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$1,000,000,000
Revenue Run Rate
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It Just Works



Sweat the details



Invest in your community
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Built a product 
users loved

They introduced 
their friends to it



Referral Program



Launched
Sep 2008

10M users
Sep 2010

25M users
Apr 2011

100M users
Nov 2012

200M users
Sep 2013

400M users
June 2015

500M users
March 2016

300M users
May 2014

Dropbox User Growth



How did we scale 
our business?

Invested in growth infra

Embraced our customers

Solved internal culture clashes



Invested in growth infra

Embraced our customers

Solved internal culture clashes

How did we scale 
our business?



“Does this need to be called the Monetization team? That word 
makes me feel incredibly dirty. Like we're some kind of horrible 
company just trying to figure out how to monetize our users.“

—Anonymous engineer, 2013



• Aligned EPD with our business functions

• Change came from the founders







Invested in growth infra

Embraced our customers

Solved internal culture clashes

How did we scale 
our business?
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Invested in Growth Infra

Embraced our customers

Solved internal culture clashes

How did we scale 
our business?



2012

2-3/month
Today 

80/month

Experiments



Internal Tooling



incremental revenue every year

campaigns running simultaneously

of campaigns require zero EPD support

700

>$100M

~50%



So what’s next?



We aspire to be the biggest self-serve 
SaaS company in the world



Love the way you work


