


Insights are raphdly changing the way Enlerprise Sales and
Markeling leams are golng lo markel
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Databook's customer intelligence plafform bullds on decades ol
enterpiise selling experdence




With execulion, Enterprise Customer Infelligence will be a multl-
billion dollar colegory (TAM Jusi lor Americaos)
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Databook I3 based in Palo Alle and on a milsdlon lo creale Ihe
Intelligent Enlerprise
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Insights are rapidly changing the way Enterprise Sales and
Marketing teams are going to market
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We have spent 3 years in stealth productizing a proven scientific
approach to selling
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We're calling this new category Enterprise Customer Intelligence
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Our (beta) customers include account execs to CEOs at the
world's best go-to-market companies
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Databook's Customer Intelligence enables GTM teams to be
more productive by solving their customers biggest problems

@

UNDERSTAND & ACCELERATE
THE CASE FOR CHANGE

FASTER/DEEFER UNMDERSTANDING OF
STRATEGIC VALUE DRIVERS

Financial Anolysis - identily inoncial
Hrengihs & wookna s vi, P grous

Managemen! infenl - idantily board-
level inftiatved 1o ollach 1o
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CREATE A COMPELLING
POINT-OF-VIEW (POV)

RIGHT IDEA, RIGHT TINGE,
RIGHT POSIMONING

Ky Buysi - Who's unded presiune 1o
pariom@

Recommaended Soluliom = which
solution would be moast relevant?

Relevont Cave Studies = which cose
Hudios proviche porlinon] prool pointsd

&

CREATE VELOCITY IN
DEAL CYCLES

BUILD CREDESILITY & TRUSTED ADVIEOR
RELATIONSHIPS WITH EXECUTIVE STAEEHOLDERS

Relevance - focus on e business
cuicomas that matior most

Impacl - whal financial oulcomas
could your sohutions diva¥

Though! Leaderthip - demontirate that
yiou oncnw e inciushng



Our proprietary tech provides go-to-market teams with deep,
personalized customers insights that drives massive productivity
improvements

“Databook saves me days and “Daotabook brings outside-in insights
makes me lock brilliant in front of that we have never haod belore and
C-level execs, We're all in.” we are expanding quickly.”
VP Sales. Customer | VP jales. Customer 2
“Databook solves a big problam “Databook is having o 3x-5x impoct
in sales. It's a required capability to ACVs when being used on net-
for every sefler.” new and strategic occounts.”
CRO, Customer 2 Senior Accoun! Exec, Cusfomer 3

Mok Cuatomes Qo ong rorres) oo led
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Databook's customer intelligence platform builds on decades of
enterprise selling experience

Personalization
Unique 1o @ach
customnar's contant Intelligence Engine
and GTM approach Proprielary insights af
scale built to leam
Tech Platform and confinucusly
improve

24/7 real-fime analyis
wilh the latest Clowd

and AP architeciure Finance & Strategy

Deep knowledge 1o
undarniond aond
pradict CxO decisions




Databook has built a unique set of proprietary data and insights
to continuously learn and coach sales teams
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1. Sales Insights 2. Sales Performance 3. Intent Graph

R %

4. Sales Methodology 5. Personalization é. Sales Content
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Customers have been consistently expanding and renewing and
our Net Dollur Retention Rute Is 1 5x indus1ry uveruge

Q1 FY18 QIFYIB 33 FYie QlFY1¥
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With execution, Enterprise Customer Intelligence will be a multi-
billion dollar category (TAM just for Americas)
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Enterprise Customer Intelligence is a new category to power the
smart enterprise of the future

There are several relatable categories, but our customers see them as point solutions focused on a
narow area of sales, markeling or enablement.

Enterprise Customer intelligence has never been done af scale.
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We have created a repeatable go-to-market approach based
on the extraordinarily strong Rol that we generate

1. Lead Generation 4. In-Year Expansion

& ©
6. Customer Success Q O 3. Land
O D

5. Enterprise Wide 2. Proof of Concept
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Databook is based in Palo Alto and on a mission to create the

Intelligent Enterprise
< 2, @ @

Anand Shah Alex Barrett Carlos Conde Sean Gea Rebecca White
Co-founderand CEQ ~ Co-lounder and CPO Head of Engineering Busnes: Devﬂ*ﬂﬁr‘xﬂ"' VP Marketing
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Drew O'Brien Phil Sulkys Satyva Guido Dizioli Przemystaw
Director Director Delabarrera Full Stack Jamrozowicz
Sakes Customer Success Insice Sakas Enginaer Full Stack Engineer
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