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Size of B2B Market in the US %@

29.5 million ACTIVE companies as of 2016
23.8 million companies have no employees and average revenue per year of USD 46,000
5.72 million companies with paid employees of which:

<10

10-25

26-50
51-100
101-500
501-1000
1001-5000
5001-10000
10001+

Number of employees

0 500,000 1,000,000 1,500,000 2,000,000 2,500,000 3,000,000 3,500,000 4,000,000 4,500,000 5,000,000

10001+ 5001-10000 1001-5000 501-1000 101-500 51-100 26-50 10-25 <10
B SUM(Number of businesses) 964 945 7,249 9,061 83,423 118,269 251,490 718,052 4,536,707

Data sources: Department of Labor US, IRS, US Census 2016 Ic
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Size of Companies in the US =

Micro SMB Small SMB Midsize SMB MSE Midsize Enterprise Enterprise

50 to 100 100 to 1000
employees employees

0 employees <50 employees

>1000 employees

USD 100 . .
< USD 50 USD 10 Millionto USD 50 Million to -
thousand 043N 10 5B ygp 5o willion  USD 1 Billion > 1 Elllien

23.8 million 5.5 million 154 thousand 41 thousand 2.9 thousand
businesses businesses businesses businesses businesses

Data sources: Department of Labor US, IRS, US Census 2016
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Micro SMB Small SMB Midsize SMB MSE Midsize Enterprise Enterprise

C-level / VP /
Director / Comites /
Regulatory /
Procurement /
Legal

C-level / VP /
CEO /Ops/Fin/ Director /
Procurement Procurement /
Legal

Owner / Manager

Trade / Peer Review Trade / Expert /
Referral / Online Referral / Online Referral / Trade / Peer Review /

Review Review Management / I\/Ianaggment/ Management /
Compliance :
Compliance

Self-serve to : Transactional to :
Self-serve : Transactional : Enterprise
transactional Enterprise

Data sources: Department of Labor US, IRS, US Census 2016



Total B2B Purchases US o

Automotive

Finance/Banking Estimated total | Distribution by total revenue in US by company
Consumer Goods procurementin a .

Education industries in US is revenue size per year

Engineering USD 12 -

Energy . 3.86%

Oil and gas Trillion/year 1o

Food and beverage

Government - federal, state, local
10M-20M

Healthcare B 3.903%
Insurance "

Legal 20M-50M
Manufacturing Ble%
Media

Online

Raw materials AR
Real estate - 4.58%
Religion 55.85%

Retail 100M-250M
Jewelry 5.97%
Software, Technology

Telecommunications 250M-500M

Transportation (Travel) 4.63%

Electronics 5(;01%-‘;03
Not-for-profit,
+ others /

Data sources: Tableau, Department of Labor US, IRS, US Census 2016 PARTNERS



Verticals Marketing in US .

* Engagement (click %) for most of
our vertical emails is way above our
own average.

15.69% Opened (147] 21.77% Clicked-through (32)

1 5.69% Compared to the previoug three manths #21.7 7% Compared to the previous three months
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re 20%
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Mailed it @ ® Low opens, high clicks @ Low clicks, high opens @ ® Low opens, low clicks @ Ic
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Saa$ Sales Matrix

high

Transactional Enterprise

Price

Self-Service Graveyard

low

low high

Complexity c

York, 2012: 3



Sales Models and GAG (US)

Average cost of acquisition in US dollars to close a sale depending on sales model and company size

No touch
self serve

Light touch
inside sales

High touch
inside sales

Transactional
model

Self-service
model

25,000 -

2,000 USD 75,000 USD

8,000 USD

Field sales

Field sales w/ sales

engineers

Enterprise

Sales

75,000 —
200,000
ushD

Saas sales models — Skok, D. 2010; York 2012
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Sales Models and Sales Cycle

Average time in months to close a sale depending on sales model and company size

No touch
self serve

Self-service
model

Light touch
inside sales

High touch
inside sales

Transactional
model

Field sales

Enterpr
Sales

Field sales
w/ sales
engineers

N=

Saas sales models — Skok, D. 2010; York 2012
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Source: Latka

ANNUAL CONTRACT VALUE

Sales Model and Price Point

ACV v. Customer Count, n=1087

$1,000

$100

$100,00
o
$10,000

INFOSCOUT

$160k ACV, 184 Cust *©

QUALTRICS
$27k ACV, 9k Cust

SWIFTPAGE
$1k ACV, 84k Cust

JOTFORM
$300 ACV, 180k Cust

HOOTSUITE
$9 ACV, 16M Cust
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Source: Latka

“Dead Zone” B2B SaaS Companies

™
50.
Company Name: Qualtrics
Seestormera Si6 No sales model in the
o ACV: $24,440.00 USD 500 to USD 5,000
o0K ACV bracket.
Cvent
Madwire ®
10K -
Expensify
5K lefusionsoft
S
<
1K
500 Xact;;orp Xero
oom ¢
(V')
100 ‘
- Malwarebytes
Hootsuite
10
0
0 5K 10K 50K 100K 500K ™ 5M 10M 50M

Customers
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