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Supercharge vour partherships




Companies work together.
Their should too.




The Problen: A Modern Prisoners Dilemma




The Cost: Billions in Lost Revenue




The solution

e GROSSBEAM




Common Use Cases
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FANTHIN QUALIFIED AECOUNT CHANRIL CONFLICT
LEADS WAPPING ADIDANEL



Addressahle Marlet




This isn’t PRM. This is [Partner Success.

PRM Partner Success

= Dadn diriven




Thought Leadership Opportunity




A First-of-its-kind Platform




i (RSSBEAM

Supercharge vour partnerships.




companies work together.
Their should too.

Modern teams demand data-driven workflows,
measurable outcomes, and continuous improvement.
Except when it comes to partnerships.

When two businesses collaborate with each other,
questions like these are shockingly hard to answer:

« Wheth cuttomers do we i in CoOmeanT

» Ao our sales reps targeting any of the same prospects?

« |s our technology nlegration reaching every possible user?
= Inwhat specific ways can we bolp sach cther drive revenus?

+ How can we measune the empact of our partnership?




The Problem: A Modern Prisoner’s Dilemma

You can't draw a Venn diagram unless —
you can see both circles. —— et

Data Risk Parfmer Suctean

For many good reasons, you won't
send every partner your full customer
list. And they won't let you see their
entire sales pipeline.

B Untair Advanisge @ Partrer Succeis

Data Caollaboration

netective Unialr Advantage
Partnership

@ tnefiective @ Data Risk
Partrerabig

So no one shares anything.

Data Sacrecy



The Cost: Billions in Lost Revenue

Technology and Channel Partnerships are uniguely valuable

+ Proprietary
» Scalable

¢ Margina CALC

':":u-'-, are force multipliers for the entire revenue funnel, from

lead generation to sales acceleration to account expansion

Yt the majornty of their potential sits dormant due to

challenges created by the prisoner's dilemma



e (ROSSBEAM

Crossbeam acts as an escrow service
for data, allowing companies to find
overlapping customers and prospects
with their partners, while keeping the
rest of their data private and secure




How it Work

nable insights, and

d Secure i mpliant

Connect your data. Define your populations. Partner up. Grow.



common Use Cases

Lrossheam | visit getcrossbeam. com.
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PARTNER QUALIFIED ACCOUNT CHANNEL CONFLICT
LEADS MAPPING AVOIDANCE



Why Now

Crossbeam could have never existed before now. We

- wire founded
at the collision of market inflection points and

1 disruptive product trends

PRODUCT

MARKET
Maturity of the APl ecomomy Maturity of enterprise
and data portability

SaaS adoption

Scalable cloud-based data

Saturation of
warehousing and pipelines

pravious-generation sales

enablement tools

Collaboration-based workliows GDPR, CCPA, &
dominating SaasS innovation

Compliance Serutiny



User Personas

Buyer and Owner Champions End Users

Partnarship Org Leader Rarveriss Team Leaders



Addressable Market

Crossbeam sells to any business with at least one partnership-focused employee

B2B SaasS [Current Focus) B2C Tech

Lr targel marksl Including retall, finance

s participating gaming, publishing, ete

B2B Tech

Including so

#

LW

RardWare, inffastiructune

Security, and Services



This isn’t PRM. This is Partner Success.

Partner Success

* Datadriven

* Collaboration

* Workflow automation

* Attribution and measurement
* Partner discovery

PRM

* Forms driven

* Contact management
* Mote taking

* Lead registration

* Marketing automation




Thought Leadership Opportunity

There is very little effective thought leadership present in the areas of partnerships,
alliances, business development, or channel sales. Crossbeam will fill this void

The Category Creation Playbook




Mission, Vision, Values

Established July 2018

QOur Mission QOur Vision

Create a more connecied

Y pOwWerning Transform the wiay all companies partner by buillding

the exchange of data between companies and leading an nvaluable new class of software

Our Values

Trust is Our Business Feed the Netwaork
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A First-of-its-Kind Platform

Launched January 2019

« End-to-end self-service onboarding, partnering, and

ICCoUnNT management

- .

= Rules management system for defining and managing

1es
= Flexible, fast matching and analysis engine

« ETLIa

implamented via Stitct

« Salesforce integration for pushing data back into CRM —_ ;

ky

account activity and changes

= Daily email rollups o




company Signups

Self-serve onboarding, earlier-than-planned network effects, and strong inbound market
interest have led us to exceed our early goals for number, velocity, and acceleration of signups.
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Onboarding Acceleration

Product investments and network growth have decreased the average onboarding
time by over 90% since launch. We anticipate a further 90% drop over time.

AVERAGE ONBOARDING TIME BY QUARTER (DAYS)

oo [
Q12019 -

Q22019 I

Connel Dl B ass & Putee: [ Crmite Popd it Share Dl



