e GRSSBEAM

Supercharge vour partnerships.
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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:

= Which customers do we have in common?

+ Are our sales reps targeting any of the same prospects?

» |5 our technology integration reaching every possible user?
= |n what specific ways can we help each other drive revenue?

+ How can we measure the impact of our partnership?



The Problem: A Modern Prisoner’s Dilemma

You can't draw a Venn diagram unless —
you can see both circles. Data Secrecy Data Collaboration

Data Risk Partner Success

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.
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programs looking like cost nters rather than growth engines

Technology and Channel Partnerships are uniquely valuable:

« Proprietary

« Scalable

« Low marginal CAC

+« Accretive to brand and product
They are force multipliers for the entire revenue funnel, from
lead generation to sales acceleration to account expansion.
Yet the majority of their potential sits dormant due to
challenges created by the prisoner's dilemma.



The Solution

Crossbeam is a collaborative data platform that helps
companies build more valuable partnerships.

i (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 WOrks

Companies use Crossbeam to analyze their combined data sets, surface actionable insights, and
keep the rest of their underlying data private and secure. We are SOC 2, GDPR, and CCPA compliant.
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Connect your data.  Define your populations. Partner up. Grow.




common Use Cases

Crossbeam impacts your entire revenue funnel. For more use cases, visit getcrossbeam.com.

PARTNER QUALIFIED
LEADS

At the intersection of your target
prospect accounts and yvour
partners’ customers lies a wealth of
information, introductions, and new

revenue opportunities, Lse your

partners to surface and activate the
Glengarry leads

ACCOUNT
MAPPING

Automatically exchange account
L ) -

owner infarmation when relevant
prospects, opportunities, or

customers overlap. Use this data to

connect your field reps with their

peers in real-time for coordination,

collaboration, and co-selling

CHANNEL CONFLICT
AVOIDANCE

Mo one wins when your direct sales
team goes up against your channel
partners. Avoid conflict by
identifying overlapping targets at
the top of yvour funnel while both
sides keep their non-overlapping
pipelines private and secure.



Market Landscape



Why Now

Crossbeam could have never existed before now. We were founded
at the collision of market inflection points and disruptive product trends

PRODUCT MARKET

Maturity of enterprise
Saas adoption

Maturity of the APl economy
and data portability

Saturation of
previous-generation sales
enablement tools

Scalable cloud-based data
warehousing and pipelines

GDPR, CCPA, &
Compliance Scrutiny

Collaboration-based workflows
dominating SaaS innovation



user Personas

The partnerships team sits inside the revenue organization

Crossbeam serves that organization end-to-end

Buyer and Owner Champions End Users

Partnership Org Leader Revenue Team Leaders Dealmakers




Addressable Market

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

B2B SaaS (Current Focus) B2C Tech

Our initial target market, Including retail, finance,
Cloud platforms participating gaming, publishing, ete.
in tech partner or channel
sales ecosystems.

B2B Tech
Including software,
hardware, infrastructure, Healthcare, government,
security, and services energy, manufacturing, etc.




This isn’t PRM. This iS Partner Success.

PRM

* Forms driven

» Contact management
* Note taking

* Lead registration

« Marketing automation

Partner Success
* Data driven

* Collaboration

* Workflow automation

« Attribution and measurement
* Partner discovery




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

« Build a captive audience from the underserved
target market of partnership leaders and managers

Develop helpfi ints of vi d content around
the best-in-c and tactics for this market

Trade on CEO Bob Moore's decade-long resume
and network as a speaker and author
Long tail SEQ portfolio via microsite strategy
and PartnerBase.io
Strategic guidance from relevant advisors (i.e.
yeam investor and Gainsight CEO Nick Mehta)




Ccompany Progress



ission, Vision, Values

Established July 2018

QOur Mission

Create a more connected business world by powering
the exchange of data between companies.

Qur Values

Trust i1s Qur Business

We create value by building trust in our company,
our team, our technology, and our network
Mever let anything compromise that trust

Equity

We will build a workplace that ensures everyone access
to the same opportunities to share in our SUCcass

Our Vision

Transform the way all companies partner by building
and leading an invaluable new class of software

Feed the Metwork

Our customer network is our most valuable asset
Prioritize its growth

This is Fun

Few people are lucky enough to do what we do
Follow the fun in every step of the journey



A First-of-its-Kind Platform

Launched January 2019

+ End-to-end self-service onboarding, partnering, and
account .‘ﬁanagemr—.‘n‘r

« Company partnership network and invitation
management system

« Rules management system for defining and managing
data sharing rules

« Flexible, fast matching and analysis engine

« ETL layer supporting dozens of potential data sources
(implemented via Stitch Connect)

« Salesforce integration for pushing data back into CRM

« [Daily email rollups of account activity and changes el




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)
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Key Funnel Stages

STAGE 1
Registered Account |1 515

All Tima Registrants

Signed wup for Crossbeam but net yet connected data or started
onboarding. Uingualified signups ane purged from this count

STAGE 2
Data Connected 3 1
Connected a CRM system or uploaded o file with real data, 48% Conversian

STAGE 3

Populations Built 2 8
Segmented their data into sharable populations via our UL 90% Comversion
STAGE 4

Partnership Established [PXg!

Have completed all steps above and established o
paritnesship with at least one other company on Crossbeam.

STAGE 5
Data Shared 2 2

Fully onboarded usay with data sharing rules in place with a parter

43% Conversion

In addition, there are 80 more qualified opportunities in active discussions with our
sales team about starting onboarding. In total, we conducted 142 demosin Q1.



Inbound Growth & Network Effects

lust two quarters post-launch, gualified opportunities generated via network

effects are our second-largest source of growth in a rapidly-expanding pipeline
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A Team Built to Scale

Bob Moore Lindsey O'Niell Jess Waldeck
CD'FD LlndF.'r & EED Flﬂ]duct Lead ChlE‘f RE"IIEHLI& Ufﬁtﬁ‘r ]
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Buck Ryan Mandy Poling
Co-Founder & CTO Chief of Staff

Coidas Har People Oporations, TripAdvisar



CONTACT INFORMATION

Bob Moore
Co-Founder & CEO

Buck Ryan
Co-Founder & CTO

Thank You




