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You should rely only on the information contained in this prospectus or in any free writing prospectus we may
authorize to be delivered or made available to you. We have not authorized anyone to provide you with additional or
different information. We are offering to sell, and seeking offers to buy, shares of our common stock only in
jurisdictions where offers and sales are permitted. The information in this prospectus is accurate only as of the date
of this prospectus, regardless of the time of delivery of this prospectus or any sale of shares of our common stock.

Until November 3, 2007 (25 days after commencement of this offering), all dealers that buy, sell or trade
shares of our common stock, whether or not participating in this offering, may be required to deliver a
prospectus. This delivery requirement is in addition to the obligation of dealers to deliver a prospectus when
acting as underwriters and with respect to their unsold allotments or subscriptions.

For investors outside the United States: Neither we nor any of the underwriters have done anything that would
permit this offering or possession or distribution of this prospectus in any jurisdiction where action for that purpose
is required, other than in the United States. Persons outside the United States who come into possession of this
prospectus must inform themselves about, and observe any restrictions relating to, the offering of the shares of
common stock and the distribution of this prospectus outside of the United States.



PROSPECTUS SUMMARY

This summary highlights information contained elsewhere in this prospectus and does not contain all of the
information that you should consider in making your investment decision. Before investing in our common stock,
you should carefully read this entire prospectus, including our financial statements and the related notes and the
information set forth under the headings “Risk Factors” and “Management’s Discussion and Analysis of Financial
Condition and Results of Operations,” in each case included elsewhere in this prospectus.

COMPELLENT TECHNOLOGIES, INC.

Overview

We are a leading provider of enterprise-class network storage solutions that are highly scalable, feature rich
and designed to be easy to use and cost effective. Our Storage Center is a Storage Area Network, or SAN, that
enables users to intelligently store, recover and manage large amounts of data by combining our sophisticated
software with standards-based hardware into a single integrated solution. As of August 31, 2007, Storage Center
was being utilized by more than 600 enterprises worldwide, across a wide variety of industries including education,
financial services, government, healthcare, insurance, legal, media, retail, technology and transportation. We
believe that Storage Center is the most comprehensive enterprise-class network storage solution available today,
providing increased functionality and lower total cost of ownership when compared to traditional storage systems.

We believe our business model is highly differentiated and provides us with several competitive advantages.
We sell our products through an all-channel assisted sales model designed to enable us to quickly scale and cost
effectively increase sales. By leveraging the customer contacts, technical expertise and industry knowledge of our
channel partners, we believe that we are able to market to a significantly larger set of end users more effectively and
at a lower cost than we could with our own direct sales force. Because we do not compete with our channel partners
through direct sales, we believe our channel partners are highly motivated. We also employ a virtual manufacturing
strategy, by which our suppliers custom configure and ship standards-based hardware components, merging them in
transit for a single delivery to the end user. This strategy significantly reduces inventory and eliminates the need for
in-house or outsourced manufacturing. We believe these combined strategies create an efficient and scalable
business model that enables us to reduce operating costs and improve capital efficiency.

Our management team has decades of storage industry experience and has founded and run other successful
storage companies. We have achieved broad industry recognition for our innovative storage solution. In 2006,
InfoWorld selected Storage Center as “Best SAN” and Computer Reseller News selected Compellent as a top
Storage Standout. Gartner, a third-party industry analyst, recently reported Compellent to be the fastest growing
disk storage company in the world in 2006. We have achieved strong growth to date, with revenues increasing from
$9.9 million in 2005 to $23.3 million in 2006. We grew revenues from $9.5 million in the first six months of 2006 to
$20.9 million in the first six months of 2007. Our net loss for the six months ended June 30, 2007 was $4.1 million
compared to $3.4 million for the six months ended June 30, 2006. Our net loss in 2006 was $6.8 million compared to
$9.1 million in 2005. As of June 30, 2007, our accumulated deficit was $45.7 million. Substantially all of our
revenue consists of product revenue from sales of Storage Center. We expect that product support and services
revenue will grow on an absolute basis as our installed base of end users continues to grow, but remain relatively
consistent as a percentage of total revenue.

Our Industry

Our industry is characterized by a number of evolving trends, two of which are particularly relevant to our
business.

Growing Need for Data Storage and Management

Enterprises are storing a growing amount of data, which requires greater storage capacity and results in
increased system acquisition and management costs. According to Gartner, between 2005 and 2010, storage
demand, as measured by terabyte capacity, is expected to increase by 69% annually. This data growth is taxing
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Comparison of Six Months Ended June 30, 2006 and 2007

Revenue

Revenue and the related changes for the six months ended June 30, 2006 and 2007 were as follows:

$

%
of Total
Revenue $

%
of Total
Revenue $ %

2006 2007

Six Months Ended June 30,

Change

(unaudited)
(dollars in thousands)

Revenue

Product . . . . . . . . . . . . . . . . . . . . . . . . . . $8,081 85.4% $17,641 84.2% $ 9,560 118.3%

Product support and services . . . . . . . . . . 1,381 14.6 3,298 15.8 1,917 138.8

Total revenue. . . . . . . . . . . . . . . . . . . . $9,462 100.0% $20,939 100.0% $11,477 121.3%

Product Revenue. Product revenue derived from system sales primarily increased due to a 118% increase in
the number of systems sold. We believe the increase in systems sales was driven by an increase of approximately
60 channel partners, an increase in sales and marketing headcount from 43 to 89 people, and additional marketing
programs. Our average system order size and average system sales price remained relatively constant. While we
continued to experience lower revenue per megabyte for disk drives, we believe this was offset by increased revenue
from enhanced capacity and complexity of systems purchased by our end users. Product revenue derived from
upgrade sales increased due to the ongoing growth in the number of our total end users, which increased from over
295 as of June 30, 2006 to over 550 as of June 30, 2007.

Product Support and Services Revenue. Product support revenue increased 131% primarily due to the
renewal of maintenance agreements by existing end users and the growth of the installed base. Product support
pricing remained relatively flat with an adjustment for immaterial inflationary price increases. Services revenues
increased 233% due to an increase of approximately 75 end user and channel partner training programs and an
increase of approximately 40 Storage Center installations. These increases were due to both an increase in the
number of products sold and our efforts to grow services revenue.

Cost of Revenue and Gross Margin

Cost of revenue and gross margin and the related changes for the six months ended June 30, 2006 and 2007
were as follows:

$

%
of Related
Revenue $

%
of Related
Revenue $ %

2006 2007

Six Months Ended June 30,

Change

(unaudited)
(dollars in thousands)

Cost of revenue

Cost of product . . . . . . . . . . . . . . . . . . $4,007 49.6% $ 8,998 51.0% $4,991 124.6%

Cost of product support and services . . 1,318 95.4 2,069 62.7 751 57.0

Total cost of revenue . . . . . . . . . . . . $5,325 56.3% $11,067 52.9% $5,742 107.8%

Gross margin . . . . . . . . . . . . . . . . . . . . . 43.7% 47.1%
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Cost of Product Revenue. Cost of product revenue increased due to increased component hardware costs
associated with the increased number of systems and upgrades purchased by our end users.

Cost of Product Support and Services Revenue. Cost of product support and services revenue increased
primarily due to increased salaries, employee benefits and stock-based compensation expense of $358,000 related
to growth in our customer service and technical support headcount from 11 people to 23 people, increased travel
expense of $64,000 and increased hardware service fees of $322,000 charged by Anacomp associated with the
continuing growth of our installed base.

Gross Margin. Gross margin increased due to revenue increasing faster than cost of revenue as discussed
above.

Operating Expenses and Other Income, Net

Operating expenses and other income, net and the related changes for the six months ended June 30, 2006 and
2007 were as follows:

$

%
of Total
Revenue $

%
of Total
Revenue $ %

Change

2006 2007

Six Months Ended June 30,

(unaudited)
(dollars in thousands)

Operating expense:

Sales and marketing . . . . . . . . . . . . . . . . . $4,224 44.6% $ 9,586 45.8% $5,362 126.9%

Research and development . . . . . . . . . . . . 2,728 28.8 3,420 16.3 692 25.4

General and administrative . . . . . . . . . . . . 712 7.5 1,288 6.2 576 80.9

Total operating expenses . . . . . . . . . . . . . . . . $7,664 81.0% $14,294 68.3% $6,630 86.5%

Other income, net . . . . . . . . . . . . . . . . . . . . . $ 136 1.4% $ 369 1.8% $ 233 171.3%

Sales and Marketing Expense. Sales and marketing expense increased primarily due to an increase in sales
and marketing headcount from 43 people to 89 people, resulting in a $3.1 million increase in salaries, employee
benefits, commissions and stock-based compensation expense, a $369,000 increase in sales and marketing related
travel and support costs and a $217,000 increase in channel partner commissions due to increased third-party selling
activities. In addition, due to higher gross accounts receivable balances during 2007 and the uncertainty and
collectibility of certain accounts, we recorded $171,000 of bad debt expense to increase our allowance for doubtful
accounts. Increased marketing efforts led to an additional $850,000 of expense related to partner programs, trade
shows and other promotional activities. Facilities related costs also increased $213,000, due primarily to our
relocation to our new executive headquarters in March 2007.

Research and Development Expense. Research and development expense increased primarily due to an
increase in research and development headcount from 37 people to 44 people, resulting in a $409,000 increase in
salaries, employee benefits and stock-based compensation expense, and an increase of $219,000 in supplies and
prototype material costs.

General and Administrative Expense. General and administrative expense increased primarily due to an
increase in finance and information technology staff headcount from four people to ten people resulting in a
$319,000 increase in salaries, employee benefits and stock-based compensation expense. Professional fees
increased $41,000 for outside legal, accounting, valuation, and consulting services pertaining to general
corporate matters and depreciation expense increased $114,000 due to higher gross asset balances.
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