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of buyers won't even consider you if they haven't heard of you

9% 1%

Only evaluate 1-3 vendors Start with one vendor in mind
Up from 31% in 2023 The shortlist is pre-determined

1 TrustRadius 2024 B2B Buying Disconnect Report - "The Year 2 78-86% of buyers create shortlists from familiar vendors
of the Brand Crisis" (86% for enterprise buyers)
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BRAND = BETTER UNIT
ECONOMICS

BRANDED SAAS . GENERIC SAAS
+16 weeks

Longer cycles

Higher

Acquisition costs

227?

Unknown ROI

26%

PPC — SQL conversion

1 sales cycle acceleration: BrandFinance B2B Success Study 2 CAC reduction & ROI: MyTelescope.io SaaS KPI Analysis 3 Conversion rates: Organic (51.4%) and direct (23.4%) dominate B2B traffic share
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COMMAND

PREMIUM PRICES

© 73% successfully raised prices by ~12% (2022-2023)
© 40% of buyers associate higher prices with quality
© 23% lower churn for premium-tier customers

© Embed 5-7% annual price increases in contracts

1 Pricing data: HubSpot 10-K filing (2023), Sumeru Equity price 2 Quality perception: McKinsey B2B pricing research 3 Churn rates: ChartMogul SaaS benchmarks

increase analysis
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SEED = SERIES A

BUILD THE NARRATIVE

SERIESB=>C

WIN ENTERPRISE
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LATE/PUBLIC

SIGNAL EFFICIENCY

2 Enterprise win rates: 17-21% benchmark 3 Rule of 40: 10% increase = 2.2x revenue multiple growth (Forrester)



SLACK Fim NOTION FIGMA

91% ™ - 1T00M 200+

Direct traffic (108M visitors) Users with minimal ad spend "Friends of Figma" chapters

K-factor hit 8.5 at peak 90%+ organic/direct traffic Community = defensible moat

1 Slack S-1filing, SplitMetrics K-factor analysis 2 Notion: NoGood.io Growth Strategy Analysis (2024) 3 Freemium visitor-to-signup: 12% median, 140% higher than free trials (ProductLed benchmarks)







