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Prospect Dossier: Datadog

Quick Facts
Company Datadog
Domain datadoghg.com
Industry Cloud Observability & Security SaaS
Size ~5,000+ employees (inferred from leadership scale and global operations)
Stage Mature / Public (NASDAQ: DDOG)
Decision Complexity Complex (multi-stakeholder: DevOps, Security, Finance, Engineering)
Confidence High (extensive public filings, earnings calls, press releases)

Company Overview

Datadog is a publicly traded ($2.68B FY2024 revenue) Al-powered observability and security platform
serving cloud-native enterprises. The company has maintained 26% YoY revenue growth while expanding
from infrastructure monitoring into APM, log management, security (CNAPP, SIEM), and—most recently—LLM
observability for generative Al workloads. Datadog operates a hybrid PLG/SLG motion where ~75% of new
customers enter via a 14-day free trial before expanding through enterprise sales. [Source: FY 2024 earnings
release, BusinessModelCanvasTemplate]

Business Pains & Operating Pressures

PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

Operating margin fell to 19.8% (down from 24% YoY); FCF margin dropped to
20% (vs. 22.3%). Management attributed this to "cloud-cost inflation and heavy
investment around the DASH conference."

Margin compression
from cloud-cost @ High

inflation
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PAIN POINT

Customer cost-
optimization pressure
squeezing telemetry
spend

Competitive pricing
pressure from open-
source & hyperscalers

Net retention rate
slippage

Outage risk and
operational complexity

Integration overhead
from rapid product
expansion

Al engineering talent
gaps

Buying Triggers

TRIGGER

Generative Al
workload
proliferation

Cloud cost

sampling" messaging signal that their customers are under budget

scrutiny from
CFOs

EVIDENCE (SOURCE + QUOTE)

Datadog's own State of Cloud Costs 2024 report acknowledges customers are

"actively reducing spend on high-volume telemetry (logs, traces)." The company

launched Cloud Cost Management and Adaptive Sampling as defensive

responses.

TransformL strategy analysis notes "pricing pressure from legacy vendors and

hyperscalers" as OpenTelemetry adoption and native cloud-provider monitoring

(AWS CloudWatch, Azure Monitor) erode price elasticity.

Dollar-based net retention rate declined to 115% (down from >120% in prior

years), signaling expansion headwinds.

March 2024 outage caused >$5M revenue loss; post-mortem highlighted "need

for better incident communication."

BusinessModelCanvasTemplate notes that rapid expansion of Al-observability

and security modules creates "integration headaches for customers needing to

ingest more data types."

New Al Platform Manager roles (Paris) indicate need to scale Al engineering

capacity for Bits Al and LLM Observability.

SIGNAL (HOW TO DETECT IT)

same dynamic.

DASH 2024 announced Data Security (sensitive-data discovery),
Cloud SIEM, and Vulnerability Management. Enterprises consolidating

Security posture
consolidation

October 2024 expanded collaboration with AWS (joint Al,
observability, security capabilities). Signals deeper hyperscaler

AWS partnership
expansion

GPU-instance spend up 40% YoY per Datadog's own research; LLM
Observability GA'd at DASH 2024. Enterprises deploying LLM-based
apps need visibility into token-level errors, latency, and cost. [Source:
State of Cloud Costs 2024, DASH 2024 keynote]

Datadog's Cloud Cost Management launch and "adaptive ingestion

pressure. Any vendor selling to Datadog's customer base faces the

point-solution security tools into observability platforms.

integration and potential co-sell motions.
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TIMING

Active now
(2024-
2025)

Ongoing

Active now

Q4 2024

SEVERITY

@ High

Medium

Medium

Medium

Medium

Medium

URGENCY

@ High

@ High

Medium

Medium
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https://www.datadoghq.com/about/latest-news/press-releases/datadogs-state-of-cloud-costs-2024-report-finds-spending-on-gpu-instances-growing-40-as-organizations-experiment-with-ai
https://strategy.transforml.co/datadog-strategy-cascade-analysis
https://www.potentialmultibaggers.com/p/datadog-the-analysis
https://www.potentialmultibaggers.com/p/datadog-the-analysis
https://newsletter.pragmaticengineer.com/p/inside-the-datadog-outage
https://businessmodelcanvastemplate.com/blogs/competitive-landscape/datadog-competitive-landscape
https://careers.datadoghq.com/detail/7529852
https://www.datadoghq.com/blog/dash-2024-new-feature-roundup-keynote
https://www.datadoghq.com/blog/dash-2024-new-feature-roundup-keynote
https://investors.datadoghq.com/news-releases
https://investors.datadoghq.com/news-releases
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NAME

Olivier Pomel

Alexis Lé-
Quobc

Yanbing Li

David Obstler

Sean Walters

Sara Varni

Adam Blitzer

Emilio
Escobar

Ami Vora

Dominic
Phillips

Sales motion

Target ICP &
personas

Core messaging

& taglines

Acquisition
channels

Decision-Maker Map

TITLE

CEO / Co-Founder

CTO / Co-Founder

Chief Product Officer

Chief Financial Officer

Chief Revenue Officer

Chief Marketing Officer

Chief Operating Officer

Chief Information Security

Officer

Board Member

Board Member

Current Go-To-Market Activity

DIMENSION EVIDENCE

PRIORITY
High

High

High

High

High

Medium

Medium

Medium

Low

Low

NOTES

Founder since 2010; sets strategic direction.

Technical vision owner; drives product architecture.

Joined 2023; owns product roadmap including Al
modules.

CFO since 2018; owns margin/cost decisions.

Owns sales motion, enterprise expansion, net retention.

Owns positioning, competitive messaging, campaigns.

COO since 2021; operational efficiency.

CISO; owns internal security posture.

Appointed Sept 2025; ex-CPO Faire, ex-Meta. Product
governance.

Appointed Sept 2025; CFO of Samsara. Financial
governance.

*V/P Sales, VP Product Marketing, Director Sales Enablement, Head of CI — Not found publicly

Hybrid PLG + SLG. "75% of new customers start via the 14-day free trial (self-service), then are

handed off to the direct sales team for expansion."

Developers/DevOps engineers (first-line users), SRE/Operations leaders (reliability),

Security/compliance officers (cloud-security module), C-level executives (cost-optimization, digital

transformation) — all in cloud-native, mid-market to enterprise organizations.

"The Al-powered observability and security platform for cloud applications.”"— Homepage. "One

platform, one data schema, one view — monitor, secure, and optimize your entire stack." — Product

overview.

SEO (>50k high-intent queries: "kubernetes monitoring", "cloud cost management"); Content

marketing (engineering blogs, "State of DevOps/Al" reports — 5M+ annual organic impressions);
Events (annual DASH conference); Paid LinkedIn & Google Ads; Outbound (usage-triggered

"propensity-to-buy" alerts).

Datadog — Dossier

Page 3 of 11


https://www.linkedin.com/in/olivierpomel/
https://www.linkedin.com/in/alexislequoc/
https://www.linkedin.com/in/yanbingli/
https://www.linkedin.com/in/davidobstler/
https://www.linkedin.com/in/seanwalters/
https://www.linkedin.com/in/saravarni/
https://www.linkedin.com/in/adamblitzer/
https://www.linkedin.com/in/emilioescobar/
https://businessmodelcanvastemplate.com/blogs/marketing-strategy/datadog-marketing-strategy
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DIMENSION EVIDENCE

Usage-based (per-host, per-GB log/trace ingest). Bundled "Pro" & "Enterprise" plans including APM,

Pricing &
g. logs, security, Al modules. Add-ons (Bits Al, Data Security, GPU Monitoring) billed separately.
packaging . .
Discounts for multi-year contracts and large-scale volume.
Recent "Shift-Left Security" campaign (2024) — tagline: "Seatbelt for your cloud.” Al-Observability
campaigns / messaging (2025) — "Al-powered observability for LLM-driven workloads." Cost-control messaging
positioning shifts — "See, control, and optimize cloud spend in real time."

Their Language (verbatim phrases from their public content)

+ How they describe their work: "Al-powered observability and security platform for cloud applications";
"single pane of glass"; "unified data model"; "monitor, secure, and optimize your entire stack"

+ How they talk about competitors: "Unlike point-solutions, Datadog unifies infrastructure monitoring,
APM, log management, and security in a single SaaS platform."— Gartner MQ commentary. "We compete
with New Relic, Dynatrace, Splunk, and Elastic, but we differentiate on a unified data model and Al-driven
automation.” — Investor presentation (FY 2024)

¢ Industry jargon they use: Telemetry, Metrics, Traces, Logs, APM, RUM, CNAPP, SIEM, OpenTelemetry,
Kubernetes, LLM Observability

* Recurring phrases [/ brand vocabulary: Watchdog, Bits Al, Adaptive Sampling, Cloud Cost Management,
Data Security, Single Pane of Glass, MTTR, "build confidence, reduce MTTR, and accelerate delivery"

Customer Sentiment Signals

THEME QUOTE (VERBATIM) SOURCE
Praise: Ease of setup "Very easy to set up and start getting value within minutes." G2 (2024)
Praise: UI/UX "The Ul is clean and the dashboards are intuitive." G2 (2024)
. . "Datadog's integration library (1,000+) saved us weeks of Reddit r/devops (2023-
Praise: Integration breadth
custom work." 24)

Praise: Al automation "Bits Al really cuts down MTTR for our incidents." TrustRadius (2024)
Praise: Holistic view "Great for getting a holistic view of our micro-services." Capterra (2024)
Complaint: Pricing o ;

. - "Pricing can get expensive as data volume grows." G2 (2024)
unpredictability
Complaint: Pricing volatility "The cost model is hard to predict for bursty workloads." TrustRadius (2024)

. L. "When you hit high ingest you see a steep price jump, need Reddit r/devops (2023-
Complaint: Price jumps

better caps.” 24)
X "We wish there were more granular role-based access
Complaint: Access controls trols.” Capterra (2024)
controls.
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THEME QUOTE (VERBATIM) SOURCE
Complaint: New feature docs "Still early; docs are thin for the new Al-specific metrics." Hacker News (2024)

. "The agent setup for some legacy environments is a bit
Complaint: Legacy setup fiddly." G2 (2024)
aaiy.

Sentiment skew: 4.5/5 on G2 (~250 reviews), 4.4/5 on Capterra (~180 reviews), 4.2/5 on TrustRadius (~120
reviews). Positive on ease-of-onboarding, integration breadth, and Al-driven automation. Negative on usage-
based pricing volatility and occasional complexity in large-scale agent deployments.

Hiring-Signal Roadmap Inference

SIGNAL EVIDENCE (ROLE TITLES + COUNTS) INFERRED BET (3-6 MONTHS)

Manager |, Engineering — Al Platform

- . . . . Inferred — Accelerating Bits Al and LLM Observability
Al platform (Training & Serving), Paris; Engineering

. ] capabilities; building dedicated Al platform team with
investment Manager - Al Platform (Evaluation &

. . training/serving and evaluation/annotation pipelines
Annotation), Paris

Cost . . Inferred — Enhancing adaptive ingestion sampling and
2-3 Senior Software Engineer — Cloud Cost

Management roles (Remote US)
focus budget pressure

management Cloud Cost Management features to address customer

Inferred — Doubling down on "Shift-Left Security"

Security GTM Product Marketing Manager — Security L A ]
positioning; expanding CNAPP, Data Security, Cloud

push (New York) )
SIEM messaging
Enterprise 5-6 Sales Engineer — Enterprise roles Inferred — Continued focus on large-deal expansion and
expansion (US/EU) cross-sell of Al/security modules
4-5 Customer Success Manager — High- Inferred — Emphasis on retaining high-ARR customers

Retention focus . .
Value Accounts (Remote) (>$100k ARR) to stabilize net retention rate

. . Inferred — Building European Al engineering center;
European hub Multiple Paris-based Al Platform roles . . L
potential GDPR/data-residency positioning

Hiring velocity: Ramping — active postings across Al, cost management, security, and enterprise sales. No
public layoffs announced in last 12 months.

Personalized Hooks

Hook 1: Based on Recent News/Activity

"Congrats on the Sakana Al partnership and the Q12026 Japan rollout — as you're scaling LLM
Observability globally, how are you tracking what competitors like Dynatrace and Honeycomb are doing
in the Al-observability space? We map competitive positioning across the GTM data landscape and
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could deliver a battle card on their Al-monitoring messaging in 3-7 days."

Hook 2: Based on a Named Pain Point

"Saw the analyst commentary on your operating margin dipping to 19.8% — cloud-cost inflation is
brutal. When you're pitching Cloud Cost Management to prospects, do you have visibility into how
Splunk and New Relic are positioning their cost-control features? We build done-for-you competitive
dossiers that show exactly how rivals frame pricing objections.”

Hook 3: Based on Competitive or Market Situation

"Your investor presentation calls out New Relic, Dynatrace, Splunk, and Elastic as competitors — but
Grafana Labs and Chronosphere are gaining traction with the 'open-source + managed' angle. We
deliver competitive intelligence on how these challengers are targeting your ICP, including their exact
messaging and deal tactics, so your AEs aren't caught off-guard.”

Discovery Question Bank

# QUESTION WHY THIS LANDS

. . L . . Directly references the Potential
"With net retention slipping to 115%, what's the biggest expansion

1 blocker your CSMs are hearing from high-ARR accounts — is it pricing
unpredictability or feature gaps?"

Multibaggers analysis on NRR decline;
opens conversation about retention

challenges.
"You're hiring 5-6 Enterprise Sales Engineers across US/EU — when Ties to hiring signals and named
2 they're competing against Dynatrace or Splunk in deals, how quickly competitors; surfaces sales enablement
can they access up-to-date competitive positioning?" gaps.

"G2 and TrustRadius reviews mention 'cost model hard to predict for . )
L Uses verbatim customer complaint;
3 bursty workloads' — how does your PMM team address that objection

. -, . . L connects to competitive framing.
in competitive deals against Elastic's self-hosted pricing?"

"The DASH 2024 'Shift-Left Security' campaign is a big positioning

. U . References recent campaign and named
4  shift — do you have visibility into how Wiz and Groundcover are

competitors from analyst grids.
responding to your CNAPP messaging?" . ystg

"With the Paris Al Platform Manager roles, it looks like you're building a

. . . Ties hiring signal to competitive/geo
5 European Al engineering hub — are you tracking how Grafana Labs

expansion angle.
and Chronosphere are positioning for GDPR-conscious buyers?" P g

"Your March 2024 outage post-mortem mentioned 'better incident References Pragmatic Engineer outage
6 communication' — when prospects bring up reliability concerns, how coverage; surfaces objection-handling
do your AEs compare your uptime story to New Relic's?" needs.
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# QUESTION WHY THIS LANDS

"LLM Observability is GA, but Hacker News commenters say 'docs are

thin for the new Al-specific metrics' — how are you equipping SEs to Uses verbatim HN complaint; connects to
handle technical objections from ML engineers evaluating Honeycomb competitive enablement.

or Arize?"

Recommended Approach

o Entry point: Sean Walters (CRO) or Sara Varni (CMO) — both own competitive positioning and sales
enablement. Secondary: Yanbing Li (CPO) for product-led competitive intel.

o Best channel: LinkedIn (executives are active; Olivier Pomel and Sara Varni post regularly) — warm intro
via mutual connection if possible. Email as follow-up with specific competitive angle.

o Timing: Now — Q12026 earnings just released, Sakana Al partnership announced, and hiring signals
show active investment in Al and enterprise sales. Competitive pressure from Grafana Labs and
Chronosphere is intensifying.

« Expected objections: 1. "We have internal competitive intel." — Counter: "How current is it? We deliver 3-
7 day turnaround on battle cards with real-time messaging changes." 2. "We're focused on product, not
competitive analysis." — Counter: "Your investor presentation explicitly names four competitors — your
AEs are already in competitive deals." 3. "Budget is tight with margin pressure." — Counter: "Done-for-
you dossiers cost less than one lost enterprise deal to Dynatrace."

o Sample - Sales Intelligence proof points that resonate:

« "Map competitors, prospects, and partners across the GTM data landscape" — directly addresses their
named competitive set (New Relic, Dynatrace, Splunk, Elastic, Grafana Labs, Chronosphere, Wiz,
Groundcover).

o "Battle cards and dossiers on public B2B vendors and buyers" — supports the 5-6 Enterprise SE hires

who need competitive enablement.

o "3-7 day delivery" — addresses speed-to-insight for fast-moving Al-observability market.

Action Items

1. [ ] Draft LinkedIn outreach to Sean Walters (CRO) using Hook 3 (competitive landscape angle) —
reference the investor presentation's named competitors and offer a Grafana Labs / Chronosphere battle
card.

2. [ ] Prepare a sample competitive dossier on Dynatrace to share as a proof point — focus on their Al-
observability messaging and pricing positioning.

3. [ ] Monitor Datadog's Q2 2026 earnings call (expected ~August 2026) for updated net retention rate
and competitive commentary — use as follow-up trigger.

4.[ ] Track Datadog's Paris Al Platform Manager hires on LinkedIn — when filled, reach out to new hires
with competitive intel on European observability players.
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5.[ ] Set Google Alert for "Datadog" + "Grafana" / "Chronosphere" / "Honeycomb" — surface
competitive news for timely outreach.

Generated by Sample - Sales Intelligence Prospect Intelligence / 2026-05-31

Deep Research

Key Personnel

» Olivier Pomel: Co-founder and CEO

« Yuka Broderick: Investor Relations

o Dan Haggerty: Public Relations

o Kelly Lehmkuhl: Recruiting Team Lead, G&A

(Note: Customer personnel mentioned in case studies include Jason Taylor [Head of Cybersecurity, Arc XP],
Minh Le [General Director, TymeX], Hai Bui [Engineering Manager, TymeX], Andrew Yu [AuthO], Sameer
Patwardhan [Forbes], Dharmita Lutz [SAS], Zakir Mohammed [Toyotal, Robert Wise [TriZetto], Manfred
Immitzer [Porsche Informatik], and Morgan Goose [Autodesk].)

Financial Profile

METRIC VALUE SOURCE

Q12026 Revenue $1.006 Billion (+32% YoY) GlobeNewswire / Yahoo Finance
FY 2026 Revenue Guidance $4.30 Billion — $4.34 Billion Yahoo Finance

FY 2025 Revenue ~$3.4 Billion Perplexity / Datadog Earnings
Annual Recurring Revenue (ARR) > $4 Billion (as of Q12026) Perplexity / Datadog Earnings
Net Income (Q12026) $52.57 Million GlobeNewswire

Free Cash Flow (Q12026) $289 Million GlobeNewswire

Revenue per Employee (2025) $951.99 K Bullfincher

Total Funding $870 Million (across 2 rounds) Prospeo

Estimated Valuation $9.65 Billion Prospeo

Employee Count ~8,100 to 10,000+ Perplexity / Prospeo
Customers with $100k+ ARR ~4,550 (as of Q12026) GlobeNewswire
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Competitive Intelligence

Competitors & Alternatives: * Direct SaaS/APM Competitors: New Relic, Dynatrace, AppDynamics (Cisco),
Splunk, IBM Instana, Atatus. * Open-Source/Lower-Cost Alternatives: Prometheus, Grafana, Zabbix, Elastic
Observability (ELK Stack). * Cloud-Native/Infrastructure Monitors: Azure Monitor, Google Cloud Operations
(formerly Stackdriver), SolarWinds, Dotcom-Monitor. * Security/SIEM/SOAR Competitors: Palo Alto
Networks (Cortex xSIAM, Cortex xSOAR).

Known Clients: * Enterprise & Tech: Samsung, Shell, Siemens, Maersk, Deloitte Cloud, Lego, PayPal,
Comcast, Plaid, Twilio, FICO, Zendesk, Lenovo, Zillow, Asana, Capgemini, HashiCorp. * Media &
Entertainment: 21st Century Fox, DreamWorks Animation, Washington Post, Condé Nast, PBS, Sonos, Arc XP,
Forbes. * Retail & Consumer: Whole Foods Market, Sainsbury's, Mercado Libre, Alamo, Best Western,
Eurostar. * Case Study Features: AuthO, SAS, Toyota, TriZetto (Cognizant), Porsche Informatik, Autodesk,
TymeX, Nectar.

Partners & Subcontractors: * NoBS: Highlighted as an implementation partner that is "100% focused on
Datadog" and provides customized solutions for Datadog customers. * Cloud Providers: Deep integrations
and commitment program tracking with AWS, Azure, and Google Cloud Platform.

Additional Intel

Pricing & Business Model: * Infrastructure Monitoring: Pro starts at $15/host/month; Enterprise at
$23/host/month. * APM (Application Performance Monitoring): Starts at $40/host/month. * Log
Management: $0.10 per GB of ingested logs, with additional costs for indexed log events based on retention
periods (e.g., $1.06 per 1M events for 3-day retention). * Support Tiers: Offers Free, Standard, and Premier
support. Premier support costs 8% of monthly spend ($2,000 minimum) and guarantees a <30-minute
response time for business-critical issues.

Product & Market Positioning: * Platform Expansion: Datadog is aggressively expanding into Al and
Security. In Q1 2026, they launched MCP Server, Bits Al Security Agent, GPU Monitoring, and Experiments. *
Government Sector: Datadog recently received FedRAMP High certification, allowing it to target federal
agency customers handling highly sensitive government data. * Market Perception: Datadog is viewed as a
premium, high-cost solution best suited for fast-growing, cloud-native companies and large enterprises.
Competitors frequently target Datadog's high ingestion costs and proprietary agent lock-in as primary pain
points for displacement campaigns.

Deep Research (Tavily Advanced)

Key Personnel

¢ Olivier Pomel: Co-founder and CEO
+ Yuka Broderick: Investor Relations

« Dan Haggerty: Public Relations
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« Kelly Lehmkuhl: Recruiting Team Lead, G&A

(Note: Customer personnel mentioned in case studies include Jason Taylor [Head of Cybersecurity, Arc XP],
Minh Le [General Director, TymeX], Hai Bui [Engineering Manager, TymeX], Andrew Yu [AuthO], Sameer
Patwardhan [Forbes], Dharmita Lutz [SAS], Zakir Mohammed [Toyotal, Robert Wise [TriZetto], Manfred
Immitzer [Porsche Informatik], and Morgan Goose [Autodesk].)

Financial Profile

METRIC VALUE SOURCE

Q12026 Revenue $1.006 Billion (+32% YoY) GlobeNewswire / Yahoo Finance
FY 2026 Revenue Guidance $4.30 Billion — $4.34 Billion Yahoo Finance

FY 2025 Revenue ~$3.4 Billion Perplexity / Datadog Earnings
Annual Recurring Revenue (ARR) > $4 Billion (as of Q12026) Perplexity / Datadog Earnings
Net Income (Q12026) $52.57 Million GlobeNewswire

Free Cash Flow (Q12026) $289 Million GlobeNewswire

Revenue per Employee (2025) $951.99 K Bullfincher

Total Funding $870 Million (across 2 rounds) Prospeo

Estimated Valuation $9.65 Billion Prospeo

Employee Count ~8,100 to 10,000+ Perplexity / Prospeo
Customers with $100k+ ARR ~4,550 (as of Q12026) GlobeNewswire

Competitive Intelligence

Competitors & Alternatives: * Direct SaaS/APM Competitors: New Relic, Dynatrace, AppDynamics (Cisco),
Splunk, IBM Instana, Atatus. * Open-Source/Lower-Cost Alternatives: Prometheus, Grafana, Zabbix, Elastic
Observability (ELK Stack). * Cloud-Native/Infrastructure Monitors: Azure Monitor, Google Cloud Operations
(formerly Stackdriver), SolarWinds, Dotcom-Monitor. * Security/SIEM/SOAR Competitors: Palo Alto
Networks (Cortex xSIAM, Cortex xSOAR).

Known Clients: * Enterprise & Tech: Samsung, Shell, Siemens, Maersk, Deloitte Cloud, Lego, PayPal,
Comcast, Plaid, Twilio, FICO, Zendesk, Lenovo, Zillow, Asana, Capgemini, HashiCorp. * Media &
Entertainment: 21st Century Fox, DreamWorks Animation, Washington Post, Condé Nast, PBS, Sonos, Arc XP,
Forbes. * Retail & Consumer: Whole Foods Market, Sainsbury's, Mercado Libre, Alamo, Best Western,
Eurostar. * Case Study Features: AuthO, SAS, Toyota, TriZetto (Cognizant), Porsche Informatik, Autodesk,
TymeX, Nectar.
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Partners & Subcontractors: * NoBS: Highlighted as an implementation partner that is "100% focused on
Datadog" and provides customized solutions for Datadog customers. * Cloud Providers: Deep integrations
and commitment program tracking with AWS, Azure, and Google Cloud Platform.

Additional Intel

Pricing & Business Model: * Infrastructure Monitoring: Pro starts at $15/host/month; Enterprise at
$23/host/month. * APM (Application Performance Monitoring): Starts at $40/host/month. * Log
Management: $0.10 per GB of ingested logs, with additional costs for indexed log events based on retention
periods (e.g., $1.06 per 1M events for 3-day retention). * Support Tiers: Offers Free, Standard, and Premier
support. Premier support costs 8% of monthly spend ($2,000 minimum) and guarantees a <30-minute
response time for business-critical issues.

Product & Market Positioning: * Platform Expansion: Datadog is aggressively expanding into Al and
Security. In Q1 2026, they launched MCP Server, Bits Al Security Agent, GPU Monitoring, and Experiments. *
Government Sector: Datadog recently received FedRAMP High certification, allowing it to target federal
agency customers handling highly sensitive government data. * Market Perception: Datadog is viewed as a
premium, high-cost solution best suited for fast-growing, cloud-native companies and large enterprises.
Competitors frequently target Datadog's high ingestion costs and proprietary agent lock-in as primary pain
points for displacement campaigns.
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