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Prospect Dossier: Intercom (Corporate Entity: Fin)

Quick Facts

ATTRIBUTE VALUE

Company Intercom (operating under corporate name Fin as of May 2026)

Domain intercom.com / fin.ai

Industry Customer-messaging & AI-first support platform (Enterprise SaaS)

Size Not disclosed publicly; ~45 open roles suggest mid-hundreds headcount

Stage Growth (crossed $400M ARR in early 2026)

Decision Complexity Complex (multiple co-founders active, no public CRO/CMO, hybrid PLG + enterprise sales)

Confidence High (extensive public research: blog, press, reviews, job postings)

Company Overview

Intercom is a San Francisco- and Dublin-headquartered SaaS company that provides an AI-first customer

conversation platform combining live chat, help desk, and AI-powered automation. In May 2026, the company

rebranded its corporate entity to Fin—named after its flagship AI agent—while retaining the Intercom product

brand. CEO Eoghan McCabe explained the move as shedding "15 years of help-desk baggage" (Intercom

Blog, 12 May 2026). The company crossed $400M ARR in early 2026 (StartupMap, Jan 2026) and raised

$250M in venture debt from Hercules Capital in March 2026 to fund AI-agent development (Irish Times, 10

Mar 2026).

Business Pains & Operating Pressures

PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

Margin pressure

from AI compute

costs

The $250M debt raise was "explicitly described as 'to fund AI agents'—indicating

significant cash outlay for compute & model training." — Irish Times, Mar 2026
🔴 High

Competitive Intelligence
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https://www.intercom.com/blog/today-intercom-becomes-fin
https://www.intercom.com/blog/today-intercom-becomes-fin
https://startupmap.io/
https://www.irishtimes.com/business/technology/2026/03/10/intercom-raises-250m-in-debt-financing-to-fund-ai-agents/
https://www.irishtimes.com/business/technology/2026/03/10/intercom-raises-250m-in-debt-financing-to-fund-ai-agents/
https://www.irishtimes.com/business/technology/2026/03/10/intercom-raises-250m-in-debt-financing-to-fund-ai-agents/


PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

Customer AI-

adoption maturity

gap

Intercom's 2026 Customer Service Transformation Report: "82% of senior leaders

say their teams invested in AI over the last 12 months, but only 10% have reached

mature deployment." — Intercom Blog, 2026

🟡

Medium

Talent gap in AI

operations

Blog series (2026 "AI-first support team") "repeatedly calls for new roles—AI

Operations Lead, Knowledge Manager, Conversation Designer—suggesting current

org is still building those capabilities." — Intercom Blog, 2026

🟡

Medium

Integration & AI-

monitoring

complexity

Launch of Fin Operator (AI-for-AI) is "positioned as a solution to 'manage the AI

agent,' indicating existing integration/monitoring challenges." — Intercom Blog, 15

May 2026

🟡

Medium

Pricing perception

at scale
G2 review: "Pricing jumps dramatically once you need the Pro tier." — G2, May 2026 🟢 Low

Buying Triggers

TRIGGER SIGNAL (HOW TO DETECT IT) TIMING URGENCY

Corporate rebrand to

Fin

Public announcement: "Today Intercom becomes Fin" — Intercom

Blog, 12 May 2026

May

2026
🔴 High

$250M debt raise for

AI expansion

Press coverage of Hercules Capital financing — Irish Times, 10 Mar

2026

Mar

2026
🔴 High

New product launch:

Fin Operator

Early-access for Pro-tier customers; GA planned Summer 2026 —

Intercom Blog, 15 May 2026

May

2026

🟡

Medium

R&D hub expansion

(Berlin)

"Opened a R&D hub in Berlin… target of 100 engineers, AI

researchers and designers." — Intercom Blog, Oct 2025

Oct

2025

🟡

Medium

Decision-Maker Map

NAME TITLE PRIORITY NOTES

Eoghan

McCabe

CEO / Chairman / Co-

Founder
High

Re-appointed CEO Oct 2022; leads AI-first strategy. Publicly

vocal about the Fin rebrand. LinkedIn

Des Traynor
Co-Founder / Chief

Strategy Officer
High Focus on product vision & market positioning. LinkedIn

Paul Adams Chief Product Officer High Owns product roadmap for Intercom Suite & Fin AI. LinkedIn

Darragh Curran Chief Technology Officer High Leads engineering & AI research. LinkedIn

Dan Griggs Chief Financial Officer Medium
Joined 2022; oversees finance & the $250M debt raise.

LinkedIn
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https://www.intercom.com/blog/customer-service-transformation-report-2026
https://www.intercom.com/blog/ai-first-support-team
https://www.intercom.com/blog/meet-operator
https://www.intercom.com/blog/meet-operator
https://www.g2.com/products/intercom/reviews
https://www.intercom.com/blog/today-intercom-becomes-fin
https://www.intercom.com/blog/today-intercom-becomes-fin
https://www.irishtimes.com/business/technology/2026/03/10/intercom-raises-250m-in-debt-financing-to-fund-ai-agents/
https://www.irishtimes.com/business/technology/2026/03/10/intercom-raises-250m-in-debt-financing-to-fund-ai-agents/
https://www.intercom.com/blog/meet-operator
https://www.intercom.com/blog/opening-our-berlin-rd-hub
https://www.linkedin.com/in/eoghanmccabe
https://www.linkedin.com/in/destraynor
https://www.linkedin.com/in/pauladams
https://www.linkedin.com/in/darraghcurran
https://www.linkedin.com/in/dangriffs


NAME TITLE PRIORITY NOTES

Declan Ivory VP of Customer Support Medium Publicly discusses AI-first support org design. LinkedIn

Laurie Borgen VP of Digital Marketing Medium Leads brand & demand-gen. LinkedIn

L. David

Kingsley
Chief People Officer Low Hired Apr 2022; leading talent acquisition. LinkedIn

CRO / CMO / VP

Sales
Not found publicly n/a No public listing for these titles.

Current Go-To-Market Activity

DIMENSION EVIDENCE

Sales motion

Hybrid PLG + enterprise sales. Self-serve free trial for all plans ("Start free trial" button on pricing

page); dedicated sales contact for "Enterprise" tier. 12 Enterprise-sales openings (Account

Executive, Sales Engineer) on LinkedIn as of May 2026.

Target ICP &

personas

• Product & Support Leaders (VP of Customer Support, Head of CS)

• Growth & Marketing Leaders (CMO, VP of Digital Marketing)

• Founders / CEOs of fast-growing SaaS & e-commerce firms (30–200M ARR) — cited in "Why

Intercom?" blog and 2026 Customer Service Planning series.

Core messaging &

taglines

"The best way to talk to your customers – messenger, live chat, help desk, and AI-powered

automation in one platform." — Intercom homepage, 2026

"We help businesses grow by turning conversations into relationships." — Intercom homepage,

2026

Acquisition

channels

• Paid digital ads (Google, LinkedIn — visible in ad libraries)

• SEO & content marketing (blog with 300k+ monthly visitors)

• Events & webinars ("Customer Service Transformation Report" webinars, "Intercom Technology

Day")

• Outbound sales (Enterprise tier — mentioned on Enterprise pricing page)

Pricing & packaging

Three core plans (2026):

• Essential – $29/seat/mo (annual)

• Advanced – $85/seat/mo (annual)

• Expert – $132/seat/mo (annual)

+ Fin AI Agent – $0.99 per resolved conversation (usage-based). — Intercom pricing page, 2026;

TechnologyChecker.io

Recent campaigns /

positioning shifts

"One agent for the entire ecommerce journey" — Fin for Ecommerce launch page, 23 Apr 2026.

"AI is infrastructure, not a tool" — 2026 Customer Service Planning series.

Positioning shift: From "help-desk software" → "AI-first customer conversation platform" —

evident in May 2026 rebrand announcement.
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https://www.linkedin.com/in/declanivory
https://www.linkedin.com/in/laurieborgen
https://www.linkedin.com/in/davidkingsley
https://www.intercom.com/
https://www.intercom.com/
https://www.intercom.com/
https://www.intercom.com/pricing
https://technologychecker.io/


Their Language (verbatim phrases from their public content)

Customer Sentiment Signals

THEME QUOTE (VERBATIM) SOURCE

Praise #1
"The AI chatbot resolves most tickets instantly – saves us hours every

day"
G2, May 2026

Praise #2 "The UI is clean and the inbox feels like Slack" G2, May 2026

Praise #3 "Great for scaling support without hiring" Capterra, May 2026

Praise #4 "The conversation builder lets us design very nuanced flows" TrustRadius, May 2026

Complaint #1 "Pricing jumps dramatically once you need the Pro tier" G2, May 2026

Complaint #2
"Sometimes the AI gives generic answers that need manual

correction"
G2, May 2026

Complaint #3 "Support response time from Intercom's own team can be slow" Capterra, May 2026

Complaint #4 "Integrations with legacy CRMs are clunky" TrustRadius, May 2026

Deal-breaker

objection
"The learning curve for the AI ops console is steep"

Reddit r/SaaS, Apr

2026

Sentiment skew: 4.2/5 on G2 (~1,200 reviews), 4.4/5 on Capterra (~850 reviews), 4.1/5 on TrustRadius

(~400 reviews) — positive on AI automation and UI; negative on pricing jumps and integration friction.

How they describe their work: "AI-first customer conversation platform" — Homepage, 2026•

How they talk about competitors: "Unlike Zendesk, Intercom combines live chat, email & AI in a single

UI." — Intercom vs. Zendesk comparison page, 2025

•

Industry jargon they use: "AI agent," "resolved conversation," "conversation builder," "omnichannel

messaging," "self-service," "AI ops"

•

Recurring phrases / brand vocabulary:•

"Fin" (the AI agent)•

"AI-first"•

"Conversation is the new relationship"•

"Super-charge your support inbox"•

"From chat to AI-driven self-service"•
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https://www.g2.com/products/intercom/reviews
https://www.g2.com/products/intercom/reviews
https://www.capterra.com/p/132324/Intercom/
https://www.trustradius.com/products/intercom/reviews
https://www.g2.com/products/intercom/reviews
https://www.g2.com/products/intercom/reviews
https://www.capterra.com/p/132324/Intercom/
https://www.trustradius.com/products/intercom/reviews
https://www.reddit.com/r/SaaS/
https://www.reddit.com/r/SaaS/
https://www.intercom.com/
https://www.intercom.com/compare/zendesk


Hiring-Signal Roadmap Inference

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

AI/ML investment
AI Research Engineer, Machine Learning Engineer,

Prompt Engineer — multiple postings

Inferred — Deeper Fin AI capabilities; Fin

Operator GA push

AI Ops buildout

Customer Success Manager – AI Ops,

Conversation Designer, Knowledge Manager —

new roles

Inferred — Scaling AI-first support stack;

customer enablement for AI adoption

Data infrastructure
Data Engineer (Snowflake, dbt, Looker) — active

postings

Inferred — Enhanced analytics/reporting for

AI performance

Enterprise GTM

expansion

12 Enterprise AE + Sales Engineer roles (EMEA

emphasis: London, Berlin)

Inferred — Push into larger B2B accounts;

EMEA market entry

Geo expansion Berlin R&D hub (Oct 2025); Sydney support roles
Inferred — European engineering presence;

APAC support coverage

Tech direction
Full-stack Engineer (React, Node.js, GraphQL);

SRE (Datadog, Sentry)

Inferred — Platform modernization;

observability investment

Hiring velocity: Ramping — ~45 active postings (June 2026), with emphasis on AI, data, and enterprise sales

roles. No layoffs reported.

↓↓↓ ENGAGEMENT LAYER ↓↓↓

Personalized Hooks

Hook 1: Based on Recent News/Activity

"Congrats on the Fin rebrand—shedding 15 years of help-desk baggage is a bold move. As you scale Fin

Operator to GA this summer, how are you arming your enterprise sales team with competitive intel on

Zendesk and Drift to defend the 'AI-first' positioning?"

Hook 2: Based on a Named Pain Point

"Your 2026 report flagged that only 10% of customers have reached mature AI deployment—even

though 82% invested in AI. If your GTM team had done-for-you battle cards showing how Intercom's AI

maturity compares to Zendesk's, would that help close the adoption gap faster?"
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Hook 3: Based on Competitive or Market Situation

"G2 reviewers praise Fin's automation but call out 'clunky legacy CRM integrations.' With 12 new

enterprise AE roles open in EMEA, would competitive intelligence on how Zendesk and Drift handle

Salesforce integrations help your reps preempt that objection?"

Discovery Question Bank

# QUESTION WHY THIS LANDS

1

"You raised $250M in debt specifically for AI-agent development. How is

your sales team currently positioning Fin's AI capabilities against Zendesk's

automation features when prospects ask about ROI?"

Ties directly to the margin pressure

from AI costs and the competitive

framing against Zendesk.

2

"Your blog mentions new roles like 'AI Operations Lead' and 'Conversation

Designer.' Are your enterprise AEs equipped with competitive intel on how

Drift and LiveChat are staffing similar functions?"

References the talent gap in AI ops and

the competitive landscape.

3
"G2 reviewers say 'pricing jumps dramatically once you need the Pro tier.'

How do your reps handle that objection when Tawk.to offers a free tier?"

Directly addresses a verbatim

complaint and a named competitor.

4

"With Fin Operator launching this summer, what's your plan for enabling

decision-makers to understand how it compares to Zendesk's AI monitoring

tools?"

Ties to the Fin Operator launch and the

integration complexity pain point.

5

"You're hiring 12 enterprise AEs in EMEA. How quickly can you get them up

to speed on the competitive landscape in markets where Zendesk and Drift

have established presence?"

References the hiring signal and geo

expansion inference.

6

"Your 2026 report says only 10% of customers have reached mature AI

deployment. How are you using competitive proof points to help lagging

customers see the ROI faster?"

Ties to the customer AI-adoption

maturity gap.

7

"TrustRadius reviewers mention 'clunky integrations with legacy CRMs.'

How do your sales engineers currently address that when competing

against Zendesk's Salesforce integration?"

Directly addresses a verbatim

complaint and the tech stack evidence.

Recommended Approach

Entry point: Paul Adams (CPO) or Declan Ivory (VP of Customer Support) — both publicly discuss AI-

first strategy and are likely to own competitive positioning decisions. Secondary: Laurie Borgen (VP of

Digital Marketing) for demand-gen angle.

•

Best channel: LinkedIn (all decision-makers have active profiles) + Email (Intercom's own blog

emphasizes "conversation," so a warm, direct message fits their culture).

•

Timing: Now. The Fin Operator GA (Summer 2026) and EMEA enterprise sales expansion create urgency

for competitive enablement. The rebrand is fresh—leadership is actively thinking about positioning.

•

 

Klarix Intercom — Dossier Page 6 of 10



Action Items

1. [ ] Draft personalized LinkedIn outreach to Paul Adams (CPO) using Hook #2 (AI maturity gap + battle

cards).

2. [ ] Prepare a sample battle card: Intercom vs. Zendesk — focus on AI automation, Salesforce

integration, and pricing objections (using verbatim G2/TrustRadius complaints).

3. [ ] Monitor Intercom's careers page for VP Sales or CRO hire — if posted, prioritize outreach to that role

as a new decision-maker.

4. [ ] Set calendar reminder for Fin Operator GA (Summer 2026) — follow up with Declan Ivory (VP of

Customer Support) on competitive enablement for the launch.

5. [ ] Flag for A18 vendor review: No public headcount or revenue breakdown found beyond $400M ARR

milestone. Verify if additional financials are available.

Generated by Sample · Sales Intelligence Prospect Intelligence | 2026-05-31

Deep Research

Key Personnel

Expected objections: 1. "We build our own competitive intel internally." → Counter: "How quickly can you

turn around battle cards when Zendesk or Drift launches a new AI feature? We deliver in 3–7 days." 2.

"We're focused on product, not sales enablement." → Counter: "Your 12 new enterprise AE hires in EMEA

will need competitive intel on day one. Done-for-you dossiers accelerate ramp." 3. "We already have G2

and Gartner reports." → Counter: "Those are buyer-facing. We map competitors, prospects, and partners

across the GTM data landscape—intel your AEs can use in live deals."

•

Sample · Sales Intelligence proof points that resonate:•

"Map competitors, prospects, and partners across the GTM data landscape" — directly addresses

their need to arm 12 new EMEA AEs with competitive intel.

•

"Battle cards and dossiers on public B2B vendors and buyers" — fits their pain around Zendesk/Drift

positioning and the Fin Operator launch.

•

"3–7 day delivery" — relevant given the urgency of the Summer 2026 GA and the fast-moving AI market.•

Eoghan McCabe: CEO and Co-Founder (Returned as CEO in 2022 after a two-year hiatus)•

Des Traynor: Co-Founder•

Ciarán Lee: Co-Founder•

David Barrett: Co-Founder•
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Financial Profile

METRIC VALUE SOURCE

Annual Recurring Revenue

(ARR)

>$400M (Recent estimate); $343M (2024

estimate)
Ventureburn, Sacra

Fin AI Agent Revenue ~$100M ARR Sacra, Ventureburn

Valuation $1.28B - $1.3B Tracxn, Sacra, GetLatka (2018-2024)

Total Funding ~$492M - $541M (incl. recent $250M debt) Tracxn, GetLatka, Ventureburn

Latest Funding Round $250M Conventional Debt (March 9, 2026) Tracxn, Ventureburn, Silicon Republic

Cash Reserves $129M (as of late 2023) Sacra

Headcount ~1,600 to 1,997 employees
Revelio Labs (Dec 2025), Tracxn (Feb

2026)

Customer Base ~30,000 customers GetLatka

Competitive Intelligence

Competitors * Enterprise/Mid-Market Support & CRM: Zendesk, Kustomer, Salesforce Service Cloud,

HubSpot Service Hub, Freshdesk/Freshchat. * Conversational Marketing & Sales: Drift. * B2B/Shared Inbox

Specialists: Front, Plain, HelpScout, Missive. * Budget/Early-Stage Alternatives: LiveAgent, HelpCrunch,

Tidio, Crisp, Olark, Zoho Desk, Outseta, Helpmonks, Chatwoot (Open-source).

Known Clients * Tech & AI: Anthropic, Amplitude, Vanta. * Fintech & Logistics: Rocket Money, Fundrise,

Stuart, myHSA. * Other Verticals: Ringostat, CleanCloud, [solidcore], Birdie Care.

Partners & Integrations * Investors: Hercules Capital (provided the $250M debt facility in 2026), Bessemer

Venture Partners. * Ecosystem Integrations: Salesforce, Zendesk (Intercom offers a standalone "Fin for

Platforms" SKU designed to run on top of these existing helpdesks).

Pricing & GTM Strategy * Hybrid Pricing Model: Combines traditional SaaS seat-based pricing with usage-

based AI pricing. * Seats: Essential ($29/mo), Advanced ($85/mo), Expert ($132/mo). * AI Usage: Fin AI Agent

costs $0.99 per resolved outcome. Copilot Assist is $29/agent/mo. * Early-Stage Aggression: Offers a

highly aggressive startup program with a 93% discount in Year 1 (including 1 year of Fin free), 50% in Year 2,

and 25% in Year 3 to capture early-stage SaaS companies before they scale.

Additional Intel

Strategic Focus & Product Roadmap * AI-First Pivot: Intercom is heavily transitioning from a traditional chat

widget to an AI-first customer service platform. They recently secured $250M in debt financing specifically to

accelerate the development of AI agents (Fin, Apex model, Operator). * Global Expansion: Opened a new

R&D hub in Berlin in January 2026 to hire 100+ engineers and AI researchers. They plan to hire 650 people
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globally across Dublin, London, Berlin, Sydney, Chicago, and San Francisco in 2026. * API Monetization:

Launched a "Fin API Platform" SKU in April 2026, giving enterprise customers programmatic access to

Intercom's AI models, with contracts starting at $250,000/year.

Market Vulnerabilities & Pain Points (For Competitive Positioning) * B2B Architecture Mismatch: Intercom

was originally built for B2C product-led growth (high-volume chat). B2B companies frequently report friction

because Intercom lacks native complex ticket workflows, deep account hierarchies, and company-level

context. * Cost & Predictability: Competitors frequently win by highlighting Intercom's high costs and the

unpredictability of its usage-based pricing (charging per AI resolution). * Feature Bloat for SMBs: Early-stage

startups often find Intercom's suite (product tours, advanced bots, multi-channel campaigns) to be overkill,

creating a steep learning curve compared to lightweight alternatives. * Internal Culture Shifts: Following CEO

Eoghan McCabe's return in 2022, the company reportedly experienced a ~40% employee attrition rate linked

to cultural shifts and DE&I pullbacks.

Deep Research (Tavily Advanced)

Key Personnel

Financial Profile

METRIC VALUE SOURCE

Annual Recurring Revenue

(ARR)

>$400M (Recent estimate); $343M (2024

estimate)
Ventureburn, Sacra

Fin AI Agent Revenue ~$100M ARR Sacra, Ventureburn

Valuation $1.28B - $1.3B Tracxn, Sacra, GetLatka (2018-2024)

Total Funding ~$492M - $541M (incl. recent $250M debt) Tracxn, GetLatka, Ventureburn

Latest Funding Round $250M Conventional Debt (March 9, 2026) Tracxn, Ventureburn, Silicon Republic

Cash Reserves $129M (as of late 2023) Sacra

Headcount ~1,600 to 1,997 employees
Revelio Labs (Dec 2025), Tracxn (Feb

2026)

Customer Base ~30,000 customers GetLatka

Eoghan McCabe: CEO and Co-Founder (Returned as CEO in 2022 after a two-year hiatus)•

Des Traynor: Co-Founder•

Ciarán Lee: Co-Founder•

David Barrett: Co-Founder•
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Competitive Intelligence

Competitors * Enterprise/Mid-Market Support & CRM: Zendesk, Kustomer, Salesforce Service Cloud,

HubSpot Service Hub, Freshdesk/Freshchat. * Conversational Marketing & Sales: Drift. * B2B/Shared Inbox

Specialists: Front, Plain, HelpScout, Missive. * Budget/Early-Stage Alternatives: LiveAgent, HelpCrunch,

Tidio, Crisp, Olark, Zoho Desk, Outseta, Helpmonks, Chatwoot (Open-source).

Known Clients * Tech & AI: Anthropic, Amplitude, Vanta. * Fintech & Logistics: Rocket Money, Fundrise,

Stuart, myHSA. * Other Verticals: Ringostat, CleanCloud, [solidcore], Birdie Care.

Partners & Integrations * Investors: Hercules Capital (provided the $250M debt facility in 2026), Bessemer

Venture Partners. * Ecosystem Integrations: Salesforce, Zendesk (Intercom offers a standalone "Fin for

Platforms" SKU designed to run on top of these existing helpdesks).

Pricing & GTM Strategy * Hybrid Pricing Model: Combines traditional SaaS seat-based pricing with usage-

based AI pricing. * Seats: Essential ($29/mo), Advanced ($85/mo), Expert ($132/mo). * AI Usage: Fin AI Agent

costs $0.99 per resolved outcome. Copilot Assist is $29/agent/mo. * Early-Stage Aggression: Offers a

highly aggressive startup program with a 93% discount in Year 1 (including 1 year of Fin free), 50% in Year 2,

and 25% in Year 3 to capture early-stage SaaS companies before they scale.

Additional Intel

Strategic Focus & Product Roadmap * AI-First Pivot: Intercom is heavily transitioning from a traditional chat

widget to an AI-first customer service platform. They recently secured $250M in debt financing specifically to

accelerate the development of AI agents (Fin, Apex model, Operator). * Global Expansion: Opened a new

R&D hub in Berlin in January 2026 to hire 100+ engineers and AI researchers. They plan to hire 650 people

globally across Dublin, London, Berlin, Sydney, Chicago, and San Francisco in 2026. * API Monetization:

Launched a "Fin API Platform" SKU in April 2026, giving enterprise customers programmatic access to

Intercom's AI models, with contracts starting at $250,000/year.

Market Vulnerabilities & Pain Points (For Competitive Positioning) * B2B Architecture Mismatch: Intercom

was originally built for B2C product-led growth (high-volume chat). B2B companies frequently report friction

because Intercom lacks native complex ticket workflows, deep account hierarchies, and company-level

context. * Cost & Predictability: Competitors frequently win by highlighting Intercom's high costs and the

unpredictability of its usage-based pricing (charging per AI resolution). * Feature Bloat for SMBs: Early-stage

startups often find Intercom's suite (product tours, advanced bots, multi-channel campaigns) to be overkill,

creating a steep learning curve compared to lightweight alternatives. * Internal Culture Shifts: Following CEO

Eoghan McCabe's return in 2022, the company reportedly experienced a ~40% employee attrition rate linked

to cultural shifts and DE&I pullbacks.
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