GetAccept

The all-in-one solution where B2B sales happen,
in a natural way
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Successful entrepreneurs with passion for sales

We know sales and have built the product for ourselves
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Successful entrepreneurs with passion for sales

We know sales and have built the product for ourselves
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Founder Board member
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Majority of deals in B2B sales go dark

60%

Of B2B Deals Go Dark

24% Won 16% Lost

That's a lot of lost money...
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Sales reps struggle to deliver a good buying
experience as B2B sales move online

Sales reps struggle to build relationships online

@ The best buyer experience wins

g Sales reps spend less than 36%* of their time selling
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Most SMB sales teams are still using a legacy toolbox

o Sales enablement toolbox

Eoes

B Outlook

K @ ¥

CRM
Email

Phone

Fax

o Legacy sales toolbox
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Video: to personalize and engage
Live chat: to communicate through new

channels

Engagement tracking: to understand the
decision process and initiate outreach with

impeccable timing

Sales content hub: to share the right
information at the right moment

Proposal generation: to create stunning
proposals and quotes in minutes

Contract negotiation: to collaborate and
amend contracts in real time

and the list goes on ...
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GetAcceptis the all-in-one solution to sell online

The one tool you need to be able to sell remotely and digitally, after you have a CRM
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The must-have solution for any sales team

GetAccept, the place where B2B sales happen in a natural way

GetAccept Arms the Sales Teams with

Sales Sales Video Proposal Contract
l:ontegt Hub WM Gn.:ation Collaboration

@ GetAccept in the Sales Process

GetAccept integrates to the
CRM existing sales tech stack ’ el icroso Dynarmics HUbSﬁSt pipedrive () freshsales
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Customers experience high, quick and tangible ROI

GetAccept removes friction, enabling sellers to deliver a best-in-class buyer experience

Instant time to value -
GetAccept’s solution gives our sales reps the

tools to build and nurture relationship beyond
and on top of our traditional CRM. it's driving

engagement and 10% higher win rotes.
@ Shorter sales cycles ey SRRSO

s GetAccept removes friction in the buying process,
making it easier for the buyer to say yes

By sending engaging videos, tracking buyer
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Increased win rate engagement and using the built in eSign we
/H GetAccept enables sales reps to be personal and :;: m :::;:é:i":}%‘:"ﬂ:ﬂ?w'
1Ll ava_ulable. which improves win rate with double integrated to Freshsales CRM
digit percentage points ¢ g

Senior Vice President of Global Sales

SEerving more than XXX customers inciugding
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Best-in-class retention for SMB

High customer satisfaction and ROI have enabled us to show best-in-class retention metrics

Y1 Net $ Retention Y2 Net $ Retention YIGross $
Retention
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Major shift in spend to sales tools for inside & remote reps

Buyers prioritize tools that enable them to continue to do business in the new era of sales

$22B+ TAM 2010- Long-Term Market Tailwind
23.5M sales reps * 80 ARPU/month *12 2019 EZB sdales has been moving online for the last
ecade
2020

2020 Market Inflection Point
COVID-19 accelerates the shift from field to
inside & remote sales. As 90% of all B2B sales
reps work online, more companies have to
prioritize remote sales tools*

2019

Now Paradigm Shift in B2B Sales
2010 Virtual selling is here to stay. A reg
of all CSOs reported plans to g

TAM Sales Tools Market share for inside 36% said they were un
and remote sales tools
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SMB Sales Enablement is an underserved market

All-In-One Sales
Enablement
GetAccept is well positioned to dominate
the Sales Engagement category
Point
Solutions
Enterprise ~ Mid/SMB Micro SMB
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High and capital efficient growth

Capital efficient growth
e At ~$xxM ARR with total lifetime burn of ~$xxM
e Growing ~xxx% YoY

e Cash flow positive for XX months

Key growth vectors growing rapidly
e Inbound channel growing ~xx% YoY
4 e New markets (EU & US) growing x.x x YoY at ~$xxM ARR
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GTM: Inbound channel is growing rapidly

ARR Bookings from inbound channel

Rapidly growing inbound acquisition channel

e Inbound now accounts for ~XX% of new customers

e ~XX% from free sources
mberent product virality is key driver for inbound
e ~XX% of new inbound ARR from Direct Traffic as
measured by first touch attribution
e Once we reach a certain number of customers in new
geos we see inbound MQLs coming from direct traffic

Q319 Q419 Q120 Q22
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Inherent product virality: a massive untapped potential

High cross-company virality with massive potential

X X Y= ZZ

Shared dealrooms Stakeholders Stakeholders exposed
per month per user per deal /user /month

The team has seen the movie before

+ @ Evernote
» FromO-6M users-In 3years

4 slack
& FromO0-7M users - in 4 years
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