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Competitive Intelligence

Here is the competitive intelligence dossier on Chatbase, enriched and tailored for Klarix's outreach strategy.
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Pain Points / Opportunities (for outreach alignment)

« Sales team lacks battle cards (Inferred — verify): Chatbase recently hit $8M ARR with a heavily
engineering-focused team (11 of 18 employees are engineers) and is just now hiring its first Account
Executive, SDR, and Head of Growth. This new GTM team will be stepping into a highly saturated market
without established competitive intelligence or battle cards.

« No Cl process / DIY tools require too much effort (Inferred — verify): With no dedicated Product
Marketing Manager or Cl personnel on staff, the founding team does not have the time or resources to
map the competitive landscape themselves. Klarix's "done-for-you in 3-7 days" model perfectly fills this
operational gap.

« Losing deals to competitors they don't understand (Inferred — verify): As Chatbase pivots from a simple
"ChatGPT for PDFs" tool to a proactive "Al Co-Founder" for enterprise support, they are moving
upmarket. They will increasingly face sophisticated enterprise competitors (like Intercom, Drift, and
Yellow.ai) and risk losing deals if they don't deeply understand these competitors' positioning and pricing.

Key Personnel

e Founder & CEO: Yasser Elsaid (Former intern at Meta, Tesla, BlackBerry)

» VP Sales: Not found publicly (Currently hiring first AE/SDR)

o VP Marketing / CMO: Not found publicly

» Chief Revenue Officer (CRO): Not found publicly

» Head of Growth: Not found publicly (Role mentioned as an active/upcoming hire)
o Director of Sales / Director of Marketing: Not found publicly

« Director of Sales Enablement: Not found publicly

e Product Marketing Manager (PMM): Not found publicly
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Recent News & Milestones

EVENT DATE DETAILS SOURCE
Dec 2025/ . . . Al News /
Crossed $8M in ARR with a 92% customer retention rate. .
Early 2026 LinkedIn
Late 2025/ Launching the "Customer Co-Founder" program; upgrading from AN
ews
Early 2026 basic chatbots to proactive Al agents that analyze churn risk.

Shifting focus from pure engineering to sales; actively hiring an AE,
Early 2026 ProductLed
SDR, and Head of Growth.

Relocating the entire team from Toronto to New York City to be
Early 2026 o . ProductLed
closer to their ideal customer profile.

LinkedIn (Sandra

Feb 2025 Reached $5M ARR, powering 9,000+ businesses. Pajic)
Financial Profile
METRIC VALUE SOURCE
$8M ARR (Dec 2025). Conflicting data: Latka reports $6M for 2025. Al News / Latka
18 employees. Conflicting data: PitchBook reports 44, LinkedIn shows 51 ProductlLed / PitchBook /
associated members. LinkedIn
$0 (100% Bootstrapped). Conflicting data: PitchBook lists 1 Al News / Latka /
Accelerator/Incubator investor (BEST Bridge to Startup). PitchBook
Not found publicly (Privately held) N/A
93.55% YoY; 8% monthly growth rate. Latka / Al News

Tech Stack & Integrations

o Core Tech: Built on OpenAl's API.
o Product Integrations: Slack, Zendesk, Zapier, Make, WhatsApp, and web embedding.

 Internal GTM Stack: Not found publicly (Likely building their CRM/Sales stack now as they hire their first
sales reps).

Competitive Intelligence

+ Known Competitors: Botsonic, Chatling, Tidio, Chatbot.com, Botpress, Breakout, Drift, Intercom,
Yellow.ai.
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o Positioning: "Al Agents for magical customer experiences." They position themselves as a highly
accessible, no-code platform that allows businesses to build custom Al agents trained on their own data
in minutes.

« Differentiation: Extreme ease of use and fast onboarding compared to enterprise tools. They are
currently differentiating by moving beyond reactive Q&A chatbots into proactive "Al Co-Founders" that
scan customer behavior data to flag churn risks and suggest optimizations.

« Pricing Model: Credit-based subscription model starting around $40/month.

« Target Market: SMBs to mid-market (10-500 employees), specifically targeting Tech/SaaS, E-commerce,
and professional services with lean or outsourced support operations.

Additional Intel

« Timing Trigger for Klarix: Yasser Elsaid explicitly stated that after hitting $8M ARR, his next immediate
hires are an Account Executive, an SDR, and a Head of Growth. This is the exact moment a company
needs competitive intelligence to train their new GTM hires. Reaching out to Yasser now with a message
about "arming your first AE and SDR with battle cards in 3 days" is highly relevant.

o Strategic Move: The company is physically relocating to New York City to be closer to target customers.
This indicates a strong push toward enterprise/B2B relationship-led sales, further increasing their need
for professional CI.

Intel Gaps / Next Research

o Identity of New GTM Hires: We need to identify who fills the Head of Growth, AE, and SDR roles, as they
will be the primary users (influencers) of Klarix's Cl deliverables.

» Internal Sales Stack: Identifying their CRM (e.g., HubSpot vs. Salesforce) will help Klarix pitch seamless
integration of Cl data.

o Enterprise Win/Loss Data: As they move upmarket, it is unclear which specific enterprise competitors
(e.g., Intercom vs. Drift) are causing them the most friction in competitive deals.

Suggested Follow-up Searches: 1. "Chatbase" AND ("Head of Growth" OR "Account Executive" OR "SDR")

site:linkedin.com/in/ 2. "Chatbase" AND ("Salesforce" OR "HubSpot" OR "CRM") 3. "Chatbase" vs "Intercom" OR

"Drift" enterprise reviews site:g2.com
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