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The information in this preliminary prospectus supplement is not complete and may be changed. A registration
statement relating to these securities has been declared effective by the Securities and Exchange Commission.
This preliminary prospectus supplement and the accompanying prospectus are not an offer to sell these
securities, and neither we nor the selling stockholder are soliciting offers to buy these securities, in any state or
other jurisdiction where the offer or sale is not permitted.

SUBJECT TO COMPLETION. DATED MAY 13, 2014

PROSPECTUS SUPPLEMENT
(To Prospectus dated May 25, 2012)

5,000,000 Shares

TechTarget, Inc.

Common Stock
The selling stockholders named in this prospectus supplement under the caption Selling Stockholders are offering
5,000,000 shares of our common stock in this offering. The selling stockholders will pay all underwriting discounts
and selling commissions applicable to the sale of the shares pursuant to this offering. We will not receive any of the

proceeds from sales of any of the shares subject to this offering.

Our common stock is listed on the NASDAQ Global Market under the symbol TTGT. On May 12, 2014, the last
reported sale price of our common stock on the NASDAQ Global Market was $7.84 per share.

Investing in our common stock involves a high degree of risk. Please read Risk Factors beginning on page S-13
of this prospectus supplement and the documents incorporated by reference into this prospectus supplement.

Neither the Securities and Exchange Commission nor any state securities commission has approved or

disapproved of these securities or determined if this prospectus supplement or the accompanying prospectus is
truthful and complete. Any representation to the contrary is a criminal offense.
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PER SHARE TOTAL
Public Offering Price $ $
Underwriting Discounts and Commissions
Proceeds to the Selling Stockholders (Before Expenses)

The selling stockholders have granted the underwriters a 30-day option to purchase up to an additional 750,000 shares

of our common stock at a price of $ per share which, if exercised in full, the total underwriting discounts and
commissions will be $ and will result in an additional $ of proceeds, before expenses, to the selling
stockholders.

Delivery of the shares of common stock is expected to be made on or about May , 2014.
Sole Book-Running Manager
Jefferies

Co-Managers

Needham & Company Craig-Hallum Capital Group
Prospectus Supplement dated May , 2014.
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ABOUT THIS PROSPECTUS SUPPLEMENT

This document is part of the registration statement that we filed with the Securities and Exchange Commission, or the
SEC, using a shelf registration process and consists of two parts. The first part is this prospectus supplement,
including the documents incorporated by reference, which describes the specific terms of this offering. The second
part, the accompanying prospectus, including the documents incorporated by reference, gives more general
information, some of which may not apply to this offering. Generally, when we refer only to the prospectus, we are
referring to both parts of this document combined. This prospectus supplement may add to, update or change
information in the accompanying prospectus and the documents incorporated by reference into this prospectus
supplement or the accompanying prospectus.

If information in this prospectus supplement is inconsistent with the accompanying prospectus or with any document
incorporated by reference that was filed with the SEC before the date of this prospectus supplement, you should rely
on this prospectus supplement. This prospectus supplement, the accompanying prospectus and the documents
incorporated into each by reference include important information about us, the securities being offered and other
information you should know before investing in our securities. You should also read and consider information in the
documents we have referred you to in the sections of this prospectus supplement and the accompanying prospectus
entitled Where You Can Find More Information.

You should rely only on this prospectus supplement, the accompanying prospectus and any free writing prospectus we
may provide to you in connection with this offering and the information incorporated or deemed to be incorporated by
reference therein. We, the selling stockholders and the underwriters have not authorized anyone to provide you with
information that is in addition to or different from that contained or incorporated by reference in this prospectus
supplement, the accompanying prospectus and any free writing prospectus. If anyone provides you with different or
inconsistent information, you should not rely on it. We and the selling stockholders are not, and the underwriters are
not, offering to sell these securities in any jurisdiction where the offer or sale is not permitted. You should not assume
that the information contained or incorporated by reference in this prospectus supplement, the accompanying
prospectus or any free writing prospectus is accurate as of any date other than as of the date of this prospectus
supplement, the accompanying prospectus or any free writing prospectus, as the case may be, or in the case of the
documents incorporated by reference, the date of such documents regardless of the time of delivery of this prospectus
supplement, the accompanying prospectus or any free writing prospectus or any sale of our securities. Our business,
financial condition, liquidity, results of operations and prospects may have changed since those dates.

No action has been or will be taken in any jurisdiction by us or the underwriters that would permit a public offering of
the common stock in any jurisdiction, other than in the United States. Persons outside the United States who come into
possession of this prospectus supplement, the accompanying prospectus or any free writing prospectus must inform
themselves about, and observe any restrictions relating to, the offering of the common stock and the distribution of
this prospectus supplement, the accompanying prospectus or any free writing prospectus outside the United States.
This prospectus supplement, the accompanying prospectus and any free writing prospectus do not constitute, and may
not be used in connection with, an offer to sell, or a solicitation of an offer to buy, any securities offered by this
prospectus supplement, the accompanying prospectus or any free writing prospectus by any person in any jurisdiction
in which it is unlawful for such person to make such an offer or solicitation.

References in this prospectus supplement and in the accompanying prospectus to we, us, our orthe company
TechTarget, Inc., alone, unless otherwise indicated.
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INDUSTRY AND MARKET DATA

This prospectus supplement and the accompanying prospectus and the documents incorporated by reference into this
prospectus supplement and the accompanying prospectus include industry and market data that we derived from
internal company records, publicly-available information and industry publications and surveys. Industry publications
and surveys generally state that the information contained therein has been obtained from sources believed to be
reliable. We believe that this data is accurate in all material respects as of the date of the applicable document,
however, we have not independently verified this data. You should carefully consider the inherent risks and
uncertainties associated with the industry and market data contained in this prospectus supplement and the
accompanying prospectus and the documents incorporated by reference into this prospectus supplement and the
accompanying prospectus.

S-iii
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SUMMARY
Overview

We are a leading provider of specialized online content and brand advertising that brings together buyers and sellers of
corporate information technology, or IT , products. We sell customized marketing programs that enable IT vendors to
reach corporate IT decision makers who are actively researching specific purchases. In addition we offer a number of
data analytics solutions that help our customers more efficiently target their sales efforts.

IT professionals have become increasingly specialized, and rely on our network of over 150 websites, each of which
focuses on a specific IT sector such as storage, security or networking, for key decision support information tailored to
their specific areas of responsibility. We work with our advertising customers to develop customized marketing
programs, often providing them with multiple offerings in order to target their desired audience of IT professionals
more effectively. Our service offerings address the lead generation, project opportunity information, and branding
objectives of our advertising customers. In the three months ended March 31, 2014, lead generation and branding
remained our primary source of revenue, while project opportunity information, driven by growth in our IT Deal Alert
product, contributed approximately 15% of revenue as compared with a minimal amount for the same period in 2013.

We enable IT professionals to navigate the complex and rapidly-changing IT landscape where purchasing decisions
can have significant financial and operational consequences. Our content strategy includes three primary sources
which IT professionals use to assist them in their pre-purchase research: independent content provided by our
professionals, vendor-generated content provided by our customers and user-generated, or peer-to-peer, content. In
addition to utilizing our independent content, registered members are able to conduct their pre-purchase research by
accessing extensive vendor content across our network of websites. Our network of websites also allows users to
seamlessly interact and contribute content, which is highly valued by IT professionals during their research process.

We have a large and growing base of registered members, which totaled over 13.5 million as of March 31, 2014. The
targeted nature of our user base enables IT vendors to reach a specialized audience efficiently because our content is
highly segmented and aligned with the IT vendors specific products. Since our founding in 1999, we have developed a
broad customer base. During 2013, we delivered advertising campaigns for approximately 1,200 customers. No
customer represented 10% or more of total revenues during 2013.

Recent Events

Our revenue for the three months ended March 31, 2014 grew approximately 18%, to $23 million, when compared
with the same period in 2013. This growth was primarily driven by two factors: continued growth of international
revenue for our online products, and further adoption of our new IT Deal Alert offering. Both of these factors remain
key areas of focus for our management team, and we believe they are both positioned for significant continued
revenue growth. IT Deal Alert is a suite of services that leverages our proprietary audience activity data to enable us to
identify purchase intent among our audience of IT professionals. At the same time, our international business is
benefitting from the continued shift in adoption of online tools from traditional print sources by IT professionals in
overseas markets.

During the first quarter of 2014, we made further progress on our strategy to grow our business and increase the reach

of our offerings by continuing to execute on our strategic plans for the roll-out of IT Deal Alert and the continued
expansion of our direct international capabilities.

Table of Contents 8



Edgar Filing: TechTarget Inc - Form 424B3

n IT Deal Alert: Qualified Sales Opportunities Our IT Deal Alert: Qualified Sales Opportunities service
continues to gain traction in the market and we are encouraged by the early progress we have made. In the
first quarter of 2014 we had approximately 125 customers utilizing our IT Deal Alert service; this is up from
100 customers in the fourth quarter of 2013. We continue to receive very positive feedback from customers on
the service and expect IT Deal Alert to be a meaningful growth driver in the remainder of 2014 and into 2015.

S-1
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n IT Deal Alert : Account Watch During the first quarter of 2014 we launched IT Deal Alert: Account Watch, a
new annual subscription service also powered by the Activity Intelligence platform, which integrates with
salesforce.com. This offering uses targeted content to identify active technology projects based on the activity
of serious buyers in over 80 technology-specific segments across the Data Center, Networking, Storage,
Security, and Business Applications markets. This real-time data makes prospecting more efficient and allows
technology companies to better target opportunities to win more deals.

n International: During the first quarter of 2014 approximately 28% of our revenues were derived from
international geo-targeted campaigns, where our target audience is outside North America. International
geo-targeted revenue increased in excess of 20% in the three months ended March 31, 2014 as compared to
the same period a year ago. We believe that our integrated product offering across regions continues to
resonate with international marketers and is contributing to our successful results. We plan on continuing to
invest in these capabilities as we seek opportunities to increase our global reach; during the first quarter we
introduced IT Deal Alert: Qualified Sales Opportunities in the UK and we have plans to roll out IT Deal
Alert: Qualified Sales Opportunities in the rest of Europe and in APAC later this year.

Business Trends

The following discussion highlights key trends affecting our business.

n  Macro-economic Conditions and Industry Trends. Because most of our customers are IT vendors, the success
of our business is intrinsically linked to the health, and subject to market conditions, of the IT industry. In the
three months ended March 31, 2014, we saw continued uncertainty in the I'T market. As a result, we have
continued to see evidence that some IT vendors North American advertising budgets remained at their
previously reduced level, which has caused our revenue to remain level in North America. As a result, while
we will continue to invest in growth areas, management will carefully control discretionary spending such as
travel and entertainment, and the filling of new and replacement positions, in an effort to maintain profit
margins and cash flow.

n  Customer Segments. In the three months ended March 31, 2014, our year-over-year revenue from our top 12
global customers increased by approximately 27%, our mid-sized customers (our next largest 100 customers)
increased by approximately 7% and our smaller customers increased by approximately 30%. Even though all
three customer segments showed year-over-year growth, all three segments continued to report a challenging
environment. This translated into our customers remaining cautious with their marketing expenditures.

Our Business

The following is a description of IT Deal Alert and our international business, along with a discussion of key growth
drivers for each:

n  IT Deal Alert. IT Deal Alert is a suite of services for advertisers that leverages the detailed purchase intent
data we collect about end-user IT organizations via our existing network of websites. Powered by our Activity
Intelligence analytics, IT Deal Alert applies our proprietary scoring methodologies to help advertisers identify
and prioritize accounts whose content consumption around specific IT topics indicates that they are in-market
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for a particular product or service. We also use the data directly to identify and further profile accounts
upcoming purchase plans.

n IT Deal Alert: Qualified Sales Opportunities is a product that profiles specific in-progress purchase
projects, including information on scope and purchase considerations.

n IT Deal Alert: Account Watch, is an annual subscription service powered by our Activity Intelligence
platform which integrates with salesforce.com. The breadth and depth of our targeted content allows IT
Deal Alert: Account Watch to identify active technology projects based on the activity of serious buyers
in approximately 80 technology-specific segments.

S-2
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n  SearchAWS.com is an independent resource for enterprise IT professionals who are considering Amazon
Web Services. SearchAWS.com is TechTarget s sixth dedicated site that covers cloud computing.
In addition to providing our customers with insight into the current IT market, our detailed IT Deal Alert analysis
serves as an effective barometer and information supplement for IT vendors internal pipelines and as a resource to
identify and execute on future opportunities.

IT Deal Alert continues to gain traction in the market with approximately 125 customers using the service in the first
quarter of 2014 and generating approximately $3.4 million in revenue in the three months ended March 31, 2014. Our
strategy is to continue to use our proprietary purchase intent data to help our customers solve their problems:
prioritizing their existing prospect databases and effectively following up on the leads they generate. IT Deal Alert
offers a solution to both of these problems. As sales analytics systems become more readily available and easy-to-use,
we believe that we are well positioned over the coming years to build a sizable data subscription business around our
proprietary IT purchase intent data. We believe that our content model combined with our large and loyal audience
creates meaningful barriers to entry. Our strategy to scale this business consists of four elements:

1.  We want to continue to drive adoption by our customers;

2. We want to renew our existing IT Deal Alert customers at a high rate;

3. As most of our customers are still testing the service within one technology segment, we want our
customers to eventually buy multiple segments; and

4. Our long term strategy is to migrate customers who are currently buying this service quarterly to buy
the service as an annual subscription.
While it is too early to draw firm conclusions from our results against these four efforts, we are encouraged by the
early progress we have made and the trend is clear that sales and marketing management prefer using data to drive IT
purchase decisions. We are well positioned to benefit from this trend. We added approximately 25 new customers in
the first quarter of 2014.

n International. We continue to experience significant revenue growth in the international markets in which we
operate. In the three months ended March 31, 2014, our international geo-targeted online revenues increased
in excess of 20% compared with the same period in 2013. We expect that 2014 will be the 6th consecutive
year that international online revenue will grow by at least 20% from the prior year. The migration of IT
vendors international marketing budgets from offline vehicles to online is several years behind the US. As
these budgets are re-allocated to online, we believe we will continue to benefit from our extensive content
platform and our leadership position among the largest IT vendors.

We are optimistic about our prospects in the rest of Europe as we have only been direct in France since 2012 and in
Germany, the largest IT market in Europe, since mid-2013. We continue to add sales resources in the Asia-Pacific
(APAC) region, including appointing our first APAC VP of Sales, a TechTarget veteran who recently relocated from
our San Francisco office to Singapore. While our presence in Latin America is still relatively small, it is our fastest
growing region. We have plans to roll out IT Deal Alert: Qualified Sales Opportunities in the rest of Europe and in
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Industry Background

The ongoing shift in the media business from traditional print and broad-based advertising (i.e. television, radio, etc.)
to targeted online advertising has continued to grow. We believe the four major trends driving this shift continue to
be:

n  Targeted Content Channels Lead to Greater Efficiency for Advertisers. Advertisers desire to efficiently reach
intended customers has led to the development and proliferation of market-specific content channels
throughout all forms of media. The Internet has enabled even more market-specific content offerings, and the
proliferation of market- specific websites provides advertisers with efficient and targeted media to reach their
customers.

n  The Internet Improves Advertisers Ability to Increase and Measure Return on Investment. Advertisers are
increasingly focused on measuring and improving their return on investment, or ROI . With the appropriate
technology, vendors now have the ability to assess and benchmark the efficacy of their online advertising
campaigns cost-effectively and in real-time.

n  Technology Marketers and Sales Organizations are Increasingly Using Audience Data to Drive Decisions.
The increasing prevalence of online advertising and of marketing and sales automation systems means that
advertisers have new opportunities to leverage data strategically in their workflow. In the business technology
market in particular, advertisers are in the early stages of making use of data to help them determine prospect
accounts that should be prioritized for marketing or sales follow-up.

n  The Internet is Increasingly Critical in Researching Large, Complex and Costly Purchases. The vast quantity
of information available on the Internet, together with search engines and directories that facilitate
information discovery, enables potential purchasers to draw information from many sources, including
independent experts, peers and vendors, in an efficient and effective manner.

Our Competitive Advantages

Our solution benefits from the following competitive advantages:

n  Large and Growing Community of Registered Members. As of March 31, 2014, our registered member
database contained detailed business information and profiles on over 13.5 million IT professionals, which
allows us to provide these registered members with more specialized content and our advertisers with highly
targeted audiences and sales leads.

n  Strong Advertiser Relationships. Since our founding in 1999, we have developed a broad base of customers
comprised of some of the largest global enterprise IT vendors by providing hundreds of technology solutions
for specific IT sectors. In 2013, we had approximately 1,200 technology vendor customers.
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n  Substantial Experience in Online Media. Our over 14 years of experience in developing our online media
content enables us to develop new online properties rapidly and to acquire and efficiently integrate select
properties that further serve IT professionals. We have also developed an expertise in implementing

integrated, targeted marketing campaigns designed to maximize the measurability of, and improvement in,
ROL

n  Proprietary Data on the Research Behavior of our Registered Members and Site Visitors. Through our
Activity Intelligence product platform, we collect information on millions of interactions that our members
and visitors, and the companies that they are associated with, have with the content on our websites and in our
e-mails, which in turn allows us to increase the relevance of our informational offerings and improve our
advertisers ROL.

n  Significant Brand Recognition Among Advertisers and IT Professionals. Our brand is well-recognized by
advertisers who value our integrated marketing capabilities and high-ROI advertising programs. At the same
time, our sector-specific websites command brand recognition among IT professionals, who rely on these
websites because of their specificity and depth of content.
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n  Favorable Search Engine Rankings. Organic search-driven website traffic was up 35% in the first quarter of
2014 with organic and direct traffic representing over 90% of all traffic in the quarter. This is a testament to
the power of our targeted content model, which is the foundation of our data business.

n  Proprietary Lead Management Technology. Our proprietary lead management technology enables IT vendors
to prioritize and efficiently manage the leads we provide, improving the efficacy of their sales teams and
optimizing the ROI on their marketing expenditures with us.

Our Solution

Our specialized content strategy enables IT vendors to reach corporate IT professionals who are actively researching
purchases in specific IT sectors. IT professionals rely on our platform for decision support information tailored to their
specific purchasing needs. Our key offerings that provide IT vendors with touch points to reach key IT decision
makers are:

n  IT Deal Alert. Our newest offering, I'T Deal Alert leverages the detailed purchase intent data we collect to
identify and prioritize accounts whose content consumption around specific IT topics indicates that they are
in-market for a particular product or service. Based on this information, we provide advertisers with detailed
Qualified Sales Opportunities that profile specific in-progress purchase projects, including information on
scope and purchase considerations.

n  White Papers. As part of a lead generation campaign, we post white papers on our relevant websites and our
users, who supply their corporate contact information and agree to receive further information from the
vendor, receive targeted promotions about these content assets.

n  Webcasts, Podcasts, Videocasts and Virtual Trade Shows. As is the case with white papers, our users supply
their corporate contact and qualification information to the webcast, podcast, videocast, or virtual trade show
sponsor when they view or download the content.

n  Custom Content Creation. In support of our advertisers lead generation programs, we will sometimes create
focused white papers, case studies, webcasts, videos, or even entire microsites to our customers specifications
which are then promoted to our audience in the context of the advertisers lead generation programs.

n  Content Sponsorships. IT vendors, or groups of vendors, pay us to sponsor independent, editorially created
content on specific technology topics, where the registrant information is then provided to all participating
SpOnsors.

n  List Rentals. We also offer IT vendors the ability to message registered members on topics related to their
interests by renting our e-mail and postal lists of registered members, which is organized using specific
criteria such as company size, geography or job title.
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n  Third Party Revenue Sharing Arrangements. We have revenue sharing arrangements with certain third parties
to allow for the licensing of our online content, for the renting of our database of opted-in e-mail subscribers
and to allow for advertising from customers of certain third parties to be made available to our website
visitors.

n  Events. Our in-person events bring together IT professionals to hear from industry experts and talk to IT
vendors about key topics of interest in the sectors we serve. Attendees are pre-screened based on
event-specific criteria such as sector-specific budget size, company size, or job title.

S-5
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Benefits of Our Solution

Our solution increases efficiency for both IT professionals and IT vendors by facilitating the ability of IT
professionals to find specific information related to their purchase decisions, while enabling IT vendors to reach IT
buyers who are actively researching specific solutions related to vendors products and services. Our solution benefits
IT professionals and IT vendors in the following ways:

Benefits to IT Professionals

n  Provides Access to Integrated, Sector-Specific Content. Our websites provide IT professionals with
sector-specific content from the three fundamental sources they value in researching I'T purchasing decisions:
industry experts, peers and vendors. Content created by our staff of independent editors is integrated with
content generated by our network of third-party industry experts, members and IT vendors, into a reliable,
broad and deep content offering that enables IT professionals to make more informed purchases.

n Increases Efficiency of Purchasing Decisions. By accessing targeted and specialized information, IT
professionals are able to research important purchasing decisions more effectively.
Benefits to IT Vendors

n  Targets Active Buyers Efficiently. Our highly targeted content attracts specific, targeted audiences that are
actively researching purchasing decisions. Using our registered member database and information we collect
about their product interests, we are able to target further those registered members most likely to be of value
to IT vendors.

n  Generates Measurable, High ROI. Our targeted online content offerings enable us to generate and collect
valuable business information about each user and his or her technology preferences. As registered users
access content, we are able to build a profile of their technology interests, and that of their company. When
users access sponsored content, we are able to deliver both actionable leads and contextual intelligence to our
advertisers. As a result, our advertisers are able to better prioritize and follow up with the qualified sales leads
we send them, which improves the ROI on their advertising expenditures with us.

n  Generates and Prioritizes Qualified Sales Leads. Our IT vendors also use our detailed member database and
integrated advertising campaigns to identify and market to the audience members they consider to have the
highest potential value. Once the leads have been delivered, our proprietary lead management technology
enables customers to categorize, prioritize and market more effectively to these leads.

n  Maximizes Awareness and Shortens the Sales Cycle. We offer IT vendors the opportunity to educate IT
professionals during the research process, prior to any direct interaction with vendor salespeople. As a result,
an IT professional is more knowledgeable about the vendor s specifications and product, reducing sales time
and cost that would have been otherwise expended by the vendor s direct sales force.
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n  Reaches IT Professionals at Critical Stages of the Purchase Decision Process. Because our content platform
includes both online and event offerings, IT vendors can target I'T professionals as they conduct purchase
research on our website and have face-to-face interactions with qualified buyers seeking to finalize purchase
decisions at our in-person events.

Our Platform & Content

Our integrated content platform consists of a network of websites that we complement with targeted in- person events.
At critical stages of the purchase decision process, these content offerings meet IT professionals needs for expert, peer

and IT vendor information and provide a platform on which IT vendors can launch targeted marketing campaigns that
generate measurable, high ROL

S-6
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Media Groups

Based upon the logical clustering of our users respective job responsibilities and the marketing focus of the products
being advertised by our customers, we currently categorize our content offerings across nine distinct media groups.
Each of these media groups services a wide range of IT vendor sectors and sub- sectors and is driven by the key areas
of IT professionals interests described below:

n  Security. Every aspect of enterprise computing now depends on secure connectivity, data and applications.
Our online properties in this sector offer navigable and structured guides on IT vendor and technology
solutions in key sub-sectors such as network security, intrusion defense, identity management and
authentication, data and application security, security-as-a-service, cloud security and security information
management software.

n  Networking. Broadly defined, the networking market includes the hardware, software and services involved in
the infrastructure and management of both Enterprise and Carrier voice and data networks. Our online
properties in this sector aim to address the specialized needs of IT networking professionals by offering
content targeted specifically to emerging growth areas.

n  Storage. The storage sector consists of the market for disk storage systems and tape hardware and software
that store and manage data. Our online properties in this sector address IT professionals seeking solutions in
key sub-sectors such as fiber channel Storage Area Networks, or SAN s, solid state storage, virtualization IP &
iSCSI SANSs, Network Attached Storage, or NAS , backup hardware and software, and storage management
software.

n  Data Center and Virtualization Technologies. Data centers, which house the systems and components utilized
in large-scale, mission-critical computing environments, have once again become a priority among IT
professionals. Technologies, such as blade servers, server virtualization and cloud computing, have driven
renewed investment in data center-class computing solutions. Server consolidation is now a focus, driven by
the decline in large-scale computing prices relative to distributed computing models. Our key online
properties in this sector provide targeted information on the I'T vendors, technologies and solutions that serve
these sub-sectors by covering, among other things, disaster recovery, power and cooling, systems
management, server consolidation, private and public cloud infrastructure and managing and building out
virtual environments.

n  CIO/T Strategy. Our CIO/IT Strategy media group provides content targeted to Chief
Information Officers, or CIO s, and senior IT executives, focused on ROI, implementation
strategies, best practices and comparative assessment of vendor solutions related to company
initiatives.

n  Business Applications and Analytics. Our applications-focused properties in this sector are leading online
resources that cover the business intelligence, data management, content management, and collaboration
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disciplines associated with mission critical initiatives.

n  Application Architecture and Development. Our application architecture and development online properties
focus on development in enterprise environments, the underlying languages such as .NET, Java and XML as
well as related application development tools and integrated development environments, or IDE s. Our online
properties in this sector host independent communities of developers and architects, serve web developers of
rich internet applications and Windows developers who use the .Net platform, among others.

n  Channel. Our Channel sites address the information needs of channel professionals in the IT market classified
as resellers, value added resellers, solution providers, systems integrators, service providers, managed service
providers, and consultants who require more focused technical content in order to operate successful
businesses in the markets in which they compete. As IT professionals have become more specialized, IT
vendors have actively sought resellers with specific expertise in the vendors sub-sectors, making them
well-suited to our integrated, targeted content strategy.

n  TechnologyGuide.com. We operate a portfolio of Internet content sites that provide product reviews, price
comparisons and user forums for high volume purchase technology products such as laptops, desktops and
smartphones to IT professionals, as well as access for our advertisers to the broader audiences that visit these
sites for information.

S-7
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Our Strategy

Our goal is to deliver superior performance by enhancing our position as a leading provider of specialized content that
connects IT professionals with IT vendors. In order to achieve this goal, we intend to:

n  Continue to Develop Our Content Platform and Service Offerings. We intend to continue to launch additional
websites and develop our platform in order to capitalize on the ongoing shift from traditional broad-based
media toward more focused online content. We intend to capture additional revenues by continuing to develop
our content and further segment it to deliver an increasingly specialized audience to the IT vendors who
advertise across our media. We also intend to continue to deliver a highly engaged and growing audience to
advertisers and to develop innovative marketing programs.

n  Expand into Complementary Sectors. We intend to complement our current offerings by continuing to expand
our business in order to capitalize on strategic opportunities in existing, adjacent, or new sectors that we
believe to be well-suited to our business model and core competencies.

n  Continue to Expand Our International Presence. We intend to continue to expand our reach into our
addressable market by increasing our presence in countries outside the United States. We have pursued this
strategy in the United Kingdom, India, Spain, Singapore, China, Australia, France, Germany and Portugal.
We expect to further penetrate foreign markets by directly launching additional sector specific websites
directed at these foreign locales and at additional international markets and, if deemed appropriate, making
strategic acquisitions and investments in overseas entities.

n  Selectively Acquire or Partner with Complementary Businesses. We have used acquisitions in the past and
intend to continue to acquire as a means of expanding our content and service offerings, web traffic and
registered members. Historically, our acquisitions can be classified into three categories: individually
published sites, typically generating less than one million dollars in annual revenue; early stage revenue sites,
typically generating between one and five million dollars in annual revenue; and later stage revenue sites,
typically generating greater than five million dollars in annual revenue.

Risks Associated with Our Business

Please see Risk Factors beginning on page S-13 of this prospectus supplement and in the section entitled Risk Factors
in our quarterly report on Form 10-Q filed with the SEC on May 12, 2014, and other information included or
incorporated by reference in this prospectus supplement and the accompanying prospectus for a discussion of factors

you should carefully consider before deciding to invest in shares of our common stock.

Corporate Information
We were incorporated in Delaware on September 14, 1999. Our principal offices are located at 275 Grove Street,
Newton, Massachusetts 02466 and our phone number is (617) 431-9200. Our website address is www.techtarget.com.

The information on, or accessible through, our website is not a part of this prospectus supplement and shall not be
deemed to be incorporated into this prospectus supplement or the registration statement of which it forms a part.
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SUMMARY CONSOLIDATED FINANCIAL DATA
The following consolidated statements of operations data for the years ended December 31, 2013,

2012 and 2011 have been derived from our audited consolidated financial statements and related notes. The
consolidated statement of operations data for the three months ended March 31, 2014 and 2013 and the consolidated
balance sheet data as of March 31, 2014 have been derived from our unaudited consolidated financial statements and
related notes. In the opinion of management, the unaudited interim consolidated financial statements have been
prepared on the same basis as the audited consolidated financial statements and include all adjustments necessary for
the fair presentation of our financial position and the results of operations for these periods. The historical results are
not necessarily indicative of the results to be expected for any future period. The unaudited results for the three
months ended March 31, 2014 are not necessarily indicative of results expected for the fiscal year ending December
31, 2014 or for any other future period. We have prepared our unaudited consolidated financial statements on the same
basis as our audited financial statements. In the opinion of management, our unaudited consolidated financial
statements include all adjustments, consisting only of normal recurring adjustments, necessary for a fair presentation
of the information.

The summary consolidated financial data presented on the following pages represent only portions of our financial
statements and, accordingly, are not complete. You should read this information in conjunction with the information
included under the captions Capitalization and Selected Financial Data herein and our consolidated financial
statements, and the related notes thereto, and the information included under the caption Management s Discussion and
Analysis of Financial Condition and Results of Operations appearing herein and in our Annual Report on Form 10-K
for the year ended December 31, 2013 and our Quarterly Report on Form 10-Q for the quarter ended March 31, 2014,
each of which is incorporated by reference into this prospectus supplement.

S-9
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For further information regarding the non-GAAP financial measures EBITDA and Adjusted EBITDA appearing in
this prospectus supplement, please see Selected Financial Data Non-GAAP Financial Measures.

THREE MONTHS
ENDED

MARCH 31,

(Unaudited) YEAR ENDED DECEMBER 31,
Statement of Operations Data: 2014 2013 2013 2012 2011

(in thousands, except share amounts and per share data)
Revenues:
Online $22,080 $ 18,475 $79,709 $ 88,192 $ 92,303
Events 897 1,073 8,787 11,799 13,195
Total revenues 22,977 19,548 88,496 99,991 105,498

Cost of revenues:

Online (D 6,090 5,928 23,362 23,513 22,373
Events () 547 676 3,771 4,301 4,765
Total cost of revenues 6,637 6,604 27,133 27,814 27,138
Gross profit 16,340 12,944 61,363 72,177 78,360
Operating expenses (1) 16,123 15,774 63,337 64,075 68,073
Operating income (loss) 217 (2,830) (2,474) 8,102 10,287
Other expense (income), net 82 (1,288) (637) 4,078 5,598
Net income (loss) $ 135 $ (1,542) $ (1,837) $ 4,024 $ 4,689
Net income (loss) per common share (2):

Basic and diluted $ 0.00 $ (0.04) $ (0.05) $ 0.10 $ 0.12
Weighted average common shares

outstanding:

Basic 32,684 40,023 37,886 40,211 38,532
Diluted 33,631 40,023 37,886 40,910 40,567

(O Amounts included in stock-based

compensation as follows:

Cost of online revenues $ 30 $ 47 $ 173 $ 202 $ 273
Cost of events revenues 4 4 18 18 91
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Operating Expenses 1,373 1,380 5,394 5,047 7,105

@) Basic and diluted net (loss) income per common share is computed by dividing the net (loss) income applicable to
common stockholders by the basic and diluted weighted-average number of common shares outstanding for the
fiscal period. See Note 2 of our Notes to Consolidated Financial Statements included in our Quarterly Report on
Form 10-Q for the quarter ended March 31, 2014 and in our Annual Report on Form 10-K for the year ended
December 31, 2013, both of which are incorporated herein by reference.

S-10
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THREE MONTHS
ENDED
MARCH 31, FOR THE YEAR ENDED DECEMBER 31,
Reconciliation of Net Income (Loss) to

Adjusted

EBITDA 2014 2013 2013 2012 2011
(Unaudited, in thousands)

Net income (loss) $ 135 $(1,542) $ (1,837) $ 4,024 $ 4,689

Interest and other expense (income), net 10 3) 20 (107) 57)

Provision for (benefit from) income taxes 72 (1,285) 657 (4,185) (5,655)

Depreciation 989 872 3,823 3,279 2,759

Amortization of purchase price adjustment 110 48 201 398

Amortization of intangible assets 451 734 2,223 3,351 3,976

EBITDA 1,767 1,176) 3,773 14,732 17,420

Stock-based compensation expense and

restructuring charge 1,407 1,431 5,585 5,267 7,853

Adjusted EBITDA $3,174 $ 255 $ 9,358 $ 19,999 $ 25273
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THE OFFERING

Common stock offered by the selling 5,000,000 shares
stockholders

Common stock to be outstanding before and 32,672,160 shares
after this offering

Selling stockholders Entities affiliated with Technology Crossover Ventures and Polaris
Venture Partners. For more information, see the section of this
prospectus supplement entitled Selling Stockholders.

Common stock to be beneficially owned by 8,312,160 shares
the selling stockholders after this offering

Option to purchase additional shares The selling stockholders have granted the underwriters a 30-day option
to purchase up to an additional 750,000 shares of our common stock at
the price at which the underwriters will purchase the shares from the
selling stockholders in this offering.

Use of proceeds We will not receive any proceeds from the sale of any shares of our
common stock offered by the selling stockholders.

Risk factors See Risk Factors on page S-13 of this prospectus supplement and other
information included in or incorporated by reference in this prospectus
supplement and the accompanying prospectus for a discussion of factors
you should carefully consider before deciding to invest in our common
stock.

NASDAQ Global Market symbol for our  TTGT

common stock

The number of shares of our common stock outstanding before and after this offering is based on 32,672,160 shares of
our common stock outstanding on March 31, 2014 and excludes:

n 4,323,339 shares of our common stock issuable upon the exercise of options outstanding as of March 31,
2014, at a weighted-average exercise price of $7.37 per share;
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n an aggregate of 2,138,236 additional shares of our common stock available for future issuance under our stock
incentive plans; and

n 2,621,250 shares issuable upon vesting of restricted stock units.
Unless otherwise indicated, all information in this prospectus supplement assumes no exercise of the underwriters
option to purchase additional shares.
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RISK FACTORS

Investing in our common stock involves a high degree of risk. You should carefully consider the risks and
uncertainties described below, as well as the other information in this prospectus supplement, the prospectus and the
documents incorporated by reference herein or therein, our financial statements and the related notes included in our
quarterly report on Form 10-Q, which was filed with the SEC on May 12, 2014 and the section of this prospectus
supplement entitled Management s Discussion and Analysis of Financial Condition and Results of Operations ,
before deciding whether to invest in our common stock. The risks and uncertainties described in this prospectus
supplement, the prospectus and the documents incorporated by reference herein are not the only risks we face.
Additional risks and uncertainties that we do not presently know about or that we currently believe are not material
may also adversely affect our business. For more information, see the section of this prospectus supplement entitled
Where You Can Find More Information.

Risks Relating to Our Business

Because we depend on our ability to generate revenues from the sale of advertising campaigns, fluctuations in
advertising spending could have an adverse effect on our operating results.

The primary source of our revenues is the sale of advertising campaigns to our customers. Our advertising revenues
accounted for substantially all of our total revenues for the three months ended March 31, 2014. We believe that
advertising spending on the Internet, as in traditional media, fluctuates significantly as a result of a variety of factors,
many of which are outside of our control. These factors include:

n variations in expenditures by advertisers due to budgetary constraints;

n the cancellation or delay of projects by advertisers;

n the cyclical and discretionary nature of advertising spending;

n  general economic conditions, as well as economic conditions specific to the Internet and online and offline
media industry; and

n the occurrence of extraordinary events, such as natural disasters and international or domestic political and
economic unrest.
Because all of our customers are in the IT industry, our revenues are subject to characteristics of the IT industry
that can affect advertising spending by IT vendors.

The IT industry is characterized by, among other things, volatile quarterly results, uneven sales patterns, short product
life cycles, rapid technological developments and frequent new product introductions and enhancements. As a result,
our customers advertising budgets, which are often viewed as discretionary expenditures, may increase or decrease
significantly over a short period of time. In addition, the advertising budgets of our customers may fluctuate as a result
of:
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n  weakness in corporate IT spending, resulting in a decline in IT advertising spending, a continued trend that we
have seen and that may continue;

n increased concentration in the IT industry as a result of consolidations, leading to a decrease in the
number of current and prospective customers, as well as an overall reduction in advertising;

n reduced spending by combined entities following such consolidations;

n the timing of advertising campaigns around new product introductions and initiatives; and

n economic conditions specific to the IT industry.
Our future growth will depend in large part on continued increased sales of our IT Deal Alert product suite.
In 2013, we began selling a new suite of products, called IT Deal Alert, which is based on our Activity Intelligence
analytics. The IT Deal Alert product suite currently consists of Qualified Sales Opportunities, Customized Reporting
and, as announced in March 2014, Account Watch. Our increase in revenues in the first quarter of 2014, compared to
the comparable quarter of 2013, was, in part, attributable to sales of IT Deal Alert products. We expect that IT Deal

Alert, as well as the expansion of our IT Deal Alert product offerings, will be major components of our future growth.
The failure of our IT Deal Alert products to meet anticipated sales levels, our inability to continue to expand
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successfully our IT Deal Alert product suite, or the failure of our current or new IT Deal Alert Products to achieve and
then maintain widespread customer acceptance would likely have a material adverse effect on our business and
financial results. In addition, competitors may develop a service or application that is similar to our IT Deal Alert

product suite, which may also result in reduced sales levels for our product offerings.

There are a number of risks associated with expansion of our business internationally that could adversely affect
our business.

Approximately 20% of our revenues for the three months ended March 31, 2014 were derived from customers with
billing addresses outside of the United States and 28% of our revenues were derived from geo-targeted campaigns,
where our target audience is outside North America. We have license and other arrangements in various countries, and
maintain direct presences in the United Kingdom, France, Singapore and Australia, as well as operations in China, and
Spanish, French, Portuguese and German language websites.

In addition to facing many of the same challenges we face domestically, there are additional risks and costs inherent in
expanding our business in international markets, including:

n limitations on our activities in foreign countries where we have granted rights to existing business partners;

n continuation of the trend among our foreign-based customers to transition from print to online advertising;

n the adaptation of our websites and advertising programs to meet local needs and to comply with local legal
and regulatory requirements;

n our foreign-based competitors having greater resources and longer established relationships with local
advertisers;

n varied, unfamiliar and unclear legal and regulatory restrictions, as well as unforeseen changes in legal and
regulatory requirements;

n  more restrictive data protection regulation, which may vary by country;

n  more extensive labor regulation, which may vary by country;

n difficulties in staffing and managing multinational operations;

n difficulties in finding appropriate foreign licensees or joint venture partners;
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n distance, language and cultural differences in doing business with foreign entities;

n foreign political and economic uncertainty;

n less extensive adoption of the Internet as an information source and increased restriction on the content of
websites;

n currency exchange-rate fluctuations; and

n potential adverse tax requirements.
As a result, we may face difficulties and unforeseen expenses in expanding our business internationally and, even if
we attempt to do so, we may be unsuccessful, which could harm our business, operating results and financial
condition.

There are substantial uncertainties regarding the interpretation and application of the laws and regulations of the
People s Republic of China, or PRC, including, but not limited to, the laws and regulations governing our business in
the PRC, and the enforcement and performance of the contractual arrangements between our wholly-owned
subsidiary, TechTarget (Beijing) Information Technology Consulting Co., Ltd, or TTGT China, and our affiliated
Chinese entity, Keji Wangtuo (Beijing) Information Technology Co., Ltd, or Keji Wangtuo, and its shareholders. We
are considered a foreign person under PRC law. As a result, we are subject to PRC law limitations on foreign
ownership of companies engaged in value-added telecommunications services, including internet-related services, and
advertising. Accordingly, we operate our websites and our online advertising business in China through Keji
Wangtuo, a company wholly-owned by two citizens of the PRC; we have no equity ownership interest in Keji
Wangtuo. Keji Wangtuo holds the licenses and approvals necessary to operate our websites and online advertising
business in China. Through our wholly-owned subsidiary, TTGT China, we have contractual arrangements with Keji
Wangtuo and its shareholders that allow us to substantially control and operate Keji Wangtuo and give us the
economic benefit of those operations. We cannot be sure that we will be able to enforce these contracts. In addition,
such contractual arrangements may not prove as effective in exercising control over Keji Wangtuo as direct
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ownership. Although we believe we are in compliance with current PRC regulations, we cannot be sure that the
Chinese government would agree that our operating and equity arrangements with Keji Wangtuo comply with Chinese
law. If the Chinese government determines that we are not in compliance with applicable law, it could revoke our
business and operating licenses, require us to discontinue or restrict our operations, restrict our right to collect
revenues, block our websites in China, require us to restructure our Chinese operations, impose additional conditions
or requirements with which we may not be able to comply, impose restrictions on our business operations or on our
customers, or take other regulatory or enforcement actions against us that could be harmful to our business in China.

The general economic, business or industry conditions may adversely affect our business, as well as our ability to
Sforecast financial results.

The domestic and international economies have continued to experience ongoing instability and inconsistent,
unpredictable growth. This period of instability has been magnified by factors including changes in the availability of
credit, volatile business and consumer confidence and fluctuating unemployment. These and other macro-economic
conditions have contributed to unpredictable changes in the global economy and expectations of future global
economic growth. If the economic climate in the United States and abroad remains as it is or deteriorates, our
customers or potential customers could reduce or delay their purchases of our offerings, which would adversely
impact our revenues and our ability to sell our offerings, collect customer receivables and, ultimately, our profitability.
Additionally, future economic conditions continue to have a high degree of inherent uncertainty. As a result, it
continues to be difficult to estimate the level of growth or contraction for the economy as a whole, as well as for the
various sectors of the economy, such as the I'T market. Because all components of our budgeting and forecasting are
dependent upon estimates of growth or contraction in the IT market and demand for our offerings, the prevailing
economic uncertainties continue to render accurate estimates of future income and expenditures very difficult to make.
We cannot predict the duration of current economic conditions or the duration or strength of an economic recovery,
worldwide in the IT industry or in any of the different segments of the I'T industry. Further adverse changes may occur
as a result of global, domestic or regional economic conditions, changing consumer confidence, unemployment,
declines in stock markets, or other factors affecting economic conditions generally. These changes may negatively
affect the sales of our offerings, increase exposure to losses from bad debts, increase the cost and decrease the
availability of financing, or increase the risk of loss on investments. Any recent growth we have experienced
internationally would be negatively affected by any future global downturn.

Lingering effects of financial market instability and continued uncertain conditions in the United States and global
economies have in the past and could in the future adversely affect our revenues and operating results.

We believe that the lingering effects of the instability affecting the financial markets and any further deterioration in
the current business climate within the United States and/or certain other geographic regions in which we do business
have had, and could continue to have, a negative impact on our revenue growth and operating results. Because all of
our clients are in the IT industry, the success of our business is intrinsically linked to the health, and subject to market
conditions, of the IT industry, and regional, domestic and global economic conditions. In turn, many of our customers
have reassessed and will, for the foreseeable future, be likely to continue to scrutinize their spending on advertising
campaigns. Prior market downturns in the IT industry have resulted in declines in advertising spending, which can
cause longer sales cycles, deferral or delay of purchases by IT vendors and generally reduced expenditures for
advertising and related services. Our revenues and profitability depend on the overall demand for advertising services
from our customers. We believe that demand for our offerings has been in the past, and could be in the future,
disproportionately affected by fluctuations, disruptions, instability or downturns in the economy and the IT industry,
which may cause customers and potential customers to exit the industry or delay, cancel or reduce any planned
expenditures for our advertising offerings. Furthermore, competitors have and may continue to respond to market
conditions by lowering prices and attempting to lure away our customers and prospects to lower cost offerings. In
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addition, any slowdown in the formation of new IT companies, or decline in the growth of existing IT companies, may
cause a decline in demand for our offerings.
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Our quarterly operating results are subject to fluctuations, and these fluctuations may adversely affect the trading
price of our common stock.

We have experienced fluctuations in our quarterly revenues and operating results. Our quarterly revenues and
operating results may fluctuate from quarter to quarter due to a number of factors, many of which are outside of our
control. In addition to the factors described elsewhere in this Risk Factors section, these factors include:

n the spending priorities and advertising budget cycles of specific advertisers;

n the addition or loss of advertisers;

n the addition of new sites and services by us or our competitors; and

n  seasonal fluctuations in advertising spending, based on product launch schedules, annual budget approval
processes of our customers and the historical decrease in advertising and events activity in the summer
months.

Due to such risks, you should not rely on quarter-to-quarter comparisons of our results of operations as an indicator of
our future results. Due to the foregoing factors, it is also possible that our results of operations in one or more quarters
may fall below the expectations of investors and/or securities analysts. In such an event, the trading price of our
common stock is likely to decline.

Our revenues are primarily derived from short-term contracts that may not be renewed.

The primary source of our revenues is the sale of advertising to our customers, and we expect that this will continue to
be the case for the foreseeable future. Our advertising contracts are primarily short-term, typically three months or
less, and are generally subject to termination without substantial penalty by the customer at any time, generally with
minimal notice requirements. We cannot assure you that our current customers will fulfill their obligations under their
existing contracts, continue to participate in our existing programs beyond the terms of their existing contracts or enter
into any additional contracts for new programs that we offer. In addition, our efforts to enter into longer term
arrangements with customers for our I'T Deal Alert services may not be successful. If a significant number of
advertisers or a few large advertisers decided not to continue advertising on our websites or conducting or sponsoring
events, we could experience a rapid decline in our revenues over a relatively short period of time.

If we are unable to deliver content and services that attract and retain users, our ability to attract advertisers may
be affected, which could in turn have an adverse effect on our revenues.

Our future success depends on our continued ability to deliver original and compelling content and services to attract
and retain users. Our user base is composed of corporate IT professionals who demand specialized websites and
events tailored to the sectors of the IT products for which they are responsible and that they purchase. Our content and
services may not be attractive to a sufficient number of users to attract advertisers and generate revenues consistent
with our estimates. We also may not develop new content or services in a timely or cost-effective manner. Our ability
to develop and produce this specialized content successfully is subject to numerous uncertainties, including our ability
to:
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n anticipate and respond successfully to rapidly changing IT developments and preferences to ensure that our
content remains timely and interesting to our users;

n attract and retain qualified editors, writers and technical personnel;

n fund new development for our programs and other offerings;

n successfully expand our content offerings into new platform and delivery mechanisms; and

n promote and strengthen the brands of our websites and our name.
If we are not successful in maintaining and growing our user base, our ability to retain and attract advertisers may be
affected, which could in turn have an adverse effect on our revenues.

Our inability to sustain our historical advertising rates could adversely affect our operating results.

The market for advertising has fluctuated over the past few years. If we are unable to maintain historical pricing levels
for advertising on our websites and for sponsorships at our events, our revenues could be adversely affected.
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Competition for advertisers is intense, and we may not compete successfully, which could result in a material
reduction in our market share, the number of our advertisers and our revenues.

We compete for potential advertisers with a number of different types of offerings and companies, including:
broad-based media outlets, such as television, newspapers and business periodicals that are designed to reach a wide
audience; general purpose portals and search engines; and offline and online offerings of media companies that
produce content specifically for IT professionals, including International Data Group, United Business Media,
QuinStreet and CNet. Advertisers may choose our competitors over us not only because they prefer our competitors
online and events offerings to ours but also because advertisers prefer to utilize other forms of advertising offered by
our competitors that are not offered by us and/or to diversify their advertising expenditures. Many of our current and
potential competitors have longer operating histories, larger customer bases, greater brand recognition and
significantly greater financial, marketing and other resources than we have. As a result, we could lose market share to
our competitors in one or more of our businesses and our revenues could decline.

We depend upon Internet search engines to attract a significant portion of the users who visit our websites, and if
we were listed less prominently in search result listings, our business and operating results would be harmed.

We derive a significant portion of our website traffic from users who search for IT purchasing content through Internet
search engines, such as Google, MSN, Bing and Yahoo!. A critical factor in attracting users to our websites is whether
we are prominently displayed in response to an Internet search relating to IT content. Search result listings are
determined and displayed in accordance with a set of formulas or algorithms developed by the particular Internet
search engine. The algorithms determine the order of the listing of results in response to the user s Internet search.
From time to time, search engines revise their algorithms. In some instances, these modifications may cause our
websites to be listed less prominently in unpaid search results, which will result in decreased traffic from search
engine users to our websites. Our websites may also become listed less prominently in unpaid search results for other
reasons, such as search engine technical difficulties, search engine technical changes and changes we make to our
websites. In addition, search engines have deemed the practices of some companies to be inconsistent with search
engine guidelines and have decided not to list their websites in search result listings at all. If we are listed less
prominently or not at all in search result listings for any reason, traffic to our websites will likely decline, which could
harm our operating results. If we decide to attempt to replace this traffic, we may be required to increase our
marketing expenditures, which also could harm our operating results.

We may not innovate at a successful pace, which could harm our operating results.

Our industry is rapidly adopting new technologies and standards to create and satisfy the demands of users and
advertisers. It is critical that we continue to innovate by anticipating and adapting to these changes to ensure that our
content-delivery, lead generation platforms and services and IT Deal Alert products remain effective and interesting to
our users, advertisers and partners. In addition, we may discover that we must make significant expenditures to

achieve these goals. If we fail to accomplish these goals, we may lose users and the advertisers that seek to reach those
users, which could harm our operating results. Existing and planned efforts to develop new products, including any
subscription-based offerings, may be costly and ultimately not successful.

We may be unable to continue to build awareness of our brands, which could negatively impact our business and
cause our revenues to decline.

Building and maintaining recognition of our brands is critical to attracting and expanding our online user base and

attendance at our events. We intend to continue to build existing brands and introduce new brands that will resonate
with our targeted audiences, but we may not be successful. In order to promote these brands, in response to
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competitive pressures or otherwise, we may find it necessary to increase our marketing budget, hire additional
marketing and public relations personnel or otherwise increase our financial commitment to creating and maintaining
brand loyalty among our clients. If we fail to promote and maintain our brands effectively, or incur excessive
expenses attempting to promote and maintain our brands, our business and financial results may suffer.

If we do not retain our key personnel, our ability to execute our business strategy will be adversely affected.

Our continued success depends to a significant extent upon the recruitment, retention and effective succession of our
executive officers and key management. Our management team has significant industry experience and would be
difficult to replace. These individuals possess sales, marketing, financial and administrative skills that are critical to

the operation of our business. The competition for these employees is intense. The loss of the services of one or more
of our key personnel could have a material adverse effect on our operating results.
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We may not be able to attract, hire and retain qualified personnel cost-effectively, which could impact the quality of
our content and services and the effectiveness and efficiency of our management, resulting in increased costs and
losses in revenues.

Our success depends on our ability to attract, hire and retain qualified technical, editorial, sales and marketing,
customer support, financial and accounting and other managerial personnel at commercially reasonable rates. The
competition for personnel in the industries in which we operate is intense. Our personnel may terminate their
employment at any time for any reason. Loss of personnel may also result in increased costs for replacement hiring
and training. If we fail to attract and hire new personnel or retain and motivate our current personnel, we may not be
able to operate our businesses effectively or efficiently, serve our customers properly or maintain the quality of our
content and services. In particular, our success depends in significant part on maintaining and growing an effective
sales force. This dependence involves a number of challenges, including:

n the need to hire, integrate, motivate and retain additional sales and sales support personnel;

n the need to train new sales personnel, many of whom lack sales experience when they are hired; and

n  competition from other companies in hiring and retaining sales personnel.
We may fail to identify or successfully acquire and integrate businesses, products and technologies that would
otherwise enhance our service offerings to our customers and users, and as a result our revenues may decline or
fail to grow.

We have acquired, and in the future may acquire or invest in, complementary businesses, products or technologies.
Acquisitions and investments involve numerous risks including:

n difficulty in assimilating the operations and personnel of acquired businesses;

n potential disruption of our ongoing businesses and distraction of our management and the management of
acquired companies;

n difficulty in incorporating acquired technology and rights into our offerings and services;

n unanticipated expenses related to technology and other integration;

n potential failure to achieve additional sales and enhance our customer bases through cross marketing of the
combined company s services to new and existing customers;
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n potential detrimental impact to our pricing based on the historical pricing of any acquired business
with common clients and the market generally;

n potential litigation resulting from our business combinations or acquisition activities; and

n potential unknown liabilities associated with the acquired businesses.
Our inability to integrate any acquired business successfully, or the failure to achieve any expected synergies, could
result in increased expenses and a reduction in expected revenues or revenue growth. As a result, our stock price could
fluctuate or decline. In addition, we cannot assure you that we will be successful in expanding into complementary
sectors in the future, which could harm our business, operating results and financial condition.

The costs associated with potential acquisitions or strategic partnerships could dilute your investment or adversely
affect our results of operations.

In order to finance acquisitions, investments or strategic partnerships, we may use equity securities, debt, cash, or a
combination of the foregoing. Any issuance of equity securities or securities convertible into equity may result in
substantial dilution to our existing stockholders, reduce the market price of our common stock, or both. Any debt
financing is likely to have financial and other covenants that could have an adverse impact on our business if we do
not achieve our projected results. In addition, the related increases in expenses could adversely affect our results of
operations.

We have limited protection of our intellectual property and could be subject to infringement claims that may result
in costly litigation, the payment of damages or the need to revise the way we conduct our business.

Our success and ability to compete are dependent in part on the strength of our proprietary rights, on the goodwill
associated with our trademarks, trade names and service marks, and on our ability to use United States and foreign
laws to protect them. Our intellectual property includes, among other things, our original content, our editorial
features, logos, brands, domain names, the technology that we use to deliver our services, the various databases of
information that we maintain and make available by license, and the appearances of our websites. We claim
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common law protection on certain names and marks that we have used in connection with our business activities.
Although we have applied for and obtained registration of some of our marks in countries outside of the United States
where we do business, we have not been able to obtain registration of all of our key marks in such jurisdictions, in
some cases due to prior registration or use by third parties employing similar marks. In addition to United States and
foreign laws, we rely on confidentiality agreements with our employees and third parties and protective contractual
provisions to safeguard our intellectual property. Policing our intellectual property rights worldwide is a difficult task,
and we may not be able to identify infringing users, or, if identified, stop them from continuing to infringe our
intellectual property. We cannot be certain that third-party licensees of our content will always take actions to protect
the value of our proprietary rights and reputation. Intellectual property laws and our agreements may not be sufficient
to prevent others from copying or otherwise obtaining and using our content or technologies. In addition, others may
develop non-infringing technologies that are similar or superior to ours. In seeking to protect our marks, copyrights,
domain names and other proprietary rights, or in defending ourselves against claims of infringement that may be with
or without merit, we could face costly litigation and the diversion of our management s attention and resources. These
claims could result in the need to develop alternative trademarks, content or technology or to enter into costly royalty
or licensing agreements, which could have a material adverse effect on our business, results of operations and
financial condition. We may not have, in all cases, conducted formal evaluations to confirm that our technology and
services do not or will not infringe upon the intellectual property rights of third parties. As a result, we cannot be
certain that our technology, offerings, services or online content do not or will not infringe upon the intellectual
property rights of third parties. If we were found to have infringed on a third-party s intellectual property rights, the
value of our brands and our business reputation could be impaired, and our business could suffer.

Our business could be harmed if we are unable to correspond with existing and potential users by e-mail.

We use e-mail as a significant means of communicating with our existing users. The laws and regulations governing
the use of e-mail for marketing purposes continue to evolve, and the growth and development of the market for
commerce over the Internet may lead to the adoption of additional legislation and/or changes to existing laws. If new
laws or regulations are adopted, or existing laws and regulations are interpreted and/or amended or modified to
impose additional restrictions on our ability to send e-mail to our users or potential users, we may not be able to
communicate with them in a cost-effective manner. In addition to legal restrictions on the use of e-mail, Internet
service providers and others typically attempt to block the transmission of unsolicited e-mail, commonly known as

spam. If an Internet service provider or software program identifies e-mail from us as spam, we could be placed on a
restricted list that would block our e-mail to users or potential users who maintain e-mail accounts with these Internet
service providers or who use these software programs. If we are unable to communicate by e-mail with our users and
potential users as a result of legislation, blockage or otherwise, our business, operating results and financial condition
could be harmed.

Changes in laws and standards relating to data collection and use, and the privacy of Internet users and other data
could impair our efforts to maintain and grow our audience and thereby decrease our advertising revenue.

We collect information from our users who register on our websites or for services or respond to surveys. Subject to

each user s permission (or right to decline, which we refer to as an opt-out , a practice that may differ across our various
websites, depending on the applicable needs and requirements of different countries laws), we may use this

information to inform our users of services that they have indicated may be of interest to them. We may also share this
information with our advertising clients for registered members who have elected to receive additional promotional
materials and have granted us permission to share their information with third parties. We also collect information on

our registered members and users based on their activity on our sites. The United States federal and various state
governments have adopted or proposed limitations on the collection, distribution and use of personal information of
Internet users. Additionally, several foreign jurisdictions, including the European Union and the United Kingdom, and
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Canada, have adopted legislation (including directives or regulations) that may increase the requirements for
collecting, or limit our collection and use of, information from Internet users in these jurisdictions. In addition,
growing public concern about privacy, data security and the collection, distribution and use of personal information
has led to self-regulation of these practices by the Internet advertising and direct marketing industry, and to increased
federal and state regulation. In addition, in May 2014, the Obama administration released a report that advocates a
framework to address online consumer privacy. Among other things, the report renews calls for privacy legislation
based on a Consumer Privacy Bill of Rights. The proposed Consumer Bill of Rights would notably

S-19

Table of Contents 43



Edgar Filing: TechTarget Inc - Form 424B3

Table of Conten

allow consumers the right to exercise control over the collection and use of personal data, including the ability to
access and correct personal data, for such personal data to be collected and used in accordance with easily
understandable privacy and security policies and expect the secure and responsible handling of personal data. The
Obama administration has asked the United States Department of Commerce to work with industry, privacy advocates
and other stakeholders to draft legislative text to implement the principles outlined in the White House report. Because
many of the proposed laws or regulations are in their early stages, we cannot yet determine the impact these
regulations may have on our business over time. Although, to date, our efforts to comply with applicable federal and
state laws and regulations have not hurt our business, additional, more burdensome laws or regulations, including
more restrictive consumer privacy and data security laws, could be enacted or applied to us or our customers. Such
laws or regulations could impair our ability to collect user information that helps us to provide more targeted
advertising to our users and detailed lead data to our advertising clients, thereby impairing our ability to maintain and
grow our audience and maximize advertising revenue from our clients. Additionally, the FTC and many state
attorneys general are applying federal and state consumer protection laws to require that the online collection, use and
dissemination of data, and the presentation of Web site content, comply with certain standards for notice, choice,
security and access. Courts may also adopt these developing standards. In many cases, the specific limitations
imposed by these standards are subject to interpretation by courts and other governmental authorities. A few states
have also introduced legislation that, if enacted, would restrict or prohibit behavioral advertising within the state. In
the absence of a federal law pre-empting enforcement, such state legislation would likely have the practical effect of
regulating behavioral advertising nationwide because of the difficulties behind implementing state-specific policies or
identifying the location of a particular user. In the event of additional legislation in this area, our ability to effectively
target our users may be limited. We believe that we are in compliance with applicable consumer protection laws that
apply to us, but a determination by a state or federal agency or court that any of our practices do not meet these laws
and regulations could create liability to us, result in adverse publicity and affect negatively our businesses. New
interpretations of these standards could also require us to incur additional costs and restrict our business operations.

As we deploy new products, we will need to update our privacy policy to describe any relevant changes to our
practices. Failure to do so could give rise to federal or state enforcement actions or lawsuits that could materially
affect our business. In addition, several foreign governmental bodies, including the European Union, the

United Kingdom, and Canada have regulations dealing with the collection and use of personal information obtained
from their citizens. Regulations in these territories have focused on the collection, use, disclosure and security of
information that may be used to identify or that actually identifies an individual, such as an e-mail address or a name.
Further, within the European Union, certain member state data protection authorities regard IP addresses as personal
information, and legislation in the European Union requires informed consent for the placement of a cookie on a user
device. We believe that we are in material compliance with such regulations as applicable to us; however, such
regulations and laws may be modified and new laws may be enacted in the future. Further, data protection authorities
may interpret existing laws in new ways. Any such developments (or developments stemming from enactment or
modification of other laws) or the failure to anticipate accurately the application or interpretation of these laws could
create liability to us, result in adverse publicity and negatively affect our businesses.

United States and European lawmakers and regulators have recently expressed concern over the use of third party
cookies or web beacons for the purpose of online behavioral advertising, and efforts to address these uses may result

in broader requirements that would apply to research activities, including understanding our users Internet usage. Such
actions may have a chilling effect on businesses that collect or use online usage information generally or substantially
increase the cost of maintaining a business that collects or uses online usage information, increase regulatory scrutiny
and increase the potential of class action lawsuits. In response to marketplace concerns about the usage of third party
cookies and web beacons to track user behaviors, the major browser applications have enabled features that allow the
user to limit the collection of certain data. These developments could impair our ability to collect user information that
helps us provide more targeted advertising to our users. In addition, several browser applications, including but not
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limited to Microsoft s Internet Explorer, Mozilla Firefox, Google Chrome and Apple s Safari browser contain tracking
protection features and options that allow users to opt-out of ad-tracking cookies and in certain cases block behavioral
tracking from specified websites. In the event users implement these tracking features and options, they have the
potential to affect our business negatively.
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Increased exposure from loss of personal information could impose significant additional costs on us.

Many states and foreign jurisdictions in which we operate have enacted regulations requiring us to notify customers in
the event that certain customer information is accessed, or believed to have been accessed, without authorization and
in some cases also develop proscriptive policies to protect against such unauthorized access. Such notifications can
result in private causes of action being filed against us. Additionally, increasing regulatory demands are requiring us
to provide protection of personal information to prevent identity theft and the disclosure of sensitive information.
Should we experience a loss of protected data, efforts to regain compliance and address penalties imposed by such
regulatory regimes could increase our costs.

Changes in regulations could adversely affect our business and results of operations.

It is possible that new laws and regulations or new interpretations of existing laws and regulations in the United States
and elsewhere will be adopted covering issues affecting our business, including:

n privacy, data security and use of personally identifiable information;

n copyrights, trademarks and domain names; and

n  marketing practices such as behavioral advertising, e-mail or direct marketing.
Increased government regulation, or the application of existing laws to online activities, could:

n  decrease the growth rate of the Internet;

n reduce our revenues;

n increase our operating expenses; or

n expose us to significant liabilities.
Furthermore, the relationship between regulations governing domain names and laws protecting trademarks and
similar proprietary rights is still evolving. Therefore, we might be unable to prevent third parties from acquiring
domain names that infringe or otherwise decrease the value of our trademarks and other proprietary rights. Any
impairment in the value of these important assets could cause our stock price to decline. We cannot be sure what
effect any future material noncompliance by us with these laws and regulations or any material changes in these laws
and regulations could have on our business, operating results and financial condition.

As a creator and a distributor of content over the Internet, we face potential liability for legal claims based on the
nature and content of the materials that we create or distribute.
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Due to the nature of content published on our online network, including content placed on our online network by third
parties, and as a creator and distributor of original content and research, we face potential liability based on a variety
of theories, including defamation, negligence, copyright or trademark infringement, or other legal theories based on
the nature, creation or distribution of this information. Such claims may also include, among others, claims that by
providing hypertext links to websites operated by third parties, we are liable for wrongful actions by those third parties
through these websites. Similar claims have been brought, and sometimes successfully asserted, against online
services. It is also possible that our users could make claims against us for losses incurred in reliance on information
provided on our networks. In addition, we could be exposed to liability in connection with material posted to our
Internet sites by third parties. For example, many of our sites offer users an opportunity to post comments and
opinions that are not moderated. Some of this user-generated content may infringe on third-party intellectual property
rights or privacy rights or may otherwise be subject to challenge under copyright laws. Such claims, whether brought
in the United States or abroad, could divert management time and attention away from our business and result in
significant cost to investigate and defend, regardless of the merit of these claims. In addition, if we become subject to
these types of claims and are not successful in our defense, we may be forced to pay substantial damages. Our
insurance may not adequately protect us against these claims. The filing of these claims may also damage our
reputation as a high quality provider of unbiased, timely analysis and result in client cancellations or overall decreased
demand for our services.

We may be liable if third parties or our employees misappropriate our users confidential business information.
We currently retain confidential information relating to our users in secure database servers. Although we observe

security measures throughout our operations, we cannot assure you that we will be able to prevent individuals from
gaining unauthorized access to these database servers. Any unauthorized access to our servers, or abuse by our
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employees, could result in the theft of confidential user information. If confidential information is compromised, we
could lose customers or become subject to liability or litigation and our reputation could be harmed, any of which
could materially and adversely affect our business and results of operations.

Our business, which is dependent on centrally located communications and computer hardware systems, is
vulnerable to natural disasters, telecommunication and systems failures, terrorism and other problems, which
could reduce traffic on our networks or websites and result in decreased capacity for advertising space.

Our operations are dependent on our communications systems and computer hardware, all of which are located in data
centers operated by third parties. These systems could be damaged by fire, floods, earthquakes, power loss,
telecommunication failures and similar events. Our insurance policies have limited coverage levels for loss or
damages in these events and may not adequately compensate us for any losses that may occur. In addition, terrorist
acts or acts of war may cause harm to our employees or damage our facilities, our clients, our clients customers and
vendors, or cause us to postpone or cancel, or result in dramatically reduced attendance at, our events, which could
adversely impact our revenues, costs and expenses and financial position. We are predominantly uninsured for losses
and interruptions to our systems or cancellations of events caused by terrorist acts and acts of war.

Our systems may be subject to slower response times and system disruptions that could adversely affect our
revenues.

Our ability to attract and maintain relationships with users, advertisers and strategic partners depends on the
satisfactory performance, reliability and availability of our Internet infrastructure. Our Internet advertising revenues
relate directly to the number of advertisements and other marketing opportunities delivered to our users. System
interruptions or delays that result in the unavailability of Internet sites or slower response times for users would reduce
the number of advertising impressions and leads delivered. This could reduce our revenues as the attractiveness of our
sites to users and advertisers decreases. Our insurance policies provide only limited coverage for service interruptions
and may not adequately compensate us for any losses that may occur due to any failures or interruptions in our
systems. Further, we do not have multiple site capacity for all of our services in the event of any such occurrence.

We may experience service disruptions for the following reasons:

n occasional scheduled maintenance;

n equipment failure;

n  volume of visits to our websites that exceed our infrastructure s capacity; and

n natural disasters, telecommunications failures, power failures, other system failures, maintenance, viruses,
hacking or other events outside of our control.
In addition, our networks and websites must accommodate a high volume of traffic and deliver frequently updated
information. They have experienced in the past, and may experience in the future, slower response times or decreased
traffic for a variety of reasons. There have been instances where our online networks as a whole, or our websites
individually, have been inaccessible. Also, slower response times, which have occurred more frequently, can result
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from general Internet problems, routing and equipment problems involving third-party Internet access providers,
problems with third-party advertising servers, increased traffic to our servers, viruses and other security breaches,
many of which problems are out of our control. In addition, our users depend on Internet service providers and online
service providers for access to our online networks or websites. Those providers have experienced outages and delays
in the past, and may experience outages or delays in the future. Moreover, our Internet infrastructure might not be able
to support continued growth of our online networks or websites. Any of these problems could result in less traffic to
our networks or websites or harm the perception of our networks or websites as reliable sources of information. Less
traffic on our networks and websites or periodic interruptions in service could have the effect of reducing demand for
advertising on our networks or websites, thereby reducing our advertising revenues.

Our networks may be vulnerable to unauthorized persons accessing our systems, viruses and other disruptions,
which could result in the theft of our proprietary information and/or disrupt our Internet operations making our

websites less attractive and reliable for our users and advertisers.

Internet usage could decline if any well-publicized compromise of security occurs. Hacking involves efforts to gain
unauthorized access to information or systems or to cause intentional malfunctions or loss or corruption of data,
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software, hardware or other computer equipment. Hackers, if successful, could misappropriate proprietary information
or cause disruptions in our service. We may be required to expend capital and other resources to protect our websites
against hackers. Our online networks could also be affected by computer viruses or other similar disruptive problems,
and we could inadvertently transmit viruses across our networks to our users or other third parties. Any of these
occurrences could harm our business or give rise to a cause of action against us. Providing unimpeded access to our
online networks is critical to servicing our customers and providing superior customer service. Our inability to provide
continuous access to our online networks could cause some of our customers to discontinue purchasing advertising
programs and services and/or prevent or deter our users from accessing our networks. Our activities and the activities
of third-party contractors involve the storage and transmission of proprietary and personal information. Accordingly,
security breaches could expose us to a risk of loss or litigation and possible liability. We cannot assure that contractual
provisions attempting to limit our liability in these areas will be successful or enforceable, or that other parties will
accept such contractual provisions as part of our agreements.

If we do not maintain proper and effective disclosure controls and procedures and internal controls over financial
reporting, our ability to produce accurate financial statements could be impaired, which could adversely affect our
operating results, our ability to operate our business and investors views of us.

Ensuring that we have adequate disclosure controls and procedures, including internal financial and accounting
controls and procedures, in place to help ensure that we can produce accurate financial statements on a timely basis is
a costly and time-consuming effort that needs to be re-evaluated frequently. On an ongoing basis, both we and our
independent auditors document and test our internal controls and procedures in connection with the requirements of
Section 404 of the Sarbanes-Oxley Act and, as part of that documentation and testing, identify areas for further
attention and improvement. Implementing any appropriate changes to our internal controls may entail substantial costs
in order to modify our existing accounting systems, take a significant period of time to complete and distract our
officers, directors and employees from the operation of our business. These changes may not, however, be effective in
maintaining the adequacy of our internal controls, and any failure to maintain that adequacy, or consequent inability to
produce accurate financial statements on a timely basis, could increase our operating costs and could materially impair
our ability to operate our business. In addition, investors perceptions that our internal controls are inadequate or that
we are unable to produce accurate financial statements may seriously affect our stock price.

Our ability to raise capital in the future may be limited.

Our business and operations may consume resources faster than we anticipate. In the future, we may need to raise
additional funds to expand our sales and marketing and service development efforts or to make acquisitions.
Additional financing may not be available on favorable terms, if at all. If adequate funds are not available on
acceptable terms, we may be unable to fund the expansion of our sales and marketing and research and development
efforts or take advantage of acquisition or other opportunities, which could seriously harm our business and operating
results. If we incur debt, the debt holders would have rights senior to common stockholders to make claims on our
assets and the terms of any debt could restrict our operations, including our ability to pay dividends on our common
stock. Furthermore, if we issue additional equity securities, stockholders will experience dilution, and the new equity
securities could have rights senior to those of our common stock. Because our decision to issue securities in any future
offering will depend on market conditions and other factors beyond our control, we cannot predict or estimate the
amount, timing or nature of our future offerings. Thus, our stockholders bear the risk of our future securities offerings
reducing the market price of our common stock and diluting their interest.

The impairment of a significant amount of goodwill and intangible assets on our balance sheet could result in a
decrease in earnings and, as a result, our stock price could decline.
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In the course of our operating history, we have acquired assets and businesses. Some of our acquisitions have resulted
in the recording of a significant amount of goodwill and/or intangible assets on our financial statements. We had
approximately $94.1 million of goodwill and net intangible assets as of March 31, 2014. The goodwill and/or
intangible assets were recorded because the fair value of the net tangible assets acquired was less than the purchase
price. We may not realize the full value of the goodwill and/or intangible assets. As such, we evaluate goodwill and
other intangible assets with indefinite useful lives for impairment on an annual basis or more frequently if events or
circumstances suggest that the asset may be impaired. We did not have any intangible assets with indefinite lives as of
March 31, 2014 or December 31, 2013. We evaluate other intangible assets subject to amortization whenever events
or changes in circumstances indicate that the carrying amount of those assets may not be recoverable. If goodwill or
other intangible assets are determined to be impaired, we will write off the unrecoverable portion as a
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charge to our earnings. If we acquire new assets and businesses in the future, as we intend to do, we may record
additional goodwill and/or intangible assets. The possible write-off of the goodwill and/or intangible assets could
negatively impact our future earnings and, as a result, the market price of our common stock could decline.

The trading value of our common stock may be volatile and decline substantially.

The trading price of our common stock may be volatile and could be subject to wide fluctuations in response to

various factors, some of which are beyond our control. In addition to the factors discussed in this Risk Factors section
and elsewhere in this Annual Report, these factors include:

n our operating performance and the operating performance of similar companies;

n the overall performance of the equity markets;

n announcements by us or our competitors of acquisitions, business plans, commercial relationships or new
product or service offerings;

n threatened or actual litigation;
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