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If any of the securities being registered on this Form are to be offered on a delayed or continuous basis pursuant to Rule 415 under the Securities Act, check the
following box. ~

If this Form is filed to register additional securities for an offering pursuant to Rule 462(b) under the Securities Act, please check the following box and list the
Securities Act registration statement number of the earlier effective registration statement for the same offering. ~

If this Form is a post-effective amendment filed pursuant to Rule 462(c) under the Securities Act, check the following box and list the Securities Act registration
statement number of the earlier effective registration statement for the same offering.

If this Form is a post-effective amendment filed pursuant to Rule 462(d) under the Securities Act, check the following box and list the Securities Act registration
statement number of the earlier effective registration statement for the same offering.

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, or a smaller reporting company. See the
definitions of large accelerated filer, accelerated filer and smaller reporting company in Rule 12b-2 of the Exchange Act.

Large accelerated filer - Accelerated filer
Non-accelerated filer b (Do not check if a smaller reporting company) Smaller reporting company

CALCULATION OF REGISTRATION FEE

Proposed
Maximum Proposed
Amount Aggregate Maximum
Title of Each Class of to be Offering Price Aggregate Amount of
Securities to be Registered Registered(1) Per Share(2) Offering Price(1)(2)  Registration Fee(3)
Class A Common Stock, $0.0001 par value per share 7,475,000 shares $60.39 $451,415,250 $58,142

(1) Includes an additional 975,000 shares that the underwriters have the option to purchase.

(2) Estimated solely for the purpose of calculating the amount of the registration fee in accordance with Rule 457(c) under the Securities Act of 1933, as
amended, and is based on the average of the high and low sales price of the Registrant s Class A common stock as reported on The New York Stock Exchange
on November 1, 2013.

(3) The Registrant previously paid $57,960 of this amount in connection with the initial filing of this Registration Statement.

The Registrant hereby amends this Registration Statement on such date or dates as may be necessary to delay its effective date until the Registrant shall
file a further amendment which specifically states that this Registration Statement shall thereafter become effective in accordance with Section 8(a) of the
Securities Act of 1933, as amended, or until the Registration Statement shall become effective on such date as the Securities and Exchange Commission
acting pursuant to said Section 8(a), may determine.
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The information in this preliminary prospectus is not complete and may be changed. These securities may not be sold until the registration

statement filed with the Securities and Exchange Commission is effective. This preliminary prospectus is not an offer to sell nor does it seek an
offer to buy these securities in any jurisdiction where the offer or sale is not permitted.

Subject To Completion. Dated November 4, 2013.

6,500,000 Shares

Class A Common Stock

The selling stockholders identified in this prospectus are offering 6,500,000 shares of Class A common stock of Tableau Software, Inc. We will
not receive any of the proceeds from the sale of the shares being sold by the selling stockholders.

We have two classes of authorized common stock, Class A common stock and Class B common stock. The rights of the holders of Class A
common stock and Class B common stock are identical, except with respect to voting and conversion rights. Each share of Class A common
stock is entitled to one vote per share. Each share of Class B common stock is entitled to ten votes per share and is convertible into one share of
Class A common stock. Outstanding shares of Class B common stock will represent approximately 96.5% of the voting power of our
outstanding capital stock immediately following the completion of this offering.

Our Class A common stock is listed on the New York Stock Exchange under the symbol DATA . On November 1, 2013, the last reported sale
price of our Class A common stock on the New York Stock Exchange was $59.52 per share.

We are an emerging growth company as that term is used in the Jumpstart Our Business Startups Act of 2012 and, as such, have elected to
comply with certain reduced public company reporting requirements.

See Risk Factors beginning on page 13 to read about factors you should consider before buying shares of our Class A common stock.

Neither the Securities and Exchange Commission nor any other regulatory body has approved or disapproved of these securities or
passed upon the accuracy or adequacy of this prospectus. Any recommendation to the contrary is a criminal offense.

Per Share Total
Price to public $ $
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Underwriting discount"
Proceeds, before expenses, to the selling stockholders

@ &
@D B

() See Underwriting for a description of the compensation payable to the underwriters.
To the extent that the underwriters sell more than 6,500,000 shares of Class A common stock, the underwriters have the option to purchase up to
an additional 975,000 shares from certain selling stockholders at the price to the public less the underwriting discount.

The underwriters expect to deliver the shares against payment in New York, New York on , 2013.

Goldman, Sachs & Co. Morgan Stanley

Credit Suisse J.P. Morgan RBC Capital Markets
UBS Investment Bank JMP Securities Pacific Crest Securities
Prospectus dated , 2013.
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Neither we, the selling stockholders nor the underwriters have authorized anyone to give any information or to make any representations other
than those contained in this prospectus or in any free writing prospectuses we have prepared. Neither we, the selling stockholders nor the
underwriters take responsibility for, and can provide no assurance as to the reliability of, any other information that others may give you. This
prospectus is an offer to sell only the shares offered hereby, and only under circumstances and in jurisdictions where it is lawful to do so. The
information contained in this prospectus is current only as of its date.

Persons who come into possession of this prospectus and any applicable free writing prospectus we have prepared in jurisdictions outside the
United States are required to inform themselves about and to observe any restrictions in this offering and the distribution of this prospectus and
any such free writing prospectus applicable to that jurisdiction.
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PROSPECTUS SUMMARY

This summary highlights information contained elsewhere in this prospectus and does not contain all of the information that you should
consider in making your investment decision. Before investing in our Class A common stock, you should read the entire prospectus carefully,
including the sections titled Risk Factors and Management s Discussion and Analysis of Financial Condition and Results of Operations
and our consolidated financial statements and related notes included elsewhere in this prospectus. Unless the context suggests otherwise,
references in this prospectus to Tableau, the company, we, us and our referto Tableau Software, Inc. and, where appropriate, its
subsidiaries.

Company Overview
Our mission is to help people see and understand data.

Our software products put the power of data into the hands of everyday people, allowing a broad population of business users to engage with
their data, ask questions, solve problems and create value.

Based on innovative core technologies originally developed at Stanford University, our products dramatically reduce the complexity,
inflexibility and expense associated with traditional business intelligence applications. We aim to make our products easy to use, ubiquitous and
as deeply-rooted in the workplace as spreadsheets are today.

Our software is designed for anyone with data and questions. We are democratizing the use of business analytics software by allowing people to
access information, perform analysis and share results without assistance from technical specialists. By putting powerful, self-service analytical
technology directly into the hands of people who make decisions with data, we seek to accelerate the pace of informed and intelligent decision
making. This enables our customers to create better workplaces, with happier employees who are empowered to more fully express their
ingenuity and creativity.

Our products are used by people of diverse skill levels across all kinds of organizations, including Fortune 500 corporations, small and
medium-sized businesses, government agencies, universities, research institutions and non-profits. Organizations employ our products in a broad
range of use cases such as increasing sales, streamlining operations, improving customer service, managing investments, assessing quality and
safety, studying and treating diseases, completing academic research, addressing environmental problems and improving education. Our
products are flexible and capable enough to help a single user on a laptop analyze data from a simple spreadsheet, or to enable thousands of
users across an enterprise to execute complex queries against massive databases.

Underpinning our innovative products is a set of technology advances that spans the domains of sophisticated computer graphics,
human-computer interaction and high performance database systems. These technology innovations include VizQL and our Hybrid Data
Architecture:

VizQL Our breakthrough visual query language, VizQL, translates drag-and-drop actions into data queries and then expresses that
information visually. VizQL unifies the formerly disparate tasks of query and visualization and allows users to transform questions
into pictures without the need for software scripts, chart wizards or dialogue boxes that inhibit speed and flexibility. This capability is
designed to enable a more intuitive, creative and engaging experience for our
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users. VizQL can deliver dramatic gains in people s ability to see and understand data, and we believe it represents a foundational
advancement in the field of analytics.

Hybrid Data Architecture Our Hybrid Data Architecture combines the power and flexibility of our Live Query and In-Memory Data
Engines. Our Live Query Engine allows users to instantaneously connect to large volumes of data in its existing format and location,
reducing the need for time-consuming data transformation processes that only technical specialists can perform. In addition, this
capability allows customers to leverage investments in their existing data platforms and to capitalize on the capabilities of high
performance databases. Our In-Memory Data Engine enables users to import large amounts of data into our own in-memory database.
Using advanced algorithms and data compression techniques, our in-memory technology facilitates quick query responses on up to
hundreds of millions of rows of data. Our Hybrid Data Architecture enables these data engines to work in harmony, allowing users the
flexibility to access and analyze data from diverse sources and locations, while optimizing speed and performance for each source.
Our distribution strategy is based on a land and expand business model and is designed to capitalize on the ease of use, low up-front cost and
collaborative capabilities of our software. Our products tend to be adopted at a grassroots level within organizations, often beginning with a free
trial, and then spread across departments, divisions and geographies via word-of-mouth, the discovery of new use cases and our sales effort.
Over time, many of our customers find that the use of our products expands to a broad cross-section of their organizations and that our
deployments and use cases become significantly more strategic in nature. Accordingly, we have developed enterprise-class product and service
capabilities that allow us to both complement and supplant core, legacy business intelligence deployments.

As of September 30, 2013, we had more than 13,500 customers across a broad array of company sizes and industries and located in over 100
countries. Some of our largest customers include Deere & Company, affiliates of Deloitte Touche Tohmatsu Limited, E. I. du Pont de Nemours
and Company, the Federal Aviation Administration, Sears Holdings Corporation and affiliates of Verizon Communications Inc. In addition, we
have cultivated strong relationships with technology partners to help us extend the reach of our products. These partners include both traditional
database vendors such as International Business Machines Corporation, or IBM, Microsoft Corporation, Oracle Corporation and Teradata
Corporation and emerging database vendors such as Amazon.com, Cloudera Inc., Google Inc., Pivotal Greenplum Database, or Pivotal GPDB,
and Vertica (a division of Hewlett-Packard Company).

We have achieved significant growth in recent periods. For the years ended December 31, 2010, 2011 and 2012, our total revenues were

$34.2 million, $62.4 million and $127.7 million, respectively, representing a compound annual growth rate of approximately 93% from 2010 to
2012. For the nine months ended September 30, 2012 and 2013, our total revenues were $85.9 million and $151.0 million, respectively,
representing 76% growth over the same period of the prior year. We also generated net income of $2.7 million, $3.4 million and $1.4 million for
the years ended December 31, 2010, 2011 and 2012, respectively, and have generated positive cash flow from operating activities on an annual
basis in each of those fiscal years. Our net income (loss) for the nine months ended September 30, 2012 and 2013 was $2.5 million and

$(4.2) million, respectively, and we generated positive cash flow from operating activities in each of those fiscal quarters. We believe our land
and expand business model provides financial visibility as aggregate revenues from subsequent sales of products and maintenance services to
our customers have typically been multiples of the revenues we realized from those customers initial purchases.
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We believe that organizations increasingly regard their data as a critical strategic resource. The remarkable growth in the volume, diversity and
accessibility of digital information creates the potential for people to make more informed, timely and intelligent decisions. In today s
increasingly competitive environment, we believe that the value of rapid and more informed decision-making continues to grow.

According to International Data Corporation, or IDC, the amount of digital information created, replicated and consumed worldwide will grow
exponentially from 0.8 trillion gigabytes in 2010 to 40 trillion gigabytes in 2020. Many organizations are expected to experience a doubling in
the volume of data across their enterprises approximately every 24 months, according to IDC, and are investing heavily to scale their data
storage and management platforms to accommodate this growth.* These growing volumes of data are also increasingly diverse in terms of their
source, format and location. Today, organizations create and manage data across a broad range of platforms, from traditional relational
databases, to an array of emerging data platforms to cloud computing platforms.

As a consequence of the increasing richness and volume of data, more and more people are demanding access to information in order to gain
insight, solve problems and monitor the performance of their organizations. The growth of cloud computing technologies and the proliferation of
connected devices such as tablets and smartphones are enabling users to access information anytime and anyplace. We believe that these trends
are accelerating the demand for analytical technology, as more information and engagement provokes more questions and fuels demand for more
analysis, answers and value. At the same time, advances in user experience driven by consumer technology companies such as Amazon, Apple,
Facebook and Google have raised user expectations regarding intuitive, flexible and convenient access to information.

These factors have created a backdrop of growing data resources, increased user appetite for information and rising expectations for accessibility
and ease of use. As a result, many organizations are seeking technology that will allow their people to easily access the right information, answer
questions, gain insight and share their findings. These organizations are seeking to empower their employees and to unleash their creativity and
problem-solving abilities.

People within organizations have traditionally accessed data via static reports from enterprise applications and business intelligence platforms
maintained by IT departments. These systems, predominantly designed and built in the 1990 s, are generally heavy, complex, inflexible and
expensive. As a result, business users are forced to depend on specialized resources to operate, modify and maintain these systems. The divide
between users seeking insight and technical specialists lacking business context introduces inefficiencies and time lags that inhibit the utility and
value of these systems. Because most business users lack the time, skills and financial resources necessary to address the limitations of these
systems, their adoption has largely been limited to a narrow population of power users with technical expertise and training and to a narrow
population of companies.

Faced with these challenges, many knowledge workers today rely on spreadsheets as their primary analytical tool. While spreadsheets are widely
available and easier to use than traditional business intelligence platforms, they have a number of limitations. Spreadsheets are not generally
designed to facilitate direct and dynamic data access, making the process of importing and updating data manual, cumbersome and error prone.
In addition, spreadsheets are not built to accommodate large data sets and offer limited interactive visual capabilities, thereby reducing
performance and limiting analytical scope and insight.

*  See note 1 in the section titled Market, Industry and Other Data.
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The market for traditional business analytics software is large and well established, with IDC reporting aggregate spending of $34.9 billion in
2012 in this worldwide market sector. IDC also reported that the worldwide spending on business intelligence tools alone, a subset of the overall
business analytics software market, was $12.5 billion in 2012.* In addition, organizations also spend billions of dollars on hardware, support and
services to implement and maintain traditional business intelligence systems. According to Gartner, Inc., organizations are expected to spend
$81.0 billion on business analytics and related services in 2014,

According to an August 2012 Forrester Research, Inc., or Forrester, report, Forrester estimated that there will be 615 million information
workers globally in 2013 and it predicts that number to grow to 865 million by 2016.*** Additionally, a Forrester survey of information workers
conducted in the fourth quarter of 2012 indicated that only 17% of respondents use a data dashboard or business intelligence tools as part of their
job.**** Accordingly, we believe a significant percentage of information workers are not accessing business intelligence software, and they
instead use alternative approaches to meet their analytical needs.

We believe the limitations of traditional approaches coupled with the demand for business analytics has presented an opportunity to pioneer a
new class of business analytics software that addresses, complements and expands the business intelligence market and enhances office
productivity tools such as spreadsheets, and that is specifically designed to enable a broad population of users to gain insight from their data.

Our Solution
Product Design Principles

We have pioneered a fundamentally new approach to business analytics. Our software products, Tableau Desktop, Tableau Server, Tableau
Online and Tableau Public, embody a set of design principles that reflect our values as a company and our mission to help people see and
understand data:

Simple Our software is designed to allow everyday business users to answer questions with ease. We have pioneered a number of core
technologies that make our products intuitive and easy to use. For example, these innovations allow our users to utilize drag-and-drop
gestures to execute queries, seamlessly shift graphical perspectives on their data and easily answer new questions as their thinking
progresses. The simplicity of our products allows users to establish functional proficiency quickly and speeds the adoption of our
technology.

Fast Our software is designed to access and process large volumes of data rapidly and to enable responsive and agile analysis, allowing
users to answer questions with data at the speed of thought. We believe that improvements in speed can increase user engagement with
data and enhance the range, quality and timeliness of insights that are developed.

Powerful Our fundamental goal is to allow our users to ask and answer questions with their data. The power to accomplish that goal
arises from our ability to marry ease of use with advanced analytical capabilities in a manner that allows our customers to generate
useful perspectives on their data. Our products are designed for everyday people but also incorporate

*  See note 2 in the section titled Market, Industry and Other Data.
*#%  See note 5 in the section titled Market, Industry and Other Data.
*##% See note 3 in the section titled Market, Industry and Other Data.
*##%* See note 4 in the section titled Market, Industry and Other Data.

Table of Contents 10



Edgar Filing: Tableau Software Inc - Form S-1/A

Table of Conten

advanced features such as predictive analysis that can meet the needs of many advanced users of business analytics products.

Beautiful Impactful and engaging visualization lies at the heart of our software. We have incorporated key elements from the fields of
visual perception, psychology and graphic design into our products that empower our users to generate content that is effective and
beautiful by default. Beautiful and high quality design allows everyday people to engage in broad, creative thinking and encourages
them to share content.

Ubiquitous We seek to make our software accessible to users wherever and whenever they need information and insight. Our software
is designed so that users throughout organizations can explore their data and publish findings in a way that can be accessed on a broad
range of platforms and devices, including tablets and smartphones.

Product Benefits

When combined with our technology innovations, these product design principles have resulted in products that provide the following benefits
for our customers:

Liberation The simplicity and ease of use of our software gives people the power to access, analyze and share data without the
assistance of technical specialists. This self-service capability democratizes access to data, expands the potential user population
within organizations and reduces training and support costs. We believe that providing the freedom for people to more powerfully and
conveniently answer questions empowers employees and drives value for our customers.

Speed Our software is designed to enable people to derive value from their data at an accelerated pace. Due to our focus on ease of use
and ease of deployment, our users can quickly gain proficiency in our software and generate results rapidly, without the complication,
time investment and frustration often associated with traditional business intelligence products. In addition, because our software is
able to connect directly to a broad range of data sources, our users can perform work without having to undertake complex and
time-consuming data movement and transformation. Many of our customers have reported that they are able to achieve their desired
results with our software more than ten times faster than they can with their existing systems.

Discovery We believe that the human mind is better able to process information, discern trends and identify patterns when presented
with information in a visual format. By fundamentally integrating data analysis and visualization, our software allows people to create
powerful visualizations and dashboards that can lead to new discoveries. Our software is designed to seamlessly blend, filter and drill
down on information, without the distraction of dialogue boxes, wizards and scripts, allowing users to rapidly and iteratively develop
greater insight from their data.

Communication and sharing We facilitate more effective communication by empowering people to express themselves creatively and
tell better stories with data. The collaborative features of our software are designed to foster more sharing of data and to improve the
dissemination of information across and among enterprises. Our focus on designing our products for ubiquity allows users to publish
results in a single format that can be consumed anywhere, enabling customers to interact with data readily and conveniently. We
believe that our software enables our customers to share more insights and have richer conversations about their information.
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Enterprise grade Our products provide a secure, highly available, enterprise-class platform designed to scale to tens of thousands of
users, across desktop, Web and mobile clients, and meet the needs of the largest organizations globally. We have built products that
can be installed or deployed in minutes without specialized skills and readily integrate with enterprise data, management and security
infrastructure. Our products provide enterprise-level security that has passed the stringent requirements of customers in the national
defense, financial services and healthcare sectors. We believe our products uniquely blend the benefits of self-service and ease of use
with enterprise readiness.

Value Our products are designed to provide an attractive return on investment to our customers. Our self-service product capabilities
dramatically reduce IT resources, professional services and support costs typically associated with traditional or competing business
intelligence vendors. Our software also has low minimum hardware requirements, which can reduce related capital costs. Through
Tableau Online, customers also have an option of deploying our server product without the need for internal infrastructure. In
addition, our pricing and land and expand business model allow customers to deploy our software without having to make significant
upfront economic commitments.

Growth Strategy

Our mission to help people see and understand data presents a broad and momentous market opportunity. We intend to continue to invest in a
number of growth initiatives to allow us to pursue our mission aggressively. Our strategies for growth include:

Expand our customer base We believe that we have the opportunity to substantially expand our present base of customer accounts.
We are expanding our online and offline marketing efforts to increase our brand awareness. We are also making significant
investments in growing both our direct sales teams and indirect sales channels.

Further penetrate our existing customer base Leveraging our land and expand business model, we intend to continue to increase
adoption of our products within and across our existing customers, as they expand the number of users and develop new use cases for
our products. A Forrester survey of information workers conducted in the fourth quarter of 2012 indicated that 59% of information
workers are currently using spreadsheets for work.* We believe this presents an opportunity to extend the reach of our products within
our customers. Our sales and marketing strategy and focus on customer success help our customers identify and pursue new use cases
within their organizations.

Grow internationally With approximately 19% of our total revenues generated outside the United States and Canada in the nine
months ended September 30, 2013, we believe there is significant opportunity to grow our international business. Our products
currently support eight languages, and we are aggressively expanding our direct sales force and indirect sales channels outside the
United States. We have international operations in Australia, Canada, France, Germany, Ireland, Japan, Singapore and the United
Kingdom, and we intend to invest in further expanding our footprint in these and other regions.

Relentlessly innovate and advance our products We have sought to rapidly improve the capabilities of our products over time and
intend to continue to invest in product innovation and leadership. Building on our foundational technology innovations, including
VizQL, we have released eight major versions of our software to date, rapidly expanding and improving our feature set and
capabilities. We plan to continue to invest in research and development,

*  See note 4 in the section titled Market, Industry and Other Data.
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including hiring top technical talent, focusing on core technology innovation and maintaining an agile organization that supports rapid
release cycles. In particular, we intend to focus on further developing our cloud and mobile capabilities, expanding our advanced
analytical and statistical functionality, adding new visualization formats and expanding the range of data sources and platforms we can
address.

Extend our distribution channels and partner ecosystem We plan to continue investing in distribution channels, technology partners
and original equipment manufacturer, or OEM, relationships to help us enter and grow in new markets while complementing our
direct sales efforts. We are actively growing our indirect channels, particularly in international markets. We intend to continue to
invest in technology partnerships that enable us to build and promote complementary capabilities that benefit our customers. We have
also recently introduced application programming interfaces, or APIs, to further empower our developer and OEM partner ecosystem
to create applications that embed Tableau functionality.

Foster our passionate user community We benefit from a vibrant and engaged user community. We are investing in initiatives to
further expand and energize this group, both online, through our online community site and through events such as our annual
customer conferences. In addition, Tableau Public, which we launched as a free cloud-based service, has a community of engaged
users from media, government, non-profit and other organizations, who are passionate about sharing public data online. We intend to
expand these efforts and to seek other means to evangelize our mission and facilitate sharing of best practices and success stories.

Treasure and cultivate our exceptional culture We believe our culture is a core ingredient of our success. Our employees share a
passion for our mission, and our mission stands at the top of a list of eight core cultural values that govern our approach to our
business. Our other core values include: Teamwork; Product leadership; Using our own products; Respect; Honesty; Simplicity; and
Commitment to delighting customers. Our values permeate our organization and drive our identity as a company. For example, we
strive to paint virtually all aspects of our business with a brush of simplicity, including product user interfaces, pricing models,
business processes and marketing strategies.

Risks Associated with Our Business

Our business is subject to numerous risks and uncertainties, including those highlighted in the section titled Risk Factors immediately following
this prospectus summary. Some of these risks are:

due to our rapid growth, we have a limited operating history at our current scale, which makes it difficult to evaluate our future
prospects and may increase the risk that we will not be successful;

we may not be able to sustain our revenue growth rate or profitability in the future;

if we fail to manage our growth effectively, our business and results of operations will be adversely affected;

we face intense competition, and we may not be able to compete effectively, which could reduce demand for our products and
adversely affect our business, growth, revenues and market share;

our success is highly dependent on our ability to penetrate the existing market for business analytics software as well as the growth
and expansion of that market;
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our future quarterly results of operations may fluctuate significantly due to a wide range of factors, which makes our future results
difficult to predict;

if we are unable to attract new customers and expand sales to existing customers, both domestically and internationally, our growth
could be slower than we expect and our business may be harmed; and

economic uncertainties or downturns could materially adversely affect our business.
Corporate Information

We were formed as Tableau Software LLC, a Delaware limited liability company, in 2003 and incorporated as Tableau Software, Inc., a
Delaware corporation, in 2004. Our principal executive offices are located at 837 North 34th Street, Suite 200, Seattle, Washington 98103 and
our telephone number is (206) 633-3400. Our website address is www.tableausoftware.com. Information contained on or accessible through our
website is not a part of this prospectus and should not be relied upon in determining whether to make an investment decision.

Tableau, Tableau Software, VizQL, the Tableau Software logo and other trade names, trademarks or service marks of Tableau appearing in this
prospectus are the property of Tableau. Trade names, trademarks and service marks of other companies appearing in this prospectus are the
property of their respective holders.

Additionally, we are an emerging growth company as defined in the recently enacted Jumpstart Our Business Startups Act, or the JOBS Act, and
therefore we may take advantage of certain exemptions from various public company reporting requirements, including not being required to

have our internal control over financial reporting audited by our independent registered public accounting firm pursuant to Section 404 of the
Sarbanes-Oxley Act of 2002, or the Sarbanes-Oxley Act, reduced disclosure obligations regarding executive compensation in our periodic

reports and proxy statements and exemptions from the requirements of holding a nonbinding advisory vote on executive compensation and any
golden parachute payments. We may take advantage of these exemptions until we are no longer an emerging growth company. In addition, the
JOBS Act provides that an emerging growth company can delay adopting new or revised accounting standards until such time as those standards
apply to private companies. We have elected to avail ourselves of this exemption and, therefore, we are not subject to the same new or revised
accounting standards as other public companies that are not emerging growth companies until these standards apply to private companies.
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6,500,000 shares

15,930,000 shares

43,222,528 shares

59,152,528 shares

975,000 shares

We have two classes of authorized common stock: Class A
common stock and Class B common stock. The rights of the
holders of Class A and Class B common stock are identical, except
with respect to voting and conversion rights. The holders of Class A
common stock are entitled to one vote per share, and the holders of
Class B common stock are entitled to ten votes per share, on all
matters that are subject to stockholder vote. The Class B common
stock also has certain approval rights for certain corporate actions.
Each share of Class B common stock may be converted into one
share of Class A common stock at the option of the holder thereof
and will be automatically converted into one share of Class A
common stock upon transfer thereof, subject to certain exceptions.
See the section titled Description of Capital Stock for additional
information.

We will not receive any of the proceeds from the sale of shares to
be offered by the selling stockholders. See the section titled Use of
Proceeds for additional information.

See the section titled Risk Factors beginning on page 13 and the
other information included in this prospectus for a discussion of
factors you should carefully consider before deciding to invest in
our Class A common stock.

DATA
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The number of shares of Class A and Class B common stock to be outstanding upon the completion of this offering is based on 9,430,000 shares
of our Class A common stock and 49,722,528 shares of our Class B common stock outstanding as of September 30, 2013, and excludes:

317,400 shares of Class A common stock issuable upon the exercise of options outstanding as of September 30, 2013 pursuant to our
2013 Equity Incentive Plan, or 2013 Plan, at a weighted-average exercise price of $37.41 per share;

132,350 shares of Class A common stock issuable upon the settlement of restricted stock units, or RSUs, outstanding as of September
30, 2013 pursuant to our 2013 Plan;

15,016,940 shares of Class B common stock issuable upon the exercise of outstanding stock options as of September 30, 2013
pursuant to our 2004 Equity Incentive Plan, or our 2004 Plan, at a weighted-average exercise price of $6.06 per share;

5,703,499 shares of Class A common stock reserved for future issuance under our 2013 Plan as of September 30, 2013 as well as any
automatic increases in the number of shares of Class A common stock reserved for future issuance under this benefit plan; and

2,000,000 shares of Class A common stock reserved for issuance under our 2013 Employee Stock Purchase Plan, or our ESPP, as well
as any automatic increases in the number of shares of Class A common stock reserved for future issuance under this benefit plan.
In addition, unless we specifically state otherwise, all information in this prospectus assumes:

no exercise of outstanding options or settlement of RSUs since September 30, 2013; and

no exercise of the underwriters option to purchase up to an additional 975,000 shares of Class A common stock.

10
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Summary Consolidated Financial and Other Data

The following tables summarize our consolidated financial and other data. You should read this summary consolidated financial and other data
together with the sections titled Selected Consolidated Financial and Other Data and Management s Discussion and Analysis of Financial
Condition and Results of Operations as well as our consolidated financial statements and related notes included elsewhere in this prospectus.

We have derived the consolidated statements of operations data for the years ended December 31, 2010, 2011 and 2012 from our audited
consolidated financial statements included elsewhere in this prospectus. We have derived the unaudited consolidated statements of operations
data for the nine months ended September 30, 2012 and 2013 and the unaudited consolidated balance sheet data as of September 30, 2013 from
our unaudited consolidated financial statements that are included elsewhere in this prospectus. Our unaudited consolidated financial statements
have been prepared on the same basis as our audited consolidated financial statements and, in the opinion of management, reflect all
adjustments, which consist only of normal recurring adjustments, necessary for the fair statement of those unaudited consolidated financial
statements. Our historical results are not necessarily indicative of the results that should be expected in the future, and our interim results are not
necessarily indicative of the results that should be expected for the full year or any other period.

Nine Months
Year Ended December 31, Ended September 30,
2010 2011 2012 2012 2013
(in thousands, except per share data)
(unaudited)

Consolidated Statements of Operations Data:
Revenues
License $24,223 $44.414 $ 89,883 $ 59,807 $ 101,895
Maintenance and services 9,938 17,946 37,850 26,120 49,086
Total revenues 34,161 62,360 127,733 85,927 150,981
Cost of revenues
License 67 213 305 170 523
Maintenance and services 1,271 2,800 10,057 6,809 11,951
Total cost of revenues(! 1,338 3,013 10,362 6,979 12,474
Gross profit 32,823 59,347 117,371 78,948 138,507
Operating expenses
Sales and marketing(!) 16,440 30,363 62,333 39,125 83,426
Research and development(D 9,734 18,387 33,065 22,706 42,514
General and administrative(!) 3,809 6,679 17,715 10,533 18,064
Total operating expenses 29,983 55,429 113,113 72,364 144,004
Operating income (loss) 2,840 3,918 4,258 6,584 (5,497)
Other income (expense), net (16) (54) (49) (350)
Net income (loss) before income tax expense (benefit) 2,840 3,902 4,204 6,535 (5,847)
Income tax expense (benefit) 102 523 2,777 4,052 (1,678)
Net income (loss) $ 2,738 $ 3379 $ 1,427 $ 2,483 $ 4,169)
Net income (loss) per share attributable to common stockholders:
Basic $ 0.03 $ 0.04 $ 0.00 $ 0.03 $  (0.09)
Diluted $ 0.03 $ 0.04 $ 0.00 $ 003 $  (0.09)
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Nine Months
Year Ended December 31, Ended September 30,
2010 2011 2012 2012 2013
(in thousands, except per share data)
(unaudited)
Weighted average shares used to compute net income (loss) per share attributable to common
stockholders:
Basic 32,163 33,008 33,744 33,676 47,093
Diluted 37,833 39,431 39,652 39,597 47,093
Nine Months
Year Ended December 31, Ended September 30,
2010 2011 2012 2012 2013
(in thousands)
Other Financial Data:
Non-GAAP operating income(®) $ 3,478 $ 5,366 $ 11,005 $9,837 $ 4,036
Non-GAAP net income®) 3,376 4,792 6,854 5,333 4,062
Free cash flow®) 8,207 7,953 7,203 9,854 7,564
(1) Includes stock-based compensation expense as follows:
Nine Months
Year Ended December 31, Ended September 30,
2010 2011 2012 2012 2013
(in thousands)
(unaudited)
Cost of revenues $ 18 $ 22 $ 107 $ 66 $ 291
Sales and marketing 256 565 1,394 933 3,506
Research and development 262 628 2,115 1,445 3,785
General and administrative 102 233 1,180 809 1,951
Total stock-based compensation expense $ 638 $ 1,448 $ 4,796 $ 3,253 $9,533

(2) Non-GAAP operating income is a non-GAAP financial measure that we calculate as operating income (loss) excluding stock-based compensation expense
and, for 2012, the cash and stock-based expense associated with our funding of the Tableau Foundation. For more information about non-GAAP operating
income and a reconciliation of non-GAAP operating income to operating income (loss), the most directly comparable financial measure calculated and
presented in accordance with U.S. generally accepted accounting principles, or GAAP, see the section titled Selected Consolidated Financial and Other
Data Non-GAAP Financial Results.

(3) Non-GAAP net income is a non-GAAP financial measure that we calculate as net income (loss) excluding stock-based compensation expense and, for 2012,
the cash and stock-based expense associated with our funding of the Tableau Foundation, each net of tax. For more information about non-GAAP net income
and a reconciliation of non-GAAP net income to net income (loss), the most directly comparable financial measure calculated and presented in accordance
with GAAP, see the section titled Selected Consolidated Financial and Other Data Non-GAAP Financial Results.

(4) Free cash flow is a non-GAAP financial measure that we calculate as net cash provided by operating activities less net cash used in investing activities for
purchases of property and equipment. For more information about free cash flow and a reconciliation of free cash flow to net cash provided by operating
activities, the most directly comparable financial measure calculated and presented in accordance with GAAP, see the section titled Selected Consolidated
Financial and Other Data Non-GAAP Financial Results.

As of
September 30, 2013
(in thousands)
Consolidated Balance Sheet Data:

Cash and cash equivalents $ 226,337
Working capital 202,720
Total assets 301,697
Total stockholders equity 214,767
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RISK FACTORS

Investing in our Class A common stock involves a high degree of risk. You should carefully consider the following risks and all of the other
information contained in this prospectus, including our consolidated financial statements and related notes, before investing in our Class A
common stock. While we believe that the risks and uncertainties described below are the material risks currently facing us, additional risks that
we do not yet know of or that we currently think are immaterial may also arise and materially affect our business. If any of the following risks
materialize, our business, financial condition and results of operations could be materially and adversely affected. In that case, the trading price
of our Class A common stock could decline, and you may lose some or all of your investment.

Risks Related to Our Business and Industry

Due to our rapid growth, we have a limited operating history at our current scale, which makes it difficult to evaluate our future prospects
and may increase the risk that we will not be successful.

We have been growing rapidly in recent periods, and as a result have a relatively short history operating our business at its current scale. For
example, we have significantly increased the number of our employees and have expanded our operations worldwide. Furthermore, we operate
in an industry that is characterized by rapid technological innovation, intense competition, changing customer needs and frequent introductions
of new products, technologies and services. We have encountered, and will continue to encounter, risks and uncertainties frequently experienced
by growing companies in evolving industries. If our assumptions regarding these risks and uncertainties, which we use to plan our business, are
incorrect or change in reaction to changes in the market, or if we do not address these risks successfully, our operating and financial results could
differ materially from our expectations and our business could suffer.

Our future success will depend in large part on our ability to, among other things:

maintain and expand our business, including our operations and infrastructure to support our growth, both domestically and
internationally;

compete with other companies, custom development efforts and open source initiatives that are currently in, or may in the future enter,
the market for our software;

expand our customer base, both domestically and internationally;

renew maintenance agreements with, and sell additional products to, existing customers;

improve the performance and capabilities of our software;

hire, integrate, train and retain skilled talent, including members of our direct sales force and software engineers;

maintain high customer satisfaction and ensure quality and timely releases of our products and product enhancements;

maintain, expand and support our indirect sales channels and strategic partner network;

maintain the quality of our website infrastructure to minimize latency when downloading or utilizing our software;
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maintain compliance with applicable governmental regulations and other legal obligations, including those related to intellectual
property, international sales and taxation.
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If we fail to address the risks and difficulties that we face, including those associated with the challenges listed above as well as those described
elsewhere in this Risk Factors section, our business will be adversely affected and our results of operations will suffer.

We may not be able to sustain our revenue growth rate or profitability in the future.

While we have achieved profitability on an annual basis over the past three years, we have not consistently achieved profitability on a quarterly
basis during that same period. For example, we had net losses in the fourth quarter of 2010, the third quarter of 2011, the fourth quarter of 2012
and the first and second quarters of 2013. We expect expenses to increase substantially in the near term, particularly as we make significant
investments in our sales and marketing organization, expand our operations and infrastructure both domestically and internationally and develop
new products and new features for and enhancements of our existing products. In addition, in connection with operating as a public company,
we are incurring additional significant legal, accounting and other expenses that we did not incur as a private company. If our revenues do not
increase to offset these increases in our operating expenses, we may not be profitable in future periods.

Moreover, our historical revenue growth should not be considered indicative of our future performance. As we grow our business, we expect our
revenue growth rates to slow in future periods due to a number of reasons, which may include slowing demand for our products, increasing
competition, a decrease in the growth of our overall market, our failure, for any reason, to continue to capitalize on growth opportunities, the
maturation of our business or the decline in the number of organizations into which we have not already expanded.

We have been growing rapidly and expect to continue to invest in our growth for the foreseeable future. If we fail to manage this growth
effectively, our business and results of operations will be adversely affected.

We have experienced rapid growth in a relatively short period of time. Our revenues grew from $34.2 million in 2010 to $127.7 million in 2012
and from $85.9 million in the nine months ended September 30, 2012 to $151.0 million in the nine months ended September 30, 2013. Our
number of full-time employees increased from 188 as of December 31, 2010 to 1,039 as of September 30, 2013. During this period, we also
established operations in a number of countries outside the United States.

We intend to continue to aggressively grow our business. For example, we plan to continue to hire new employees at a rapid pace, particularly in
our sales and engineering groups. If we cannot adequately train these new employees, including our direct sales force, our sales may decrease or
our customers may lose confidence in the knowledge and capability of our employees. In addition, we are expanding internationally, establishing
operations in additional countries outside the United States, and we intend to make direct and substantial investments to continue our
international expansion efforts. We must successfully manage our growth to achieve our objectives. Although our business has experienced
significant growth in the past, we cannot provide any assurance that our business will continue to grow at the same rate, or at all.

Our ability to effectively manage any significant growth of our business will depend on a number of factors, including our ability to do the
following:

effectively recruit, integrate, train and motivate a large number of new employees, including our direct sales force, while retaining
existing employees, maintaining the beneficial aspects of our corporate culture and effectively executing our business plan;

satisfy existing customers and attract new customers;

successfully introduce new products and enhancements;
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continue to improve our operational, financial and management controls;

protect and further develop our strategic assets, including our intellectual property rights; and

make sound business decisions in light of the scrutiny associated with operating as a public company.
These activities will require significant capital expenditures and allocation of valuable management and employee resources, and our growth
will continue to place significant demands on our management and our operational and financial infrastructure.

Our future financial performance and our ability to execute on our business plan will depend, in part, on our ability to effectively manage any
future growth. There are no guarantees we will be able to do so in an efficient or timely manner, or at all. In particular, any failure to
successfully implement systems enhancements and improvements will likely negatively impact our ability to manage our expected growth,
ensure uninterrupted operation of key business systems and comply with the rules and regulations that are applicable to public reporting
companies. Moreover, if we do not effectively manage the growth of our business and operations, the quality of our software could suffer, which
could negatively affect our brand, results of operations and overall business.

We face intense competition, and we may not be able to compete effectively, which could reduce demand for our products and adversely
affect our business, growth, revenues and market share.

The market for our products is intensely and increasingly competitive and subject to rapidly changing technology and evolving standards. In
addition, many companies in our target market are offering, or may soon offer, products and services that may compete with our products.

Our current primary competitors generally fall into three categories:

large software companies, including suppliers of traditional business intelligence products that provide one or more capabilities that
are competitive with our products, such as International Business Machines Corporation, Microsoft Corporation, Oracle Corporation
and SAP AG;

spreadsheet software providers, such as Microsoft Corporation; and

new and emerging business analytics software companies, such as Qlik Technologies Inc. and TIBCO Spotfire (a subsidiary of
TIBCO Software Inc.).
In addition, we may compete with open source initiatives and custom development efforts. We expect competition to increase as other
established and emerging companies enter the business analytics software market, as customer requirements evolve and as new products and
technologies are introduced. We expect this to be particularly true with respect to our cloud-based initiatives as we and our competitors seek to
provide business analytics products based on a software-as-a-service, or SaaS, platform. This is a relatively new and evolving area of business
analytics solutions, and we anticipate competition to increase based on customer demand for these types of products.

Many of our competitors, particularly the large software companies named above, have longer operating histories, significantly greater financial,
technical, marketing, distribution, professional services or other resources and greater name recognition than we do. In addition, many of our
competitors have strong relationships with current and potential customers and extensive knowledge of the business analytics industry. As a
result, they may be able to respond more quickly to new or emerging technologies and changes in customer requirements, for example by
offering a SaaS-based product that competes with our on-premise products or Tableau Online, our SaaS product, or devoting
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greater resources to the development, promotion and sale of their products than we do. Moreover, many of these competitors are bundling their
analytics products into larger deals or maintenance renewals, often at significant discounts. Increased competition may lead to price cuts,
alternative pricing structures or the introduction of products available for free or a nominal price, fewer customer orders, reduced gross margins,
longer sales cycles and loss of market share. We may not be able to compete successfully against current and future competitors, and our
business, results of operations and financial condition will be harmed if we fail to meet these competitive pressures.

Our ability to compete successfully in our market depends on a number of factors, both within and outside of our control. Some of these factors
include ease and speed of product deployment and use, discovery and visualization capabilities, analytical and statistical capabilities,
performance and scalability, the quality and reliability of our customer service and support, total cost of ownership, return on investment and
brand recognition. Any failure by us to compete successfully in any one of these or other areas may reduce the demand for our products, as well
as adversely affect our business, results of operations and financial condition.

Moreover, current and future competitors may also make strategic acquisitions or establish cooperative relationships among themselves or with
others. By doing so, these competitors may increase their ability to meet the needs of our customers or potential customers. In addition, our
current or prospective indirect sales channel partners may establish cooperative relationships with our current or future competitors. These
relationships may limit our ability to sell or certify our products through specific distributors, technology providers, database companies and
distribution channels and allow our competitors to rapidly gain significant market share. These developments could limit our ability to obtain
revenues from existing and new customers and to maintain maintenance and support revenues from our existing and new customers. If we are
unable to compete successfully against current and future competitors, our business, results of operations and financial condition would be
harmed.

Our success is highly dependent on our ability to penetrate the existing market for business analytics software as well as the growth and
expansion of that market.

Although the overall market for business analytics software is well-established, the market for business analytics software like ours is relatively
new, rapidly evolving and unproven. Our future success will depend in large part on our ability to penetrate the existing market for business
analytics software, as well as the continued growth and expansion of what we believe to be an emerging market for analytics solutions that are
faster, easier to adopt, easier to use and more focused on self-service capabilities. It is difficult to predict customer adoption and renewal rates,
customer demand for our products, the size, growth rate and expansion of these markets, the entry of competitive products or the success of
existing competitive products. Our ability to penetrate the existing market and any expansion of the emerging market depends on a number of
factors, including the cost, performance and perceived value associated with our products, as well as customers willingness to adopt a different
approach to data analysis. Furthermore, many potential customers have made significant investments in legacy business analytics software
systems and may be unwilling to invest in new software. If we are unable to penetrate the existing market for business analytics software, the
emerging market for self-service analytics solutions fails to grow or expand, or either of these markets decreases in size, our business, results of
operations and financial condition would be adversely affected.

Our future quarterly results of operations may fluctuate significantly due to a wide range of factors, which makes our future results difficult
to predict.

Our revenues and results of operations could vary significantly from quarter to quarter as a result of various factors, many of which are outside
of our control, including:

the expansion of our customer base;
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the renewal of maintenance agreements with, and sales of additional products to, existing customers;

the size, timing and terms of our perpetual license sales to both existing and new customers;

the mix of direct sales versus sales through our indirect sales channels;
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