MarketCraft Al

Revolutionary
SaaS
Marketing
Intelligence

The only Al-powered marketing intelligence platform purpose-built for

SaaS companies, combining proprietary data science with creative
strategy execution.



The Opportunity
$374B 47% $2.3B

Global SaaS Marketing Marketing
Market Size Efficiency Gap Services TAM
Massive addressable SaaS companies waste Specialized SaaS
market with 18% annual nearly half their marketing services
growth rate creating marketing spend due represent a rapidly
unprecedented to generic, one-size- expanding segment of
demand for fits—all approaches the broader market

specialized services

The convergence of Al technology and SaaS-specific marketing needs has
created a perfect storm for our proprietary solution.




The Problem: Generic Marketing Fails SaaS

Legacy Agency Model Data Fragmentation Scale vs. Personalization
Traditional agencies apply generic SaaS companies struggle to unify Growing SaaS companies need
B2B strategies without customer journey data across marketing that scales efficiently
understanding SaaS-specific multiple touchpoints, leading to while maintaining the personalized
metrics like ARR, LTV:CAC ratios, or suboptimal campaign performance touch that converts high-value
churn patterns that drive real and wasted spend. enterprise clients.

growth.

[ Market Reality: 73% of SaaS companies report dissatisfaction with their current marketing partners, citing lack of

industry expertise and measurable ROI.



Our Proprietary Solution: MarketCraft Al Platform

The world's first Al-powered marketing intelligence platform specifically engineered for SaaS companies, combining predictive

analytics with creative execution.
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Al Customer Intelligence

Proprietary algorithms analyze 200+
SaaS-specific data points to predict
customer behavior, optimal pricing,

and churn risk in real-time.

Platform Advantages

&
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Automated Campaign
Orchestration

Multi-channel campaign automation
that adapts messaging, timing, and
channel mix based on customer

lifecycle stage and behavioral triggers.

» First-party SaaS data integration (Stripe, Salesforce, HubSpot)

e Real-time ARR impact measurement and forecasting

e Automated compliance with SOC2 and GDPR requirements

e White-label reporting for portfolio company tracking

Q

ROI Optimization Engine

Continuous A/B testing and budget
allocation optimization that typically
improves customer acquisition
efficiency by 40-60%.



Intellectual Property & Competitive Moat
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Proprietary Technology Exclusive Data Assets Trade Secrets & Know-How
Stack SaaS Benchmark Database: Algorithmic Expertise: Proprietary
3 Patent Applications Filed: Core Proprietary dataset of 500+ SaaS machine learning models trained
algorithms for SaaS customer companies' anonymized specifically on SaaS customer
journey mapping, predictive churn performance metrics, creating behavior patterns

modeling, and automated campaign unmatched industry intelligence 18-month development lead time
optimization This dataset becomes more creates significant barrier to entry
Expected patent approval: Q2 2025 valuable and defensible with each

with international filing strategy new client

complete

[J IP Strategy: Our patent portfolio and proprietary data create a 3-5 year competitive moat that becomes stronger with

scale, making us highly attractive to strategic acquirers.



Exceptional Customer Results & Feedback

"Game-changing ROI
improvement”

‘MarketCraft's platform increased
our qualified pipeline by 73% while
reducing customer acquisition
cost by 34%. Their SaaS-specific

approach is unmatched.”

— Sarah Chen, CMO at DataFlow
(Series B SaaS, $15M ARR)

Quantified Customer Success

Average ARR Growth

Clients see 156% faster ARR growth
within 6 months of platform deployment

"Finally, marketing that
understands SaaS”

"The predictive insights helped us
identify $2M in at-risk ARR and
prevent churn through targeted
campaigns. This is the future of

SaaS marketing.”

— Michael Rodriguez, CEO at
CloudSecure ($8M ARR)

"Strategic competitive
advantage”

‘MarketCraft's platform gave us
marketing intelligence that our
competitors can't match. Were
winning deals we never could have

before.”

— Jennifer Kim, VP Growth at
DevTools Pro ($22M ARR)

CAC Reduction

Average customer acquisition cost

decrease across all client segments

Net Revenue Retention

Our clients achieve best-in-class NRR,
well above industry average of 108%



Market Position & Competitive Advantage

We operate in a blue ocean with significant barriers to entry and defensible positioning against both traditional agencies and
new entrants.

Competitive Factor MarketCraft Al Traditional Generalist Freelancers
Agencies Platforms

SaaS-Specific Al Patent-Pending X None X Generic X Manual

Proprietary Data 500+ Companies Y Limited Y Basic Y None

Real-time ROI Automated . Manual Reports I\ Basic Analytics ) ¢

Inconsistent

Scalability Al-Powered > Human-Limited I\ Platform-Limited X Not
Scalable
Premium Pricing High Value 1. Commodity . Mid-Market Y Low-Cost

Sustainable Competitive Moats

Network Effects High Switching Costs Data Flywheel

Each new client improves our Al Deep integrations and custom Al Our proprietary SaaS performance
algorithms and benchmarking data, models create 12-18 month database becomes more valuable
creating stronger value for all switching costs for clients and defensible with each client

customers



Traction & Financial Performance

$2.1M

Annual Recurring Revenue

Growing 25% month-over-month with

98% gross revenue retention

Revenue Composition & Growth

Revenue Streams

e Platform SaaS (65%): $1.37M ARR, 42% gross margins
* Professional Services (25%): $525K, 68% gross margins
e Data Licensing (10%): $210K, 95% gross margins

Path to 80% recurring revenue by Q4 2025

23

Enterprise Clients

Average contract value of $91K with 18-

month average contract length

340%

Net Revenue Retention

Best-in-class expansion revenue from
existing customers through platform

adoption

Customer Acquisition

e Customer Acquisition Cost: $12,500
e Customer Lifetime Value: $147000
e L|TV:CAC Ratio: 1.8:1

e Payback Period: 7.2 months

Unit economics improving with scale and automation



Go-to-Market Strategy & Pipeline
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Inbound Content Engine

SaaS marketing thought leadership driving 40% of qualified
leads through proprietary research and benchmarking reports
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Strategic Partnerships

Channel partnerships with leading VCs (Andreessen Horowitz,
Sequoia) and Saa$S platforms (Salesforce, HubSpot) for
portfolio company access

04

Enterprise Direct Sales

Dedicated enterprise sales team targeting $50M+ ARR SaaS

companies with proven 32% close rate
Sales Pipeline & Targets

Current Pipeline: $8.2M

127 qualified opportunities across three customer segments

Product-Led Growth

Freemium platform tier converting 18% of users to paid plans
within 90 days

2025 Target: $12M ARR

Conservative 95% confidence based on current pipeline
velocity



Financial Projections & Unit Economics

$90,000,000.00 -

$60,000,000.00

$30,000,000.00

$0.00 -
2025
B Revenue

Key Assumptions

85% gross margins by 2027 (Al automation)

15% monthly churn improving to 8% by 2026

50% of revenue from enterprise ($100K+ ACV) by 2027
Operating leverage driving 40%+ EBITDA margins

B Gross Profit

2027 2028
B EBITDA

Revenue Drivers

e Platform expansion: +$156 average expansion ARR

e New logo acquisition: 8-12 new clients monthly

International expansion: EU launch Q3 2026

e Adjacent products: Attribution platform 2027



World-Class Team & Advisory Board

-

Sarah Martinez, CEO David Chen, CTO Marcus Johnson, VP Sales
Former VP Marketing at Slack (IPO), 12 Ex-Google Al researcher, former Head of = Former Regional VP at Salesforce, built
years SaaS marketing experience. Led Data Science at Stripe. PhD Machine $40M revenue territory. 15 years

$50M marketing budget and 3x ARR Learning from MIT. 8 patents in enterprise SaaS sales experience. Proven
growth. MBA Stanford. predictive analytics. team builder.

Strategic Advisory Board

e Jessica Liu - Former CMO at Zoom, expert in viral growth Dr. James Wilson - Al/ML expert, former Facebook

e Robert Kim - Partner at Sequoia Capital, 20+ Saa$ Research
investments e Elena Rodriguez - Former VP Strategy at HubSpot
e Amanda Taylor - Former CEO of MarketingCloud e Michael Chang - Serial entrepreneur, 2 exits >$100M

(acquired $2.5B)

[J Team Strength: Combined 40+ years SaaS experience with proven track record of building and scaling companies from
startup to IPO/exit.



Strategic Exit Opportunity

Strategic acquisitions in the SaaS world are particularly attractive to larger companies looking to acquire technology and

customers, with the potential for founders to either exit completely or continue as a subsidiary.

Year 1-2: Scale & Prove Alternative: IPO Path
Reach $25M ARR with 200+ enterprise clients. If market conditions favor public companies, position for
Demonstrate market leadership and defensible technology IPO with $100M+ ARR and strong growth metrics.
moat.
1 2 3

Year 3: Strategic Exit

Target acquisition by major Saa$S platforms (Salesforce,
HubSpot, Adobe) or marketing tech leaders (Marketo,

Pardot ecosystem).

Strategic Buyer Interest

Salesforce Ecosystem HubSpot Platform Private Equity

Perfect fit for Marketing Cloud Natural acquisition target for SaaS- Roll-up opportunity in marketing
expansion. Our Al capabilities specific marketing intelligence. Their services sector. PE firms typically
complement their CRM dominance. partner ecosystem values: 10-15x value at: 6-10x ARR with growth
Estimated valuation: 8-12x ARR ARR premiums

[J Exit Timeline: Market timing suggests planning exit strategy 1-2 years in advance, positioning us perfectly for a 2027-

2028 strategic transaction.



Investment Terms & Use of Funds

Series A: $8.5M Strategic Lead Investor

20% equity at $42.5M pre-money valuation Seeking enterprise software specialist VC with SaaS
Based on 15x current ARR multiple with growth premium B e
Board Composition Use of Funds Breakdown

5-person board: 2 founders, 2 investors, 1 independent with
public company experience

B Sales & Marketing [l Product B Team Expansion B Infrastructure Working Capital
Development
Growth Investments 12-Month Milestones
e Sales Team (40%): 8 enterprise sales reps + 4 SDRs e $12M ARR (5.7x current run rate)
e Product R&D (30%): Al/ML engineers + data scientists e 85 enterprise customers (3.7x growth)
e Marketing (20%): Content, events, demand generation e International expansion (UK/EU launch)

e Series B readiness ($50M+ valuation)



Risk Mitigation & Market Dynamics

Technology Risk

Mitigation: Patent applications filed, 18-month
development lead on competitors, continuous R&D
investment in Al capabilities

Customer Concentration

Mitigation: No single customer >8% of revenue, diverse
industry verticals, enterprise expansion reducing

concentration risk

Market Tailwinds Supporting Growth

Macro Trends

e SaaS market growing 18% annually since 2015

e 99% of organizations using cloud solutions driving
demand

e Al/ML adoption accelerating across marketing functions

e Increasing focus on marketing ROl and accountability

Market Competition

Mitigation: Strong customer retention (98%), proprietary
data moat deepening with scale, strategic partnerships
creating distribution advantages

Talent Retention

Mitigation: Competitive equity packages, strong
company culture, advisory board mentorship, San

Francisco talent market access

Regulatory Environment

e GDPR/CCPA creating demand for compliant marketing
tech

e SOC2 requirements favor established platforms
e Data privacy regulations creating barriers for new entrants

e Industry consolidation creating acquisition opportunities



Investment Opportunity
Summary

Massive Market with Strong Tailwinds

$374B SaaS market growing 18% annually with increasing demand
for specialized marketing intelligence

Proprietary Technology & IP Protection

Patent-pending Al platform with defensible data moat that

strengthens with each new customer

Exceptional Customer Results

Proven 156% ARR acceleration, 43% CAC reduction, and 98% gross
revenue retention across 23 enterprise clients

Clear Path to Strategic Exit

Prime acquisition target for major platforms (Salesforce, HubSpot)

with 8-15x ARR valuation potential within 3 years

[ The Ask: $8.5M Series A to scale from $2.1M to $25M ARR,
positioning for strategic exit at $200M+ valuation by 2027-2028.

Ready to transform SaaS marketing forever? Join us in building the
category-defining platform that will become an essential part of every

successful SaaS company's growth stack.




