPO had not
gone through an IPO process
before, indicating a manageable
learning curve for first-timers.

ICONIQ | Growth

Ownership over a specific product, team, and/or revenue target for a product

IPO Experience
Has gone through an IPO process as the Head of Product or direct report of the Head of Product

17



Application Infrastructure

Application Companies: Sector-specific trends

Application Companies! Head of Product Operational Trends Tenure Impact?

Less —» More

/-naplan (‘% APPTIO

Mvalara ‘ﬁcommence
1 Docugvigm,a
<3 Drophox @ freshworks

Medallia PLURALSIGHT .
@ Sector-specific trends

- - gk Technical Experience

PROCORE " slack ~echinical Lxperience " YOXO P.19-20

Applied software engineering experience
%) SQUARESPACE talend
Years of Product Experience 000 -
n . Number of years in a product role at any level at a technology compan .

Otoast UilPath 4 & 4 Loy

Sector & Sub-Sector Affinity
yext ® OO .22

Degree of prior exposure within a sector and sub-sector

Trademarks are the property of their respective owners. None of the companies illustrated
have endorsed or recommended the services of ICONIQ. Not all companies on this page
are ICONIQ Growth portfolio companies. For a complete list of ICONIQ Growth portfolio
companies, please see the appendix. Insights are from some but not all ICONIQ Growth
portfolio companies as well as companies not part of ICONIQ Growth's portfolio.
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Application Infrastructure
Technical vs. Non-Technical Hires

At $50M+ ARR Application companies, it is slightly more common for Heads of Product to have prior applied software engineering
experience.

Technical vs. Non-Technical Heads of Product

Non-Technical Hires

Product experience without applied
software engineering experience

Technical Hires

Product experience with applied
software engineering experience

N-size =20

Note: In this study, “Technical" is defined as individuals who have previously held positions in software engineering. “Non-Technical” refers to individuals who
have no working experience in software engineering, although some may possess technical undergraduate or graduate degrees (e.g., computer science).

ICONIQ | Growth Private & Strictly Confidential 19



Application Infrastructure
Technical vs. Non-Technical Hires | Tenure Outcomes

While having applied software engineering experience is slightly more common, individuals with or without this experience exhibited
comparable tenure outcomes.

Technical Experience by Tenure Outcomes (years)

<25years  2.5-3.5years 3.5-4.5years 4.5+ years Median (years) N-size
Non-Technical Hires (45%)
Product experience without applied =~ 11% 33% 3.7 9
software engineering experience
Technical Hires (55%)
Product experience with applied 27% 18% 3.9 1

software engineering experience

ICON |Q | Growth Private & Strictly Confidential 20



Application Infrastructure
Technical vs. Non-Technical Hires | Years of Prior Experience

Technical and non-technical hires have similar years of total prior experience, 14.5 vs. 13.5. CEOs can prioritize leaders with 13+ years of
experience in either pure product roles or a blend of product and software engineering, however, technical hires should still skew product.

Years of Prior Experience in the Technology Industry!

—— Ry ——
From page 19:
r
45% oo 75" percentile
o Technical Hires Non-Technical Hires —— 2 percnie
Product Software Engineering Product
15 1 15.5

g5 13.5
55 6.0 8

2.5 1

) . . ) . Non-technical Heads of Product spent most of their
73% of technical hires reached senior-level engineering career in product positions. It was rare for non-

5 . . : ; .
roles® where most managed both engineering and technical hires after $50M ARR to have substantial
product teams. experience in other functions.

ICON [Q Growth Private & Strictly Confidential 21



Application Infrastructure
Prior Sector and Sub-Sector

Heads of Product hired from other application companies have similar tenure outcomes to those from infrastructure and consumer
companies. Even among application hires (55%), most are entering a new sub-sector for the first time, suggesting sector affinity isn’t critical.

Prior Sector & Sub-Sector Exposure

Application
Sector |
Broad industry category 55% 20% 25% N-size =20
(e.g., Application)

!

Median Tenure Outcomes (years) 35 3.9 Most Application companies (80%) hiring a
Head of Product with a consumer oriented
background have a PLG go-to-market motion.
Dominant Some New to ‘ ‘
in Sub-Sector  Exposure Sub-Sector Sector expertise [in Application companies]
Apvplicati has not mattered, it was an easy transition to go
pplication from a sales collaboration tool to a recruiting tool.
Sllb‘SCClZOl’ EXP QSllI' Sl 59, 15% 35% 55% I've seen this matter more for
EXPOS’”;; t SgZC’TI? AZ%Z?;CZ”Z‘C’ : g;’gg‘; DevOps/security/cloud products. I rarely see product
i ' leaders transition from infrastructure to application
companies due to the different user bases.
Head of Product
Application, Horizontal SaaS — HR P/gtfoy
ICON |Q | Growth Private & Strictly Confidential
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Application Companies: Hiring for Success

Application

Infrastructure

Summary Head of Product Operational Trends Tenure Impact
) Less More
After $50M ARR, we believe Stage trends
CEOs should prior 1tlze. hires who Prior Head of Product Experience o0
have led _p rOdu(?t ﬁ1nct10ns at Prior Head of Product experience by company revenue scale
companies of similar or larger
size. Alternatively, CEOs can opt Product Ownership & Longevity at a Public Company 000
for hires with public company Ownership over a specific product, team, andjor revenue target for a product
product SVP/VP experience.
IPO Experience

Addltlonally, the dg.‘ta Suggests Has gone through an IPO process as the Head of Product or direct report of the Head of Product
that CEOs should give preference
to caqdldat?s Wllth 13+ years of Sector-specific trends
experience in either pure product _ _
roles or a combination of product ~ Lechnical Experience " Yo Xe)
and senior-level software Applied software engineering experience
engineering roles.

. Years of Product Experience 000
This Study show.s.that segtor Number of years in a product role at any level at a technology company
affinity is not critical as hires
w1'th and without an appl%cgtlon— Sector & Sub-Sector Affinity
oriented background exhibited ® OO

similar tenure outcomes.

ICONIQ | Growth

Degree of prior exposure within a sector and sub-sector
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Application Infrastructure

Infrastructure Companies: Sector-specific trends

Infrastructure Companies!

Head of Product Operational Trends

Tenure Impact?

B blend Carbon Black.

YGROWDSTRIKE

CLOUDFLARE A4

) DigitalOcean qul;ly
A GitLab () HashiCorp

M) MARQETA (V) MuleSoft

NUTANI PagerDuty

& SendGrid :E:o:? snowflake

Otenable

Trademarks are the property of their respective owners. None of the companies illustrated
have endorsed or recommended the services of ICONIQ. Not all companies on this page
are ICONIQ Growth portfolio companies. For a complete list of ICONIQ Growth portfolio
companies, please see the appendix. Insights are from some but not all ICONIQ Growth
portfolio companies as well as companies not part of ICONIQ Growth's portfolio.
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Sector-specific trends
Technical Experience

Applied software engineering experience

Years of Product Experience

Number of years in a product role at any level at a technology company
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Degree of prior exposure within a sector and sub-sector
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Application Infrastructure

Technical vs. Non-Technical Hires

At $50M+ ARR Infrastructure companies, 81% of Heads of Product have prior applied software engineering experience.

Technical vs. Non-Technical Heads of Product

Median Tenure Outcomes (years)

*Non-Technical Hires

Product experience without applied 28
software engineering experience
Technical hires may be more prevalent in $50M+ ARR infrastructure
companies for various reasons. One possible explanation is that they
may better understand the end users of infrastructure products.
. . Additionally, product and engineering organizations can sometimes
Te Chnlc al lees merge under a single technology leader in mature companies, firther
3.3 emphasizing the importance of technical expertise.

Product experience with applied
software engineering experience

N-size =16

Notes:

- In this study, “Technical" is defined as individuals who have previously held positions in software engineering. “Non-Technical” refers to individuals who
have no working experience in software engineering, although some may possess technical undergraduate or graduate degrees (e.g., computer science)
*Due to a low n-size of 3 hires, we have excluded the same charts found in pages 20-21 in this infrastructure section.
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Application Infrastructure
Technical vs. Non-Technical Hires | Tenure Outcomes

Among hires with technical backgrounds, product leaders who have previously held senior-level positions within engineering organizations
tend to have slightly better tenure outcomes compared to those with more junior-level engineering experience.

Technical Hires by Tenure Outcomes (years)

<2.5years 2.5-3.5years 3.5-4.5years  4.5+years Median (years)  V-size
. *All Technical Hires (81%) 38% 15% 8% 33 3
From page 25
Technical Hires with senior-level
Engineering roles o o
Director and above at a public company or 33% 17% 3.6 o
Head of Engineering at a $50M+ ARR private company.
Technical Hires with junior-level
Engineering roles o o
Below director at a public company or Head of 43% 14% 3.0 4
Engineering or below at a <$50M ARR private company.
Most technical hires with senior-level software engineering experience owned both
engineering and product in their prior role. Furthermore, some of these hires proceeded to N .
lead both of these functions within the companies included in this study. Sejnn;zgi‘?ceafgizther details

ICONIQ | Growth
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Application Infrastructure
Technical Hires | Prior Product and Engineering Experience

Although software engineering experience 1s prevalent among infrastructure Heads of Product, technical hires predominantly still skew
product. Heads of Product with product and engineering experience typically have a median of 11 years in product and 4 years in engineering.

Years of Prior Product and Engineering Experience for Technical Hires

From page 25 Key
: N-size =13
,

_______ 75 percentile
Median

i 810/0. . . . . . . 254 percentile

Years of Prior Product Experience Years of Prior Engineering Experience L

17

11

2.5
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Application Infrastructure
Prior Sector and Sub-Sector

CEOs should ideally aim to hire leaders not only with an infrastructure background, but also with some degree of familiarity within the
same sub-sector. This may be attributed to the higher degree of technical complexity in infrastructure products.

Prior Sector & Sub-Sector Exposure

Infrastructure

Application Consumer

Sector N-size =16
Broad industry category 69% 19 0/ 0 120/ (o}
(e.g., Infrastructure)
Median Tenure Outcomes (years) 2.9 3.3%
Dominant Some New to
in Sub-Sector Exposure Sub-Sector
Infrastructure
Sub-Sector Exposure 69%
Exposure to specific categories within a Sector 31% 13 0/ (0] 25%
(e.g. Security, DevOps)

*Low n-size of 5 hires.
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Infrastructure Companies: Hiring for Success

Application

Infrastructure

Summary Head of Product Operational Trends Tenure Impact
o . . Less More

Similar to Application Stage trends
companies, the data shows that Prior Head of Product Experience o0
CEOs should p rlontlze. hires who Prior Head of Product experience by company revenue scale
have led product functions at
companies of similar size or Product Ownership & Longevity at a Public Company 000
larger. Alternatively, CEOs can Ownership over a specific product, team, and/or revenue target for a product
opt for hires with public company
product SVP/VP experience. IPO Experience

_ ' Has gone through an IPO process as the Head of Product or direct report of the Head of Product
We believe infrastructure
companies should prioritize Sector-specific trends
hires with 11+ years of product _ _
experience who have managed Technical Experience 000
both product and engineering Applied software engineering experience
teams.

' Years of Product Experience P Ye
In our view, CEOs sl.lould opt for Number of years in a product role at any level at a technology company
a Head of Product with an
1nfrastru<?ture background as Sector & Sub-Sector Affinity
69% of hires came from 0O

infrastructure companies.

ICONIQ | Growth
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Other Research from
ICONIQ Growth

Leadership Analytics

Chief Marketin: . , , o , e '

1 Officer Studyv: & * Quantitative analysis of the most prevalent — and most successful — operational backgrounds and qualifications for Heads of Marketing at ] —
Part 16& P rty2' private SaaS companies, segmented by Growth Stage A E : i
rartl &« rart 2 e
Chief Revenue —

Offic eI}Sm dv: * Quantitative analysis of the most prevalent — and most successful — operational backgrounds and qualifications for Heads of Sales/CROs . - —
Part1 &P rty2. at private SaaS companies, segmented by Growth Stage — —
Partl & Part2 ° = —
— 1

Chief Product L , . o S
OfficerStndy * Quantitative analysis of the most prevalent — and most successful — operational backgrounds and qualifications for Heads of Product at -
P tcle& P rtyz' private SaaS companies, segmented by Growth Stage I
Partl & Part2 -

- ]
Chief Financial * Quantitative analysis of the most prevalent — and most successful — operational backgrounds and qualifications for Heads of Finance at T —y=
Officer Study private SaaS companies, segmented by Growth Stage i I I ._—

. . R 1
*President & Chief ====T =
Operating Officer » Examination of the advantages and challenges of having a COO and/or President role - ——

L
Chief People » Quantitative analysis of the most prevalent — and most successful — operational backgrounds and qualifications for Heads of People at & .
Officer Study private SaaS companies, segmented by Growth Stage \“ { - i| i -—
- Iy

Select research shown. We invite you to explore additional resources on our ICONIQ Growth Insights page.
*Please reach out to iconiggrowthinsights@iconigcapital.com to request access.
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