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How to Use This Report

 Start with the Battlecard Index to identify which competitors are covered and jump directly to the one relevant to
your deal.

* Review the Intelligence Methodology page to understand data sources, limitations, and confidence labeling.

» Each battlecard is self-contained — you don't need to read them in order. Use the index to navigate by competitor.

« Share individual battlecards with your sales team rather than the full report — each one is designed to stand alone.

» Reuvisit this report after new competitor signals emerge (product launches, pricing changes, news) — the intelligence
has a shelf life.



Executive Summary

4 competitors analyzed for NovaSpark. All claims are based on publicly available information.

Competitor

ClearDeck

Galeforce
Analytics

PulselQ

When They Win

* Teams looking to consolidate
their sales engagement
(Outreach/Salesloft) and intent
data into a single vendor
(INFERRED)

* Mid-market companies with a
dedicated SDR function that runs
high-volume, structured
sequences (OBSERVABLE)

» Deals where the buyer has a
tool consolidation mandate and
wants to reduce vendor count
(OBSERVABLE — positioning
language)

e Large enterprise RFPs where IT
controls the vendor selection and
wants an established Bl vendor
with SOC2 + 1SO27001
certifications (OBSERVABLE)

» Accounts already using their
parent Bl suite — bundled pricing
makes expansion economical
(OBSERVABLE)

« Deals where the buyer prioritizes
historical data depth over real-time
signal accuracy (INFERRED)

» Early-stage startups and SMBs
with limited budgets where price is
the primary filter (OBSERVABLE)

e SDR-led teams doing
high-volume outbound who need
basic intent signals fast
(OBSERVABLE)

e Deals where the champion is an
individual contributor, not a VP or
director (INFERRED)

When We Win

e Buyers who already have a
best-in-class SEP (Outreach,
Salesloft) and need pure
intelligence depth on top

e AE-led teams focused on
account prioritization over SDR
sequence volume

e Deals requiring CRM-native
signal delivery without replacing
the existing outreach stack

« Mid-market and growth-stage
teams that need fast time-to-value
— NovaSpark deploys in days, not
months (INFERRED)

e Sales-led buyers who want a
dedicated intelligence tool, not a Bl
add-on (INFERRED)

¢ Teams running modern CRMs
(HubSpot, Attio) that Galeforce
doesn't natively integrate
(OBSERVABLE)

» Deals where signal accuracy
matters — PulselQ's data is
crowd-sourced and noisy
(INFERRED from G2 reviews)

¢ Mid-market and above where
account scoring and forecasting
are required beyond raw signals

e Teams needing CRM-native
workflow automation, not just a
data dashboard



TrueSignal

» Enterprise deals where data
breadth and source diversity are
the primary evaluation criteria
(INFERRED from product
positioning)

e Accounts with dedicated data
science teams who want raw
signal feeds to build custom
scoring models (OBSERVABLE —
their API-first positioning)

» Strategic accounts where the
buyer has a $150K+ budget and
wants the most comprehensive
data available (INFERRED)

* Mid-market deals where
time-to-value matters —
TrueSignal's API-first approach
requires weeks of integration work

¢ Teams without a data science
function who need actionable
insights, not raw feeds

e Buyers who want transparent
per-account explanations for why a
signal fired — TrueSignal's
black-box model frustrates
non-technical users

Demo Corp — Competitor Battlecards V2 — May 21, 2026 — Page 5



Battlecard Index

Each battlecard covers 10 sections: Executive Summary, Competitor Snapshot, Elevator Pitch, Who They Win With,
Weaknesses, How to Beat Them, Objection Responses, Proof Points, Red Flags, and Strategic Risk Assessment.
ClearDeck

Galeforce Analytics

PulselQ

TrueSignal

How to use these battlecards
« Start with the Executive Summary for a quick deal orientation — check "When they win" to qualify the deal first.
» Use Trap Questions and Landmines in discovery — plant these early, before the competitor does.

» Refer to Objection Responses during the proposal and negotiation stages — each has an executive and a
technical version.

» Check Red Flags before investing further — if a High severity flag applies, reassess deal priority.

* OBSERVABLE labels = directly confirmed from public sources. INFERRED labels = analytical interpretation —
handle with appropriate caution.



Intelligence Methodology

Step 1 Web Extraction — Key competitor pages scraped: homepage, product/features,
pricing, about, company, reviews.

Step 2 GTM Analysis — Sales motion, marketing channels, partnerships, messaging, and
expansion signals extracted via Al analysis.

Step 3 Battlecard Synthesis — All intelligence synthesized into 10 sales-ready sections
with OBSERVABLE/INFERRED labeling and confidence levels.

Data source Public web data only: competitor websites, review platforms, press releases, job
listings, analyst content.

Limitations Real win/loss rates, internal pricing, unpublished roadmap, and negotiation flexibility
cannot be confirmed from public data.

Competitors covered in this report

ClearDeck — hitps://cleardeck.com

Galeforce Analytics — https://galeforceanalytics.com
PulselQ — https://pulseiq.io

TrueSignal — https://truesignal.ai

Sales Manager Review — Overall Assessment

The battlecard set is incomplete and not ready for field use, with the single 2Checkout card scoring only 5.5/10 due to
missing entire sections and lack of usable proof points. The highest priority improvement is to complete all required
sections and add concrete, actionable proof points that sales reps can confidently use in live deal situations. Currently,
no cards are field-ready and all require substantial development work before deployment.
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ClearDeck

https://cleardeck.com

ClearDeck is a mid-market sales engagement platform that bolted on intent data as a secondary feature, targeting
revenue teams that want outreach automation and intelligence in one tool.

WHEN THEY WIN

e Teams looking to consolidate their sales
engagement (Outreach/Salesloft) and intent data into
a single vendor (INFERRED)

* Mid-market companies with a dedicated SDR
function that runs high-volume, structured sequences
(OBSERVABLE)

» Deals where the buyer has a tool consolidation
mandate and wants to reduce vendor count
(OBSERVABLE — positioning language)

TOP SALES PLAYS

e Ask if they use Outreach or Salesloft already — if
yes, ClearDeck's engagement layer is redundant and
drives adoption complexity

* Request a live demo of their intent data — it's a
third-party data reseller feed, not proprietary signals

« Ask how their account scoring works when a
prospect uses multiple buying signals simultaneously
— ClearDeck has no multi-signal synthesis

02 — COMPETITOR SNAPSHOT & POSITIONING

I WHEN WE WIN

» Buyers who already have a best-in-class SEP
(Outreach, Salesloft) and need pure intelligence depth
on top

» AE-led teams focused on account prioritization over
SDR sequence volume

 Deals requiring CRM-native signal delivery without
replacing the existing outreach stack

KEY STRATEGIC RISK

ClearDeck's all-in-one positioning resonates with
CFOs pushing vendor consolidation. This is a
narrative risk even if their product depth is weaker.

OBSERVABLE OBSERVABLE: ClearDeck positions as 'One platform for signals, sequences, and sales' — emphasizing
consolidation of engagement and intelligence under a single contract.

INFERRED INFERRED: Seen as a solid sales engagement platform that added intelligence features opportunistically —

buyers who care about signal depth eventually outgrow it.

Positioning strong
when objective.
Positioning breaks

when primary requirements.

03 — ELEVATOR PITCH (THEIR VIEW)

Consolidation-minded CFO-driven RFPs where reducing vendor count is the primary

Deals where signal accuracy, CRM integration depth, or Al account scoring are the




"ClearDeck gives your revenue team one platform for everything — buying signals, multi-channel
sequences, and pipeline analytics — so your team stops switching between five tabs to make a single
call."

Our counter One tool for everything sounds efficient — until you realize the intelligence
module is aresold data feed and the scoring is keyword matching, not Al.

Hidden assumption That the buyer would rather have consolidated mediocrity than best-in-class tools
that integrate well.

When convincing Ops-led or CFO-driven decisions prioritizing simplicity and vendor reduction over
capability.
When it falls flat Sales-led evaluations where reps and RevOps test the actual signal accuracy and

workflow depth.

04 — WHO THEY WIN WITH

Company size

Industries

Buyer roles

Technical context

Why buyers choose
them

Switch triggers

05 — WEAKNESSES & BLIND SPOTS

06 — HOW TO BEAT THEM

Trap Questions — Ask These Subtly

e Can you show me where your intent data comes from and how it's verified? Is it proprietary?

| * How does your account scoring work — is it Al-based or rule-based?
| « Can we see a live HubSpot bidirectional sync without upgrading to the premium tier?

07 — OBJECTION RESPONSES
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"ClearDeck gives us one platform instead of two vendors."

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:

Common mistake: Trying to win on platform breadth — you won't. Win on intelligence depth.

08 — PROOF POINTS & EVIDENCE

09 — RED FLAGS (DEAL QUALIFICATION)

Prospect is in active Outreach or Salesloft contract with 12+ months remaining —
ClearDeck consolidation play is impossible

Mitigation:
CFO is leading the evaluation with a specific vendor reduction target (e.g., cut from HIGH
8to 5tools)

Mitigation:

10 — STRATEGIC RISK ASSESSMENT
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Galeforce Analytics

https://galeforceanalytics.com

Galeforce Analytics is a data-heavy enterprise Bl platform that repositioned into sales intelligence by bolting Al onto
an existing reporting stack, targeting large enterprises with complex data environments.

WHEN THEY WIN

 Large enterprise RFPs where IT controls the vendor
selection and wants an established Bl vendor with
SOC2 +1S027001 certifications (OBSERVABLE)

« Accounts already using their parent Bl suite —
bundled pricing makes expansion economical
(OBSERVABLE)

» Deals where the buyer prioritizes historical data
depth over real-time signal accuracy (INFERRED)

TOP SALES PLAYS

* Ask: 'How long did your last Bl implementation
take?' — expose their 4—6 month onboarding reality
vs our 48-hour activation

e Pull up their integration page in discovery — visibly
absent are HubSpot and Attio connectors

* Request a live trial: their platform requires IT
provisioning; NovaSpark is self-serve

02 — COMPETITOR SNAPSHOT & POSITIONING

I WHEN WE WIN

* Mid-market and growth-stage teams that need fast
time-to-value — NovaSpark deploys in days, not
months (INFERRED)

» Sales-led buyers who want a dedicated intelligence
tool, not a Bl add-on (INFERRED)

e Teams running modern CRMs (HubSpot, Attio) that
Galeforce doesn't natively integrate (OBSERVABLE)

KEY STRATEGIC RISK

Their parent company's installed base gives them a
significant cross-sell motion at zero acquisition cost —
deals inside that ecosystem are very hard to win.

OBSERVABLE OBSERVABLE: Galeforce positions as 'Enterprise Intelligence, Reimagined' — emphasizing data

governance, compliance, and Al-augmented analytics for Fortune 500 revenue teams.

INFERRED INFERRED: Perceived as powerful but slow and complex — a platform that delivers value eventually, but

requires significant IT involvement and change management.

Positioning strong
when

Positioning breaks
when

03 — ELEVATOR PITCH (THEIR VIEW)

Enterprise IT evaluations where governance, audit trails, and existing vendor
relationships dominate the decision.

SMB and mid-market deals where self-serve speed is a requirement and buyers
have no dedicated BI team.

"We deliver the most comprehensive Al-powered sales intelligence for enterprise revenue teams — with
Fortune 500-grade security, unlimited historical data, and native integration with your existing Bl



ecosystem."

Our counter

Hidden assumption

When convincing

When it falls flat

04 — WHO THEY WIN WITH

Comprehensive doesn't mean complex — your reps need answers in seconds,
not dashboards that require a data engineer.

That the buyer has or wants a dedicated data team to configure and maintain their
intelligence stack.

CTO or VP of Data-led evaluations in enterprises with existing Galeforce Bl
investments.

Deals driven by the VP of Sales who wants immediate pipeline visibility without IT
involvement.

Company size
Industries

Buyer roles
Technical context

Why buyers choose
them

Switch triggers

05 — WEAKNESSES & BLIND SPOTS

06 — HOW TO BEAT THEM

Trap Questions — Ask These Subtly

* How long does a typical POC take before we can see live data from our CRM?

« Do you have a native HubSpot integration today, or is that via Zapier?

e Can our sales reps use the platform without training or IT setup?

07 — OBJECTION RESPONSES

"We already have Galeforce Bl — adding another vendor creates complexity.”

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:
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Common mistake: Trying to displace their existing investment instead of positioning as an additive layer.

"Galeforce has enterprise-grade security we can't match."

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:

Common mistake: Being defensive rather than proactively sharing credentials.

08 — PROOF POINTS & EVIDENCE

09 — RED FLAGS (DEAL QUALIFICATION)

Prospect IT team insists on Galeforce as preferred vendor due to existing contract HIGH
Mitigation:
Deal size under $20K — Galeforce will undercut on bundled pricing
Mitigation:
Champion is a data analyst, not a sales leader
Mitigation:

10 — STRATEGIC RISK ASSESSMENT
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PulselQ

https://pulseiq.io

PulselQ is a product-led sales intelligence startup targeting SDR teams with affordable, self-serve intent data,
competing primarily on price and ease of onboarding.

WHEN THEY WIN I WHEN WE WIN

» Deals where signal accuracy matters — PulselQ's
data is crowd-sourced and noisy (INFERRED from G2
reviews)

 Early-stage startups and SMBs with limited budgets
where price is the primary filter (OBSERVABLE)

forecasting are required beyond raw signals
e Deals where the champion is an individual

contributor, not a VP or director (INFERRED)

‘ * SDR-led teams doing high-volume outbound who
‘ » Teams needing CRM-native workflow automation,

need basic intent signals fast (OBSERVABLE) ‘ » Mid-market and above where account scoring and

not just a data dashboard

TOP SALES PLAYS KEY STRATEGIC RISK

¢ Run a signal quality test: take 10 of their PulselQ is raising Series B and investing heavily in
'high-intent' accounts and compare with NovaSpark's product — their signal quality gap may close within
scoring — the false positive rate is striking 12-18 months.

until you calculate the cost at team scale with data
add-ons

» Get their champion to demo PulselQ's CRM sync

‘ » Show their pricing page — $49/seat sounds great
‘ — it's a one-way CSV export, not a native integration

02 — COMPETITOR SNAPSHOT & POSITIONING

OBSERVABLE OBSERVABLE: PulselQ markets as 'Intent data for the modern SDR team' — emphasizing affordability,
ease of use, and quick setup for high-velocity outbound motions.

INFERRED INFERRED: Seen as a starter tool — good enough for early-stage teams, but buyers outgrow it as they
scale and signal noise becomes a problem.

Positioning strong Budget-driven SMB deals, early-stage startups, and teams who just need to get
when started with intent data quickly.

Positioning breaks Mid-market deals requiring accurate multi-signal scoring, forecast integration, or
when executive-level account intelligence.

03 — ELEVATOR PITCH (THEIR VIEW)

"PulselQ gives your SDR team affordable, instant access to buyer intent signals — so they can prioritize
outreach based on who's actually in-market right now."



Our counter Affordability without accuracy just means your reps are calling the wrong
accounts faster.

Hidden assumption That volume outbound is still the right motion — and that signal quality doesn't
materially affect conversion rates.

When convincing SDR managers at early-stage companies who need to show activity metrics quickly
with a minimal budget.

When it falls flat VP of Sales evaluations where forecast accuracy, deal attribution, and pipeline
quality are the primary outcomes.

04 — WHO THEY WIN WITH

Company size
Industries

Buyer roles
Technical context

Why buyers choose
them

Switch triggers

05 — WEAKNESSES & BLIND SPOTS

06 — HOW TO BEAT THEM

Trap Questions — Ask These Subtly

* What's your false positive rate on high-intent signals? How do you measure that?

e How does your CRM sync work — is it a native integration or a manual export?

e Can you show us the methodology behind your intent signal scoring?

07 — OBJECTION RESPONSES

"PulselQ is a fraction of the cost — we can't justify paying 4x more."

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:
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Common mistake: Competing on features rather than business outcome — the only number that matters is pipeline generated per
dollar spent on intelligence.

08 — PROOF POINTS & EVIDENCE

09 — RED FLAGS (DEAL QUALIFICATION)

Champion is an SDR manager with no budget authority — deal will stall at VP
approval

Mitigation:

Company is under 30 employees — PulselQ's pricing is genuinely hard to beat at
this scale

Mitigation:

10 — STRATEGIC RISK ASSESSMENT
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TrueSignal

https://truesignal.ai

TrueSignal is a well-funded Al signal aggregator targeting enterprise revenue teams with a 'signal mesh' approach —
combining 200+ data sources into a single account intelligence layer, competing on data breadth over activation

speed.

WHEN THEY WIN

» Enterprise deals where data breadth and source
diversity are the primary evaluation criteria
(INFERRED from product positioning)

» Accounts with dedicated data science teams who
want raw signal feeds to build custom scoring models
(OBSERVABLE — their API-first positioning)

 Strategic accounts where the buyer has a $150K+
budget and wants the most comprehensive data
available (INFERRED)

TOP SALES PLAYS

e Ask how long their typical integration takes before
reps see the first insight — the honest answer is 4-8
weeks

* Request to see a rep-facing view of a high-intent
account — their Ul is built for data engineers, not AEs

« Ask how they explain to a rep why an account is
high-intent — their model is opaque; NovaSpark's
signal cards show the exact reason

02 — COMPETITOR SNAPSHOT & POSITIONING

I WHEN WE WIN

* Mid-market deals where time-to-value matters —
TrueSignal's API-first approach requires weeks of
integration work

» Teams without a data science function who need
actionable insights, not raw feeds

» Buyers who want transparent per-account
explanations for why a signal fired — TrueSignal's
black-box model frustrates non-technical users

KEY STRATEGIC RISK

TrueSignal raised $60M Series C and is investing
heavily in a no-code configuration layer. If they crack
the usability problem, they become a serious
mid-market threat within 12—-18 months.

OBSERVABLE OBSERVABLE: TrueSignal markets as 'The intelligence layer for enterprise revenue' — emphasizing
200+ signal sources, Al synthesis, and their proprietary 'SignalMesh' data architecture.

INFERRED INFERRED: Respected for data depth and technical sophistication. Perceived as hard to implement and
requiring data engineering resources. Often chosen for enterprise proofs-of-concept that don't make it to production.

Positioning strong

when implementation.

Positioning breaks
when

03 — ELEVATOR PITCH (THEIR VIEW)

Data-rich enterprises with dedicated analytics teams and the patience for a complex

Mid-market teams expecting plug-and-play activation and rep-facing simplicity.




available anywhere."

Our counter

Hidden assumption

When convincing

When it falls flat

04 — WHO THEY WIN WITH

"TrueSignal's SignalMesh aggregates 200+ intent and behavioral data sources into a unified account
intelligence layer — giving enterprise revenue teams the deepest, most comprehensive signal dataset

200 sources of signal noise is not intelligence. Intelligence is knowing which
signal matters and why — and showing it to your rep in plain English.

That buyers have a data science team capable of configuring and maintaining a
200-source signal mesh.

Data-first enterprise buyers who view intelligence as a technical infrastructure
problem, not a sales productivity problem.

Sales-led evaluations where the VP of Sales asks 'can my reps use this on day one?"
— the answer for TrueSignal is no.

Company size
Industries

Buyer roles
Technical context

Why buyers choose
them

Switch triggers

05 — WEAKNESSES & BLIND SPOTS

06 — HOW TO BEAT THEM

Trap Questions — Ask These Subtly

* How long does it take before one of my reps sees their first high-intent account in a dashboard they can act on?

« Can you show me what a rep sees when they open their account list on a Monday morning?

* When TrueSignal flags an account as high-intent, what's the plain-English explanation the rep sees for why?

07 — OBJECTION RESPONSES
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"TrueSignal has 200 data sources — more signals means better intelligence."

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:

Common mistake: Getting drawn into a data source count war — it's unwinnable and irrelevant to the buyer's actual problem.

"We need a platform our data team can customize — NovaSpark seems too opinionated."

EXECUTIVE RESPONSE

TECHNICAL RESPONSE

Most dangerous when:

Common mistake: Ceding the enterprise data team segment entirely — NovaSpark can serve both technical and non-technical users.

08 — PROOF POINTS & EVIDENCE

09 — RED FLAGS (DEAL QUALIFICATION)

Prospect has a data science team actively involved in vendor selection and wants MEDIUM
API-level access as a requirement

Mitigation:
Deal size is $150K+ and the buyer has 6+ months for implementation —
TrueSignal's profile

Mitigation:

CRO has a pre-existing TrueSignal relationship from prior company HIGH

Mitigation:

10 — STRATEGIC RISK ASSESSMENT
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