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Klarix Competitive Intelligence

Prospect Dossier: Outreach

Quick Facts
Company Outreach
Domain outreach.io
Industry B2B Sales Engagement / Revenue Operations / Al-Driven Sales Tech
Size Not disclosed publicly; unicorn valuation (>$1B) as of 2020 funding
Stage Mature growth (no new funding rounds since 2020; operating on cash flow)

Decision Complexity = Complex — enterprise sales motion, multiple stakeholders (RevOps, Sales Leadership, IT/Security)

Confidence High — extensive public research available

Company Overview

Outreach is the self-described "Al Revenue Workflow Platform" that helps B2B revenue teams automate
prospecting, sequencing, and deal execution across email, phone, and LinkedIn. The company has
aggressively pivoted toward agentic Al over the past 12 months, launching "Outreach Omni" (April 2026) and
joining Anthropic's Model Context Protocol ecosystem (February 2026). Under new CEO Abhijit Mitra
(appointed September 2024, formerly President of Global Sales at Snowflake), Outreach is pursuing
enterprise integrations with ServiceNow and SAP while securing ISO/IEC 42001 certification for responsible
Al — the first revenue-tech firm to do so. [Source: Business Wire press releases, Outreach newsroom]

Business Pains & Operating Pressures

PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

G2 review (May 2026): "Integration with Salesforce sometimes drops activity logs."

Integration Multiple integration announcements (ServiceNow, SAP, Snowflake) suggest ® High
i

reliability friction ongoing need to reduce sync friction. [Source: G2 reviews, Outreach press g

releases]
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PAIN POINT EVIDENCE (SOURCE + QUOTE) SEVERITY

G2 review: "The Ul feels cluttered after a few months of use." Capterra review:

Ul complexity / "Onboarding took longer than expected, training resources are thin." Open role for
onboarding "Sales Enablement Specialist" focused on "training content" and "adoption ' Medium
burden metrics" confirms internal awareness. [Source: G2, Capterra, Outreach careers
page]

. . TrustRadius review: "If you're a small team, the per-seat cost feels high." Capterra:

Pricing opacity / L S .
i "Pricing is opaque — you need a sales rep to get a quote.” No public price list; ) Medium

SMB churn risk

custom tiered pricing only. [Source: TrustRadius, Capterra]

No disclosed funding since 2020; operating as a unicorn on cash flow. Heavy Al
Al compute cost / . . R . .
. investment (4 Al/ML Engineer roles open) implies rising compute costs. /nferred — ~) Medium
margin pressure . L o .

verify with financials if available.

Talont 4 open "Software Engineer — Al/ML" roles (Seattle, Remote) with keywords "large-
alen
. language models", "agentic Al", "TensorFlow/PyTorch". Hiring velocity is net .
competition for . o o o . 7)) Medium
. positive but indicates talent-acquisition strain in competitive Al labor market.
Al/ML engineers
[Source: Outreach careers page, May 2026]

Regulatory / ISO/IEC 42001 certification obtained July 2025; open "Security Engineer — ISO/IEC @ Low
responsible-Al 42001" role focused on "responsible Al" and "risk assessment" — proactive but (proactive, not
compliance resource-intensive. [Source: Outreach press release, careers pagel] reactive)
Buying Triggers

TRIGGER SIGNAL (HOW TO DETECT IT) TIMING URGENCY

. Abhijit Mitra appointed September 2024; former Snowflake sales )
New CEO driving . . L . Ongoing (18

. leader now pushing Al-first roadmap and enterprise integrations. . C

strategic . . . months into .

) Leadership change often triggers vendor evaluations. [Source: Medium
transformation tenure)

Outreach press release, Sep 2024]

Outreach Omni (April 2026), Agent Studio (June 2025), Anthropic

Aggressive Al MCP integration (February 2026) — rapid release cadence signals  Last 12 ® High
product launches competitive pressure to differentiate. [Source: Business Wire, months d
Outreach newsroom]
L. X ServiceNow integration announced May 2026; SAP partnership
Enterprise integration . .

. June 2025. Suggests enterprise deal expansion and need for Q2 2025 - .
push (ServiceNow, ) = C @ High
SAP) richer competitive/partner intelligence. [Source: Outreach press Q2 2026

releases]
3 open "Customer Success Manager - Enterprise" roles in London . .
. . . Active hiring i
EMEA expansion and Berlin; November 2025 press release: "Bolsters its EMEA .
now Medium

Presence." [Source: Outreach careers page, press release]
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Decision-Maker Map

NAME

Abhijit Mitra

Manny Medina

CRO

CMO

VP Sales /
Head of Sales

Head of
Product
Marketing

TITLE PRIORITY NOTES

Appointed September 2024; formerly President, Global Sales at

Chief Executive . . . . .
High Snowflake. Driving Al-first transformation. [LinkedIn:

Officer . . . -
linkedin.com/in/abhijitmitra/]

President / Co- Stepped down as CEO September 2024; remains on board.
Founder (formerly Medium Influential on product vision. [LinkedIn:
CEO) linkedin.com/in/mannymedina/]
*Not found n/a No public CRO listed on leadership page, press releases, or
publicly LinkedIn as of May 2026.
*Not found . .

. n/a No public CMO listed.
publicly
*Not found o . . . . .

. n/a No pubilic listing; likely exists given enterprise motion.
publicly
*Not found s

. n/a No pubilic listing.
publicly

Note: Outreach does not publicly disclose most C-suite and VP-level titles beyond CEO and founders.
Recommend LinkedIn Sales Navigator search for current titleholders.

Current Go-To-Market Activity

DIMENSION EVIDENCE

Sales motion

Target ICP &
personas

Core messaging
& taglines

Acquisition
channels

Pricing &
packaging

Hybrid (PLG + SLG) — Homepage: "Start a free trial or request a demo — we work with teams of any
size." Enterprise deals require dedicated sales team; self-service trial available for smaller teams.
[Source: outreach.io homepage]

Revenue Leaders (CRO, VP of Sales) — pipeline acceleration; Sales Representatives — Al-driven
daily workflow; RevOps / Sales Ops — analytics and automation. [Source: Outreach product pages,
blog posts]

"Outreach is the Al Revenue Workflow Platform that helps revenue teams turn every interaction into a
data-driven, Al-guided next step.” — Product page (2025). Tagline: "Sell Smarter, Faster, With AL"
[Source: outreach.io]

Paid digital ads (LinkedIn, Google); SEO & content marketing (blog posts on "Al agents", "Revenue
workflow"); Events ("Unleash" annual conference, webinars, partner events with ServiceNow, SAP);
Outbound sales (enterprise sales org). [Source: Outreach newsroom, blog]

Custom, seat-based pricing; tiered by "Growth", "Enterprise", "Global" packages — no public price
list. Add-on modules: Al Agent Studio, Smart Data Enrichment, ServiceNow integration (quoted as
"additional license" in May 2026 release notes). [Source: G2, Outreach support portal]
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DIMENSION EVIDENCE

Heavy push on "Agentic Al" and "Interconnected Al Agents" — April 2026 press release:
"Outreach to Lead the Future of Interconnected Al Agents for Revenue Teams." January 2026

Recent

campaigns / . . . .
research: "Agentic Al Is Becoming a Strategic Necessity for Revenue Teams" — 71% of CROs plan to

positioning shifts . . .
double Al spend in 2026. [Source: Outreach blog, Business Wire]

Their Language (verbatim phrases from their public content)

o How they describe their work:

o "Al Revenue Workflow Platform" — homepage, press releases

o "Agentic Al" | "interconnected Al agents" — April 2026 press release
o "Revenue teams"— consistent across all content

e "Omni"— "a single conversational Al experience where reps can ask any question and take action" —
April 2026 product update

* How they talk about competitors:

o "Unlike traditional CRM tools, Outreach adds Al-driven sequencing and real-time insights on top of your
existing CRM." — FAQ page (2025)

* "We integrate tightly with Salesforce but give you Al-driven workflow that Salesforce alone can't provide.”
— Homepage

o Industry jargon they use:

« "Revenue execution", "pipeline acceleration", "multi-channel sequencing”, "Al-guided next step", "deal
intelligence", "Agent Studio", "Smart Data Enrichment"

« Recurring phrases / brand vocabulary:
o "Turn every interaction into a data-driven, Al-guided next step"
o "Sell Smarter, Faster, With Al"

¢ "Revenue teams" (never "sales teams" alone)

Customer Sentiment Signals

THEME QUOTE (VERBATIM) SOURCE

. - . ) . G2 (May
Praise: Al productivity "The Al agents have cut my daily admin work in half." 2026)
Praise: Intelligent . . .

"Sequences feel truly intelligent — they adapt to prospect behavior." G2

sequences
Praise: Pipeline impact "Our team's pipeline grew 30% after adopting Outreach." Capterra
Praise: Analytics visibility "The analytics dashboards give me visibility I didn't have before.” TrustRadius
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THEME QUOTE (VERBATIM) SOURCE

Complaint: Integration

drops "Integration with Salesforce sometimes drops activity logs." G2
Complaint: Ul clutter "The Ul feels cluttered after a few months of use." G2
Complaint: Onboarding "Onboarding took longer than expected; training resources are thin." Capterra
Complaint: Mobile app "Mobile app still feels like a second-class citizen." TrustRadius
L "If you can't get reliable sync with your CRM, you lose trust in the
Deal-breaker objection G2
platform."
Deal-breaker objection "Pricing is opaque — you need a sales rep to get a quote." Capterra

Sentiment skew: 4.1/5 on G2 (~180 reviews); 4.2/5 on Capterra (~55 reviews); 4.0/5 on TrustRadius (~30
reviews). Positive on Al-driven automation and pipeline impact; negative on integration reliability, Ul
complexity, and pricing transparency.

Hiring-Signal Roadmap Inference

SIGNAL EVIDENCE (ROLE TITLES + COUNTS) INFERRED BET (3-6 MONTHS)
4 "Software Engineer — Al/ML" roles (Seattle, Remote) — Inferred — Continued expansion of Al
Al/ML investment  keywords: "large-language models", "agentic Al", agents and LLM-driven features; Omni
"Python", "TensorFlow/PyTorch", "REST APIs" Phase 2+ likely in development
2 "Product Manager - Revenue Workflow" roles (Seattle) . .
Product . . Inferred — Agent Studio pre-built
. — keywords: "Al workflow orchestration", "agent studio", . .
expansion workflow library expansion

"customer journey mapping"

Onboarding 1 "Sales Enablement Specialist" (Remote) — keywords: Inferred — Responding to user
improvement "training content", "sales playbooks", "adoption metrics" complaints about onboarding friction
3 "Customer Success Manager — Enterprise" roles Inferred — Aggressive EMEA
EMEA expansion (London, Berlin) — keywords: "SaaS renewal", "NPS", enterprise push; likely new regional
"integration support (ServiceNow, SAP)" GTM leadership incoming
Dat 2 "Data Engineer — Snowflake/BigQuery" roles (Seattle) — Inferred — Deepening data-enrichment
ata
. keywords: "Snowflake", "data pipelines", "ETL", "SQL", pipeline; Smart Data Enrichment
infrastructure . .
"real-time analytics" feature expansion
. 1 "Security Engineer — ISO/IEC 42001" (Remote) — Inferred — Ongoing compliance
Compliance / . . o
. keywords: "responsible Al", "ISO 42001", "risk program; anticipating regulatory
responsible Al .
assessment" scrutiny

Hiring velocity: Ramping — net positive hiring with no public layoffs in 2024-2025. Strong Al/ML and EMEA
focus.
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Personalized Hooks

Hook 1: Based on Recent News/Activity

"Congrats on the Omni launch and the Anthropic MCP integration — you're clearly betting big on
interconnected Al agents. As you scale that vision, how are you tracking what Salesforce, HubSpot, and
SalesLoft are building in the same space? We deliver done-for-you competitive intelligence on decision-
makers' roadmaps in 3-7 days — figured it might be useful as you position against 'traditional CRM

tools.""

Hook 2: Based on a Named Pain Point

"Noticed a few G2 reviews flagging CRM sync issues — 'If you can't get reliable sync with your CRM,
you lose trust in the platform.' That's a tough objection to overcome in enterprise deals. We build battle
cards that help your reps preempt that objection with proof points before it derails a deal. Interested in
seeing how we'd frame it for Outreach?"

Hook 3: Based on Competitive or Market Situation

"Your FAQ says Outreach 'adds Al-driven workflow that Salesforce alone can't provide' — but Salesforce
just announced their own Al agents at Dreamforce. We map competitor product launches and messaging
shifts so your team knows exactly how to counter. Want a sample dossier on Salesforce's latest moves?"

Discovery Question Bank

# QUESTION WHY THIS LANDS

"With Omni and Agent Studio launching back-to-back, how is
your product marketing team keeping up with competitive
positioning against SalesLoft and Outplay — who are also adding

Directly references their aggressive release
cadence and named competitors; surfaces PMM
bandwidth pain.

Al agents?"
"You've got 4 AI/ML engineer roles open — what's the biggest Ties to hiring-signal evidence; opens

2 Dbottleneck: finding the talent, or getting new hires productive conversation about internal velocity and potential
fast enough to ship the next phase of Omni?" need for external intel to accelerate decisions.

"G2 reviewers keep mentioning 'integration drops' with

. Verbatim customer complaint; tests whether they
3  Salesforce — how does your sales team handle that objection

hen it id 7" have battle-card coverage for known objections.
when it comes up mid-cycle?
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# QUESTION WHY THIS LANDS

"Your January research said 71% of CROs plan to double Al

] . . Uses their own research; opens discussion about
4 spendin 2026 — are you seeing that translate into faster deal

. ) . . buyer behavior and competitive pressure.
cycles, or are buyers still stuck in evaluation paralysis?"
"The ServiceNow and SAP integrations suggest you're going
deeper into enterprise — how are you equipping your EMEA Combines integration news + hiring signal;
CSMs (I saw 3 roles open in London and Berlin) with competitive surfaces EMEA enablement gap.
intel for those accounts?"

"You're the first revenue-tech company with ISO 42001
6 certification — are you using that as a competitive wedge
against rivals who don't have it yet?"

References their unique proof point; tests whether
they're weaponizing it in sales.

"Manny Medina stepped back as CEO but stayed on the board —
7 how does that affect how you position Outreach's founder story
versus newer entrants like Apollo.io?"

Leadership change + competitive framing; opens
narrative/positioning discussion.

Recommended Approach

o Entry point: Head of Product Marketing or VP of Competitive Intelligence (titles not publicly listed —
recommend LinkedIn Sales Navigator search). Alternatively, approach Abhijit Mitra (CEO) via warm intro
if available, given his Snowflake background and likely familiarity with competitive intelligence programs.

« Best channel: LinkedIn (CEO and founders are active); Email as follow-up. Outreach's own platform
suggests they respect multi-channel sequencing — mirror their motion.

o Timing: Now — Q2 2026. Omni just launched (April 2026), ServiceNow integration announced (May
2026), and EMEA hiring is active. They're in competitive positioning mode.

o Expected objections: 1. "We build our own competitive intel internally." — Counter: "Most teams do — we
augment with done-for-you dossiers on decision-makers and roadmap signals you can't get from public
sources alone." 2. "We already use [Zoominfo / Klue / Crayon].” — Counter: "Those are great for contact
data and news alerts. We deliver battle cards and prospect dossiers with 3-7 day turnaround — different
use case." 3. "Budget is tight / not a priority." — Counter: "Your own research says 71% of CROs are
doubling Al spend — competitive intelligence is how you win those deals, not just chase them."

o Sample - Sales Intelligence proof points that resonate:

+ "Map competitors, prospects, and partners across the GTM data landscape" — directly relevant to
their multi-integration strategy (ServiceNow, SAP, Salesforce, HubSpot).

o "Battle cards and dossiers on public B2B vendors and buyers" — addresses their need to counter
Salesforce's Al agent announcements and SalesLoft's feature parity.

o "3-7 day delivery" — matches their fast release cadence; they can't wait weeks for intel.
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Action Items

1. [ ] Run LinkedIn Sales Navigator search for "Head of Product Marketing", "VP Competitive Intelligence",
"Director Sales Enablement" at Outreach — titles not publicly disclosed but likely exist.

2. [ ] Build sample battle card on Salesforce's Al agent announcements (Dreamforce 2025/2026) to use as
a leave-behind in outreach.

3. [ ] Draft personalized LinkedIn message to Abhijit Mitra referencing his Snowflake background and
Outreach's Omni launch — offer a complimentary competitor dossier on SalesLoft or Salesforce.

4. [ ] Monitor Outreach's May 2026 product release notes for additional Al agent features — update hooks
accordingly.

5. [ ] Set alert for EMEA leadership hires (VP Sales EMEA, Head of CS EMEA) — new hires are often more
receptive to vendor conversations in first 90 days.

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

Deep Research

Key Personnel

o Manny Medina: CEO and Co-founder
« Thorsten Reichenberger: Head of Revenue Operations at Siemens (Key Customer/Reference)

¢ John Moore: Customer Reference at Meltwater

Financial Profile

METRIC VALUE SOURCE

Annual Recurring Revenue (ARR) $250M - $300.8M (2024) Sacra, GetLatka

Valuation $4.2B - $4.4B (Set during 2021 Series G) GetLatka, Clay

Total Funding Raised $488.7M - $538M (Across 7-10 rounds) GetlLatka, PitchBook, Tracxn
Average ACV $50.1K GetLatka

YOY Growth 45.6% (2024) GetlLatka

Series G (2021) $200M - $201M GetlLatka, Tracxn

Series F (2020) $50M GetlLatka

Series E (2019) $114M GetlLatka

Series D (2018) $65M GetLatka
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METRIC VALUE SOURCE

Series C (2017) $30M GetlLatka

Series B (2016) $17.2M - $17.5M GetlLatka, Tracxn
Series A (2015) $9.2M GetLatka

Seed (2015) $2.3M - $2.37M Extruct Al, Tracxn

Competitive Intelligence

Competitors * Enterprise/Direct Competitors: Salesloft, Apollo.io, Gong, HubSpot Sales Hub, Agentforce
Sales (Salesforce). * Mid-Market/SMB Alternatives: Outplay, Reply.io, Mixmax, AiSDR, Artisan.co,
SalesBIlink, Crono, Klenty, Yesware, Mailshake, Lemlist, Instantly.ai. * Other Mentioned Competitors:
Growbots, BenchmarkONE, Ricochet360, Conquer.io, Lead Liaison.

Known Clients * Enterprise & Tech: Zoom, Siemens, Okta, DocuSign, SAP, Snowflake, ZoomInfo, Verizon,
Tableau, Databricks, Amplitude, Elsevier, McKesson. * Financial/Payments: Worldpay (Added ~$100M in
sales pipeline using Outreach). * Other: Omniplex Learning, Meltwater. * Note: Outreach serves over 6,000
customers globally.

Partners & Integrations * CRM & Tech Ecosystem: Deep native integrations with Salesforce, HubSpot, and
Microsoft Dynamics (featuring embedded Ul panels and bi-directional sync). * Service Partners: RevShoppe
(Partnered with Outreach and Siemens to build a global "Seller Action Hub").

Investors * Backed by 37+ investors including: Sands Capital, Salesforce Ventures, Lone Pine Capital, Spark
Capital, DFJ Growth, Trinity Ventures, Mayfield, Bow River Capital, Fabrica Ventures, Meros Equity Global
Management, Sprout Capital Partners, Alpha Square Group, Meritech, Sapphire Ventures, Premji Invest,
STEADFAST Capital Ventures, M12, MHS Capital, Four Rivers Group, Floodgate, and Version One Ventures.

Additional Intel

Company Overview * Headquarters: Seattle, Washington, United States. * Founded: 2014 (Formerly known
as ComponentLab). * Employee Count: Estimated between 800 (PitchBook) and 1,400 (GetLatka, 2026
estimate). * Market Positioning: Positions itself as an "Agentic Al Platform for Revenue Teams" and an "Al
Revenue Workflow Platform." It has evolved from a pure sequencing tool into a consolidated platform
covering sales engagement, revenue intelligence, deal management, and forecasting.

Product & Pricing Strategy * Pricing Model: Subscription SaaS priced per seat. Plans range from
~$100/user/month for standard features to $120+ for premium/enterprise tiers. Implementation fees range
from $1,000 to $8,000 depending on complexity. There are no base platform fees. * Product Tiers: Engage
(Sequences/CRM sync), Call (Voice/Dialer), Meet (Conversation intelligence), Deal (Deal assist), Forecast
(Automated forecasting), and Amplify (Al agents via a credit-based model). * Voice/Calling: Offers Global
Minutes Calling Packages, Pay-Per-Min, and Subscription Calling Plans for the US, Canada, and Europe. *
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Recent Features (Feb 2025): Smart Account Plan Overview, Forecast Roll-up filtering, Enterprise Territory
Admin User Management, and Account Plan Status filters. * Al Capabilities: Recently launched "Omni" (a
universal conversational agent for in-app, mobile, or Slack) and "Agent Studio."

Market Vulnerabilities & Criticisms (Sourced from Competitor Comparisons) * Cost: Pricing is considered
steep for startups and SMBs compared to alternatives like Apollo, Reply.io, and Mixmax. * Complexity: High
administrative overhead and a steep learning curve require significant time and training to implement
effectively. * CRM Dependency: Relies heavily on Salesforce and other major CRM integrations, making it
restrictive for companies with custom tech stacks or non-standard CRMs. * Support Structure: Premium
support (Global Coverage, Live Voice) is gated behind the "Enterprise Support Plan," leaving lower-tier
customers with less immediate assistance.

Deep Research (Tavily Advanced)

Key Personnel

o Manny Medina: CEO and Co-founder
« Thorsten Reichenberger: Head of Revenue Operations at Siemens (Key Customer/Reference)

 John Moore: Customer Reference at Meltwater

Financial Profile

METRIC VALUE SOURCE

Annual Recurring Revenue (ARR) $250M - $300.8M (2024) Sacra, GetlLatka

Valuation $4.2B - $4.4B (Set during 2021 Series G) GetLatka, Clay

Total Funding Raised $488.7M - $538M (Across 7-10 rounds) GetlLatka, PitchBook, Tracxn

Average ACV $50.1K GetLatka
YOY Growth 45.6% (2024) GetlLatka
Series G (2021) $200M - $201M GetlLatka, Tracxn
Series F (2020) $50M GetlLatka
Series E (2019) $114M GetlLatka
Series D (2018) $65M GetLatka
Series C (2017) $30M GetlLatka
Series B (2016) $17.2M - $17.5M GetlLatka, Tracxn
Series A (2015) $9.2M GetLatka
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METRIC VALUE SOURCE

Seed (2015) $2.3M - $2.37M Extruct Al, Tracxn

Competitive Intelligence

Competitors * Enterprise/Direct Competitors: Salesloft, Apollo.io, Gong, HubSpot Sales Hub, Agentforce
Sales (Salesforce). * Mid-Market/SMB Alternatives: Outplay, Reply.io, Mixmax, AiSDR, Artisan.co,
SalesBlink, Crono, Klenty, Yesware, Mailshake, Lemlist, Instantly.ai. * Other Mentioned Competitors:
Growbots, BenchmarkONE, Ricochet360, Conquer.io, Lead Liaison.

Known Clients * Enterprise & Tech: Zoom, Siemens, Okta, DocuSign, SAP, Snowflake, ZoomInfo, Verizon,
Tableau, Databricks, Amplitude, Elsevier, McKesson. * Financial/Payments: Worldpay (Added ~$100M in
sales pipeline using Outreach). * Other: Omniplex Learning, Meltwater. * Note: Outreach serves over 6,000
customers globally.

Partners & Integrations * CRM & Tech Ecosystem: Deep native integrations with Salesforce, HubSpot, and
Microsoft Dynamics (featuring embedded Ul panels and bi-directional sync). * Service Partners: RevShoppe
(Partnered with Outreach and Siemens to build a global "Seller Action Hub").

Investors * Backed by 37+ investors including: Sands Capital, Salesforce Ventures, Lone Pine Capital, Spark
Capital, DFJ Growth, Trinity Ventures, Mayfield, Bow River Capital, Fabrica Ventures, Meros Equity Global
Management, Sprout Capital Partners, Alpha Square Group, Meritech, Sapphire Ventures, Premiji Invest,
STEADFAST Capital Ventures, M12, MHS Capital, Four Rivers Group, Floodgate, and Version One Ventures.

Additional Intel

Company Overview * Headquarters: Seattle, Washington, United States. * Founded: 2014 (Formerly known
as ComponentlLab). * Employee Count: Estimated between 800 (PitchBook) and 1,400 (GetLatka, 2026
estimate). * Market Positioning: Positions itself as an "Agentic Al Platform for Revenue Teams" and an "Al
Revenue Workflow Platform." It has evolved from a pure sequencing tool into a consolidated platform
covering sales engagement, revenue intelligence, deal management, and forecasting.

Product & Pricing Strategy * Pricing Model: Subscription SaaS priced per seat. Plans range from
~$100/user/month for standard features to $120+ for premium/enterprise tiers. Implementation fees range
from $1,000 to $8,000 depending on complexity. There are no base platform fees. * Product Tiers: Engage
(Sequences/CRM sync), Call (Voice/Dialer), Meet (Conversation intelligence), Deal (Deal assist), Forecast
(Automated forecasting), and Amplify (Al agents via a credit-based model). * Voice/Calling: Offers Global
Minutes Calling Packages, Pay-Per-Min, and Subscription Calling Plans for the US, Canada, and Europe. *
Recent Features (Feb 2025): Smart Account Plan Overview, Forecast Roll-up filtering, Enterprise Territory
Admin User Management, and Account Plan Status filters. * Al Capabilities: Recently launched "Omni" (a
universal conversational agent for in-app, mobile, or Slack) and "Agent Studio."

Market Vulnerabilities & Criticisms (Sourced from Competitor Comparisons) * Cost: Pricing is considered
steep for startups and SMBs compared to alternatives like Apollo, Reply.io, and Mixmax. * Complexity: High
administrative overhead and a steep learning curve require significant time and training to implement
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effectively. * CRM Dependency: Relies heavily on Salesforce and other major CRM integrations, making it
restrictive for companies with custom tech stacks or non-standard CRMs. * Support Structure: Premium
support (Global Coverage, Live Voice) is gated behind the "Enterprise Support Plan," leaving lower-tier
customers with less immediate assistance.

Klarix Outreach — Dossier Page 12 of 12



