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Market Snhapshot
$4.8B
$12.2B
20.4%

Al-powered automation reducing CI delivery cost by 60-80%
SMB/Mid-Market done-for-you Cl services

Platform fatigue — outcome-based delivery models

« The Competitive Intelligence SaaS market is undergoing a structural shift. Enterprise platforms (Klue,
Crayon) defined the first wave, but implementation complexity and total cost of ownership ($110-170K/year
with analyst FTE) have created a massive underserved middle market. The second wave — Al-powered,
done-for-you CI delivery — addresses the 90% of B2B companies that need competitive intelligence but
lack dedicated Cl teams.
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Competitive Landscape

Tier 1: Enterprise Cl Platforms ($30-75K/year licensing)

COMPETITOR FOUNDED FUNDING EMPLOYEES PRICING
$187M $30-
2015 . ~200
(Series B) 50K/yr
45M 25—
2014 3 . ~150 $
(Series C) 40K/yr
Acquired 15—
2015 d ~50 $
(Semrush) 2022 30K/yr

Tier 2: Sales Intelligence & Data Platforms ($5-60K/year)

COMPETITOR FOUNDED FUNDING EMPLOYEES PRICING

Public

2000 (NASDAQ:  ~3,500 $15-60K/yr
Zl)

49-
2015 $244M ~600 3
119/user/mo
2013 $426M ~1,000 $30-75K/yr

Tier 3: Workflow & Enrichment Tools ($2-10K/year)

COMPETITOR FOUNDED FUNDING EMPLOYEES PRICING
$149-
2017 $62M ~100 800/mo +
credits

I( Klarix

STRENGTHS

Category leader, Al
Compete Agent,
win/loss integration,
Forrester Wave
leader

Broad monitoring,
real-time alerts,
strong analyst
coverage

Automated battle
cards, Semrush
data integration,
lower price point

STRENGTHS

Massive B2B
database, intent
signals,
technographics,

market dominance

220M contacts,

email sequencing,

self-serve, fast-
growing

Intent data, ABM
orchestration,

predictive analytics

STRENGTHS

Flexible workflow
builder, waterfall
enrichment, API-
driven

Market Intelligence - Competitive Intelligence SaaS

VULNERABILITIES

40% layoff (2024), 3-6
month implementation,

requires Cl analyst FTE
($80-120K)

Alert firehose requires 10+
hrs/wk curation, per-seat
pricing adds up, complex

onboarding

Limited post-acquisition
innovation, narrow feature
set, Semrush SEO-centric

pos

itioning

VULNERABILITIES

Data-only — no
analysis, no battle
cards, no outreach
strategy. Still need
analyst layer

No competitive

analysis, no SWOT, no
battle cards. Database,

not intelligence

Tells you WHO, not

WHAT to say.

Expensive. Complex
implementation

VULNERABILITIES

40+ hour learning curve,
breaks when APIs change,

your time is the hidden

cost
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COMPETITOR FOUNDED FUNDING EMPLOYEES PRICING STRENGTHS VULNERABILITIES

Revenue
. . Internal performance only
intelligence, call .
$15- ) — no competitive
2015 $584M ~1,500 recording, . .
40K/yr intelligence, no market

conversation
. landscape
analytics

Market Positioning Map

HIGH PRICE
® 6sense

Klue e

Crayon ® ® ZoomInfo

DONE-FOR-YOU DIY / PLATFORM

Clay e ® Apollo

|

|

|
KLARIX e

|

|

| ® Kompyte
LOW PRICE

o Klarix occupies a unique position: done-for-you delivery at mid-market pricing. No other player combines
fully managed competitive intelligence with transparent, SMB-friendly pricing and 3-7 day delivery.

Buyer Segments & Opportunity

COMPANY
SEGMENT SIZE BUDGET CURRENT SOLUTION PAIN POINT KLARIX FIT
$3- . No Cl team, losing deals
50-500 emp DIY / nothing . A A A
10K/mo blind
500-2,000 $5- Klue/Crayon Paying for platform,
emp 15K/mo (underutilized) battle cards stale ‘
Apollo + manual Need strategy, not just
20-200 emp  $2-5K/mo ol A o A
research contacts

Need white-label ClI for
10-100 emp $3-9K/mo  Manual research o ree
their clients

Already invested, low
2,000+ emp $15K+/mo Klue + analyst team T i
switching intent
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e Primary TAM: ~180,000 B2B companies in North America with 20-500 employees, active sales teams, and
competitive markets. At Growth tier pricing ($4,997/mo), addressable market exceeds $10B annually.

Key Market Trends (2026)

-—

. Al Compression of Cl Delivery

e Al models (Claude, Gemini, MiniMax) have reduced the cost of producing battle cards, dossiers, and
SWOT analyses by 80%+. What previously required a Cl analyst 40 hours/week now takes 3-7 days of
automated pipeline execution. This structural cost reduction enables done-for-you delivery at SMB pricing
— the core Klarix thesis.

2. Platform Fatigue — Outcome Demand

o Enterprise buyers are moving from "give me a tool" to "give me the output." Klue's 40% layoff and
Crayon's flat growth signal that platform-only models face saturation. Buyers want deliverables, not
dashboards.

3. Sales + Cl Convergence

o The line between competitive intelligence and sales enablement is dissolving. Buyers want battle cards
and outreach sequences and scored contacts — not three separate tools. Klarix's integrated deliverable
package (dossier + battle card + outreach + contacts) aligns with this convergence.

4. Founder-Led Sales Intelligence

« The fastest-growing Cl buyer segment is founder-led companies (20-100 employees) where the CEO/CRO
is the primary seller. These buyers don't need dashboards — they need "tell me what to say on Thursday's
call." Klarix's done-for-you model is purpose-built for this buyer.

SWOT Analysis: Klarix Market Position

Strengths

STRENGTH EVIDENCE

3-7 day delivery vs. 3-6 month enterprise platform implementations
$36-108K/yr fully managed vs. $110-170K/yr for Klue + analyst

Dossiers, battle cards, SWOT, outreach, scored contacts, market overview — all
included
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STRENGTH EVIDENCE

Done-for-you eliminates the "platform that gathers dust" problem

Pipeline leverages Claude, Gemini, MiniMax for automated intelligence production

Weaknesses

WEAKNESS MITIGATION

Offset by founder-led sales and deliverable quality as proof

Monthly refresh cadence sufficient for 90% of SMB use cases; enterprise tier can increase
frequency

Roadmap item; current CSV/PDF delivery works for early adopters

Constraint on scale; Al automation extends capacity significantly

Opportunities

OPPORTUNITY TIMELINE

Q2 2026 — white-label CI for agencies serving SMB clients
Q3 2026 — add competitor ad spend, content strategy, SEO positioning
Q3 2026 — automated free trial (1-3 companies) for inbound conversion

Q4 2026 — industry-specific deliverable templates (SaaS, FinTech, HealthTech)

Threats

THREAT RESPONSE

Unlikely given enterprise DNA and cost structure; if they do, speed and done-for-you
differentiation holds

Data enrichment # competitive intelligence; they'd need to build the analysis layer from
scratch

Defensibility is in the pipeline (scoring, personalization, delivery) not the raw generation

Their cost structure (large teams, enterprise sales cycles) prevents meaningful SMB
pricing
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Competitive Win Rates (Estimated)

COMPETITOR WIN RATE VS. KLARIX
70% Klarix wins
75% Klarix wins
80% Klarix wins (different buyer)
65% Klarix wins
60% Klarix wins (complementary)
85% Kilarix wins

50% Klarix wins

Strategic Recommendations

Immediate (Q2 2026)

1. Lead with speed: "Full competitive landscape in one week" is the strongest differentiator against every

competitor

2. Free trial as wedge: Offer 1-3 company dossiers in 72 hours — let the deliverable quality sell itself

KEY FACTOR

Price + speed + zero effort

Deliverable quality + no curation burden
Strategy layer vs. contact database
Time-to-value + no learning curve
Analysis + outreach vs. data-only

ROI on founder time

Speed advantage offset by control preference

3. Target Klue evaluators: Every company in a Klue sales cycle is a qualified Klarix prospect

Near-Term (Q3-Q4 2026)

4. Build agency channel: White-label Cl delivery for marketing agencies and consulting firms

5. Add marketing intelligence: Competitor ad spend, content strategy analysis, SEO positioning — expand

TAM to CMO buyers

6. Automate trial funnel: Self-serve intake — automated pipeline — delivered dossiers in 48 hours

Long-Term (2027)

7. Platform layer: Add lightweight dashboard for clients who want ongoing access to intelligence

(complement deliverables, don't replace them)

8. Vertical templates: Pre-built scoring models and deliverable templates for SaaS, FinTech, HealthTech,

Professional Services

9. International expansion: UK and Canada markets share language and B2B dynamics

e Klarix Competitive Intelligence — Confidential — April 2026
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