| MATTERMARK

The problem:

There is no effective, reliable way for
professionals to ask business questions and
get credible intelligence supported by data.

* when you buy a CRM it comes empty

+ gveryone is re-collecting the same information

= gveryone is re-creating the same spreadsheets

« 99% of knowledge workers can't afford consultants
* PLYs, reports, elc. are not structured or searchable
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Who needs a B2B search engine?

every knowledge worker in the world will benefit
from the most cemprehensive source for answering
business questions on demand

First & Months weniune capialists. angel investors. founders
"I":a-d.l:pI aales, marketmg & buinet dewioprment profemonals
Tomorrow mangpeent condultands. aralsls reseanthers
Someday irremstment hankers, executrees, knowledpe workers
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30.000VC & Private Equity Professionals
568,000 Sales Managers & Professionals

$3 Billion revenue opp.
in existing verticals



' $125K MRR
377% CAGR
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2015 GOAL: $10M ARR . mATTERMARK
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REVENUE BY USE CASE |- MATTERMARK

54% OF REVEMUE COMES FROMVC CUSTOMERS
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ARR GROWTH RATE || MATTERMARK
BIZ DEV REVENUE IS GROWING 2-3X FASTER
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500K+ COMPANIES
CURRENTLY TRACKED BY MATTERMARK
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PACE: 3M COMPANIES
BY SEPTEMBER 2015
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DANIELLE MORRILL, CEO & COFOUNDER
7 ) twilio

Director of Marketing

ﬁlur[

Community Manager .

Exped_llars'

Business Process Analyst

Reliant Consulting & Research
Financial Analyst



KEVIN MORRILL, CTO & COFOUNDER
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Startup Founder & Software Engineer

Emvin coloundsd health communcations
technclogy company Capito Life. colounded Refery
and worked a5 1 software engneer for HelloSagn,

BT Microsoft

Senior Program Manager, Sharepolint

Lead Program Manager, Developer Division
Kevin joned Miorosodft in 1799 as & hegh school
interm. He worked with the company for 10 years as
in enpneer and Prognum manager aerogs Vs

Studio, MET and Office {Sharepont).



BRYAN TSAO, DIRECTOR OF PRODUCT

Director of Product Managament
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Managing Director, Bloomberg Law Sales
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SARAH CATANZARO, DATA TEAM LEAD
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Cyber Intelligence Analyst

Center for Advanced Defense Studies

Program Director, Multiparadigmatic
Approaches to National Security
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MAT TERMARK

organizing the world's business information

Septemnber 2014 - confidential



MAT TERMARK

Organizing the world's
business information to answer
questions about the companies

you want to do business with



Mattermark is Google for Business People D MAT TERMARK

B2B search has 3 key data points:

250M+ companies

| ,000s of markets
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MAT TERMARK

The problem:

There is no effective, reliable way for
professionals to ask business questions and
get credible intelligence supported by data.

* when you buy a CRM it comes empty

* everyone is re-collecting the same information

* everyone is re-creating the same spreadsheets

+ 99% of knowledge workers can't afford consultants
* PDFs, reports, etc. are not structured or searchable

September 2014 - confidential



GO ( )SIE what is the market size of saas

Web Mews Images Videos Shopping More - Search tools

About 184,000 results (0.58 seconds)

SaaS Cloud Solutions - CDW.com
%] www.cdw.com/Cloud =

End-io-End Consultation on Software as a Service Deployment at CDW.
Application Management Contact a Specialist
Secure Your Cloud Risk Mitigation Mathods

Gartner CRM Market Share Update: 41% Of CRM Systems ...
www.forbes.com/.. fgariners-crm-market-share-update-shows-41-... = Forbes -

May 6, 2014 - Gartner's latest CRM market share reports that the wordwide CRM
market ... in 2013, with 41% of all systems =old in 2013 being SaaS-based.

State of SaaS 2014 and its Challenges - Compass
blog.startupcompass.co/2014-saas-market-ouliook -
Mar 11, 2014 - Gartner forecasts the SaaS market will grow at 20% through al least ...

also measures a push for profitability over growth, often limiting size.

SaaS$ predictions for 2014 | PCWorid



Go« tsg[e all series a rounds in 2013

Web Mews Shopping Images Videos More = Search tools

About 65,600,000 results (0.45 seconds)

The Series A Round Is The New Series B Round | TechCru...
techcrunch.com/2013/. fthe-series-a-round-is-the-new-series... ~ TechCrunch -

Jun 18, 2013 - The Series A Round Is Tha New Series B Round ... In my short two-
year tenure as a full-time investor, I've seen this .... Posted Jun 18, 2013 ...

Bridge Rounds vs Series A Rounds - Tech Cocktail
tech.co/bridge-rounds-vs-series-rounds-2013-08 =~ Tech Cocktail -

Sep 16, 2013 - Sep 16, 2013 - Danny Boice for the National Edition ... of funding that
comes between your seed round and your full-blown Series A round.

The 10 Largest Super-Sized Series A Rounds Hauled in ...
www_cbinsights. com/blog/series-a-venture-capitalmega-deals-2013/ ~

Mar 11, 2014 - Super-sized Serles A transactions jumped over 200% since 2009. In
2013, already acquired AirWatch led the list of super-sized Series As ...

Behind the Series B Crunch: Profligate Entrepreneurs or ...
www.inc.com/.. /the-series-b-crunch-and-seemingly-high-bumn-rates.... = Inc. -



GGHSIE startups growing headcount 20% month over month

Web News Images Videos Shopping Mora ~ Search tools

About 886,000 results (0.57 seconds)

SaaS Metrics 2.0 - A Guide to Meaaunng and Impn:wnng wee

www forentrepreneurs. com/saas-metrics-2/ ~

Jan 16, 2013 - The faster the business decides to grow, the worse the losses bacome.
... Notice in the example graph that the five customer per month model ... Startups, on
the other hand, typically find that capital is expensive in the ..... of leads and sales
axpense based on headcount but it's not perfect. ..... matrixparty-20.

SaaS Metrics - A Guide to Measuring and Improving What ...
www. {orentrepreneurs.com/saas-metrics/ -

Fab 17, 2010 - Detalled look al what managemant must focus on to drive SaaS success.
... MRR Monthly Recurring Revenue: In a SaaS business, one of the ... My own rule
says that startups need to recover their cost of customer ... Growth: usually a critical
success factor to gaining marke! leadership. ..... matrixparty-20.

Google - Wikipedia, the free encyclopedia

en.wikipedia.orgiwiki'Google = Wikipadia -

They incorporated Google as a privately held company on September 4, 1898, ... Rapid
growth since incorporation has triggered a chain of products, ... around the world (as of
2007 and 1o orocass over ona billion saarch reaguests and about 24 o Mav 2011 tha



MAT TERMARK

Market Research today = Google + spreadsheet

Market Research of the future = data-driven answers,
delivered in a format professionals can use to G.S.D.
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MAT TERMARK

Who needs a B2B search engine?

every knowledge worker in the world will benefit
from the most comprehensive source for answering
business questions on demand

First 6 Months venture capitalists, angel investors, founders
Today sales, marketing & business development professionals
Tomorrow management consultants, analysts, researchers
Someday Investment bankers, executives, knowledge workers

September 2014 - confidential



30,000 VC & Private Equity Professionals
568,000 Sales Managers & Professionals

$3 Billion revenue opp.
in existing verticals



