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Quick Facts

COMPANY Bardeen

DOMAIN bardeen.ai

INDUSTRY Automation & Artificial Intelligence (SaaS)

ADDRESS San Francisco, CA

PHONE (XXX) XXX-XXXX

EMAIL hello@bardeen.ai

EMPLOYEES ~22

REVENUE ~$1.3M ARR

FOUNDED 2020

STAGE Growth (PLG + Enterprise)

FUNDING Not disclosed publicly

SECURITY SOC 2 Type Il, GDPR, CASA Tier2& 3

G2 RATING 4.9/5

CAPTERRA RATING 4.5/5

KEY CUSTOMERS Deel (75% efficiency boost), Humane, Arcalea

SCORE

CONFIDENCE High

Company Overview

Bardeen is an Al-powered automation platform targeting GTM teams with Al agents and a playbook builder. The company runs a
dual motion — product-led growth (Product Hunt Product of the Month, Saa$S runner-up) alongside enterprise sales (SOC 2 Typelll,



CASA Tier 2 and 3 certifications). Notable customers include Deel (75% efficiency boost), Humane, and Arcalea.

The heavy investment in enterprise-grade security certifications for a 22-person team signals aggressive upmarket expansion.
Bardeen is stacking compliance credentials to win enterprise deals while maintaining the PLG flywheel that drives adoption.

Products/Services & Pricing

PRODUCT/TIER TARGET CUSTOMER PRICE KEY DIFFERENTIATOR

Free Individual users, PLG $0 Per user Browser automation basics; drives viral adoption and
adoption product-led growth

Pro Power users, small ~$10- Per Al agents, advanced playbooks, integrations; the
teams 20/mo user/month conversion point from free

Business Mid-market GTM ~$25- Per Team collaboration, shared playbooks, admin controls,
teams 50/mo user/month priority support

Enterprise Regulated industries, Custom Annual SOC 2 Type ll, CASA Tier 2/3, GDPR, SSO, dedicated CSM;
large orgs pricing contract this is where the upmarket push lives

Bardeen runs a dual PLG + enterprise motion — free tier drives adoption (4.9/5 G2, Product Hunt Product of the Month), while
enterprise security certs (SOC 2, CASA Tier 2/3) create the moat for regulated buyers. The Deel case study (75% efficiency boost)
is the proof point that converts mid-market to enterprise. Revenue at ~$1.3M ARR suggests the enterprise tier is still nascent —
significant upside if they can win the security-sensitive evaluations.

Pain Points (Evidence-Based)

PAIN POINT EVIDENCE SEVERITY
Competitive differentiation in crowded Al Every competitor is shipping Al agents and playbook builders — feature High
automation market parity is accelerating

Reps lack structured intel for head-to-head With 5-6 similar tools in every evaluation, AEs need positioning data High
deals beyond feature lists

Dual PLG + enterprise motion creates PLG messaging (simple, free) conflicts with enterprise messaging Medium
positioning tension (secure, compliant, scalable)

Small team competing against well-funded 22 employees vs. Zapier (800+), Make (400+), Workato (1,000+) Medium
incumbents

Buying Triggers

TRIGGER SIGNAL URGENCY

CASA Tier 2 & 3 certifications Enterprise security milestones signaling upmarket push High — enterprise deals starting
Al agent and playbook builder New product surface competing against identical features from High — differentiation window
launch competitors narrow

Deel case study (75% efficiency Proves enterprise value; enables reference selling Medium — pipeline accelerator

gain)



Key Contacts

NAME TITLE EMAIL PHONE SCORE ROLE
Artem H. Co-Founder artem@XXXXX.ai (XXX) XXX-XXXX Decision Maker
Pascal W. Co-Founder & CEO pascal@XXXXX.ai (XXX) XXX-XXXX Decision Maker

e Artem H. — Co-Founder

o Leads product and engineering

> Stacked SOC 2, CASA Tier 2/3, GDPR — enterprise security push

> PLG + enterprise dual motion architect

> Angle: Cl helps 22-person team win evaluations against Zapier (800+), Make, Workato
» Pascal W. — Co-Founder & CEO

> Drives GTM strategy and enterprise sales motion

> Translating PLG adoption into enterprise revenue

o LinkedIn: linkedin.com/in/XXXXX

> Angle: Structured Cl shortens enterprise sales cycles in 5+ tool evaluations

Marketing & Positioning Analysis

How They Position Themselves
« Core message: "Al-native automation for GTM teams" — not a generic workflow tool, but purpose-built for sales, marketing,
and ops
* PLG motion: Free tier + Product Hunt visibility + high G2/Capterra ratings (4.9/5, 4.5/5) drive organic adoption

« Enterprise pitch: Security certs (SOC 2 Type ll, CASA Tier 2/3) position them as the only PLG automation tool safe for regulated
industries

» Proof point: Deel (75% efficiency boost) — referenced consistently in marketing and sales materials

How Competitors Position in This Space
« Zapier (800+ employees): "The automation standard" — positions on breadth of integrations (7,000+); not Al-native, legacy
architecture
* Make (400+ employees): "Visual automation for anyone" — positions on flexibility and visual builder; weaker enterprise story

» Workato (1,000+ employees): "Enterprise automation platform" — heavy implementation, positions on IT/ops complexity;
overkill for GTM teams

« Clay (200+ employees): "GTM data enrichment" — closest competitor for the GTM use case; rapidly growing but less
automation depth

Positioning Gaps Identified
» Messaging tension: PLG messaging ("simple, free, no-code") directly conflicts with enterprise messaging ("secure, compliant,
scalable") — prospects may be confused about who Bardeen is actually for

« Feature parity convergence: Every competitor is now shipping Al agents — Bardeen's "Al-native" differentiator is eroding as
incumbents catch up

» Missing win/loss data: No evidence of structured competitive intelligence — AEs are likely positioning ad hoc without
battlecards or pricing intel on competitors

Their Language (RAS Triggers)

» Words that resonate: No-code, Al-native, enterprise-ready, workflow automation, GTM
« Industry jargon: Al agents, playbook builder, sequences, enrichment, scraping
* Words to avoid: Zapier alternative, simple, basic



Personalized Hooks

Hook 1(Product): "Bardeen just hit Product Hunt Product of the Month while also stacking enterprise security certs — usually teams pick
a lane. How are your AEs positioning against competitors who are shipping nearly identical Al features?"

Hook 2 (Pain): "When every automation tool is launching Al agents, the differentiation game gets brutal. Deel seeing 75% efficiency gains
is a strong proof point — but are your reps armed with enough competitive intel to use it effectively in head-to-head deals?"

Hook 3 (Competitive): "With CASA Tier 2 and 3 alongside SOC 2 Type i, you're clearly going after enterprise. Those buyers do
competitive evaluations. How structured is the intel your team has on Zapier, Make, and Workato?"

SWOT Analysis

Strengths Weaknesses
Exceptional user ratings (4.9/5 G2, 4.5/5 Capterra) — strong Small team (22) competing against automation incumbents with 20-
product-market fit 50x headcount

Enterprise-grade security (SOC 2 Type Il, CASA Tier 2 & 3) ahead Revenue (~$1.3M) suggests early monetization — enterprise deals

of most competitors would be transformative

Strong proof point: Deel 75% efficiency boost Dual PLG + enterprise positioning creates messaging complexity

Al-native architecture vs. legacy workflow builders Competitive intel likely ad hoc — no dedicated ClI function at 22
people

OPPORTUNITIES THREATS

Enterprise security certs create a moat vs. PLG-only competitors in Zapier, Make, and Workato all launching Al features — feature
regulated industries parity accelerating

Structured Cl would help AEs win 5-6 tool evaluations in every Larger competitors can outspend on marketing and enterprise
enterprise deal sales teams

Deel case study enables reference selling — Cl maps where Al automation market consolidation could squeeze out smaller
competitors lack similar proof players

Key Takeaway: Bardeen has the product quality and enterprise credentials to punch above its weight, but every competitor is
converging on Al agents. The window for differentiation is narrow. Structured competitive intelligence — positioning data, pricing
intel, and win/loss patterns — would give their small sales team an outsized advantage in head-to-head evaluations.

Competitors Identified

COMPETITOR SIZE POSITIONING KLARIX ASSESSMENT

Zapier 800+ No-code workflow automation Massive brand but legacy architecture; Al features
employees market leader bolted on, not native

Make (formerly 400+ Visual workflow builder for complex Strong mid-market; weaker enterprise security

Integromat) employees automations story



Workato 1,000+ Enterprise automation and Enterprise-grade but heavy implementation; overkill

employees integration platform for GTM teams

Clay 200+ GTM data enrichment and outbound Closest competitor for GTM use case; rapidly
employees workflows growing

Tray.io 300+ Enterprise automation platform Low-code; enterprise-focused but less PLG traction
employees

Events & Trade Shows

EVENT DATE LOCATION RELEVANCE

SaaStr Annual Sep 2026 San Francisco, CA Premier B2B SaaS event; PLG + enterprise buyers in one room
Product Hunt Golden Kitty Awards Dec 2026 Virtual Already a Product Hunt darling — maintain visibility

Web Summit Nov 2026 Lisbon, Portugal Global tech audience; enterprise buyers from regulated industries

Research Sources Consulted

o Company website (bardeen.ai) and product documentation
e Product Hunt listings and award history

o G2 reviews (4.9/5) and Capterra reviews (4.5/5)

» Apollo company and contact enrichment

e LinkedIn company page and employee profiles

* SOC 2 Type Il and CASA certification registries

e Crunchbase funding and company data

» Deel case study and customer testimonials

Outreach Sequence

Target Decision-Maker
NAME ROLE ANGLE

Artem H. Co-Founder How CI helps a 22-person team consistently beat larger competitors in enterprise evaluations

LinkedIn Connection Request

Most automation tools brag about Al features, but when everyone's shipping Al agents, the differentiation game gets brutal. Bardeen just
hit Product of the Month and locked down CASA Tier 2/3 — when your AEs are in competitive deals, how are they getting the intel they
need?

Follow-Up #1 (Day 0 — After Accept)

Thanks for connecting, Artem. With Deel seeing 75% efficiency gains and GTM teams as your core buyer, you're probably running into
the same five or six automation tools in every deal. How are your reps staying sharp on competitor moves — systematized, or still tribal
knowledge floating around Slack?



Follow-Up #2 (Day 3)

Quick thought. The CASA Tier 2 and 3 certs tell me you're targeting regulated enterprise buyers. Those buyers always run competitive
evaluations. If your team had a structured battlecard for every competitor — pricing gaps, feature weaknesses, talk tracks — how many
more of those deals would you close?

Follow-Up #3 (Day 7)

Last touch for now. One thing | keep seeing: when every automation too/! ships Al agents, the companies that win enterprise deals aren't
the ones with the best features — they're the ones whose reps know exactly where each competitor falls short. If that ever becomes a
priority, I'm here. Either way, the Deel case study is a great proof point — keep leveraging it.

Email Alternative (If No LinkedIln Response)

Subject: Competitive intel for the enterprise push
Hi Artem, Bardeen winning Product Hunt's SaaS runner-up while stacking enterprise security certs is an interesting combo. Usually teams
pick a lane — PLG or enterprise — but you're running both. That's what got me thinking about your competitive positioning. With Deel as

your proof point and GTM teams as your buyer, you're probably in 5-6 tool evaluations per enterprise deal. How is your team getting the
intel they need to position against similar-sounding feature sets? Structured process, or pieced together ad hoc?

Voicemail Script (30 seconds)

"Hi Artem, this is [Name] from Klarix. Congrats on Bardeen hitting Product of the Month on Product Hunt while also locking down CASA
Tier 2 and 3 certs — that's a clear enterprise push. | work with SaaS teams to arm their AEs with competitive intelligence so they win
head-to-head evaluations against larger competitors. With everyone shipping Al agents right now, | imagine the differentiation
conversations are getting harder. 1'll send a quick email — happy to share what I'm seeing in the space."

Cold Call Script
You: "Hi Artem, this is [Name] with Klarix. Quick question."
Artem: "Sure, what's up?"

You: "l saw Bardeen just stacked CASA Tier 2 and 3 alongside SOC 2 — which tells me you're going after enterprise deals hard.
When your AEs are in competitive evaluations against Zapier, Make, or Workato, how structured is the intel they have on competitor
pricing and feature gaps? Or is it mostly tribal knowledge from previous deals?"

Objection Handling

OBJECTION RESPONSE

"We're a product-led company, "PLG gets you in the door. But when the enterprise buyer runs a 5-tool evaluation, your product quality
we don't need CL." alone doesn't win — your positioning does. Cl is what closes the gap."
"We're too early-stage for this." "You have 22 people and enterprise security certs. You're not early-stage — you're punching up. Cl is

how small teams win against 800-person competitors."

Timing & Channel
« Best day/time: Tuesday or Wednesday, 10 AM-12 PM PST
» Primary channel: LinkedIn (tech founders are active)
» Backup channel: Email (artem@bardeen.ai)
« Cadence: 4 touches over 10 days



Executive One-Pager

ATTRIBUTE DETAILS

Al-powered automation platform for GTM teams (22 employees, ~$1.3M ARR). Dual PLG + enterprise motion
with SOC 2 Type Il and CASA Tier 2/3.

WHO THEY ARE

Al agents and playbook builder for workflow automation — targeting sales, marketing, and ops teams. Key proof:

WHAT THEY DO _ .
Deel (75% efficiency gain).

Al-native approach vs. legacy workflow tools (Zapier, Make, Workato). Product Hunt Product of the Month.
Enterprise security certs create upmarket moat.

MARKET POSITIONING

Every competitor shipping Al features — differentiation window narrowing. AEs in 5-6 tool evaluations without
structured competitive intel. Small team vs. well-funded incumbents.

TOP PAIN POINTS

BEST OUTREACH "Your enterprise security certs get you into evaluations. Cl is what wins them. We deliver competitor battlecards,
ANGLE pricing intel, and positioning data so your 22-person team outmaneuvers 800-person competitors."

Connect with Artem H. (Co-Founder) on LinkedIn; offer a competitive landscape of their top 5 automation

NEXT STEP .
competitors.



