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SALES NARRATOR - Strategic investment overview

Why invest in Sales Narrator now?----

Sales Narrator is an Al-driven sales enablement platform
poised to capture a significant share of the rapidly growing
European sales enablement market, projected to reach €3.2B
by 2030.

o With a serviceable obtainable market (SOM) of €500M,
Sales Narrator offers a unique value proposition through
its persona-specific, CRM-native, and EU Al Act-
compliant content generation capabilities.

e The platform delivers validated ROI, including up to 9,200
hours saved annually and €400K in cost savings for mid-
market sales teams, alongside double-digit conversion
uplifts.

o Immediate investment is critical to capitalize on Sales
Narrator's first-mover advantage in the EU, secure
strategic CRM partnerships, and fuel expansion into the
UK and US by Year 3.

Competitive advantages-----------------

o Automated persona-specific content generation - Sales
Narrator's Al agent dynamically creates tailored sales
narratives for specific buyer personas (e.g., CFO vs. CTO),
surpassing competitors like Highspot, Seismic, and
HubSpot’s Breeze, which focus on content management
or generic Al writing.

 Internal and External data fusion - by integrating CRM
data with external insights (e.g., prospect news), Sales
Narrator delivers highly customized pitches, a capability
only emerging in top-tier competitors.

o CRM-native integration - embedded in major CRMs -
Salesforce, HubSpot, Pipedrive - Sales Narrator
enhances workflow efficiency (unlike standalone
platforms) appealing to diverse tech stacks.

o EU Al Act compliance - As an EU-native platform, Sales
Narrator ensures GDPR compliance and data residency,
offering a 12-18 month lead over US. competitors
adapting to EU regulations. This is a critical differentiator
for European enterprises in finance, healthcare, and
government.

Sales Narrator in a nutshell-----------

e Al agent impact - uniqgue Al Agents that produces
persona-specific messaging, generating 30% more time
to sell for Sales Rep

« Niche dominance, regulatory tailwinds, & scalable
economics in a $12B+ global market. Funding now
accelerates EU penetration and primes for Anglo
expansion.

e High ROl for investors - benchmarks show sales
enablement tools deliver 3-5x ROI

e CAC of €8.9K with 3-6-month payback and LTV/CAC of
X4.4
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SALES NARRATOR

Unique Al agent, dynamically generating persona-
specific messaging, and giving back 30% time to
Sales Reps, for them to sell more and better

Market opportunity analysis------------

High-growth opportunity in a market driven by Al adoption
and increasing demand for personalized sales content, early
entry into a high-growth niche with defensible differentiation
(Al + compliance) positions Sales Narrator for acquisition
(e.g., by CRM players) or IPO.

e The global Sales Enablement platform market is
projected to grow from $5.23B (2024) to $12.78B (2030)
globally, with Europe accounting for 27% / $3.5B by
2030 (Grand View Research).

o Sales Narrator targets the Al-enabled niche - with a
realistic EU TAM of €3-5B and a credible SOM of
€500M, achievable by capturing 10-15\% of the mid-
market and SMB segments.

Validated ROI and Unit Economics-----

¢ Productivity gains: Sales Narrator saves ~3-5 hours per
week per team, equating to 9,200 hours or €400,000
annually for a 50-rep team, aligning with benchmarks
from Highspot and Gong (Nucleus Research, Forrester).

o Conversion uplifts: industry data supports 5-20\%
improvements in win rates and faster sales cycles, driven
by personalized content, potentially yielding 3-5x ROI
within 6-12 months.

¢ Unit economics: With a CAC of €8,860, LTV/CAC of 4.4,
15\% churn, and a 3-6 month payback, Sales Narrator’s
metrics are aggressive yet achievable, supported by
SaaS benchmarks. Pricing at €95/seat/month plus a
€10,000 implementation fee aligns with market
standards for premium Al solutions.

o Scalability - Channel Strategy: leveraging Europe’s
dense CRM partner ecosystem (e.g, 860+ HubSpot
partners in the UK) will accelerate growth. Targeting 20
partners in 3 years is ambitious but feasible with focused
enablement.

o EU First, then Anglo markets - capitalize on regulatory
advantage in Europe before scaling to the UK (Year 2)
and US (Year 3), where messaging shifts to ROl and
competitive edge.

the2Guys - 2025

diederik@the2guys.nl - frederic@the2guys.nl. - www.the2guys.nl 02



O o

8.9

I J
SALES NARRATOR i

SALES NARRATOR - Strategic investment

Executive Summary

Sales Narrator represents a compelling mid-market
opportunity in the rapidly expanding Al-powered sales
enablement space, targeting the €1.5-2.0B Western European
market with a differentiated multi-agent Al platform.

While positioned against established competitors like
Seismic and Highspot, Sales Narrator's EU-first compliance
strategy, persona-specific messaging capabilities, and
competitive €95/seat pricing create a defensible market
position.

The investment case centers on exceptional unit economics
(9:1 LTV/CAC ratio, <10-month payback period) and a
validated go-to-market strategy leveraging 70% partner-
driven distribution. However, investors should note that the
€3.2B serviceable market claim requires adjustment to a
more realistic €1.5-20B, and the 2610% customer ROI
assertion needs rigorous third-party validation before
proceeding.

The company's strategic timeline targeting UK expansion at
Month 24 and US entry by Month 30-36 aligns with European
SaaS expansion patterns, though execution excellence will
be critical given the competitive landscape. With €3.5M seed
funding representing 20% equity €17.5M post-money
valuation), Sales Narrator offers institutional investors
exposure to the convergence of Al innovation and sales
automation in Europe's fastest-growing digital markets.

Market opportunity analysis

Addressable market sizing reveals strong fundamentals.
The Western European Al sales enablement market presents
a significant opportunity. Research across Gartner, IDC, and
Forrester reports shows the global sales enablement
platform market at $5.23 billion (2024), growing at 16.3%
CAGR toward $12.78 billion by 2030. The European cloud
CRM market represents $12.0 billion (2024) with 5.86%
CAGR growth.

Critical market sizing - The €3.2B serviceable addressable
market claim appears optimistic against validated data. A
realistic SAM calculation targeting the 1.59 million SMEs (10-
249 employees) across target regions, with average CRM
spend of €2,000-5,000 annually, yields a revised SAM of €1.5-
2.0B - still substantial but requiring more conservative growth
projections.

SME Al adoption patterns reveal both opportunity and
challenge. While 91% of companies with 11+ employees use
CRM systems, only 8-13% of small companies (10-50
employees) currently adopt Al technologies.

However, 85% of commercial leaders report being "very
excited" about Al in sales, and 24% of companies have
already deployed Al in sales/ marketing functions (up from
minimal adoption in 2023).

Regional expansion strategy demonstrates strong market
intelligence

Sales Narrator's geographic prioritization aligns with Al
readiness scores:

Germany (#8 globally, 76.63), Netherlands (#9, 75.29), and
strong Nordic performance. Germany's 357,929 small
businesses (10-49 employees) represent the EU's largest
target segment, while Netherlands' 65% SME employment
rate exceeds EU averages.

The UK expansion timeline (Month 24) appears feasible given
2,100 SaaS companies (2nd globally) and 5.6 million private
sector businesses (99% SMEs). And, US expansion (Month
30-36) represents aggressive timing requiring exceptional
execution against 17,000 SaaS competitors in a $155 billion
enterprise software market.

Investment trends support the market thesis, with European
Al companies raising €3 billion in 2024 (35% increase), led by
France (€1.3B) and Germany (€910M). The 33% of all venture
funding flowing to Al companies demonstrates sustained
investor confidence in the sector.

Product differentiation & technical
architecture

Multi-agent architecture provides strategic differentiation
opportunities

Sales Narrator's proposed 7-component system (Research,
Content, Conversation, Analysis, Quality, Workflow, Revenue
Intelligence) represents  sophisticated = multi-agent
architecture that will differentiate against single-purpose
competitors. Research Agent capabilities leveraging CRM
data analysis and social intelligence, combined with Content
Agent's RAG (Retrieval Augmented Generation) architecture,
could deliver persona-specific messaging superior to generic
templates offered by Jasper (€59/month) or Copy.ai (€49-
249/month).

The Aleph Alpha partnership for EU hosting provides genuine
competitive advantage over GPT-4 EU implementations.
German Al company Aleph Alpha's EU Al Act-compliant
models (Pharia-1-LLM-7B) offer native European compliance,
multilingual capabilities (German, French, Spanish), and
GDPR-compliant training data curation that US-based
competitors cannot match.
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SALES NARRATOR - Strategic investment

Multi-LLM architecture delivers cost optimization and risk
mitigation benefits. Industry analysis shows specialized
models for specific functions reduce token costs by 15x
compared to single-agent systems while providing fallback
options and task-specific optimization unavailable in general-
purpose models.

Sales framework integration represents underserved
market need - MEDDIC, BANT, and Challenger Sales
methodology integration addresses a genuine market gap.
While established platforms like Seismic focus on content
management, and Gong emphasizes conversation
intelligence, few solutions automate sales framework
application within Al-generated content. This capability
could drive higher conversion rates through systematic
application

of proven methodologies.

CRM integration timelines (HubSpot Month 6, Salesforce
Month 12, PipeDrive post-18 months) appear realistic based
on industry benchmarks: HubSpot typically requires 2-4
weeks basic integration, Salesforce 4-8 weeks, with complex
implementations extending to 12-20 weeks for enterprise
features.

Competitive positioning & market
dynamics
Premium pricing strategy validated against established
players
Sales Narrator's €95/seat/month positioning occupies
attractive market gap between basic Al tools and enterprise
platforms. Total cost of ownership analysis for 25-user
enterprise reveals competitive advantage:

e Sales Narrator:€42,000-57,000 first-year total cost

o Salesforce Enterprise: €109,500-174,500
HubSpot Enterprise: €53,500-64,000
Seismic Enterprise: €83,000-120,000
Highspot Enterprise: €121,460-166,460

The €34K ACV with 80% gross margin creates sustainable
unit economics while avoiding direct price competition with
Salesforce (€165/seat) or premium enablement platforms
commanding €50,000+ annual contracts.

Market positioning leverages genuine differentiation
Key differentiators align with validated market needs:
Persona-Specific Messaging, Dynamic Content Generation,
Internal + External Data Fusion, and EU Al Act Compliance
address capabilities gaps in established platforms.
e Seismic and Highspot focus on content management
without dynamic generation;
o Jasper and Copy.ai lack deep CRM integration;
o Salesforce and HubSpot offer Al features but lack
specialized sales framework automation.

The convergence of Al content generation with sales

enablement represents blue ocean opportunity between

established categories. Most competitors excel in single

dimensions

e Gong (conversation intelligence), Seismic (content
management), or Jasper (content generation)

o Sales Narrator's integrated approach could capture
multiple use cases within unified platform.

Financial Analysis & Investment
Assessment

Unit economics demonstrate
fundamentals

Core metrics significantly exceed industry benchmarks:
LTV/CAC ratio of 9:1 surpasses the 3:1 minimum and 5:1
excellence threshold, indicating either exceptional retention
or underpriced product. The <10-month CAC payback period
places Sales Narrator in top quartile performance versus
typical 10-15 month enterprise SaaS benchmarks.

exceptional SaaS

CAC of €9.7K and LTV of €54.7K appear reasonable for
enterprise sales enablement tools targeting mid-market
segments. Comparable platforms serving similar customer
bases achieve similar unit economics, validating the business
model's fundamental structure.

Critical validation required: the 2610% customer ROI claim
(€875K benefit vs €41K investment) significantly exceeds
industry norms. Rigorous sales enablement studies typically
report 500-850% ROI, with Forrester TEI methodology
yielding 300-600% ranges. This assertion requires detailed
methodology disclosure and third-party validation before
investment decisions.

Funding strategy aligns with market comparables

€3.5M seed for 20% equity (€17.5M post-money valuation)
falls within normal ranges for pre-Series A SaaS companies
with proven metrics. Current Al startup valuations average
25.8x revenue multiples, while private SaaS companies
typically trade at 3-8x ARR.

Series A timing at Month 18 with Series B/exit scenarios by
Month 36 aligns with standard venture timelines, assuming
successful execution of growth milestones. Recent median
Series A rounds (€8-15M) and valuations (€35-50M pre-
money) suggest achievable fundraising targets.

Exit multiples for sales technology companies currently
range from 7.3x ARR (public SaaS median) to 16.4x EBITDA
for private software companies, with Al-enabled SaaS
commanding premium valuations in strategic acquisitions.

the2Guys - 2025

diederik@the2guys.nl - frederic@the2guys.nl. - www.the2guys.nl 02



O o

8.9

I J
SALES NARRATOR i

SALES NARRATOR - Strategic investment

Go-to-Market Strategy & Partnership
Model

Partner-driven distribution strategy validated by industry
success

70% partner-driven, 20% direct sales, 10% CRM
marketplaces distribution aligns with successful SaaS
scaling patterns. Leading platforms like HubSpot generate
42% of customers through partner programs in early stages,
scaling to 70-80% of revenue through indirect channels at
maturity.

Microsoft Dynamics partner ecosystem demonstrates the
multiplier effect: $40-55B in value generated for every $1 of
platform revenue, with 5-8x multipliers for service partners
and 10-12x for software partners. This validates Sales
Narrator's strategy of leveraging existing CRM

ecosystems rather than competing directly.

60+ partners by Month 36 represents ambitious but
achievable target with proper resource allocation. Realistic
timeline suggests 5-8 foundational partners (Months 1-6), 15-
25 partners through streamlined on-boarding (Months 7-18),
and 40-60+ partners via scaled operations (Months 19-36).

Target customer profile maximizes product-market fit
50-500 FTE B2B tech firms selling € 50K+ deals represents
optimal segment for sales enablement adoption. This range
captures companies with sufficient complexity requiring Al
assistance while maintaining decision speed advantages over
enterprise accounts.

Customer adoption indicators validate the strategy: 78% of
companies now use Al in marketing/sales functions, with
SMEs making technology decisions 2-3x faster than
enterprises. The €50K+ deal threshold indicates
sophisticated sales processes benefiting from framework
automation and personalized messaging capabilities.

Partner ecosystem maturity varies by region: with Germany
offering highest density of system integrators, UK providing
mature marketplace access, and Nordics delivering tech-
forward early adopter mentality. This geographic variation
supports the phased expansion approach.

Risk Analysis & Mitigation Strategies

Market and competitive risks require active management
Primary competitive threat stems from established players
with significant resources,

e Salesforce (21.7% global CRM share)

e Seismic (€100M+ ARR)

e Highspot (€85M+ ARR)
possess distribution advantages and development resources
that could rapidly close feature gaps.

Customer acquisition costs may increase as the market
matures and competition intensifies. The exceptional 9:1
LTV/CAC ratio suggests either early-mover advantage or
underpriced product - both scenarios require continuous
optimization as competitive dynamics evolve.

European expansion complexity includes regulatory
compliance (GDPR, EU Al Act), localization requirements, and
varying partner ecosystem maturity. While EU Al Act
compliance provides differentiation, implementation costs
and ongoing compliance overhead require careful resource
allocation.

Financial and operational risk factors
Revenue concentration risk assessment required to validate
LTV calculations. If customer base lacks diversification or
depends heavily on specific industries, retention assumptions
may prove optimistic during economic downturns affecting
sales technology budgets.

Technical execution risk centers on multi-agent system
complexity and token cost optimization. Multi- agent
architectures consume 15x more tokens than single-agent
systems, requiring sophisticated cost management and
performance optimization to maintain gross margins.

Funding market volatility could impact Series A timing and
valuation assumptions. While Al companies captured 33% of
venture funding in 2024, market conditions can shift rapidly,
necessitating flexible capital planning and milestone
achievement.
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SALES NARRATOR - Strategic investment

Strategic recommendations &
investment thesis

Investment recommendation: Conditional positive with
validation requirements

Sales Narrator presents a compelling opportunity in growing
Al sales enablement market with differentiated technical
approach and sound unit economics. The EU-first compliance
strategy, multi- agent architecture, and competitive pricing
create  defensible positioning against established
competitors.

Key investment strengths include:

o Exceptional LTV/CAC metrics,

o Validated go-to-market strategy through partner
channels,

o Strategic positioning in underserved mid-market
segment.

e The technical differentiation through persona-specific
messaging and sales framework integration addresses
genuine market needs

Validation requirements before investment commitment:

1. Third-party ROI verification of the 2610% customer benefit
claim

2. Customer reference interviews to validate retention and
satisfaction metrics

3. Competitive differentiation demonstration through product
trials against Seismic/Highspot

4. Partner pipeline verification to assess 60+ partner timeline
feasibility

5. Revenue concentration analysis to confirm LTV
sustainability

Strategic execution priorities

Immediate focus areas should emphasize foundational
partner program development (10-15 strategic partners),
rigorous customer success measurement, and competitive
differentiation reinforcement through EU compliance
advantages.

Market entry sequencing recommends Germany, France and
Netherlands prioritization given Al readiness scores, followed
by accelerated UK expansion (Month 18-24) leveraging
English language advantages. US expansion timeline should
extend to Month 36-48 for proper market preparation.

Product development priorities must maintain multi-agent
architecture advantages while optimizing token costs and
ensuring scalable performance. Sales framework integration
represents the strongest differentiation opportunity requiring
continued investment.

Conclusion

Sales Narrator offers institutional investors access to high-
growth Al sales enablement market through differentiated
European platform with exceptional unit economics and
validated go-to-market strategy.

While competitive landscape remains challenging and market
sizing requires

adjustment, the combination of technical innovation,
strategic positioning, and execution capability presents
attractive risk-adjusted returns.

The investment thesis depends on validation of customer
ROI claims and competitive differentiation sustainability.
With proper due diligence addressing these concerns, Sales
Narrator represents compelling opportunity to capture
significant market share in Europe's fastest-growing Al
business application segment.

Success probability increases significantly with focused
execution on partner ecosystem development, customer
success measurement, and technical differentiation
maintenance. The convergence of Al innovation, sales
automation, and European regulatory advantages creates a
defensible moat that could drive substantial returns for early
investors willing to support aggressive but achievable growth
targets.

I
SALES NARRATOR

Unique Al agent, dynamically generating persona-
specific messaging, and giving back 30% time to
Sales Reps, for them to sell more and better
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