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PART 1

IMPORTANT NOTE ABOUT FORWARD-LOOKING STATEMENTS. This Annual Report on Form 10-K contains
forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and
Section 21E of the Securities Exchange Act of 1934, as amended (the “Exchange Act”). These statements may generally
be identified by the use of such words as “expect,” “anticipate,” “believe,” “intend,” “plan,” “will,” or “shall,” or the negative c
those terms. We have based these forward-looking statements on our current expectations and projections about future
events. Forward-looking statements involve certain risks and uncertainties and actual results may differ materially
from those discussed in any such statement. Factors that could cause actual results to differ materially from such
forward-looking statements include the risks described under the heading “Risk Factors” in Part I, Item 1A of this
Annual Report on Form 10-K and elsewhere in this Annual Report on Form 10-K. The forward-looking statements
contained in this Annual Report on Form 10-K include, but are not limited to statements about the following: (1) our
future success, (2) our research and development efforts, (3) our future operating results and cash flow, (4) our ability
to compete, (5) the markets in which we operate, (6) our revenue, (7) cost of license revenue and cost of service
revenue, (8) our selling and marketing costs, (9) our general and administrative costs, (10) our research and
development expenses, (11) the effect of critical accounting policies, (12) the possibility that we may seek to take
advantage of opportunities in the equity and capital markets (13) our belief that our existing cash balances combined
with our cash flow from operating activities will be sufficient to meet our operating and capital expenditure
requirements for the remainder of the fiscal year ending March 31, 2013 and through the foreseeable future, (14) our
focus on the continued development and enhancement of new product lines, including search technology and social
media tools, and identification of new and emerging technology areas and discussions with channel partners for the
sale and distribution of the new product lines, (15) the effect of recent changes in tax laws on our financial statements,
and (16) the possibility that we may seek to take advantage of strategic acquisition opportunities. All forward-looking
statements in this document are made as of the date hereof, based on information available to us as of the date hereof,
and we assume no obligation to update any forward-looking statement.

ITEM 1. Business

Overview

We were incorporated in the State of Delaware in August 1987. We were originally incorporated as Blyth

Holdings, Inc. and our name was changed to Omnis Technology Corporation in September 1997. Effective

December 1, 2000, we completed the acquisition of PickAx, Inc., a Delaware corporation (“PickAx”). Concurrent with
the acquisition, we changed our name to Raining Data Corporation. On April 17, 2008, we changed our name to

TigerLogic Corporation. Reference to “we,” “our,” “us” or the “Company” in this Annual Report on Form 10-K means
TigerLogic Corporation and our subsidiaries.

Products

Our principal business consists of 1) the design, development, sale, and support of software infrastructure; 2) Internet
search enhancement tools; and 3) a social media content aggregation platform. Our products allow customers to create
and enhance flexible software applications for their own needs. Our database and rapid application development
software may be categorized into the following product lines: Multidimensional Database Management Systems
(“MDMS”) and Rapid Application Development (“RAD”) software tools. Many of our database software products are
based on the proprietary Pick Universal Data Model (“Pick UDM”) and are capable of handling data from many sources.
Our Internet search enhancement tools include the yolink browser plug-in, yolink API for web sites, and yolink search
plug-in for WordPress sites. Our Postano product is a real-time social media content aggregation platform.

We primarily sell our database and rapid application development software products through established distribution
channels consisting of OEMs, system integrators, specialized vertical application software developers and consulting
organizations. Our Internet search enhancement tools and social media content aggregation platform are generally sold
through our web sites, as well as through co-marketing arrangements with third parties. We also sell all of our
products directly through our sales personnel to end user organizations. Outside the United States, we maintain direct
sales offices in the United Kingdom, France and Germany. We generally license our database and rapid application
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development software on a per-CPU, per-server, per-port or per-user basis. We license our yolink and Postano product
lines at prices based on usage measured in a variety of ways. We may make both our yolink and Postano products
available to users for free under certain circumstances. We also provide continuing software maintenance and support,
and other professional services relating to our products, including consulting and training services. The majority of
our revenue to date has been principally derived from MDMS and RAD software products.

In addition, one of the elements of our business strategy involves expansion through the acquisition of businesses,
assets, products or technologies that allow us to complement our existing product offerings, expand our market
coverage, or enhance our technological capabilities. We continually evaluate and explore strategic opportunities as
they arise, including business
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combination transactions, strategic partnerships, and the purchase or sale of assets, including tangible and intangible
assets such as intellectual property.

TigerLogic Postano

Postano is a real-time social media content aggregation platform, integrated with our yolink search technology that
allows companies and individuals to collect content from various social media sources, and to display that content
either within existing web pages hosted by us, or within existing web pages hosted by others, or in interactive tabs on
Facebook. Postano is designed for both personal and commercial use. Postano pricing is based on features and support
levels desired. There is no charge for users to create one Postano that we host. Through March 31, 2012, revenue
recognized from Postano product has been immaterial.

TigerLogic Yolink

Yolink is a next-generation search enhancement technology that increases the effectiveness of search functionality
across web sites and services. Yolink can search both structured markup, such as HTML, and binary code documents
as well as unstructured, raw text documents by layering a common semantic model across them, and using this to
organize and effect full-text searches across documents. Yolink searches behind links and through web sites to retrieve
content based on keyword search terms. To facilitate the user's review of search results, each keyword is highlighted
with a unique color. This capability is especially useful for reviewing and searching through the many web pages that
contain hundreds, if not thousands, of embedded hyperlinks. Yolink technology can be applied to many platforms and
Internet delivery methodologies. Yolink application programming interfaces (known as APIs) allow developers to
integrate yolink search technologies with their web sites, services or applications. Yolink is available for download at
www.yolink.com. Through March 31, 2012, revenue recognized from the yolink search technology has been
immaterial.

Multi-dimensional Databases (MDMS)

The MDMS product line consists principally of the D3 Data Base Management System (“D3”), which runs on many
operating systems, including IBM AIX, Linux and Windows. D3 allows application programmers to create new
business solution software in less time than it normally takes in many other environments. Our MDMS products also
include mvEnterprise, a scalable multi-dimensional database solution that allows the user to leverage the capabilities
of the UNIX operating system, and mvBase, a multi-dimensional database solution that runs on all Windows
platforms.

Version 9.0 of D3 and version 3.0 of mvBase, released in September 2010, include bundled support for .NET,
providing developers a cost effective solution for developing applications utilizing Microsoft Visual Studio; and
bundled support for Java, allowing development of applications utilizing Java.

The TigerLogic Dashboard, released in August 2010, is a development tool that allows Pick UDM developers to
create intuitive and web-based graphical displays of multi-value data via dashboard and widget creation utilizing
Pick/BASIC programming language.

Rapid Application Development (RAD) Tools

Our RAD products support the full life cycle of software application development and are designed for rapid
prototyping, development and deployment of graphical user interface (“GUI”) client/server and web applications. The
RAD products-Omnis Studio and Omnis Classic-are object-oriented and component-based, providing the ability to
deploy cross-platform applications on operating system platforms and database environments.

In March 2012, we released version 5.2 of Omnis Studio featuring a new JavaScript based Client technology that
enables developers to create leading-edge mobile applications. The Omnis JavaScript Client uses scripting compatible
with HTML5 and CSS3 to enable support for all popular browsers and devices, including tablets, smartphones,
desktops, and web-enabled TVs. Omnis-based applications are developed once and deployed to any device, on any
platform, including Android, i0OS, Mac OS, Linux and Windows, with no plug-in installation required.

Technical Support

Many of our products are used by our customers to build and deploy applications that may become a critical
component of their business operations. As a result, continuing to provide customers with technical support services is
an important element of our business strategy. Customers who participate in our support programs receive periodic
maintenance releases on a when-and-if available basis and direct technical support when required.
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Sales and Distribution
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In the United States, we sell our MDMS and RAD products through established distribution channels consisting of
OEMs, system integrators, specialized vertical application software developers and consulting organizations. We sell
our yolink and Postano products through our web sites, as well as through co-marketing arrangements with third
parties. We also sell all of our products directly through our sales personnel to end user organizations. Outside the
United States, we maintain direct sales offices in the United Kingdom, France and Germany. Approximately 31%,
31%, and 32% of our revenue came from sales through our offices located outside the United States for the twelve
months ended March 31, 2012, 2011 and 2010, respectively.

We sell our products in U.S. Dollars in North America, British Pounds Sterling in the United Kingdom and Euros in
France and Germany. Because we recognize revenue and expense in these various currencies but report our financial
results in U.S. Dollars, changes in exchange rates may cause variances in our period-to-period revenue and results of
operations in future periods.

We generally license our MDMS and RAD software on a per-CPU, per-server, per-port or per-user basis. Therefore,
the addition of CPUs, servers, ports or users to existing systems increases our revenue from our installed base of
licensees. Similarly, a decrease in CPUs, servers, ports or users would result in a decrease in our revenue. In addition
to software products, we provide continuing software maintenance and support and, to a limited extent, other
professional services to our customers, including consulting and training services to help plan, analyze, implement and
maintain application software based on our products.

Customers

Our MDMS and RAD customers may be classified into two general categories:

Independent Software Vendors and Software Developers. The majority of our revenue is derived from independent
software vendors, which typically write their own vertical application software that they sell as a complete package to
end user customers. This category includes value added resellers (“VARs”) and software-consulting companies that
provide contract programming services to their customers.

Corporate Information Technology (“IT”) Departments.

The target customers for our yolink products include companies, bloggers, and individual users who want to enhance
their search capabilities. Target customers for Postano range from companies to individuals who are active in social
media channels. For each of the three years ended March 31, 2012, 2011 and 2010, no single customer accounted for
more than 10% of our revenue.

Research and Development

We have devoted significant resources to the research and development of our products and technology. We believe
that our future success will depend largely on strong development efforts with respect to both our existing and new
products. These development efforts have resulted in updates and upgrades to existing MDMS and RAD products and
the launch of new products including the yolink search technology and Postano social media product lines. New
product updates and upgrades in all of our product lines are currently in progress. We expect to continue our research
and development efforts in all product lines for the foreseeable future. We intend for these efforts to improve our
future operating results and increase cash flow. However, such efforts may not result in additional new products or
revenue, and we can make no assurances that the recently announced products or future products will be successful.
We spent approximately $5.9 million, $6.0 million, and $6.1 million on research and development in fiscal years
2012, 2011, and 2010, respectively.

Competition
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The application development tools software market is rapidly changing and intensely competitive. Our MDMS
products compete with products developed by companies such as Oracle, Microsoft, and IBM. Our RAD products
currently encounter competition from several direct competitors, including Microsoft, and competing development
environments, including JAVA. Direct competitors of our yolink search technology include Google, Yahoo,
Microsoft, AOL, and Ask, as well as a number of smaller companies with products that directly and indirectly
compete with our yolink search technology. Our Postano social media product competes with products developed by
companies such as Facebook and Twitter, as well as a number of smaller companies in the emerging social media
marketplace. Most of our competitors have significantly more financial, technical, marketing, and other resources than
we do. As a result, these competitors may be able to respond more quickly to new or emerging technologies, evolving
markets and changes in customer requirements, and may devote greater resources to the development, promotion, and
sale of their products. We believe that our ability to compete in the various product markets depends on factors both
within and outside our control, including the timing of release, performance and price of new products developed by
both us and our competitors. Although we believe that we currently compete favorably with respect to most of these
factors, we may not be able to maintain our competitive position against current and potential competitors, especially
those with greater resources.
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We continue to focus on growth in new market opportunities, such as the yolink and Postano product lines, while also
continuing to meet the needs of our loyal customer base by investing in the development of new upgrades and updates
for our existing MDMS and RAD product lines. While continued challenging economic conditions have resulted in
lower license revenue for our MDMS and RAD product lines, we believe that our relatively stable services revenue
and prudent management of expenditures will continue to provide sufficient working capital balances to fund new
product initiatives aimed at increasing stockholder value.

Intellectual Property and Other Proprietary Rights

We rely primarily on a combination of trade secret, patent, copyright and trademark laws and contractual provisions to
protect our intellectual property and proprietary rights. Our trademarks include TigerLogic, yolink, Raining Data,
Pick, D3, Omnis, Omnis Studio, mvEnterprise, mvBase, and mvDesigner, among others. We have eight issued U.S.
patents, one allowed U.S. patents, and six pending U.S. patent applications as of March 31, 2012.

We generally license our products to end users on a “right to use” basis pursuant to license agreements that restrict use
of products to a specified number of users or a specified usage. We generally rely on “click-wrap” licenses that become
effective when a customer downloads and installs the software on its system or accesses and uses our software. In
order to retain exclusive ownership rights to our software and technology, we generally provide our software in object
code only, with contractual restrictions on copying, disclosure, and transferability. There can be no assurance that
these protections will be adequate, that our license agreements will be enforceable in the United States or foreign
jurisdictions, or that our competitors will not independently develop technologies that are substantially equivalent or
superior to our technology.

Backlog

We generally download or ship software products as orders are received and have historically operated with little
backlog. As a result, our license revenue in any given quarter is dependent upon orders received and product shipped
during the quarter. Historically, there has been a short cycle between receipt of an order and shipment. Consequently,
we do not believe that our backlog as of any particular date is meaningful.

Employees

At March 31, 2012, we had 86 employees worldwide of which 59 were in the United States and 27 were in our
international offices. Of the 86 employees, 79 are full-time and approximately 37% are in research and development,
24% in technical support, 22% in sales and marketing and 17% in general and administrative functions. None of our
employees are represented by a labor union, and we consider our employee relations to be good. Competition for
qualified personnel in our industry is intense. We believe that our future success will continue to depend, in part, on
our continued ability to attract, hire and retain qualified personnel.

Executive Officers
The following sets forth certain information regarding our executive officers as of March 31, 2012:

Name Age Position(s)

Richard W. Koe 55 Interim President and Chief Executive Officer

Thomas Lim 43 Chief Financial Officer, VP of Finance, and Secretary
Gerald F. Chew 52 Senior Vice President, Corporate and Product Development
John H. Bramley 55 Vice President, Operations

Cliff Torng 49 Vice President, Marketing

Mr. Koe was appointed Interim President and Chief Executive Officer on February 26, 2009. Mr. Koe joined the

Board of Directors in January 2003 and has served as Chairman since December 2004. Mr. Koe has served as
Managing General Partner for Astoria Capital Partners, L.P.(“Astoria”’) and Montavilla Partners, L.P., both of which are
investment partnerships, and as President of Astoria Capital Management (“ACM”), since July 1991. Astoria holds a
majority of our outstanding common stock. Mr. Koe serves as Chairman of the Compensation Committee and the
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Nominating and Corporate Governance Committee and is the sole member of the Stock Committee, a subcommittee
of the Compensation Committee. Mr. Koe holds a B.A. in History from the University of Oregon. Mr. Koe has
significant executive leadership experience having served as President of ACM, and Managing General Partner for
Astoria and Montavilla Partners, L.P., for over 20 years. This experience, combined with over 10 years relationship
with us as a major shareholder, and over 8 years of service on our Board of Directors, including
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as Chairman, uniquely qualify Mr. Koe to serve as our Interim President and Chief Executive Officer.

Mr. Lim has served as our Chief Financial Officer and Vice President of Finance since May 2006, and as Secretary
since August 2006. Prior to joining us, from March 2004 to May 2006, Mr. Lim served as the Director of Finance and
Controller of WageWorks, Inc., an employee benefits administration firm. Mr. Lim served as the Director of Finance
of DNA Sciences, Inc., a bio-research company, from October 2002 to January 2004, and as the Corporate Controller
of Certive Corporation, a software company, from June 2000 to September 2002. Mr. Lim graduated from the
University of California at Berkeley, Haas School of Business with a B.S. in accounting and finance and received his
M.B.A. from the University of California at Berkeley, Haas School of Business. Mr. Lim is a Certified Public
Accountant in California (inactive). Mr. Lim has over 20 years of financial experience in a variety of industries,
including the technology, financial services, marketing, and professional services industries.

Mr. Chew was appointed as our Senior Vice President, Corporate and Product Development in September 2011.

Mr. Chew joined the Board in July 1998. Since October 2003, Mr. Chew has served as Managing Director of
Bridgetown Associates LLC, an investment advisory firm. From September 2008 to June 2010, Mr. Chew served as a
Senior Vice President at IHS, Inc. (NYSE: IHS), a leading global source of critical information and insight. Mr. Chew
served as President and Chief Operating Officer of MDSI Mobile Data Solutions Inc. (Nasdaq: MDSI), a provider of
mobile workforce management solutions, from April 2001 to March 2002 and served as a director of MDSI from 1995
until April 2001. Mr. Chew holds a B.S. in Electrical Engineering from the University of California, Davis and an
M.B.A. from the Amos Tuck School of Business Administration at Dartmouth College. Mr. Chew is also an advisor to
several private companies. Until joining us as an employee in September 2011, Mr. Chew served as Chairman of the
Audit Committee and served on the Compensation Committee and the Nominating and Corporate Governance
Committee. The Board believes Mr. Chew's extensive senior executive experience in publicly listed technology
companies, combined with his 14 years of service as a director on our Board, qualify Mr. Chew to continue to serve as
our director.

Mr. Bramley has served as our Vice President, Operations since July 2008. From February 2007 to July 2008,

Mr. Bramley served as our Vice President of Product Development. From April 2001 to February 2007, Mr. Bramley
held various corporate technical positions involved with the development, marketing and support of our technology.
From November 1996 to April 2001, Mr. Bramley served as Vice President, Engineering responsible for the product
development and technical support for our MDMS products. From January 1987 to November 1996, Mr. Bramley was
involved in the management and development of the Pick database management system at Sequoia Systems, a vendor
of fault tolerant hardware products. Mr. Bramley holds a B.S. degree in Computer Science from the State University
of New York, Plattsburgh, NY.

Mr. Torng has served as our Vice President of Marketing since June 2011. Prior to joining TigerLogic, from June
2010 to March 2011, Mr. Torng served as the Senior Vice President of US Marketing and Advertising for Ralph
Lauren, Inc., a leading

fashion brand and retailer. From November 2008 to February 2010, Mr. Torng served as Executive Vice President,
Chief Marketing Officer for Movie Gallery, Inc., a video rental and specialty gaming retail chain. From May 1996 to
October 2008, Mr. Torng served in a variety of roles, the last being Director of Marketing for the Jordan brand, for
Nike, Inc., a leading sports brand manufacturer and retailer. From September 1991 to April 1996, Mr. Torng held a
variety of roles for Saatchi & Saatchi Advertising, Asia Pacific, the last role being Executive Director, North Asia.
Mr. Torng holds a B.A. in English from Cornell University and an MBA from Cornell University's Johnson Graduate
School of Management.

ITEM 1A. Risk Factors

We operate in a rapidly changing environment that involves numerous risks and uncertainties. A description of the
risks and uncertainties associated with our business is set forth below. You should carefully consider such risks and
uncertainties, together with the other information contained in this Annual Report on Form 10-K for the fiscal year
ended March 31, 2012 and in our other public filings. If any of such risks and uncertainties actually occurs, our
business, financial condition or operating results could differ materially from the plans, projections and other
forward-looking statements included in the section titled “Management's Discussion and Analysis of Financial
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Condition and Results of Operations” and elsewhere in this report and in our other public filings. In addition, if any of
the following risks and uncertainties, or if any other risks and uncertainties, actually occurs, our business, financial
condition or operating results could be harmed substantially, potentially causing the market price of our stock to
decline, perhaps significantly. The following section lists some, but not all, of these risks and uncertainties that may
have a material adverse effect on our business, financial condition or results of operation.

IF WE DO NOT DEVELOP NEW PRODUCTS AND ENHANCE EXISTING PRODUCTS TO KEEP PACE WITH
RAPIDLY CHANGING TECHNOLOGY AND INDUSTRY STANDARDS, OUR REVENUE MAY DECLINE.
We have devoted significant resources to the research and development of products and technologies. We believe that
our
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future success will depend in large part on strong research and development efforts with respect to both our existing
and new products. We have made an extensive effort to leverage our Pick UDM and core intellectual property to
create new product lines, which include our yolink search technology and our social media product called Postano.
While we intend for these efforts to improve our future operating results and increase cash flow, such new products
may not be successful or generate significant revenue. The development of new or enhanced software products is a
complex and uncertain process requiring high levels of innovation, as well as accurate anticipation of customer and
technical trends. In developing new products and services, we may fail to develop and market products that respond to
technological changes or evolving industry standards in a timely or cost-effective manner, or experience difficulties
that could delay or prevent the successful development, introduction and marketing of these new products. The
development and introduction of new or enhanced products also requires us to manage the transition from older
products in order to minimize disruptions in customer ordering patterns and to ensure that adequate supplies of new
products can be delivered to meet customer demand. Failure to develop and introduce new products, or enhancements
to existing products, in a timely and cost-effective manner in response to changing market conditions or customer
requirements, or lack of customer acceptance of our products, will materially and adversely affect our business, results
of operations and financial condition. There can be no assurance that we will successfully identify new product
opportunities, develop and bring new products to market in a timely manner, or achieve market acceptance of our
products or that products and technologies developed by others will not render our products or technologies obsolete
or noncompetitive. In addition, if we acquire new technologies in the future, they could prove difficult to integrate and
may disrupt our business, dilute stockholders' value and adversely affect our operating results.
OUR FAILURE TO COMPETE EFFECTIVELY MAY HAVE AN ADVERSE IMPACT ON OUR OPERATING
RESULTS.
The market for our products is highly competitive, diverse and subject to rapid change. Our products and services
compete on the basis of the following key characteristics: performance; inter-operability; scalability; functionality;
reliability; pricing; post sale customer support; quality; compliance with industry standards; and overall total cost of
ownership. The application development tools software market is rapidly changing and intensely competitive. Our
MDMS products compete with products developed by companies such as Oracle, Microsoft and IBM. Our RAD
products currently encounter competition from several direct competitors, including Microsoft, and competing
development environments, including JAVA. Direct competitors of our yolink search technology include Google,
Yahoo, Microsoft, AOL and Ask, as well as a number of smaller companies with products that directly and indirectly
compete with our yolink search technology. Direct competitors of our Postano social media product include Facebook
and Twitter, as well as numerous smaller companies in the emerging social media marketplace. Additionally, as we
expand our business, we expect to compete with a different group of companies, including smaller, highly focused
companies offering single products.
The strong competition we face in the sales of our products and services and general economic and business
conditions can put pressure on us to change our prices. If our competitors offer deep discounts on certain products or
services or develop products that the marketplace considers more valuable, we may need to lower prices or offer other
favorable terms in order to compete successfully. Any such changes may reduce margins and could adversely affect
our operating results.

Mo

Most of our competitors have significantly more financial, technical, marketing and other resources than we do. As a
result, these competitors may be able to respond more quickly to new or emerging technologies, evolving markets and
changes in customer requirements and may devote greater resources to the development, promotion and sale of their
products. Our products and services could fall behind marketplace demands at any time. If we fail to address the
competitive challenges, our business would suffer materially.

BECAUSE OUR MDMS AND RAD PRODUCTS COMPETE WITH PRODUCTS FROM MUCH LARGER AND
WELL KNOWN COMPANIES, OUR REVENUE MAY DECLINE IF WE CANNOT MAINTAIN OUR SALES TO
EXISTING CUSTOMERS OR GENERATE SALES TO NEW CUSTOMERS.

We face very strong competition from much larger and better known companies in the markets for our MDMS and
RAD products. As a result, existing customers and new customers may be inclined to adopt other technologies. To
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maintain or grow our revenue in these markets, we will need to maintain or grow our sales to existing customers and
to generate sales to new customers, including corporate development teams, commercial application developers,
system integrators, independent software vendors and independent consultants. If we fail to attract new customers, if
we lose our customers to competitors, or if the MDMS or RAD markets decline, our revenue may be adversely
affected. In the longer term, it is expected that our revenue from the MDMS and RAD markets will eventually decline
as customers adopt newer technologies.

ADVERSE ECONOMIC CONDITIONS COULD CONTINUE TO HARM OUR BUSINESS.
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Our operations and performance depend significantly on global economic conditions. Instability in the global credit
markets, including the recent European economic and financial turmoil related to sovereign debt issues in certain
countries, may continue to put pressure on global economic conditions. If economic conditions remain uncertain in
key markets, including without limitation the United States and Western Europe where we derive a majority of our
revenue, we will continue to experience adverse impacts on our business, operating results, and financial condition.
Unfavorable changes in economic conditions, including recession, rising inflation, diminished credit availability,
declining valuation of investments or other changes in economic conditions have resulted in lower information
technology spending and have adversely affected our revenue. For example, current or potential customers may have
been unable to fund software purchases, potentially causing them to delay, decrease or cancel purchases of our
products and services or to not pay us or to delay paying us for previously purchased products and services. Further,
since we generally license our MDMS and RAD software on a per-CPU, per-server, per-port or per-user basis, any
decrease in CPUs, servers, ports or users by our customers would result in a decrease in our revenue. These and other
economic factors could continue to have a material adverse effect on demand for our products and services and on our
financial results.

WE HAVE A HISTORY OF LOSSES AND MAY CONTINUE TO INCUR SIGNIFICANT LOSSES IN THE
FUTURE.

We incurred net losses of approximately $3.5 million and $3.0 million for the fiscal years ended March 31, 2012 and
2011, respectively. We had an accumulated deficit of approximately $108.8 million as of March 31, 2012. We may
continue to incur significant losses in the future for a number of reasons, including uncertainty as to the level of our
future revenues and our efforts to monetize newer technologies we have developed including yolink and Postano. We
plan to continue to pursue strategic opportunities and invest in new product development. Forecasting our revenues
and profitability for these new business models is inherently uncertain and volatile. We will need to generate
significant increases in our revenues to achieve and maintain profitability, particularly given the current small size of
our business relative to the costs associated with being a public reporting company. If our revenue fails to grow or
grows more slowly than we currently anticipate or our operating expenses exceed our expectations, our losses would
significantly increase which could harm our business and operating results.

OUR PRODUCTS HAVE A LONG SALES CYCLE WHICH COULD RESULT IN DELAYS IN THE RECEIPT
OF REVENUE.

The sales cycle for our MDMS and RAD products typically ranges from three to nine months or longer. Our products
are typically used by application developers, system integrators and value added resellers to develop applications that
are critical to their corporate end user's business. Because our products are often part of an end user's larger business
process, re-engineering initiative, or implementation of client/server or web-based computing, the end users frequently
view the purchase of our products as part of a long-term strategic decision regarding the management of their
workforce-related operations and expenditures. Thus, this sometimes results in end users taking a significant period of
time to assess alternative solutions by competitors or to defer a purchase decision as a result of an unrelated strategic
issue beyond our control. The adoption cycle for our yolink search technology and Postano social media products is
anticipated to be long since the search and social media markets currently have much larger direct competitors such as
Google, Yahoo, Microsoft, AOL, Ask, and Facebook and Twitter, respectively. As a result, a significant period of
time may elapse between our research and development efforts and recognition of revenue, if any.

THE CONCENTRATION OF OUR STOCK OWNERSHIP GIVES CERTAIN STOCKHOLDERS SIGNIFICANT
CONTROL OVER OUR BUSINESS.

As of May 31, 2012, Astoria beneficially owned approximately 53% of our outstanding common stock. Richard W.
Koe, Chairman of the Board of Directors and our Interim President and Chief Executive Officer, serves as the
Managing General Partner for Astoria Capital Management, Inc., a general partner of Astoria. This concentration of
stock ownership allows Astoria, acting alone, to block any actions that require approval of our stockholders, including
the election of members to our Board of Directors and the approval of significant corporate transactions. Moreover,
this concentration of ownership may delay or prevent a change in control.

WE MAY EXPERIENCE QUARTERLY FLUCTUATIONS IN OPERATING RESULTS, POSSIBLY RESULTING
IN VOLATILITY OF OUR STOCK PRICE.
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We expect to continue to spend substantial amounts of money in the area of research and development, sales and
marketing and operations in order to promote new product development and introduction. Because the expenses
associated with these activities are relatively fixed in the short-term, we may be unable to timely adjust spending to

offset any unexpected shortfall in revenue growth or any decrease in revenue levels. Operating results may also
fluctuate due to factors such as:

the size and timing of customer orders;
changes in pricing policies by us or our competitors;

9
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our ability to develop, introduce, and market new and enhanced versions of our products;

the number, timing, and significance of product enhancements and new product announcements by our competitors;
the demand for our products;

non-renewal of customer support agreements;

software defects and other product quality problems; and

personnel changes.

We operate without a significant backlog of orders. As a result, the quarterly sales and operating results in any given
quarter are dependent, in large part, upon the volume and timing of orders booked and products shipped during that
quarter. Accordingly, we may be unable to adjust spending in a timely manner to compensate for any unanticipated
decrease in orders, sales or shipments. Therefore, any decline in demand for our products and services, in relation to
the forecast for any given quarter, could materially and negatively impact the results of our operations. As a result, our
quarterly operating results may fluctuate, potentially causing our stock price to be volatile. In addition, we believe that
period-to-period comparisons of our operating results should not be relied upon as indications of future performance.
A significant drop in our stock price could also expose us to the risk of securities class actions lawsuits, which could
result in substantial costs and divert management's attention and resources, which could adversely affect our business.
THE SUCCESS OF OUR BUSINESS DEPENDS IN PART UPON OUR ABILITY TO RECRUIT AND RETAIN
KEY PERSONNEL AND MANAGEMENT.

Mr. Koe was appointed Interim President and Chief Executive Office in February 2009. The loss of one or more of
our executives could adversely affect our business. In addition, we have in the past restructured or made other
adjustments to our workforce in response to management changes, product changes, performance issues, acquisitions
and other internal and external considerations. Workforce restructurings could result in a temporary lack of focus and
reduced productivity, negatively affecting our revenues.

We believe that our future success will depend to a significant extent on our ability to recruit, hire and retain highly
skilled management and employees with experience in engineering, product management, business development,
sales, marketing and customer service. Competition for such personnel in the software industry can be intense, and
there can be no assurance that we will be successful in attracting and retaining such personnel. If we are unable to do
s0, we may experience inadequate levels of staffing to develop and license our products and perform services for our
customers, adversely affecting our business.

THE INABILITY TO PROTECT OUR INTELLECTUAL PROPERTY COULD HARM OUR ABILITY TO
COMPETE.

Our ability to compete successfully will depend, in part, on our ability to protect our proprietary technology and
operations without infringing upon the rights of others. We may fail to do so. We rely primarily on a combination of
patent, trade secret, copyright and trademark laws and contractual provisions to protect our intellectual property and
proprietary rights. Our trademarks include TigerLogic, yolink, Pick, D3, Omnis, Omnis Studio, mvEnterprise,
mvBase, and mvDesigner, among others. We have eight issued U.S. patents, one allowed U.S. patent, and six pending
U.S. patent applications as of March 31, 2012. Although we have been issued numerous patents and other patent
applications are currently pending, there can be no assurance that any of these patents or other proprietary rights will
not be challenged, invalidated, or circumvented or that our rights will, in fact, provide competitive advantages to us. In
addition, there can be no assurance that patents will be issued from pending applications or that claims allowed on any
patents will be sufficiently broad to protect our technology. In addition, the laws of some foreign countries may not
protect our proprietary rights to the same extent as do the laws of the United States. The outcome of any actions taken
in these foreign countries may be different than if such actions were determined under the laws of the United States.
Although we are not dependent on any individual patents or group of patents for particular segments of the business
for which we compete, if we are unable to protect our proprietary rights to the totality of the features (including
aspects of products protected other than by patent rights) in a market, we may find ourselves at a competitive
disadvantage to others who need not incur the substantial expense, time, and effort required to create innovative
products. In addition to trademark and copyright protections, we generally license our products to end users on a “right
to use” basis pursuant to license agreements that restrict use of products to a specified number of users or a specified

18



Edgar Filing: TigerLogic CORP - Form 10-K

usage.
We generally rely on “click-wrap” licenses that become effective when a customer downloads and installs software on
its system or accesses and uses our software. In order to retain exclusive ownership rights to our software and
technology, we generally provide our software in object code only, with contractual restrictions on copying, disclosure
and transferability.

10
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There can be no assurance that these protections will be adequate, that our license agreements will be enforceable in
the United States or foreign jurisdictions or that our competitors will not independently develop technologies that are
substantially equivalent or superior to our technology.

THIRD PARTIES COULD ASSERT THAT OUR SOFTWARE PRODUCTS OR SERVICES INFRINGE ON
THEIR INTELLECTUAL PROPERTY RIGHTS, POTENTIALLY RESULTING IN COSTLY LITIGATION,
PRODUCT SHIPMENT DELAYS, PRODUCT LICENSING PROHIBITIONS OR REQUIRE US TO ENTER INTO
ROYALTY OR LICENSING AGREEMENTS.

There has been a substantial amount of litigation in the software and online services industry regarding intellectual
property rights and there is significant uncertainty in our industry as many of the legal principles associated with
software and online services continue to evolve rapidly. Third parties may claim that our current or potential future
products or services infringe upon their intellectual property rights, and we may be periodically involved in any
number of ordinary course of business proceedings of this type. We expect that software product developers and
providers of software applications and online services will increasingly be subject to infringement claims as the
number of products, services and competitors in our industry segment grow and the functionality of products and
services in different industry segments overlap. Because of the existence of a large number of patents in the software
field, the secrecy of some pending patents, and the rapid rate of issuance of new patents, it is not economically
practical or even possible to determine in advance whether a product or any of its components infringes or will
infringe on the patent rights of others. The asserted claims and/or initiated litigation can include claims against us or
our suppliers or customers, alleging infringement of their proprietary rights with respect to our existing or future
products or components of those products. Regardless of the merit of these claims, they can be time-consuming, result
in costly litigation and diversion of technical and management personnel, or require us to develop a non-infringing
technology or enter into royalty or licensing agreements. Where claims are made by customers, resistance even to
unmeritorious claims could damage customer relationships. There can be no assurance that licenses will be available
on acceptable terms and conditions, if at all, or that our indemnification by our suppliers will be adequate to cover our
costs if a claim were brought directly against us or our customers. Furthermore, because of the potential for high court
awards that are not necessarily predictable, it is not unusual to find even arguably unmeritorious claims settled for
significant amounts. If any infringement or other intellectual property claim made against us by any third party is
successful, if we are required to indemnify a customer with respect to a claim against the customer, or if we fail to
develop non-infringing technology or license the proprietary rights on commercially reasonable terms and conditions,
our business, operating results, and financial condition could be materially and adversely affected.

OUR PRODUCTS MAY CONTAIN SOFTWARE DEFECTS POTENTIALLY HARMING OUR BUSINESS.

Our enterprise applications software, search technology, and social media products may contain undetected errors or
failures. This includes our higher risk yolink and Postano products because they are in the early stages of the product
life cycle. This may result in loss of, or delay in, customer acceptance of our products and could harm our reputation
and our business. Undetected errors or failures in computer software programs are not uncommon.

The detection and correction of any security flaws can be time consuming and costly. Errors in our software products
could affect the ability of our products to work with other hardware or software products, could delay the development
or release of new products or new versions of products and could adversely affect market acceptance of our products.
If we experience errors or delays in releasing new products or new versions of products, we could lose revenues. End
users who rely on our products and services for applications that are critical to their businesses may have a gr
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